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Here—Ragatta 


Your LUMITE Saran Screening 
Couldnt Rust, Corrode...Couldnt Stain Sidewalls 


Costs only 12¢-13¢ per square foot 


a 
FAN SLYCK 
FINALS 


atl ee wan proain| paint 
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here at no extra cost’ 


LUMITE: 


\_SARAN sn oReeN CLOTH 


our name goes 


tSee your Lumite jobber or write directly to us for further details 


LUMITE DIVISION, Chicopee Mills, Inc., 47 Worth Street, New York 13, N.Y. 


Be Ready with Largest, most Featuring 
complete line 4% J ANDROCK 


ANDROCK 2p) SE\..\ Stainless 
Outdoor BPA | Root: 
Cooking 

Equipment 


4810X Sraculess Steel 


4909X Stainless Steel | ae STEAK BROILER | 
BASKET BROILER a ™ 


| 
rt 


445 COMPANION SET 
Stainless Steel 





900 DISPLAY ASSORTMENT DELUXE 
BARBECUE 

hy ge) 4 3 
with wheels 


ANDROCK 1954 Outdoor Cooking Tool line includes... 


@ 9 sets of Androck Barbecue Tools. 
12 Wire Broilers—flat, basket or hamburg type. 
Skewers from 12” to 30’ — stainless steel. 
Tongs, roasters, hamburgrills, spoons, forks and 
turners. Stainless Steel or tinned finish. 

o 8 Stoves, gridirons, and wire grids. 

e@ 9 new items for 1954. 

e@ Display assortments for floor or counters. There 
is one for every store. 








4 the new Kwikset lelex ine 
ck! | with Convenient’ two-way 


locking action 





















1. Push the button — outside knob is locked. 
Turning inside knob to open door releases button, 
and prevents unintentional lockouts. 


ar 
ae. Push and turn the button — outside knob 
remains locked, even when inside knob is turned and 
door opened or when lock is opened with key. 
On either locking action, key may be turned right or 
left to unlock door. 

* Available on either entry or exit models. 


YOU CAN SELL THIS FEATURE — 
because it offers two locks in one, bringing 
greater convenience to home owners, 

and smaller inventories for you. 


eee 


The Only Lock with All these Features: 


Six pin tumbler security Feather-touch knob action 


Exclusive, adjustable strike 


. 

e Equi-distant knob projection 
All steel and brass construction e Elimination of cylinder reversing 
Full 14” latch bolt throw * 





Unconditional guarantee 


“ol Finer Lock fer Finer Homes’’ 





KWIKSET SALES AND SERVICE COMPANY © ANAHEIM, CALIFORNIA 
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FAST 
TURNOVER 
TRIO 


WRITE TO US for 
free 48-page book, 
"File Filosophy,'' 

on kinds, use and care 
of files. A valuable 
sales help! 


MILL—SLIM TAPER—CHAIN SAW. . . . Not only 
are these the fastest moving types of files the average 
hardware store can carry, but they offer what can 
conceivably be the fastest turnover in the field of 
small hand tools. 

In the first place, files are “wear-away” tools of 
many uses. Relatively frequent replacement is a natural 
consequence. Secondly, they have a wide range of 
users: timbermen, carpenters, mechanics, repairmen, 
farmers, amateur craftsman and householders. 


And their sales can be increased far beyond routine 
demands. How? By aggressive promotion—by promi- 
nent counter display*...by timely window displays 
(especially in association with seasonal other tools) .. . 
by frequent mention in your local advertising and mail- 


OL 
Rh So NICHOLSON FILECO. ¢ 25 ACORN ST. 
2 3 —_e (In Canada: Nicholson File Company 


EET AES RT 








DB al WN ee acceyndeeay viata 





ing inserts... by having your sales force form the 


habit of suggesting ‘“‘a couple of files” when waiting on 
customers. In other words, keep reminding people that 


files get things done that might otherwise be neglected. 


CONSULT YOUR WHOLESALER as to the file types. sizes 
and quantities best suited to your trading area. Your list will 
probably be headed with these: 

MILL FILES (8” and 10”) —for edged-tool sharpening, implement and 
household repairs. 

SLIM TAPER FILES (assorted) for handsaw and bucksaw sharpening; 
for filing corners and angles. 

CHAIN SAW FILES—to meet a tremendously growing need. Round type 
is most widely used. Get No. 84. 

The brand? Nicholson or Black Diamond, of course—best known 
and largest selling in the world! 


* Have you this Company's sales-boosting File Display Unit 56? Ask your wholesaler 


Che Dia 
e PROVIDENCE 1, RHODE ISLAND >> 
mada Ltd. Port Hope, Ontario) —_ sa 


NICHOLSON FILES ror every purross 


HARDWARE AGE, MARCH 18, 1954 








Willia 
Kenneth 
Rudolpt 
JR. K 
Et 
A. Walk 
George 
Karl R 
Ray M. 


Albert 
"Who | 


Paul W 
Washin: 


J. $. Te 
Monage 


B 
c. C. | 


Rec 
Boston 
John G 
Teleph« 


New Y 
Eas 
100 Eas 
Telephe 


Clevelc 
will J. 
Teleph 


Chicag 
Wm. C 
230 N. 
Teleph 


San Fr 
R. J. I 
300 Me 
Teleph 


Los Ar 
Lt. H.. 
Teleph 


Ac 
106 


ECO RAR eth oe 


Libniaddibdsncleh baathbbeindshintembibiiiaiienn ocaneieuaaioe vu ko ett tere 


RR Me REM accorne 


rm the 
iting on 
ple that 
rlected. 


es, sizes 


list will 
nent and 
rpening; 
und type 


t known 


saler. 


, 1954 














Leonard V. Rowlands, Publisher 


EDITORIAL STAFF 


William A. Phair, editor 
Kenneth A. Heale, feature editor 
Rudolph S. Wild, merchandising editor 
J. R. Keagy, store management editor 
E. L. Barringer, marketing editor 

A. Wahnon, news editor 

George H. Baker, Washington editor 
Karl Rannells, Washington editor 
Ray M. Stroupe, Washington editor 


Albert J. Mangin 
“Who Makes It’ Directory editor 


Paul Wooton 
Washington member editorial board 


J. S. Torrey 
Monager, Reader Service 


BUSINESS STAFF 
C. C. Read, advertising manager 


Regional Offices 


Boston 10, Mass. 
John G. Wilcox, 10 High St. 
Telephone: Liberty 2-4460 


New York i7, N. Y. 

E. R. Sandiford—John Nichols 
100 East 42nd St. 

Telephone: Oxford 7-3400 


Cleveland 15, Ohio 
Will J. Feddery, 1836 Euclid Ave. 
Telephone: Main 1-6374 


Chicago |, Ill. 

Wm. C. Scholefield—Mal M. Whitfield 
230 N. Michigan Ave. 

Telephone: Franklin 2-0202 


San Francisco 4, Cal. 

R. J. Birch—Frank McKenzie 
300 Montgomery St. 
Telephone: Douglas 2-4393 


Los Angeles 5, Cal. 
t. H. Jackson, 3156 Wilshire Bivd. 
Telephone: Dunkirk 7-2119 


Address all mall to: 
100 E. 42nd St., New York 17, N. Y. 


Charter Member 


@ & tha 


SUBSCRIPTION PRICES: United States and 
its possessions $1.00 per year. Canada: $3.00 
per year. All other allies $5.00 per year. 
Single copies 25 cents. 


HARDWARE AGE was established 1855, suc- 
ceeding and embodying "Hardware," New 
York; “Stoves and Hardware Reporter," St. 
Louis; “Western Hardware Journal,"” Omaha; 
“Iron Age Hardware," New York; “Hard- 
ware Reporter,"’ St. Louls; * "Hardware Sales- 
man,"' Chicago; “Hardware Dealers Maga 
zine,” New -" "Good Hardware," ow 
York, and "Your Business," Philadelphia. 


HARDWARE AGE, published every other 
Thursday by Chilton ‘Co. (inc.), Chestnut and 
56th Sts., Philadelphia 39 Pa. Entered as 
second class matter M March 24, 1933, at the 
Post Office at Philadelphia under the Act of 
March 5, 1879. (Printed in U. S. A.) $1.00 
—{ gy Single copies, 25¢ each. Vol. 
173, No. 


HARDWARE AGE, MARCH 18, 1954 





TOW 


THE HARDWARE DEALERS MAGAZINE 


Established 1855 


Executive Office 

Chestnut and 5éth Sts. ru) 
Philadelphia 39, Pa., U. S. A. 

Phone: GRanlte 4-5600 


rn B. hog ery P. M. FAHRENDORF, G. C. 


PUBLISHED EVERY OTHER THURSDAY 
. J 
In This Issue 


How to Get More Electric Housewares Sales 
Use Hard-Selling Displays 








12 Steps to Greater Electric Housewares Volume 


What's the Outlook for Electric Housewares? 
Electric Housewares Displays 


Only a Dream. . . But It Could Happen 
Pipe Railings Don’ + Make Self Service 
Too Much Caution May Hurt 


Successful Sales Staff Meetings. 

5-Point Program for Opening Camera Section 
Consistent Advertising Sells Paint 

Improve Gift Sales with Expanded Display 


Builds Traffic with Sporting Goods Stock 
Open House Sells Barbecue Goods. . 
$75,000 in Plumbing Supplies .... 
30%, of Sales in Glass .......... 
10°%/, of Sales in Fireplace Equipment 


Spot Displays Build Impulse Sales 
Highlighting Small Departments . 
Color Pulls Traffic to Appliances .. 
Display's the Thing at This Store 


Washington News and Views 
How's the Hardware Business? 
Letters to the Editor 
Convention Calendar 

News of the Trade .... 
Hardware Age Fifty Year Club ............ 
New Wholesalers’ Aids for Dealer Use ....... 


Vol. 173, No. 6, March 18, 1954 


101 
102 
104 
106 
108 
110 


omni 


112 
118 
128 
168 


114 
121 
136 


160 


117 
150 
152 
172 


10 
14 
184 
186 


(234 


Manufacturers’ New Merchandising Plans.......... 


Classified Advertising .... 





276 Advertising Index .... 


Net Paid Circulation This Issue 34,847 





ONE OF THE PUBLICATIONS 


OFFICERS AND DIRECTORS 
JOSEPH S. HILDRETH, President 


OWNED, PUBLISHED, AND COPYRIGHTED (1954) BY THE CHILTON CO., 
Editorial and oh & Offices 


New York 17, ’ 
Phone: OXford 7-3400 


ALLAR, Treasurer; JOHN BLAIR MOFFETT, Secretary; GEORG 


ROBERT E. McKENNA, IRVING E. HA 


258 
268 
268 


12 
278 


42nd St. 


Uv. S. 


BUZBY, HARRY V. DUFFY, Vice Presidents; 
T. HOOK, 


H. RGE 
MAURICE é COX. TOM C. CAMPBELL, FRANK P. TI Ary LEONARD V. ROWLANDS, 





INC. 















HODELL CHAIN 


for every farm use 
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UTILITY HANDY TIE-OUT PORCH-SWING TRACE HALTER LOG 
CHAINS CHAINS CHAINS CHAINS CHAINS CHAINS CHAINS 


There’s a big market for quality chain on the farm. Be ready 
to supply this need from the full line of high-quality welded 
and weldless chain produced by Hodell. Have Hodell 
Animal Chains readily available on your counter for cus- 
tomers. Display Hodell Pailettes with Proof Coil and BBB 
Coil Chain in a convenient location, too. 





You'll want full information on this line of chain, so Hodell Pailettes are all-steel, re-usable containers 
write for your Hodell Catalog, today ...and be sure to ask -++hold 100 Ibs. of Proof Coil or BBB Coil 


’ : ; ° “hai Chain in four sizes. 300, 500, 1000-Ib. barrels 
a distributor for Hodell Chain. of Proof Coil or BBB Coil Chain also available. 


HODELL CHAIN COMPANY, Cleveland 3, Ohio 


Division of The National Screw & Mfg. Co. 





FASTENERS Sf HODELL CHAINS CHESTER HOISTS 
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Just Among Ourselves 


Informal Editorial Comments 





By W. A. Phair 


Only a dream... . but it could happen 


Some bright, Spring morning, when I have enough Dutch courage in hand, 
I’m going to stalk into one of those new, gleaming, antiseptic food supermarkets 
and corner the manager. 


When I have him properly cornered, I’m going to say to him, “Listen, I’ve 
got a problem. My wife’s away on a trip and I want to make a stew. I think I 
have most of the stuff I need, but what can I use to give it a good flavor? What 
do I need and how do [ use it?” 





The manager will probably look at me as though I were crazy, but after all, 
he’s running the store. He should know something about the merchandise he sells. 
And I am a customer that needs help. 


I won’t let the crowds in the store bother me. I won’t let the manager get 
away to answer his phone. Nor will I let any clerk butt in to ask him a question. 
I’ll keep after him until he answers my question. 


He will probably tell me that I need a few onions to flavor the stew. Then 
I’ll ask him to show me the type and size of onion I need, and how to peel it. Then 
I’ll buy two onions, give the cashier the 5¢ and go home. 


I’ll get thrown out, you say? Possibly, but it will be fun while it lasts. After 
all, I’m not doing anything different than a hundred people do each week in a 
hardware store. Think of the number of people that come into a hardware store 
and ask for $10 worth of advice and buy 5¢ worth of merchandise. If I can get 
this help in a hardware store, why can’t I get it in a food super? 


Of course this is all a wild dream, but it does point out one of the big differ- 
ences between a super food market and a hardware store. It also points up the 
fact that when a hardware store owner starts thinking in terms of self service. 
the way it is handled in a food supermarket, he’s getting involved with much 
more than railings, checkout counters and pricing. He’s getting involved with a 
very different concept of doing business. 


Pipe railings don’t make self service 


Despite the many discussions on self service that have been published in 
HARDWARE AGE and elsewhere, too many dealers still seem to think that the only 
way they can get the benefits of self service is through the use of pipe railings up 
front, and all the other trappings of the food supermarket. 


That is not the case. In fact, that idea may do more damage than good. 
Already, some of the earlier ideas about self service in hardware stores are 


being modified in the light of actual experience. 
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informal editorial comments 





A dealer must understand the real impetus for self service—that of reduc- 
ing store selling costs; the developing of a more efficient retailing operation. 
Self service is not a cure all. It is not a substitute for good merchandising. To 
the contrary, it actually puts a premium on good merchandising. 


We have stressed here on many occasions the importance of a dealer under- 
standing what he is getting into when he goes into self service. The transition is 
not always simple or without headaches. 


We have published many discussions of self service in HARDWARE AGE. We 
have reported on the experience of many dealers using this technique. In the 
preceding issue (HA, Mar 4, p. 108) we described the experience of an eastern 
store. In this issue (p. 142) is a discussion of a small store trying self service. 
Also in this issue, on page 235, is a report of a very interesting panel discussion 
ef this selling technique. 


We suggest you read this material carefully and keep yourself posted on the 
experience of other dealers. By doing this you’ll avoid many mistakes, and very 
possibly save yourself money. li 


Here is an example of how you can save money by keeping posted on current 
experience with self service. Many of the earlier self service hardware stores 
believed it was necessary to have turnstiles and separate “in” and “out” doors. 
Now, as you will discover by reading the self-service panel report on page 235 of W 
this issue, dealers now feel, based on actual experience, that neither of these 
two devices are necessary. — 


Too much caution may hurt... 


We’ve received reports from a number of wholesalers that very few dealers 
have placed advance orders for Spring goods. Seemingly, most dealers are con- 
cerned about the amount of business they will do this year. 


Some caution is certainly desirable under today’s conditions. But it can be 
overdone. Failure to anticipate your future needs can easily lead to shortages 
when consumers start buying. 


Without future orders from dealers,'neither wholesalers nor manufacturers 
can do a good job of calculating the season’s needs. The consequences of this 
ignorance of your future needs are slow deliveries, or costly rush shipments, or 
plain shortages in your store, just at the time when consumers are most inter- 
ested in buying the article. 





The failure of dealers to order for future needs places a very difficult burden 
in the laps of manufacturers and wholesalers—the burden of trying to guess 
what you will need. In the absence of accurate information from you, their 
estimates are bound to be conservative. The net result of all this can be shortages 
on your shelves and lost sales. And none of us can afford lost sales, these days. 


A dealer takes very little risk in placing orders for 50 to 60 per cent of his 
anticipated needs. It is improbable that sales would drop below that level in a 
season’s time at any time. Price protection is also accorded on most futures, so 
you can’t lose there. 


The next time your wholesaler asks for future specifications, remember you 
are helping yourself, when you place them. 
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SPRING 





No. 263SG. 5-pin tumbler cylinder provides full security. Rust- 
less alloy case and strike with Luralon finish. Hold-back button. 


It’s ILCO’s new Streamlatch 


PROMOTION SPECIAL 


with sensational PUTT finish 





FREE MERCHANDISER 





This handsomely finished display mount is 
available at no cost with each order for one 
dozen night latches; you pay only for the 
night latch. 
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IT GLEAMS e¢ IT GLOWS « IT SELLS... 


It’s the newest thing in night latches...a 
brand-new, durable finish that combines the bril- 
liance of silver with the warm glow of bronze. 
It’s distinctive, unusual, beautiful . . . blends 
with any finish . . . a sure bet for the growing 
demand for modern design . . . and you can sell it 
at a promotional price! 

What a combination for Springtime 
sales ...ILCO security, ILCO quality 
and an entirely new kind of beauty 
that’s exclusive with ILCO! 

Stock this new number along with ILCO’s 
complete line of night latches and deadlocks in 
both standard and modern designs. Order now 
from your jobber or write for full information. 



















ashing ton 


NEWS and VIEW: 


By Washington Bureau of 
HARDWARE AGE 


Proposed New Tax Legislation 
Encourages Consumer Spending 


This year’s tax laws will favor the consumer rather 
than business. 

The pattern of tax legislation now taking shape 
clearly shows that Congress intends to place more 
spending power in the hands of the buying public. 

For individual taxpayers, exemptions are to be in- 
creased perhaps by as much as $200 per person. 

For retail purchasers, excises are to be trimmed by 
a total of $1 billion. This means an extra billion dol- 
lars to be spent in retail stores. 

Legislation now before the Senate calls for the 
following reductions — in 
April 1: 

Sporting goods and equipment, from 15 to 10 pct. 

Firearms, shells, pistols, revolvers from 11 to 10 pet. 

Electric light bulbs, from 20 to 10 pct. 


Federal excises, effective 


OUTLOOK 
vals, plus lower excises should produce a chain 
> reaction of consumer buying that will cut big 
inventories, provide jobs, and re-charge pub- 
lic confidence, it is reasoned. 


Higher exemptions for individ- 


Survey Shows Business Needs 
New Wholesale-Retail Census 


A new move is on foot to persuade Congress to au- 
thorize the Census Bureau to go ahead with a business 
census, including retail and wholesale, which was 
knocked out of the budget last year. 

Commerce Secretary Weeks now has the backing of 
a survey and report by a special committee consisting 
of economic experts from business and labor. It says 
a business census is essential; that more delay will 
seriously handicap the economy. 

Retailers and wholesalers need the census, the com- 
mittee says, to measure market potentialities; to select 


10 


new store sites, outlets; to forecast new distribution 
trends; to estimate proper inventory levels, and to 
plan the size of advertising budgets, etc. 


OUTLOOK—Congress seems more syinpa- 

thetic on the basis of the report, but is not 

} likely to vote additional new money. Author- 
ity may be given to spend as much as $8 mil- 

lion if it can be trimmed from other activities 


Housing Bill Seen As Spur 
To Private, Low Cost Housing 


Sellers of furnaces, refrigerators, home air condi- 
tioners, and builders’ hardware are hopefully watching 
for congressional approval of the Administration hous- 
ing bill. 

The reason: a portion of the bill would make it 
easier for home owners to finance repair and modern- 
ization of older houses. If this measure becomes law, 
the market for household equipment should improve. 

Still uncertain in early March, was the final form 
the bill will take when the Senate and House complete 
work on it. Undoubtedly they will make changes, but 
the changes probably will be in language, not substance. 

Housing Administrator Cole, who helped draft the 
proposed housing program, believes chances are good 
that Congress will support the bill. 

Private builders, too, like the general form of the 
measure. They are urging Congress to approve its 
objectives though they oppose that part which would 
temporarily continue government-backed housing. 


OUTLOOK 
provided by private builders if Congress pass¢ 
the housing bill. This trend would lower pres- 

g sure for added government housing while 


More low cost homes may be 


bolstering long-range demand for builders 
hardware. 


(Continued on page 194) 
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‘Butt Hinges 
by McKINNEY 


hinge craftsmanship 
at its finest 





MCKINNEY |... 


Quality Hinges Since 1865 















TEST 


Wall Paint Designs 


This new method of rolling de- 
signs on painted walls consists of 
applying Super Kem-Tone Applikay 
with a double roller that is a fabric 
and a plastic roller joined on a sin- 
gle handle. Designs available are: 
Homespun, Birchbark, Silken Fleece 
(illustrated), Jackstraw and Fall- 
ing Feather. Rollers with different 
designs are interchangeable on the 
roller frame. Completely washable 
when dry, Applikay comes in blue, 
white, gold, gray, green, lilac, pink 





and yellow. It is for use on walls 
first coated with base of Super 
Kem-Tone washable wall paint. 
Sherwin Williams Co. 


For more data circle No. 1 on postcard, p. 199 


Brass Pumps 

Super Champ Multi-Stage Brass- 
Built pumps are for deep and shal- 
low wells. All pumping parts, in- 
cluding ejector body in deep well 
models, are entirely of brass to pre- 
vent corrosion and assure maximum 
efficiency. Pumps come in two or 
three stages and in 4, %4, 1, 1% 
and 2 hp. models, all with heavy- 
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INFORMATION ON NEW 





duty capacitor start NEMA stand- 
ard motors. Deep well units are 
available for settings up to 200 ft. 
Pumps and ejectors can be bought 
separately or as complete systems, 
including vertical pressure tanks 
ranging in size from 28 to 220 gal. 
Dayton Pump & Mfgq. Co. 


For more data circle No. 2 on postcard, p. 199 


Portable Refrigerators 


Ten new models of Kampkold 
portable refrigerators in two lines 
aluminum and colored—range in 
size from 12x9x11 in. to 3 cu. ft. 
Four aluminum models are natural 
aluminum in color. Six all-steel 





PRODUCTS AND SERVICES 


models come in color comvinaiions 
of red, blue or yellow with black 
top. Other features include all- 
aluminum Flexi-Tray which divides 
refrigerator into various positions 
for complete utilization ; 
handle with concealed bottle opener, 
and Fiberglass insulation which in- 
sures 72 hours of food protection. 
American Gas Machine Co., Div. of 
Queen Stove Works, Ince. 


For more data circle No. 3 on postcard, p. 199 


space 


Lawn Mower Headlights 
Lawn Queen power mower 

cquipped with headlights and white 

sidewall tires is available as a dis- 





play model at a special price to 
dealer who purchases six or more 
power mowers. Kit consisting 0! 
headlights, generator and mounting 
bracket is available to equip Lawn 
Queens in stock; optional kit in 
cludes white sidewall tires. Head- 
lights are operated by a 12-volt 
generator and use standard 6-volt, 
45-ampere bicycle headlight bulbs 
Light and generator are chromium 
plated. Jacobsen Mfg. Co. 


For more data circle No. 4 on postcard, p. 199 
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Want more information on these 
products? Then use free post 
card on Page 199. 


in hardware merchandise... 


' FOR THE HARDWARE DEALER 


Barbecue Grill 

In the Royal Chef line, this bar- 
becue grill, Model No. RC-37-S, is 
a patio model with a 33 in. high 





no-stoop work surface, metal shelt 
that doubles as a windbreak and 
storage space. Work surface is 
19x4834 in., including metal end 
shelf; grids are 16%x15'% in.; 
shelf area is 404,x19'% in. Royaltex 
gray in color, legs are polished tub- 
ing. Suggested list price is $39.95. 
Chattanooga Royal Co., Div. of 
Chattanooga Implement & Mfg. Co. 


For more data circle No. 5 on postcard, p. 199 


Repeating Shotgun 

Added to line is new 12-gage re- 
peating shotgun complete with 
C-Lect-Choke, which gives instant 
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selection of any choke desired, and 
cushion rubber recoil pad. Model 
No. 195 has a ventilated barrel 
with the vents behind the choke. 
Stock is walnut in Monte Carlo de- 
sign. Clip-type magazine is a three- 
shot action repeater; holds two 
shells with one in the magazine. 
Retails for $32.95; $33.95 West of 
Rockies. O. F. Mossberg & Sons,Inc. 


For more data circle No. 6 on postcard, p. 199 


Fishing Reel Finish 
Pflueger Supreme 
have a new Cro-Plate finish. Chro- 
mium plating is applied by elec- 


Reels now 





trolysis directly upon the aluminum 
base metal. This produces a heavy 
and durable plating which resists 


corrosion common in salt water 


fishing. Finish is applied only to 
reel cap, front plate and back plate. 
There has been no change in price. 
Enterprise Mfg. Co. 


For more data circle No. 7 on postcard, p. 199 


Electric Paint Mixer 
Magic Mix electric paint mixer 
has been redesigned to blend, tint 
and recondition paint more quickly. 
(Continued on page 196) 





TO HELP YOU 


SELL 


NEW DISPLAYS 











AND OTHER DEALER 
SALES WELLES 





Paint Mixer Display 
Three-color display is offered 
free to dealers ordering six Utility 
Paint Mixers. Display holds the 
six mixers and shows their use with 
any '4-in. portable electric drill 
Measuring 131% in. wide and 16 in. 
high, display has yellow back- 
ground with its sales message in 
red and black. Red and white tag 
is attached to each mixer contain- 
ing instructions on its proper use 
Mixer has 3/16 in. shank to fit 


{| Aon. 
ks Den 









——— 















FITS 
ANY 
ELECTRIC 
DRILL 


chuck of any make 14-in. or larger 
drill, and retails for 60¢ each. 
Black & Decker Mfg. Co. 


For more data circle No. 8 on postcard, p. 199 
. 
Screws, Bolts Display 
Quick-service display carton holds 
six packs of screws and bolts in 
individual clear plastic hinged-cover 
(Continued on page 223) 
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Retail Trade Holds Up 
Better Than Business 
At Other Levels 


Whether it’s recession or simply 
readjustment, it becomes increas- 
ingly evident that the current slow- 
down in the nation’s economy is 
characterized by conservatism. 

This conservatism 1s being re- 
flected all along the line, from the 
producers of prime commodities to 
ultimate consumers. 

Oddly, the consumer seems to be 
less concerned about the present 
situation than distributors and 
manufacturers. 

Retail sales have been holding 
up surprisingly well in face of 
growing unemployment. Wholesale 
trade hasn’t been showing up as 
well. Likewise, factory shipments 
have been off markedly from last 
year’s high level. 

Retail trade in January, after ad- 
justment for seasonal factors and 
trading day differences, was only 
off 3 pet from January 1953. 

Wholesale sales, on the other 
hand, declined 20 pct in January 
as compared to the like month of 
1953, on an unadjusted basis. 

The cutback in buying for inven- 
tory which has been taking place 
since last Fall, may prove to be a 
healthy condition for the nation’s 
economy. 
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> Consumer Prices Remain High 


> Production Index Lower 


> Gains for Department Stores 


If retailers enjoy the Spring 
pick-up that is anticipated, it is 
likely that distribution channels 
will again begin to flow with con- 
sumer goods. 

Sales in a number of retail lines 
will be affected by action this month 
on the bill that would halve excise 
taxes on a number of so-called lux- 
ury items. 





Commerce Spokesman 
Pleased with Outlook 


Walter Williams, Under Sec- 
retary of Commerce, says that 
“the period of ‘inflation is past” 
and that “we are passing 
through a period of readjust- 
ment in a manner which I think 
amazes even us.” 

Mr. Williams, optimistic about 
the future of the economy, says 
that the consumers’ price curve 
has practically leveled off. In 
addition, 1954 “budget expendi- 
ture requests” were reduced by 
Congress and the Administra- 
tion by about $13 billion. 

Generally speaking, he adds, 
There 
is no reason to believe, he said, 
that 1954 will not also be a good 
year. 


1953 was a banner year. 











11 Big New York Stores 
Show February Gain 


Sales in New York City’s depart- 


ment stores, which account for the 


heaviest percentage of total retail 


business, moved up 3.3 pct in Feb- 


ruary, compared to the like month 
in 1953, reports the Federal Re- 
serve Bank of New York in a 
“flash” report. This is a compari- 
son between 11 top stores. 


Department Stores 
Show Some Gains 


Dollar volume of sales in de- 
partment stores nationally for the 
week ended Feb. 20 were 2 pct 
above sales for the like 1952 week, 
reports the Federal Reserve Board. 
In the previous week sales had 
dropped 1 pct from the same 19535 
week. 

For the four weeks ended Feb 
20 and for the period from Jan. 
to Feb. 20 the nation’s department 
stores were 1 pct below the simi- 
lar periods of the previous years. 

Seven of the 12 Federal Reserve 
districts showed gains in the lat- 
est week. Sharpest advances were 
registered by Minneapolis with a 
19 pet gain and Atlanta, with a 12 
pet jump. Cleveland was eve! 

(Continued on page 261) 
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The year’s biggest news in 
bolt and nut merchandising 





RB&aW’s NEW 


Handy-Man 


BOLT and NUT KIT! 





* 50 BOLTS, 50 NUTS, 8 WASHERS 
—ALL BRIGHT ZINC-PLATED 


* DESIGNED FOR FAST SALES TO THE 


Yes, it’s the hottest bolt-seller of this 
year—or any year—the way this new 


“FIX-IT-YOURSELF” TRADE RB&W merchandising ‘first’ is catch- 
* A BIG BARGAIN FOR EVERY HOME-OWNER ing on! 





Typical home repair jobs———— 
Dealers go for the Kit because it... OUTDOOR FURNITURE APPLIANCES AND FIXTURES 


LAWNMOWERS AND GARDEN EQUIPMENT RECREATION EQUIPMENT 


e Gives shoppers self-service item 
BICYCLES, WAGONS, OTHER LARGE TOYS 








e Saves time for dealer and shopper 





* Builds bigger unit sales of bolts 


* Sells on sight—from point-of- Featured by IRHA 
purchase display ; , : 
Provid A ncatte . RB&W s Handy-Man Bolt and Nut Kit was one of the items 
a ee featured in IRHA’s big nationwide promotion to the multi- 
. billion dollar ‘‘do-it-yourself”” market. You can still cash in on 
Home-owners go for the Kit this promotion by ordering your stock of these novel, easy-to- 
because it... sell kits... they come in self-display cartons that take up a 


minimum of room on your counters. 
e Contains wide assortment of 
needed bolts 


Eliminates frequent shopping trips 


Shoppers Sell Themselves 


Eye-catching, self-displaying carton of 10kits 
does all the selling for you. Just open a car- 
ton—inside top flap becomes self-selling 
display that helps you increase profits from 
bolt sales. 









e Gives them quality items at low 
cost 


e Handles small or large 
fastening jobs 


e Keeps bolts handy at Your RB&W distributor is all set to supply 


this new Handy-Man Bolt and Nut Kit. Why 
Order not cash in on this “Do-It-Yourself” trend 


all times 
now? Phone or write your nearest distributor 
/ today—ask for RB&W's Handy-Man Bolt 
ry and Nut Kit! 
109 YEARS MAKING STRONG THE THINGS AMERICA MAKES STRONG 


Plants at: Port Chester, N. Y., Coraopolis, Pa., Rock Falls, Ill., Los Angeles, Calif. Additional sales offices at: 
Ardmore, Pa.,Pittsburgh, Detroit, Chicago, Dallas, San Francisco. Sales agents at: Portland, Seattle. Distributors 
from coast to coast. 
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Ine0et Wire Sereening 


<s «Ww. 





CHASE means quality—customers know it! 
Your customers know of Chase quality through national 
advertising in magazines like The Saturday Evening Post. 
Chase Insect Wire Screening is a fine example—each wire 
is double-crimped to keep openings square and true. It 
resists corrosion, keeps tidy appearance for years. 











SALES TI 
iz 
a 
Cc) 
Ga 
k 
A good deal for dealers! Fast-selling Chase Bronze ‘i 
and Chase Alclad Aluminum Insect Wire Screening cuts 
easily — and the hexagonal cartons store without waste b 
space, can’t roll off shelves. Cc 
q 
s 
d “ . ® BRASS & COPPE Rg The Nation’s Headquarters for Brass & Copper 
Albany t Cleveland Kansas City, Mo. New York San Francisca 
WATERBURY 20, CONNECTICUT * SUBSIDIARY OF KENNECOTT COPPER CORPORATION Atlanta Dallas Los Angeles Philadelphia Seattle 
Baltimore Denver t Milwaukee Pittsburgh Waterbury 
Boston Detroit Minneapolis Providence 
Chicago Houston Newark Rochester t ( T sales 
Cincinnati Indianapolis © New Orieans St. Louis offiee only ) 
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x Ne WWeuts 


: practically 
all types 


The Keil No. 6 Key Duplicating Machine cuts virtually every kind of 
key. The machine is equipped with a variety of six cutters and guides, 
all mounted on a semi-automatic turret head. The beveled cutter is for 
cylinder keys, and the five high speed steel cutters are used for cutting 
all types of flat steel keys, also the tumbler and end ward cuts on bit 


keys. On the side of the machine there is a special cutter for cutting 
side wards on bit keys. io 
A flip of a lever and a turn of the turret snaps the proper a 
cutter and corresponding guide into position ready for ; 


quick, accurate cutting. This one feature alone proves the “4 
superiority of this machine over all other makes. 


CONTACT YOUR JOBBER -— OR 





¢ 
¢ 


st KEIL 
eo? LOCK CO. 


¢ 


Inc. 


CHARLESTOWN, N.H. 


Please send complete 


information about your New 


y No. 6 series of Key Duplicators. 








State 
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Nou Pushbutton Air Conditioning 
& 









Year Round 


Ue Conaltinoes/ 
0 
A COMPLETE LINE + + +11 MODELS 


@ Pushbutton Controls @ 2-Speed Blowers 
® Directional Air Flow ® Silent Operation 
Hotpoint’ @ Automatic Thermostat ® Calrod Heater 
InfS finest...1 h.p. model with . 
convenient pushbutton controls. Has Heater, © 5-Year Protection Plan ad Easy Installation 


4-Way Air Circulation Grilles, Thermostat, ® Color Styled for any Interior 
and 2-Speed Blower. 



























The famous Hotpoint name on Room Air Conditioners is 
your assurance of unequalled quality and leadership proved by 
a great history of public acceptance on all Hotpoint products. 

The Hotpoint De Luxe Features are your guarantee that, 
as always, with Hotpoint you are offering the most salable 
in the industry. 

The Hotpoint warranty is assurance of complete customer 
satisfaction. 

Talk with your Hotpoint distributor soon and get set to 
grow with Hotpoint in this fast-expanding new business. 


* 
Hotpoint’s % hp. ls. H i- oH, 
P aa eee pave wee » «e-Pacemaker of Progress! | 


able 4-Way Grilles, Replaceable Filters, 


Centrifugal Blower, plus many other fine 

features. . Or, a 
_ ° g ' \ 

THERE’S A 4 AIR CONDI- g 


TIONER TO FIT EVERY NEED. COOLS m SS lo 


IN HOT WEATHER, WARMS IN COLD— 
ALWAYS WITH AIR AS FRESH ano Y mR be 




















CLEAN AS AN OCEAN BREEZE. 


a 


£ 
A 












as fo 
f “> 
> : | — a“ , 
Hotpoint S dependable, economical Air ™ ie 
Conditioners in compact 2 h.p. size. Have \ 
many features of large models. Nes —— 
Wen 






RANGES © REFRIGERATORS © DISHWASHERS © DISPOSALLS® © FOOD FREEZERS @, CABINETS © AUTOMATIC WASHERS A 
CLOTHES DRYERS © ROTARY IRONERS © AIR CONDITIONERS © DEHUMIDIFIERS 
HOTPOINT Co. (A Division of General Electric Company) 5600 West Taylor Street, Chicago 44, Illinois 
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Your customers want quality at a price 
Every builder wants the selling help 
of recognized brands... 






























a quality, 
| low-cost lock 








backed bya | 
famous, national 
reputation...the 


ben Pa “Siege 
hae a. 


ALIGNA JOCK 


TRADEMARK 













with one of the greatest builder promotions ever launched! 
Turn page, and >. 





Compare 


ot Compare it for price... for appearance 
...for design...for that ‘feel’ of quality 
... for protective features 


...for EVERYTHING that you want! 


ALIGNALOCK is backed by the famous... 
SARGENT of NEW HAVEN! It is the kind of 
branded hardware that home owners and home 
buyers recognize immediately as reliable! 


Will your builder customers 
know all about ALIGNALOCK? 
And how they will! They’ll read 
colorful, dramatic, completely 
informative—back to back ad- 
vertisements, in issue after issue 
of their favorite publications. 
They’ll get beautiful, fully de- 
tailed literature. 

And they’ll be in your store soon 
for ALIGNALOCK! 

So be well stocked! Feature 
ALIGNALOCKS prominently 
around the hard-selling Aligna- 
Lock display. 


ALIGNALOCKS are available in all functions. 
2246AS Entrance door set without guarded 


latch bolt. 
2205AS 





Entrance set with guarded latch bolt. 
4122 


2264AS 


2265AS 
2215AS 
2293AS 


Grip handle for entrance sets. 
Bedroom or patio set (without emer- 
gency key). 

Bathroom set (with emergency key). 
Passage set. 


Knob pull. 





the Sargent 
ALIGNAJOCK 


feature by feature 
with any low-cost lock! 


Self-aligning assembly 
allows even non-skilled help to install AlignaLocks 
easily, accurately and economically. 


Special installation tools! 
Available is a strike indicator, center- 
ing tool, boring jig and mortising tool 
for face plate. 


cal 





ee Small cross bore... only 14 inches required 


Greater projection of bolt gives mechanics 
more leeway with loose fitting door frames. 


Phillips’s Head Screws have a neater 


appearance, speedier installation. 


G 


ONLY HIGHEST QUALITY MATERIALS 
ARE USED IN ALIGNALOCKS 


No die-cast parts. Concealed working parts 
made of pressure-formed metals. No easily cracked 


zine die-cast parts. 


Rugged steel case! 


# 
#F 


' Smooth, positive bolt and knob action! 


# 


All working parts, except the cylinder, are in 
the rose. Knob contour is unbroken. 


TWO springs instead of one! Both springs 
work against knob action . . . only one works 
against latch. 


Automatic unlocking! In bathroom or bed- 
room functions, if door is closed with the lock 
“on”, it unlocks automatically. Won’t remain 
locked if door accidentally closes. 








al 


Beautiful appearance! [n_ polished brass, 
bronze, aluminum, polished chrome for split 
finishes. 


Balanced design! Two big 
solid brass knobs. . . both with the 


a 4 


“feel” of quality. No unsightly holes 
for emergency keying or locking 
buttons. 


Fully guaranteed! This Sargent 
Guarantee Certificate, displayed in 
new homes, indicates quality 


throughout. 
SEB 
a 





on 


NO OTHER LOCK CAN BE INSTALLED 
FASTER THAN AN ALIGNALOCK! 


#F 





Emergency unlocking! Even a paper clip, 
inserted in small hole in exterior rose of bathroom 
set, releases lock. 





All from one source! Sargent offers you a 
complete line of quality builders’ hardware. One 
source... one invoice... unity of design and finish 
in all hardware required. 


For complete information about the new line of 
Sargent ALIGNALOCKS, see your supplier at 
once. Or write us. 








Hardware 
of Character 


SARGENT & COMPANY 
New York * NEW HAVEN, CONN. = Chicago 
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NOW in response to HOME OWNER DEMANDS! 


LIGHT SWITCH 


NOW Available to Hardware $ Stores / 









: | 
voc MIN... 


— | Bedell I 


Te 
15, 






© \ ott \w : " Introduced at the Waldorf-Astoria in February, 1953, the QUIETTE Light Switch 
| 

£ wor it has been thoroughly market-proved. Available in single and 3-way types, 
sews Ma this outstanding quiet switch safely operates standard AND fluorescent lights 


and appliances at 15 amps for A.C. only. Fault-free mechanism is quiet. 
Nationally advertised in Better Homes & Gardens, Saturday Evening Post 


and Small Homes Guide. 


ASK ABOU E 


ALL NEW 


WALLPLATE aan. 
MERCHANDISING 
PROGRAM 


Wallplates in 6 
House & Garden 
Pastel Wall Colors 
that harmonize with 
any decorative 4 
scheme. Merchan- 
dising Kit makes 
selling easy. 





‘ age 
Mail on Below (odlay and start profiting by 


the entry of The Arrow-Hart & Hegeman Electric Company 
famous for high quality electrical devices since 1890 — into 
the retail field. 


RETAIL Di\ 
THE ARROW HART & HEGEMAN ELECTRIC CO 


103 HAWTHORN STREET, HARTFORD 6, CONNE(‘ 


Please send me complete information about your new Merchandising 
Kits for QUIETTE Light Switch and COLORETTE Wallplates 


My present Hardware Wholesaler is 








CITY STATE 
MY NAME = 
COMPANY — 
CO. ADDRESS a 
city ZONE___ STATE os 
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Now you'll make much moremol 


One Yale 506 Closer 















THAT SLAM WITHA... 
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moremoney during IRHA week... 





3, 1954 











OU FREE 


One Yale 10 Cateh 






To give you bigger, better profits 
during National Hardware Week, 
Yale makes this unusual offer: one 
Yale 506 Airliner Screen Door 
Closer FREE with every six you 
buy ... and one Yale 1011 Screen 
Door Catch FREE with every 12 
that you buy! That’s the deal and 


‘— 
—— 


ACT NOW! Order these Yale sure sellers today! 


it has extra sales written all over it 
for you! Order from your distrib- 
utor, today! This offer is good only 
until April 24th. Stock up today 
for the hot summer ahead and 
make every sale an extra profit sale. 
The Yale & Towne Mfg. Co., Lock 
& Hardware Div., Stamford, Conn. 


Advertised in 1954’s biggest hardware promotion 


The Yale 1011 Catch and 506 Closer are 
part of a big drive to boost hardware 
sales—a drive that’s backed up by spe- 
cial Hardware Week ads in Saturday 
Evening Post. Boost your sales by tying 
in with this great profit powerhouse. 


*Reg. U. S. Pat. Of YALE & TOWN E 
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YaMSON BOLT BAR AA 





2 Yi Bolt Bap 






@ Glass compartments 
attractively display 106 
items ¢ Sturdy construc- 
tion, washable enamel 
finish * Colors: Coral & 
gray with black kick- 
board Illuminated illus- 
trations of typical bolt 
uses, fluorescent light, 
approved wiring. 


\ 
WHY EVERY 
MODERN HARDWARE STORE NEEDS A BOLT BAR, 


seat Lr 


hy? 
wma and searching. 





@ Completely eliminates time-wasting fumbling 


@ Balanced stock of 106 fastest moving hardware sizes of carriage, machine, lag, stove bolts 
and washers. 


@ Retail price tickets -@ each item priced for 50% profit. 
@ The bolt gauge <a and carry home bags E- save your time and your customers’. 
a 





Helps you beat chain store competition! hs/ 


Increases store traffic Rif R and helps sell other products. 


and most importantly... 
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SUPER-FINE 
INSULATION 


7 





























— 





25" 


yomers UNTeR| th, 
USOT ROLL of 


er-Fine for \eye}| Useg 





This Dispenser Selling Rack makes it easy for you to 
cash in on the enormous ‘‘Do-It-Yourself’’ demand for 
high-efficiency, easy-to-handle Fiber-Glass insulation. 

It holds a 24-inch wide, 100-foot roll of 1’’ Super: Fine. 
Several cards showing suggested uses, mounted above 
the roll, help sell the ‘‘Do-It-Yourself”’ householder and 
handyman on the varied ways he can benefit from using 
this rot-proof, vermin-proof insulation material. 

Among the scores of uses for L-O-F Super-Fine Fiber- 
Glass are: Heating duct insulation —cold-water pipe 
wrap weather-strip caulking sound insulation _ par- 
tition and ceiling insulation 

insulating hot-water tanks 
tween joists in unfloored attics. 

You'll sell by the roll, too. There'll be any number of 
jobs for which you will sell L-O-F Super-Fine by the 
roll. It can be one of your big volume sellers. For special 
jobs, you can recommend Super’Fine with aluminum 
foil and other facings. 


insulating exposed floors 
lay-down insulation be- 


It’s a big profit item. And L-O-F is paving the way for 
more Super’Fine sales with national and trade adver- 
tising, and supplying strong sales-promotion material. 
Send the coupon —now. 


Sond Coupon... 


—and get one of the best profit deals ever! - 


Libbey-Owens-Ford Glass Company 

Fiber-Glass Division, 4034 Wayne Bldg. 

Toledo 3, Ohio 

Send me details of your program on the L-O-F Super-Fine Piber-Glass 
Dispenser Selling Rack. Also, facts about the huge “Do-It-Yourself” 
Market for Fiber-Giass, and name of nearest distributor. 


YOUR NAME a — 





LIBBEY ‘OWENS -FORD GLASS COMPANY 
FIBERGLASS DIVISION 


FIBER - GLASS 


STORE NAME — ——— 


STREET ADDRESS — 


city ZONE STATE 
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Easy to assemble 


Accurate, clean threads that mate properly, 
run on smoothly, make Republic Bolts and 
Nuts easy to assemble. Easy to take apart, 
too. Maximum thread area assures uni- 





form, lasting grip. 


More than 20,000 regular items are made 
and stocked by Republic for every fasten- 
ing need. Depend on Republic fasteners 
to hold tight, to save time in assembly. 


REPUBLIC STEEL CORPORATION pe 
Bolt and Nut Division « Cleveland 13, Ohio 
Plants at Cleveland, Ohio and Gadsden, Alabama 
GENERAL OFFICES . CLEVELAND 1, OHIO 
Export Department: Chrysler Building, New York 17, New York 
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Write 


info 
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NOW... MATCHING DESIGN IN 


om a -)  n 
HARDWARE 


RESIDENTIAL 
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THE NEW, CONCAVE CABINET 

HARDWARE IS AVAILABLE IN 

BRASS, BRONZE AND CHROME 

FINISHES AND IN THE FOL- | 
LOWING SIZES: CABINET PULL 

WITH 3° CENTER; CONCAVE 
KNOB SIZES ARE 1*,”, 2" AND 

2°2 DIAMETER; MATCHING 

CONCAVE BACK PLATES ARE 

AVAILABLE IN 2”, 25" AND 

3*,” DIAMETER 


Write for further WESTERN LOCK MFG. C0. 


Manufacturers of Weslock Residential Locksets and Builders Hardu are 


information 
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For the first time—a successful, Spring- 
tension Aluminum Alloy Weatherstrip that— 


attractive! Met- 
al — won't rot 
or fray. Won't 
catch clothes. 


—stops ‘“bind- 
ing” of door 
and struggling 
to open or 
close. 


—is simple to 
install, takes 
only minutes. 
Adjusts to door 
warpage. 


— is complete 
top and _ sides 
seal. Perfect 
contact. Stops 
drafts and dust. 


Hundreds of western states Building Materials 
and Hardware Dealers have found customer 
acceptance excellent on this revolutionary new 
door weatherstrip and like to stock it because 


—Complete 
materials in 
rush - resistant 
“carry-out” 
tube. No meas- 
uring, counting 

ails, wrap- 
ping! 


—enough strip 
in each _ tube 
(5-42”) for any 
size door up to 
3’6"x7’. 


— eye-catching 
display cartons 
holding 12- 
tubes and coun- 
ter demonstra- 
tor only 8'/2”x 


ae 


EVeRYwuere! 
NATIONAL 
ADVERT! 


RETAL SE 





—competitively 
priced! Excel- 
lent discounts! 
Advertised in 
home Mag- 
azines! ' 


Aluma-Dor-Seal is now stocked and sold by many 
major Hardware & Building Material Jobbers in the 
Far West, but some areas still do not have jobber 
representation. 


if you can't get Aluma-Dor-Seal locally, order direct 
on special Introductory Deal shown at right. WE 
WILL PREPAY ALL TRANSPORTATION COSTS. 


Order now — Door Weatherstrip sells the year 
‘round for draft and dust elimination! Bigger profits 


for you! 


SUN SCREEN 


PRODUCTS 
COMPANY 


1 CASE (12 tubes) Aluma- 
Dor-Seal at 1.59 per tube 
retail sells for 


p Ae) 5) Si clo}) ar.) >) 7-\ ane 
(Including beautiful mahog- 
any-finish counter demonstra- 
tor) 


18 


YOUR PROFIT... 
—_ 


Transportation prepaid. Stock Reorders reg. 
35% off list in case lots. 


107 N. Maple St., Spokane, Washington 
PHONE: MA-in 6765 
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in red— shock proof, hammer proof, won’t come loose ever. 


Not affected by oil, acid, gasoline, etc. 


L 33 
Forged, tempered, Cadmium-plated blades with accu- 
ls . 
: rately gauged points that At the screw slot. 








: You pay only for the Bridgeport “BEE” Line 





Screwdrivers. this sturdy, compact, colorful 











i? 0000 metal counter or wall display is free. Fully marked with 


( ’ number, size, and price of each item. All types and sizes are 








available for re-filling. Assortment is made up of the fastest 





T HARDWARE MFG. CORP. _ , 
ta — commecnicyt & % A selling types and sizes. Order from your Distributor TODAY! 


HERE’S WHAT YOU GET 
No. 850 ASSORTMENT — Specifications and Suggested Prices 


Quantity Size Type Weight Lbs. Retail Price 
Per Doren Each 
Stubby Screw Driver 11/4 35¢ 
Midget, with pocket clip 12 15¢ 
Electrician's 11/2 25¢ 
"'Sure-Grip” Screw Holding 7/8 65¢ 
Mechanics 34 35¢ 
Mechanics 1/4 40¢ 
Mechanics a 75¢ 
Cabinet 11/4 
Radio 12 : 
No. 1 Point Genuine Phillips : 
No. 2 Point Genuine Phillips 
No. 2 Point Stubby Phillips 


~ 
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a 
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> 
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TOTAL RETAIL VALUE — $14.85 


FULL MARKUP FOR YOU 


GET IN ON A MONEY-MAKING DEAL! Be sure to find 
out about Bridgeport’s “BEE” Line Promotion 
which can triple your unit sale, triple your prof- 
its. It will be backed by national advertising, be 
practical and profitable, and be available only to 


Bridgeport “BEE” Line Dealers. Your store HARDWARE MANUFACTURING CORP. 


name and address and your jobber’s name on a ° ° 
penny postcard will bring you the details. Bridgeport, Connecticut, U.S.A. 
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@& 266 
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Here's how to buy, merchandise and sell ¢ ¢ 


more housewares ata BIGGER PROFIT | 


SELL FEDERAL: Aracticate HOUSEWARES! 





SELL THE COMPLETE LINE OF FEDERAL PRACTICAL 








why HOUSEWARES BASIC STAPLE ITEMS! 
honed ONE PURCHASE ORDER ; <ae STOCK CONTROL G 










By selling FEDERAL Practical 
(1) HOUSEWARES you have 


but ove purchase order. Less 


By stocking FEDERAL Prac- ; 
(4) tical HOUSEWARES you i} . 
have more time for selling! | | 

| 


ONE DISPLAY 

By selling FEDERAL Practical 

HOUSEWARES you have Qo } 
} — 


after hours paper work! 


better basic display. All| 
FEDERAL Practical HOUSE- 
WARES informatively labeled 
and Nationally Branded! 


NATIONALLY ADVERTISED 


to ONE SOURCE 


p82: 
l| (2) By selling FEDERAL Practical 
Akt HOUSEWARES you are 












geared to one resource! : OAEN 
By selling FEDERAL Practical | 
\ Pee HOUSEWARES you are sell- i 
eget : Westy ing a Nationally Advertised 1 
\: iy ‘| = Brand that in 1954 will ap- a 
cee SO Coie in pear in the following National < 
ONE SHIPMENT \ Awa De Riva) Consumer Magazines: Ladies 
\ a eee Home Journal; McCall's; 
By selling FEDERAL Practical Gut BAN (Me Calis Better Homes & Gardens; 
HOUSEWARES your receiv- \e “ (6) detec Awoeen eae spsemese 
House Beautiful; Sunset; 






Family Circle; Woman's Day; 
Today's Woman. 


ing department has /ess to 


handle! 


ADVERTISE FEDERME-ORD! 
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\L Prac- 
ES you 
selling! 


yu have 
ty. All 
[OUSE- 
labeled 
led! 


RTISED 
Practical 


are sell- 
vertised 
will ap- 
National 

Ladies 
‘Call's; 
ardens; 
panion; 
yuNSer; 


's Day; 


=’ 
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FEDERAL 
Phaciiial 


7“HOUSEWARES 





GUARANTEE 


100". Tested and inspected before leaving factory 














1. 

2. Metal and glass parts made to ngid specifications 

3. Plastic tems molded to following specifications 

a. ABRASIVE RESISTANT b. CHEMICAL RESISTANT 
c. COLD RESISTANT d. HEAT RESISTANT 

e. FLAME RESISTANT f. WEATHER RESISTANT 
g. SOLID COLOR THROUGHOUT ih. BREAK RESISTANT 













on On 

S Guaranteed by» 

A Good Housekeeping 
~~ 





For Greater Basic Profits—Stock Federal 
Practical Housewares Basic Staple Line. 
It begins with your very first order. 


) Free "Recipes on a Budget"’ bostiet, cotieg write TODAY 


pages, colorful folder and price list. 


\ _y FEDERAL TOOL CORPORATION, Dept. HA-34 





3600 W. Pratt Bivd., Chicago 45, Ill. 


i Send on your FREE "Recipes on a Budget” booklet, catalog pages, 


| j —_Z colorful consumer folder and price list. 
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NOW! NEW... 


NICHOLS 





* 


FINISHED WITH THE a TREATMENT 


“he Washday Sweetheart 


Here's a clothesline that sells on sight—a real 
beauty that will outlast any clothesline ever of- 
fered. Nationally-advertised — easy to sell and 
with a nice profit margin for you. Dealers who 
have displayed Nichols ‘'Never-Stain'’ Aluminum 
Clothesline in their store windows and counters 
report terrific sales because of its eye-catching 
















WON'T RUST 













‘ 
WON'T ROT silver-like beauty. Available in either solid or 
WON'T CRACK stranded types. 
LASTS ORDER FROM YOUR JOBBER NOW FOR BIG 
A WIFETIME SPRING SALES. 
Solid or Stranded PACKAGING COMBINATIONS 
Pkg. No. Wire Ga. Description 
A | 9 solid | 4 — 300’ coils, marked every 50’ 
phage ll | 2 | Qsolid | 24-50’ coils 
COILS PER 3 9 solid | 12 — 100’ coils 
ro back] 20 | .142” stranded | 4 — 300’ coils, marked every 50’ 
30 | .142” stranded | 24-50’ coils 
One continuous coil of 300 ft. marked with red plastic tape | 40 | .142” stranded | 12-100’ coils 





every 50 ft. for easy and quick measuring 


SS the NEW ‘iva 


with the "R5” FINISH* ees i 





v 


2 \4 
wiht & ALUMINUM co 
a | 
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“Now is the time to stock the 
genuine DU PONT SPONGE” 


as 
Ty 





M\Y— 


/ ‘ 
NO acgect 
AD CAMPAIGN IN 
DU PONT SPONGE 2 \= 
\ _ HISTORY 


- TEX, TA 





a< 
CO 


~~“ 
wn 


/ 







7 “Sq 


eo 
l\- 
\ post JOU a 
\ MOY ap . 
Pye} 
m= 
yy 
Two powerful publications 


added! 23,000,000 circulation! 
170% more ads than last year! 


TIME To STOCK Up 


FOR SPRING CLEANING 






A high profit item! House- 
wives will need extras! 


u Pont 


— 
a lively D ’ 
See how fast a lively cleans le: \ 


Sponge soaks up suds, 


plates in a jiffy, reaches down WOMEN PREFER (o™N 


5 ‘ , for all 
‘nto glasses. 50 handy f : 
he dishes! It floats! THE DU PONT f 
—~ CpONGE! ‘'a; 
Torna? ‘tes in| 
SI — Bg N 
Shown by ; 
national survey / / 






And 9 Du Pont Sponge 
is so easy To clean =J 
after usihg / 


i and it’s clean 
e and squeeze, anc cl , 
pe tan be sterilized 


h and t 
through a lovely colors . - - handy 


by boiling. 5 
i from 19¢. Buy 4 supply today. 






BETTER THINGS FOR BETTER LIVING 
. . . THROUGH CHEMISTRY 
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Block off 


Inflatables 
Profits 


when you 








use the best 





in Plastic 


She eting | 
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NO LIMIT 
ON TODAY’S 
GROWING MARKET 
FOR INFLATABLES 





Grab ahold of a good thing! 
You're heading for a_ bigger 
sale if you sell better products. 
The enthusiastic demand for 
inflatables has opened up a 
great new market. These are 
important sales...repeat sales 
that depend on satisfied cus- 
tomers. Obviously, your Cus- 
tomers’ good will means a lot 
to you in terms of dollars and 


cents! 








RIDE THE TREND 


The inflatable trend is constantly growing . . . developing ever 
since Bakelite Company first pioneered this business. Since that 
time, vast improvements in manufacturing, production and sty ling 
have blazed a bright trail for this market. The future looks promi 


ing indeed. 
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to fading, | 
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WHAT TO STEER CLEAR OF. seeeneeteneeeg, 


The mi “™ is Hooded with plastic sheeting of all kinds. Unless the 
inflatable you sell is made of the riGuT sheeting, you have no as- 
surance of good product performance. When an inflatable is made 
of sheeting that is not engineered for the end use, it may fall down 
on the job. That only means returns and refunds. 









TRAVEL IN GOOD COMPANY 


Sell inflatables made of quality plastics ... and that means Krene. 
The production of KRENE is QUALITY CONTROLLED from start to 
finish . . . SPECIALLY ENGINEERED to be best for each end use. 
Bakelite Company employs the finest facilities of the industry 

and the finest results are obtained. All of Bakexire’s know-how 


and experience is working with you. 
=] ¢ 


YES, KRENE PASSES THEM ALL 


Krene is thoroughly tested for pinholes, tear strength, tensile 
strength, uniform thickness, color and light stability . . . resistance 
to fading, cracking, sticking. This adds up to better “end use” per- 
formance that pays off in more repeat sales . . . lower selling over- 








head, greater profits for you! 


Lh Ne straight ahead to Easy Street East 


It’s more profitable all around ... when the inflatables you carry are made of Krene. You can always 
depend on this superior material to protect your prestige by maintaining high quality. Bak« ‘lite Com- 
pany backs the big Krene program with dyn amic advertising, merchandising and public itv. New im- 
provements for all types of manufacture are constantly being pioneered by this leader in the industry. 
With Krene, quality will never be sold short for cost... and your business will have a clear, wide 


open road ahead. 

















te &” BAKELITE COMPANY, A Division of Union Carbide and Carbon Corporation (aa 
win a 30 East 42nd Street, New York 17, N.Y. 
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Alcoa’s powerful 
television show 
helps you sell 


screening 
of Alcoa 
Aluminum 


Edward R. Murrow is on the air for Alcoa—and 
for you. Hard-hitting commercials tell your 
customers that screening of Alcoa* Aluminum 

is the best on the market. Alcoa advertisements 
in national magazines like The Saturday Evening 
Post, Life, Better Homes & Gardens, American 
Home, House Beautiful, House & Garden and 
Sunset Magazine are telling your customers to look 


for the Alcoa label on the screening they buy. 


ORDER YOUR SCREENING NOW... 
DISPLAY THE ALCOA LABEL 





IT’S AVAILABLE NOW! 


Insect wire screening woven by the following manufacturers from Alcoa 
Alclad 56-S Aluminum Wire conforms to National Bureau of Stand- 
ards Specification CS 138-49 and Federal Specification RR-S-141]a. 





Alabama Wire Co., Inc. 


American Wire Fabrics 
orp. 
Chase Brass & Copper 
Co. 

Clinton Wire Cloth Co. 
Cyclone Fence Division 
(American Steel & 
Wire Company) 
Dixie Screen & Wire 

Products, Inc 


36 


Gilbert & Bennett Mfg. Pacific Wire Products 


°. 

Gulf Screen & Wire 
Co., Inc. 

Hanover Wire Cloth Div. 
(Continental Copper 
& Steel Industries, inc.) 

Heilig Bros. Co., Inc 

The C.O. Jelliff Mfg. Co 

Keystone Wire Cloth Co. 

New York Wire Cloth Co 


Co., Inc 

Pennwoven, Inc 

Phifer Aluminum Screen 
Company 

Spargo Wire Cloth & 
Screen Co 

Whitehead Woven Wire 

° 
Wickwire Brothers, Inc. 
Wire Products, Inc. 


*ALCOASQ 


eWay, Wi. ity,’ 


ALUMINUM COMPANY OF AMERICA 
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y COll 
DISPLAY 
CARTON! 


cor oer - TOUGH-DURABLE For 
he et Seal - EXTRA LONG LIFE 
a - STRONG 








Ei’ BY 


SOLID BRAIDED COTTON 
















ee ae ae ae ee 





its strength makes it good for dozens of uses 


NO, | DIAMETER 
a SAMSON COROGAGE WORKS BOSTON 10 












SASH CORD 


PUT UP AS FOLLOWS: 


eSize 6 1500 ft. coils 
eSize 7 1200 ft. coils 


eSize 8 1000 ft. coils | 


®Has Tally Sheet To Show 
Amount of Cord Left In 


®Easy To Display 
| ( | ®Keeps Cord Clean 
*Easy To Stack 


*Easy To Sell 











CORDAGE WORKS 
Boston 10, Mass. 


1954 "TM. S.C.W. 



























Mr. Peepers says: ~ = 
__| ‘wete selling em for you BY THE MILE!” — 
on We _— — 


\ REYNOLDS “~ ALUMINUM j 


Gutters and Downspouts je 
reefer 


Ogee and Half-Round, 
ee Reynolds makes gutters a glamorous consumer smooth and 


item that sells right over-the- ate 
counter... put up by homeowners by the mile! RY 
4. Simple slip-joints, no soldering! Additional 
miles applied by builders are a 
big attraction in new home sales... 
rustproof, beautiful. This is Big 
Business...start pushing it now! 
Get that Reynolds display out 
front. Call your jobber. 
Write for Literature. 
Reynolds Metals Company, 
Building Products Division, 
2026 S. Ninth Street, 
Louisville 1, Kentucky. 










































REYNOLDS ALUMINUM 
REFLECTIVE INSULATION 


— a. space, handles with least 
patna — ft. in each roll! Clean, 

oil on tough kraft 
reflects up to 95% gay 
radiant heat, Perfect 









vapor barrier, 25” sstien 
33” and 36” widths, ™ f. 
Colorful counter dis. — C 
play. =] a 





SEE “MISTER PEEPERS,” starring Wally Cox, Sundays, NBC-TV Network. 


LDS 9% ALUMINUM 


Di PRODUCTS 
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ANEW LINE..£ 


or Cabinet hardware 
RETAILING /v% 15' 


cacu 


THIS NEW, FAST SELLING 


15¢ RETAIL... BIG PROFITS 
DIE CAST! BEAUTIFUL STYLING 
BRILLIANT CROME-BRITE FINISH 


Here is die cast cabinet hardware that combines 
beautiful design and quality craftsmanship with an 
amazing low price! Brilliantly finished in tough, 
durable, Crome Brite plating. Add to this, a new and 
fresh approach in hardware merchandising, and you 
No. 560 have a sure-fire seller! Cartons that become, in a 
tele) fer. Nd 3 , matter of seconds, colorful and attractive counter 
KNOB : displays that spark consumer action! Here is hard- 
ware merchandising at its best! ... Stock up now for 

bigger profits than ever before! 


“AWO NERES ANOTHER YODER FAST 


SR Z 


OM“ “GF 


LITTLE GIANT 
Lawn Sprinkler 


Interior baffles centralize water whirlpool .. . assure 
uniform circular spray. All metal. Rustproof. Avail- 
able in 3 colors: Green, brass, copper. Minimum 


pack: 3 dozen. 


Order the Little Giant now and watch your "Spring- 


time Profits" soar! 


QUALITY PRODUCTS 
Yo D oa R 1823 East 17th Street 
MANUFACTURING COMPANY tisie peck Arkon. 


oy 2) 4 mee oe) Medel Bele) tts eee. OR WRITE 
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hy is Red Branc.. 


RED BRAND is Merchandised Farn 


to Push Farm Buying 


‘Yes! Keystone merchandising helps boost farm in. 


come...and spending...means more sales for you. 





We know. Farmers tell us how the Keystone 
Practical Land Use Plan helps them. 

Take one example: Milford Dowell of Strong. 
hurst, Ill. Four years after starting a Practical Land 
Use Program he was getting 90 bu. of corn where 
he used to get 34. Pasture land tripled its yield. 

How did he use this income? 

“I spent $6,000 remodeling my dairy ...$15,000 
on farm equipment . . . $2,000 for a modern 
kitchen and bath... . thousands of dollars on feed 
for a dairy herd... and many other miscellaneous 
items,” Mr. Dowell reports. 

That’s what we mean when we say—Red Brand 
merchandising pushes FARM BUYING. And it 
draws the farmer to Red Brand dealers. 

With this long range plan, we’ve built a solid 
foundation for action when action is needed. 


A Keystone representative wil 
be glad to explain how simple 
it is to put the P.L.U. Program 
to work in your town. Ask him 
for details. Get started with 
out delay. 








KEYSTONE STEEL 


ANID FEN Fe AI 
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tection 
wire is 
accura 
right t 
stretch 
wire is 
quality 
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ic. .the Easiest Fence to Sell? 


idised| Farmers Know How Well | 


Red Brand Fence is Made 















stfarmin-| For over three generations, farmers have been buy- 
-s for you.| ing Red Brand Fence. Through the years, these 





Keystone} farmers have learned how Keystone builds longer 

life in its fence. They know Keystone copper bear- 
f Strong. ing steel wire is Galvannealed to give double pro- 
tical Land! tection against rusting. They know the diameter of 
rn where wire is maintained with an exceptional degree of 
its yield. accuracy. They know the crimp is 

right to get a taut fence when it’s 
.$15,000 stretched. They know the red top 


modern wire is their assurance of Keystone 





See 
. 
. 





Deer ated 


- 


son feed quality in fence. These are facts 
eIlaneous they know and accept... the min- 

ute you say—‘‘We recommend Red 
ed Brand Brand.” 


= 
eet 


eft 


. And it 

t a solid : — E 

” _——_ - | ) ER BRAN 2 D 
TO GIVE YOUR.FARM SALES 
A BOOST, ask your Red Brand 

entative wil salesman or jobber how you can tie 

how simple in with Keystone’s Practical Land 

U. Program j sia da 

wn. Ask hin Use sales-building plan. 

arted with: | 





FEL] & sociale beceingan:tunetadiell PEORIA 7, ILLINOIS 


MENTAL FEN RED 





RNA 
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True TEMPER “dynalite’ iy 


shovels ¥ 


eATA 
LGR rs 


than 4 pounds 





Taper-forged, one-piece 
blade and socket for 
greater strength. Metal 
thicker where wear and 
strain are greatest. 














Fire-hardened handles... 
straight tapered for easy 
rehandling. 
Smoother blade scours eas- con 
ier. No painting required. 
Perfect balance reduces he, 
user fatigue. No side — " The * 
wobble. ‘ "ie 
transy 
hose { 
price | 
up to. 
U. | 
Hose 
Garde 
| by ov 
ested 
* e ili we |B S 
Priced for high-volume selling So 
TRUE TEMPER Corporation . CLEVELAND 15, OHIO 
TOPS IN TOOLS FOR OVER 125 YEARS ; 
RUE 
HARD\ 
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e » hose with 
e ° , . complete 
© #4 pressure 


=: 


ha 


THE ONLY GARDEN HOSE LINE 
containing A COMPLETE SELECTION OF 
RUBBER AND PLASTIC HOSE 


The ‘‘U. S.” line includes opaque plastic and 
transparent ‘“‘see-thru”’ plastic. There’s a 
hose for every requirement, and in every 
price range. The rubber hose is guaranteed 
up to 12 years, the plastic hose up to 10 years. 

U. S. Sprinkler Hose and U. S. Garden 
Hose are advertised in Better Homes & 
Gardens, American Home, and Sunset, read 
by over 16,700,000 men and women inter- 
ested in their gardens and who know the 
“U.S.” name stands for quality. 

Sold only through selected distributors. 

Send in your orders now. 






RUBBER 
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the only sprinkler 


control —_- “ ; 












co * wy’ 


7” 1.S. ROYALITE 









~ SPRINKLER Host 


Water flows 
from faucet into 
three outer sprinkling 
chambers, which are perfo- 
rated, and into unperforated inner 
chamber. Water flows entire 
length of this inner chamber, hits 
end cap and flows back into the 
sprinkling chambers. Uniform 
sprinkling and even pressure all 


x the way. 





y, 
Y 


4 


@ HIGH PRESSURE FOR SPRINKLING 
@ LOW PRESSURE FOR SOAKING 
With U. S. ROYALITE® SPRINKLER Hose, the pres- 


' gure is just as strong at the outer tip of the hose as it is at 


the faucet. This exclusive United States Rubber Company 

development is the first sprinkler hose ever to provide this 

100% efficient service. Other big ROYALITE features are: 

@ Coupling at both ends—for adding extra lengths and 
easy flushing. 

@ Flat bottom surface—cannot roll, even on bends. 

@ 100% virgin vinyl — for longer life and greater flexibility. 

@ Extended coupling sleeves—for added protection and 
longer wear. 


@ Sturdy metal reel for easy carrying and storing. 


UNITED STATES RU BBER COMPANY * Mechanical Goods Division, Rockefeller Center, New York 20, N. Y. 
























Sell the leaders... 


DU PONT FLORAL DUST 
and FRUIT TREE SPRAY 


leaders in sales...andleadersin ff 





DU PONT FLORAL DUST 


Here’s a Du Pont product 
that’s designed specifically 
for Insect and Disease con- 
trol on ROSES and other 
flowers. Dependable, effec- 
tive, it sells all season long, 
whether your customer has 
one rose bush or flower beds 
by the half acre. It’s fast- 
moving ... keep your stock 
up front spring and summer 
in all three sizes: 8-oz. refill- 
able dust guns, 1-lb. cans 


DU PONT FRUIT TREE SPRAY 


Home fruit growers find it 
pays to use Fruit Tree Spray 
all season long . . . fromthe 
time the buds first swell till 
harvest. It controls insects 
and diseases all season long 


on apples, pears, peaches, 


plums, cherries, strawberries 
and currants. Easy to use... 
just follow the simple spray 
schedule on the package .. . 
saves your time by answer- 
ing customers’ questions. 


We customer satisfaction yA 


C 











and 3-lb. bags. Keep enough on hand in 
both sizes: 1-lb. cans and 
3-lb. bags. Let your custom- 


ers see it... they’ll buy it! 








and ada the whole Du Pont line of Garden Products will be NATIONALLY 
. +hiS yeat- ADVERTISED in ‘‘Better Homes and Gardens”, ‘House and Garden”’ 


——— and other National Magazines plus over 60 newspapers. 


pin 


Soluble Plant Food 

Soil Conditioners ‘‘D'’ & ‘‘W"’ 
Ferro ‘‘FTE’’ (Fritted Trace Elements) 
‘‘Fermate’’ Fungicide 
Fungicide-A (‘‘Parzate’’) 


Aphid & Mite Spray 

Lawn Weed Killer 

‘‘Ammate’’ Weed & Brush Killer 
PC Crabgrass Killer 

Dormant Spray Oil 


Vegetable Garden Dust 
Tomato Dust 

Rose Dust 

50% DDT Insecticide 
Methoxychlor Insecticide 





GARDEN CHEMICALS 


Use this new display unit. For details on this 
and other aids to dealers, write to Du Pont, Gar- 
den Products, Wilmington, Delaware. 





> 


*t6é us pat orf 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 
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Jobers! 
Dealers! 


get set for the 





biggest 


HURRICANE 
SEASON 


in history * 


Batten the hatches! Stand by for action—be- 


cause big things are brewing in the power 
mower business! The greatest selling year in 
Hurricane history is just around the corner. 
Here’s 4 glimpse © what's on the horizon 


for the 1954 selling season. 


INCREASED CONSUMER ADVERTISING — Such 

widely re ‘nes as House Beautiful, 

The re jer, se d Garden, 

American Home 4 

dens will tell the G 

millions of prospective power m 

This intensified advertising campaig 

backed with new: fresh merchandising ~S t= 
terial that will help you sell harder at point a i ll 
of purchase. No cost for this service! ~J is ) 


EXPANDED LINE —The addition of “Hurricane ’ HURRICANE JUNIOR 
Traveler’—4 brand-new sel -propelled rotary er —An 18" replica of th 
model—will round out the Hurricane line— ; — Senior. Light the, Woeri. 
give dealers a complete line of quality Hurri- or easy handling. Same 


power unit 
. . an ‘ae hility! Aut as Senior 
canes to cover every sales possibility- omatic governor Ah yp 


STEPPED UP PRODUCTION — Again *1 °54 

factory production will be increased substan- “tony 
tially to meet the bigger-than-ever demand for 

Hurricane quality. No Hurricane ealer nee 


worry about short supply- There will be aa 4 , y 
plenty of all four Hurricane models for every- 8 0 








one carrying the line! 


There’s no doubt about it. Hurricane means 

business — BIGGER BUSINESS — during the 

coming year! To find out how you ca 

in this Hurricane Sales, send the coupon 

below for the full facts 0 the greatest Hurri- MAIL NOW 


cane season in history! 
: TODAY! 
Hurricane — the line more customers 


ROTARY POWER MOWERS put their money on: 


National Metal Products Co., inc. 


os - 
2722 Cherry St. 
Kansas City, Mo. 


Show me that Hurricane means business Rush com 
plete selling ond merchandising plans ot once. 


NATIONA 
NATIONAL METAL PRODUCTS COMPANY, WC Nome 


2722 Cherry St 





Kansos City, Misso Address 


uri 


City 


HA 
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TIS MLC MONEY, 
in the bank! 













4 
4 
It’s the pump that 
‘ 
.-. costs less to buy! 
It's a deep well pump with all outstanding features of the 
famous Goulds Jet-O-Matic. Yet it’s priced to meet the big | 
demand for low cost deep well water service in the farm 
and suburban markets. Compare and see — and you'll 
agree Goulds Fig. 3658 gives you MORE pump for LESS 
money! 
Fe io \ 
< A ‘ A 
QD % 
...costs less (2~ 4% Mv 


to install! he FO P' 


The “packaged” features of this pump save you up to 45 















Goulds Fig. 3658 minutes’ labor every time you install one. And the Fig. | . 
3658 operates perfectly with a small 18-gallon tank — 
VW H.P. Deep Well Pump you and your customer save the cost and instullation of a is 
bigger, bulkier tank! (-' 
bh a 
| ») ‘ 
Pe ap ¢ 
PACKAGED UNIT ... completely assembled pumping unit | P) Big 
for pumping levels not deeper than 130 feet. 12 H.P., 3500 () we i 
R.P.M. capacitor motor. 2.2 costs less a. 9 ° 
“ 
PUMP-TO-TANK FITTINGS packed in cartons with pumping to service! ©) lew : 
unit. ° 
a a ae ae Look at these service-saving features . . . Automatic pres- 
or iwin or oingie ipe stems incivageaq — 
or epttens. ee sure control valve adjusts itself when necessary. Restricted 
Oneida Gees a ; type air volume control maintains just the right air cushion 
—Ttop vaive for your stomer 
Gitta aliens to vad poe lala in tank. Special screen in jet body catches any foreign 
| material — no more plugged nozzles to eat up your 
profits by needless service calls. 
Here's 1 
pended | 
of ferti 
WATER SYSTEMS SEE YOUR DISTRIBUTOR yoy 
1848 OR WRITE DEPT. HA-13 wrist p 
Since = end of | 
FOR EVERY FARM AND HOME NEED GOULDS PUMPS INC., cAWH | 
Seneca Falls, N.Y., U.S.A. pear % 
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ANNOUNCING .... 


a sensational new lawn spreader 


we Beauly 


@ NEW TYPE PATENTED AGITATOR 
with scores of “Pushers” that force the fertilizer or seed 
through scientifically shaped apertures or ports at exactly the 
rate you want. Does not depend upon gravity for feeding. 


@ PATENTED RATE CONTROL DIAL 
is right in front of your eyes . . . as easy to set as your watch. 
Cannot over-feed or under-feed. 


@ POSITIVE ON AND OFF CONTROL HANDLE 
that shuts off flow completely in a split second without re- 
moving hands from handle. 











A COMPLETE 
MERCHANDISING 

Patented Cam Action 
PROGRAM Agitator 


e WINDOW AND 
DOOR POSTERS 






e COUNTER 
BOOKLETS 
e NEWSPAPER 
MATS 
e RADIO 
SCRIPTS 
e DIRECT MAIL 
PIECES U. S. Patent Nos. 251023!, 2634029 
Canadian Patent No. 476268 
British Patent No. 665234 
Other U. S. and Foreign Patents Pending and 
o Applied For 
EVERY HOME OWNER pooe---------------- : 


SCHNEIDER METAL MANUFACTURING CO. 
1805 South 55th Avenue, Chicago 50, Illinois 


[] Send more information about LAWN BEAUTY Spreader. 


CAN DO A PROFESSIONAL JOB 


Here's the one spreader LAWN BEAUTY that can be de- 
pended upon... always... to spread most types and brands 
of fertilizer or seed uniformly. That means a carpet-like 
lush, velvety lawn without streaking. And the exclusive 
LAWN BEAUTY Instant Shut-Off with a simple twist-of-the- 


[] Send name of nearest jobber 


wrist prevents over-feeding and burned-out spots at the ee 
end of the rows and turns. Address 
LAWN BEAUTY is built on the same principle as the world City Zone Sete 


famous EZEE FLOW farm spreaders. Available now in 18" Nome of your jobber 
and 24" widths. 36" and 48" widths will be available soon, =~ ~ = ee ee we we eee 
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OWWSTOW 


has what it takes 
to help you SELL! 





Lovely Conover Girl Joan 


7. AZ 
Tuby — chosen “Velvet Lawn of . . 
a ts ASK ins, 
1954” by hardware dealers and For FREB 
. a « 4 < < Home 
_ 


wholesalers from all over America 

presents Johnston’s sales-packed 
advertising and merchandising pro- 
gram for 1954. Now’s the time to 
vet ready to go with Johnston this 


spring! 


A NE’ 


ae 


ry US.,, the JOHNSTON Line 


f precision-made reel and rotary power and hand mowers 
backed by 40 years leadership in the lawn mower field. 





THE JOHNSTON ROTARY THE ELECTRIC ROTARY ALL-STEEL HAND MOWER 
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Line 
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ower field. 


A NEW Complete Quality Line Made to AMES High Standard: 


ALW - LAWN WEEDER 


PARKERSBURG, W. VA. 


Ames Revolving Display Stand, with 
4 each of the eight items illustrated, 
available complete at introductory 
offer of $17.80. Base 12 inches in di- 
ameter. Earn big profits on small 


amount of space. 


Ames Hand Garden Tools are de- 
signed for home gardeners requiring 
light, well balanced tools at popular 
prices. Trowels and Spading Fork are 
the same design as tools selling at 
three to four times higher prices. All 
items are lightweight and perfectly bal- 
anced. Each tool is beautifully finished. 


All items excepting ALW Weeder 
retail for $.79 each, Weeder $.69 each. 


Ask your wholesaler or write us a- 
bout Ames Hand Garden Tools for 


larger sales and profits this spring. 


“W-— 
C ames 2 


Since 


._ rr > 


0.AMES CO. 


REVOLVING DISPLAY STAND 


WITH 32 TOOLS 


AH2 - CULTIVATOR HOE 


- 
— 


— 


\ ON 
a7 


AR5-HAND RAKE 


AWH - WEEDING HOE 


AC3 - CULTIVATOR 





NORTH EASTON, MAS 






B.F. Goodrich announces important garden hose news— 


Koroseal Garden Hose, K 
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Koroseal Mulltispray and 


new Garden Club combine 


to give you triple profits! 


B. F. Goodrich now gives you a team of THREE garden 
hose products—each designed to match the sales success 
for which Koroseal garden hose is so well known. THREE 
garden hose products, each with the consumer appeal of 
the original Koroseal! 

First there’s Koroseal garden hose itself—in choice of 
colors, choice of lengths and a profitable $5.75 to $13.85 
fair trade price range. Every coil of Koroseal has an easel 
back; in a self-displaying package. 

Second is Koroseal Multispray, ‘sprinkler hose’’ in 25 
and 50-foot lengths. It’s made as a strong, seamless tube— 
but is light in weight. Each end has a coupling. The coup- 
ling on the outer end is capped. When cap is removed, 
hose can be cleaned by flushing—or hose may be coupled 
to another length for sprinkling extra long areas. 

Third is new Garden Club hose in attractive, bright 
yellow color with smooth, polished finish. New Garden 
Club is made of a B. F. Goodrich plastic, is light in weight, 
will not rot, chip, crack or peel. Sells in 50-foot lengths at 
only $7.55—also in 25 and 75-foot lengths so you can 
compete against cheap plastics with quality B, F. Goodrich 
products made of proven material. 

In Addition—the B. F. Goodrich line includes Signal 
rubber hose, your bargain hose for customers who prefer 
a lightweight rubber hose. 

More people know and prefer Koroseal. Proof of your 
customers’ preference is the popularity of regular Koroseal 
garden hose. And the reason is advertising. Again this year, 
Koroseal advertising reaches your customers in some of the 
nation’s leading consumer magazines including Life, Satur- 
day Evening Post and Better Homes & Gardens. And the ads 
promoting your B. F. Goodrich garden hose sales team 
will be big, full-color ads; ads that can reach as many as 
sixty million consumers, many of them your prospects, 
your customers right in your market! The B. F. Goodrich 
Company, Akron, Ohio. 


Koroseal T. M. Reg. U. 8. Pat. Of, 


[ [ F a CORONATION GUIDE 
HOW [uF PARADE ABBEY ® 


GARDEN HOSE 


BY 


B.F Goodrich 


INDUSTRIAL PRODUCTS DIVISION 
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Priced for Popular Appeal! 
Advertised and Promoted in All 






the Most Powerful Media... Newspapers, 
Magazines, TV and Radio. 


CLIMB ABOARD FOR THE BIGGEST |LIOl 
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ITH NEWER, BETTER, FINER 


TRAINS and _ 


GEARED FOR 
THE BIGGEST YEAR 
IN OUR HISTORY... 


Featuring Exclusive 

















Lionel “Magne-Traction” for 
More Speed... More Pull.. 
More Climb... More Control! 





- Sensational 
New Diesels for 1954 


Newer, Bigger Freight Cars 


New Style Passenger Cars 





Exciting New Accessories 


————————— ———— ~— — 


Big, Powerful Locomotives 
with ° ‘Magne- Traction” 


Plus roll Mial-Meie lated tes 
Lionel exclusives. 











ST |LIONEL SALES IN YOUR HISTORY! “ 
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_ YE AppeaL! Buy Appeal! ... and value-packed forcec 

te pe merchandise — that’s the Siebert policy for °54! vaniz 
388-1 — LITTLE TOTS Beautiful new streamlined designs . . . rugged, sets f 
LUXURY LINER SPECIAL durable quality . .. extra selling features — that’s green 


the Siebert story for °54! High salability at low pro- 
motional prices ... to build customer acceptance; 
national advertising to create customer demand — 
that’s the Siebert merchandising plan for 754! 


Want proof? 


SEE US AT THE TOY FAIR HOTEL McALPIN BLUE ROOM — 
MARCH 8th to 17th 


When you visit our display at the New York Toy Fair 
youll see for yourself why Siebert Wheel Toys lead 
the parade of profit-builders. You'll see the experience 
and “know how” of 56 years of successful manufactur- 
ing and merchandising packed into the most sensational 
line in our history! You'll see a hundred and more 
reasons why the Siebert line will help push YOUR 
profits into the higher brackets! 


HIGH VALUE — HIGH PROFIT TOYS 


Wheel toys are always “sure-fire” sales ... and 
SIEBERT wheel toys are the high quality, value-packed 
toys that have been the first choice with parents and 
children for four generations! Sell the line that SELLS 
— get in on the profits for ’54 that Siebert assures you 


. by giving more! Write Dept. HA-3. 





PERMANENT SHOWROOMS 
Space 1537, American Furniture Mart, Chicago. 
Space 305, New York Furniture Exchange, New York, 
Space 908, Western Merchandise Mart, San Francisco. E 
5th Floor, Southern Furn. Exposition Bldg., High Point, N. C. 


FTF 
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F]Jite Taster 93\1-R2 


@ Today’s best buy in gym 
sets. It has the same fine design, work- 
manship, and high quality materials 
that have made the name “‘Flite- 
Master” famous. 17”, 14-gauge 
steel tube top cross bar—1!/,”, 18- 
gauge steel tube uprights—1200- 
lb. test galvanized chain—non- 
wearing swing hangers—large and 
roomy, select wood seats, rein- 
forced with metal braces — gal- 
vanized hardware, bolts, etc.— 
sets finished in the finest red and 
green outdoor enamel. 


SEE IT... COMPARE IT... 

















AND YOU’LL BUY IT! 

















w IRHA a 
e are Hardware Week independ very ° 
Cooperating PYMMnr ere Cll 
svort 
~=_ ae 


. make every day a picnic day 
with a #¥V7fte Master 


7436 Pleajtine Table . 


@ The Flite-Master Playtime Picnic Table 
is a beautiful, useable decoration for the yard. And in 
colder weather, the canopy can be removed and the table 
used indoors. The set features sturdy Flite-Master con- 
struction, plated hardware, striking green and yellow out- 
door enamel. The table comes with an adjustable, vari- 
colored canopy top. 














WIDTH—40 in. OVER-ALL HEIGHT OF CANOPY—58 in. 
SEAT LENGTH—36 in. HEIGHT OF TABLE—26 in. 


ELECTROS - NEWS MATS > ETCHED PROOFS - GLOSSY PRINTS OF ANY 


OR ALL FLITE-MASTER PRODUCTS AVAILABLE ON REQUEST 





Sold exclusively through Jobbers © Write for Free Colorful Catalog 
CONSOLIDATED METAL PRODUCTS COMPANY « CINCINNATI 2, OHIO’ 
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B.F.Goodrich 


% 


Koroseal keeps picnic bags 
waterproof -— outside, inside 


People will buy Thermo-Keep insulated bags on sight 


VERYBODY wants them! They'll buy 
E on sight. Get your share of these 
quick, easy sales of Thermo-Keep in- 
sulated bags. 

They keep drinks or food cold for 
hours—or Aot for hours! They're insu- 
lated with Fiberglas, covered and lined 
with Koroseal flexible material. 

Spill things in them or on them—no 
harm is done. If they get dirty, they're 
as easy to wash as the dishes. (Wash 
inside or outside.) They last for years, 
stay new looking for years! 


Koroseal helps you sell 


Your Customers know that Koroseal 
flexible material is light but strong, 
lasts far longer than cheap plastics. 


56 


Made by B. F. Goodrich, maker of 
Koroseal garden hose and Koroseal 
play ponds. Koroseal is advertised 
again this year in The Saturday Eve- 
ning Post, Better Homes & Gardens, 
Life and other big national magazines. 

B. F. Goodrich does not make these 
bags, but they will be advertised (by 
the manufacturer) in big full-color ads 
in national magazines and newspapers 
with millions of readers. 

If you want your share of these easy 
sales, see your wholesaler (or write to 
the manufacturer, Nappe-Smith Manu- 
facturing Co., Farmingdale, New 
Jersey.) Thermo-Keep bags carry the 
Good Housekeeping seal. Fair-trade 
retail prices, $2.98 to $9.98. 


If you want Koroseal garden hose, 
Koroseal play ponds, air mats or 
other things made of Koroseal flex 
ible material, see your wholesaler or 
write The B. F. Goodrich Co., Indus 
trial Products Division, Akron, Ohio 


Koroseal, T.M., The B. F. Goodrich ¢ 
Fibergias, T.M., Owens-Corning Fiberwias Cx 


Kor FLEXIBLE MATERIALS 


B.E Goodrich 


INDUSTRIAL PRODUCTS 
DIVISION 
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“Talk about turn-over! 


when a plastic toy is well designed, 
brother, we can’t keep it in stock’’ 


says Roger Patterson 
Toy Buyer, The Bon Marche, Seattle 











WI-TEST 88 


—new HIGH-IMPACT styrene 


"Ent / for HIGH VOLUME sales 











Improved materials with higher strength, greater 


toughness, are now available through new developments PLASTICS ARE TOPS 

in Monsanto research. Lustrex Hi-Test 88 styrene FOR REALISTIC DETAIL 
plastic, for example, is five times tougher than general ‘Plastic toys have more realism — the 
purpose styrene; less brittle because it is two to three kind of exact detail that appeals to the 
; . : , : imagination of children” is the way Mr. 
times more flexible than other high impact materials. Patterson feels about plastics. “Add the 


This means your toy supplier can now provide you appeal of attractive colors and lustrous 
si . finish, plus a good idea in design, and 


with toys that are stronger, sturdier and plastic toys cannot be beat.” 
longer lasting. So when ordering, ask for toys 











made of Lustrex Hi-Test 88. 


And for your information about new toys 

made of Lustrex, let us put your name on our list 
to receive the “PLASTICS MERCHANDISER”, MONSANTO 
Monsanto’s free buying information service. Write to: 
MONSANTO CHEMICAL COMPANY, Plastics Division, 





Room 3701, Springfield 2, Mass. SERVING INDUSTRY... WHICH SERVES MANKIND 
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7 12 gauge with C-LECT-CHOKE 


added to Mossberg line! 


You've wanted this. Now here it is—and it's a 
beauty! The new Model 195 features the exclusive 
Mossberg C-LECT-CHOKE with ventilated barrel, 
receiver sight and rubber recoil pad. Graceful 
Monte Carlo stock in genuine walnut. 


MODEL *195 
only $32.95 


($33.95 west of Rockies) 
Delivery starting in June 





one in chamber. 


| ossberq line now gives you 
a | A C=LECT-CHOKE guns 


12, 16, 20 and 410 GAUGES 


Now you have a complete line of Mossberg shotguns to offer your custom- 
ers —the right shofgun for every need. Every gun backed by Mossberg 
quality and the Mossberg reputation for trouble-free performance. You 
can be sure of customer satisfaction and long, dependable service. So 
plan to show the complete selection of C-LECT-CHOKE shotguns — the. 
guns that offer most for the money. The new Model 195 is a 3-shot, bolt 
action repeater. Holds 2 cartridges in detachable clip magazine and 











C-LECT-CHOKE —A 
Mossberg exclusive, pro- 
vides for the instant 
selection of any choke 
desired, Full to Cylinder 
Bore or any point be- 
tween. Settings ore posi- 
tive and clearly visual. 





OTHER MOSSBERG C-LECT-CHOKE SHOTGUNS IN ADDITION TO MODEL 195 




















Model 185K, 20 Ga with C-LECT-CHOKE $29.95* 















Recoil cushion — 
Cushion rubber recoil 


("All prices $1 higher west of Rockies) 


able shooter. 














Order from your distributor today! 


O. F. MOSSBERG & SONS, INC. 


for accuracy 41603 St. John Street, New Haven 5, Conn. 


Model 183K, 410 Ga with C-LECT-CHOKE $28.95* 


ventilated bo reel Values you'll be proud to offer your customers ! J 
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FIRST FAMILY OF SPORTS 


BASEBALL SHOES 


BASEBALLS and 
SOFTBALLS 


PROFESSIONAL 


Joseph T. Wood’s finest base- 
ball shoe .. . yellowback kan- 
garoo featuring the astounding 
“Super-Comfort™ construction 

. extra light copper-riveted 
spikes... in whole and balf 
sizes from 5 to 13. 


I OP teams deserve Joseph T. Wood 
baseball shoes with built-in SUPER-COM- 
FORT; Springfield balls of SUPER-CEN. 
TRIC construction. 


SUPER-COMFORT includes the 9 out- 
standing advantages that make Joseph T. 
Wood baseball shoes flexible, lightweight, 
durable and perfect fitting. SUPER-COM- 
FORT takes in 100°;7, DuPont nylon stitch- 
ing throughout on both soles and uppers 
. Goodyear welt... cushioned heels... 
extra long tongue ... scored shank and steel 


sole plate. 


Springfield’s exclusive SUPER-CEN- 


TRIC baseball construction is new . . . amaz- 
ing! It gives teams perfect sphere balls with 
OFFICIAL LEAGUE e . 

perfect balance plus 5 outstanding features: 


has “Super-Centriec” con- 
struction... amazing dura- 
bility and shape-retention 
. water-repellent . . . 

scuff-resistant ... patented 
cushioned cork center with 
rubber inner and outer 
cushions . . . dynamically 
balanced for true flight. 


patented cork center . . electronically wound 
... Elastomeric bonding . .. horsehide cov- 
ers and over 100 double-needle hand stitches. 


See Joseph T. Wood baseball shoes and 
Springfield balls and add ‘em to your win- 


ning line-up. 


Sug 


THE SPORTS BRAND MILLIONS DEMAND! 


OFFICIAL AMERICAN 
FAST BALL LEAGUE 





this superlative ball is “official” in 
the Amateur Softball Associations 
of Okla., Tex., Wise., and many 
others. Hydral-temp-molding pro- 
ducing a stable, resilient center. 
Pearl chrome tanned horsehide 
covers 100% DuPont braided 
nylon stitching. 








Torrington, Connecticut 


Since 1826 
NEW YORK * CHICAGO + ATLANTA + LOS ANGELES 
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RAIm BEAU PRODUCTS CO THE SPRINGFIELD CO. sOS#PH T. WOOD CO THE T. H. WOOD CO. 








NOW! A “VACUUM WARE DEPARTMENT” RACK 


for THERMDs and ICY-HOT 


TRADE MARE BEG US PAT 6G. U.S PAT. OFF. 


BRAND BRAND 


Sales Tested to Boost Your Bottle and Kit Business 


This rugged steel rack effec- 
tively displays your “Ther- 
mos” brand and “Icy-Hot”’ 
brand vacuum ware... pro- 
motes high turnover sales 
and profits for you. Yes, this 
is a wonderful way to display 
both “Thermos” and “‘Icy- 
Hot” in small space. 

In less than 1% square feet 
of space, this fine steel dis- 
play rack will establish a 
“Vacuum Ware Department”’ 
and quickly pay for itself 
many times over with in- 
creased sales of both ‘“Ther- 
mos” brand and “Icy-Hot”’ 
brand bottles and kits. 


People know a good thing 
when they see it. Let them 
see “Thermos” brand and 
“Iey-Hot” brands of vacuum 
ware by keeping them dis- 





played in this rugged steel S 
rack. | 


soTTie ComPAnY 
eee aon 


The supply is limited. Find 
out now how you can get 
your rack. 





18” high 
17%" wide 
15” deep 


THE AMERICAN THERMOS BOTTLE COMPANY © NORWICH, CONNECTICUT 
Thermos Bottle Co., Ltd., Toronto * Thermos Limited, London 
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GIVES YOU YEAR-ROUND 


PROFIT- GROUP 


Now it’s SPRING laf 


This ‘Sa Every season RED HEAD gives you a 
Crenwane a of brand-recognized profit-groups 
At Jed © attract store traffic. For quality, style, 
price, construction or cemfort in the field, 
RED HEAD has topped them all, for over 90 
years! Lucky ‘'7”’ is more than a name for 
a fishing vest. It’s a real leader to pull 
fishermen into your reach; priced to 
attract, constructed to bring them back! 
“BIG CHINOOK” is a creel that you can 
even sell the angler thet has more 
than one creel and, it’s priced to 
entice every rod-man from coast to 
coast. P-80 is a number that the trade 
is talking about...it’s the 
'Frontiersman”’ plastic gun cover 
that sells like nothing ever 
before! SKEETRAP VEST looks, 
feels, and functions just like 
you would expect the best 
record holders to want and 
many will raise an eyebrow 
to think the cost is so 
reasonable. 








id oth 


NOW, RED HEAD MAKES AMERICA’S SUNSHINE HEADWEAR 


; 


A cap with witty style, bril- 

lant color, and practical, the 
sort of headwear that sells itself! In red 
blue or green multicolored plaids with mesh 
sides in contrasting white 


Strictly for service yet has ao 
touch of style Twill crown 
with green acetate visor with wire mesh 


covering, A quantity seller with the fishing 
* crowd! 





4300 Belmont Avenue, Chicago 41, Illinois 


PFLUEGER 
SKILKAST 


$|225 


There’s a story to be told here that customers love to or prevent prompt action in hooking a strike. 


c. 1 cribes a feature that helps beginners cast oer . , 
hea t describes a feat ee . It isn’t necessary to thumb the spool. Braking action 
like experts...that helps experienced anglers cast ; ates oa! a oe a 
Siete ant cilhiilid aliaiiins elie anid ia dies inl is completely automatic, increasing as bait drops 
€ i y rc ‘ , tit: ‘ 
8 y toward the water. Easily adjusted to balance the lure 


Pflueger’s Mechanical Thumber CONTROLS THE (can be turned off completely if desired). Operates 
SPOOL—smoothly—automatically—at the end of only when line is going out—no drag on retrieve. 
every cast. No backlashes to mar the enjoyment — Complete technical description upon request. 


Helps Beginners Cast Like Experts Helps Experience Anglers at Night Easily Adjusted to Balance Lure 


ENTERPRISE MFG. CO., AKRON 9, OHIO 
90 years making fine tackle 


PFLUEGER 


(Pronounced FLEW-GER) 


T N A M _ E N TFA © K Lt € 
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se” guns. Be ready for this profitable business 







32 National Consumer Advertising 
. Is Pre-Selling These Models This Spring — 
Sending Buyers To Your Store 








For the shooter who wants a streamlined, fast-handling 
rifle for year ‘round use . . . varmint shooting in the 
Spring, deer shooting in the Fall, long-range shooting 
in any season... recommend and sell the famous Savage 
Model 99, Lever Action Repeating Rifle in .250/3000 
Savage caliber. (Also available in .300 Savage cal.— the 
“smashing power” cartridge.) 


You can offer two great varmint calibers —plus effective, 
always popular ‘*30-30°— when you sell the Savage 
**340". It’s a business builder the lowest priced hi- 
velocity rifle on the market—built by Savage specialized 
manufacturing methods to provide your customers with 
a modern, dependable bolt action repeating rifle that’s 
designed to bring out all the accurate, flat-shooting effi- 
ciency for which the .222 Rem. and .22 Hotnet cartridges 
are famous. 





Retail $36.95 


Here’s the most versatile gun—one of the fastest sellers 

you can put in your gun rack. The .22 cal. rifle barrel 
is ideal for plinking or small game hunting—the .410 
shotgun barrel for flying pests, game or targets. It’s a 
proven seller fer Spring and year ‘round. 
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Springtime is the time when pest shooters and plinkers are in the market for 

t display and push these “‘first 

: ‘Wn the field” Savage models. They're loaded with features that sell . . . recog- 

‘ ie forcutstanding value and priced for volume sales. Don’t lose sure-fire 
profits this Spting—order from your distributor now. 

j Savage Arms Gorporation ¢ Firearms Division ¢ Chicopee Falls, Mass. 


2, — 





SAVAGE STEVENS - FOX Rifles ond Shotguns 


Retail 5109.00 












retail °48,75° 






.410 Gauge Shotgun 
















SAVAGE 
























Savage .250-3000 Cartridge 
Leading ballistics experts praise its 
outstanding performance. 87 and 100 
grain bullet weights. Hi-speed, flat 
shooting accuracy at maximum range 
The 87 grain bullet is ideal for var 
mint shooting and large predators 
the 100 grain bullet is a proven per 
former on deer, antelope and similar 
game 


mint Calibers 


== 
——e 


-222 Rem. & .22 Hornet calibers 
The advanced design of the Savage 
Model 340 brings out the full ballistic 
potentials of the accurate, flat shoot 

ing, hard-hitting .222 Rem. cartridge 
Hi-velocity and fine accuracy have 
made the .22 Hornet a favorite var 

mint cartridge. The design of the 340 
develops its peak efficiency. 





22 Cal. Rifle * 
over 
and 


under 
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FEEL the STEEL... steel’s the difference! 





Only Ray-O-Vac is 


> 
HEN YOU WANT a durable, lasting article—have it made 
of steel! It’s the metal that makes the nation... is, 
and always will be the king for strength. And that’s why 
Ray-O-Vac standardized on steel. Pick up a Ray-O-Vac bat- 
tery. Heft it. Get the FEEL OF STEEL. It’s that sealed-in-steel 


construction of Ray-O-Vac LEAK PROOF brand flashlight bat- ‘wa 4 RAY-O-VAC 
teries that delivers the absolute tops in power and performance. . ole) M PA N Y 


Steel makes the difference. Ray-O-Vac batteries are sealed 
; letely with a casing of quality steel, top, bottom, AND Badioty eee 
pn ees a 4 Paget ee Ray-O.Vae Canada, Ltd. 
SIDES...there is nothing else like them on the market. : 

‘ . ; : Winnipeg, Manitoba 
Here’s quality construction that makes Ray-O-Vac the top 
performer in the battery industry. It costs us more to make 
... but it costs you no more. Make your future orders... 
Ray-O-Vac LEAK PROOF brand. 
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Kamplite 


INVERTED © LANTERN 


the Hottest Selling NEW APPLIANCE 
for Sportsmen - -- 





LN Kohat alt SO ETON Ta ese etme 0 


INVERTED DESIGN FOR INCREASED SALES 











Exclusive inverted design sets this lantern above and apart from all 
others. Ideal for night fishing because it casts no downward shadows 
and throws a brilliant 500 candle power flood or spot light. An amaz- 
ing lantern packed with plenty of sales features. 


Kamplite BURNS LEADED GASOLINE 


KampLite uses the handiest fuel there is—automobile (leaded) gaso- 
line, as well as white (unleaded) gasoline. No wonder Sportsmen say, 
“It's the most convenient lantern | ever used". Patented lead-burning 
filter generator automatically filters leaded gasoline and prevents 
clogging. 





Featuered IRHA 
@ KampLite is more powerful than any electric lantern. Hardware Week Values 
@ KampLite is the finest all around lantern on the market. 


@ KamplLite design and features make every sportsman a 
prospect. 





















KAMPKOOK 
CAMPSTOVE 


America’s Deluxe 
Camp stove 
Compact, 
lightweight, the 
finest ever built. 











PORTABLE REFRIGERATOR 









@ Brilliant new styling 
@ Priced as low as $6.98 
@ Lightweight aluminum or colorful steel 











+ Stove and Lantern exteriors 
BURNS LEADED GASOLINE. @ Polished aluminum interiors SIX DIFFERENT SIZES 


fect for duck 
i U Shelibox—Per ‘ 
Swivel Sombination seven and a 
justable sponge rubber seat. 


e Fiberglas insulation MODELS IN EVERY PRICE RANGE 


ORDER FROM YOUR DISTRIBUTOR... FOR HIS NAME WRITE: 


AMERICAN GAS MACHINE CO. 


ampKold DIVISION OF QUEEN STOVE WORKS 
ampLite ALBERT LEA, MINN. 
ampKook 


FEATURE THE FINEST Str for More Sales and Increased Profits 
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PAINTERS SAY: 


Tea RI ee 


Si ' BY ad se 
ry AA \\ Lo, \ the new trade-mark 


for Du Pont nylon bristles— 
can help you build brush sales 


Yes, brushes with Du Pont TYNEX nylon bristles give full 

paint pick-up, smooth, even flow. And better job performance 

for your customers means bigger brush sales for you. It pays 

to be well stocked with brushes that have top-quality bristles 

of Du Pont TYNEX nylon. 

TYNEX nylon bristles are being advertised in a big con- 

’ sumer campaign seen in leading magazines. 

You can help your own paint brush sales 

by re minding customers about the many 

advantages of Du Pont TYNEX bristles. 


t Display the distinctive tags and other 
foun ry merchandising aids on TYNEX and 
/ feature the TYNEX mark in your 


—- store advertising. 
“TYNEX” is the new trade- 
PULAR |} mark for Du Pont nylon bristles. 


i THIS TAG HELPS MAKE THE SALE | py yy 


MECHANIX / oe 
ILLUSTRA; commen worn 0008 AUNIVERSARY YEAR 25 coms 


| P 
EC EANICS 


~ 
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Sell more paint 


with this 


your painting and vesents e 
ring contract” P 

decorat 

a portfolio ee y 


stunning bedroom 
color schemes 
selected from their 
own pages by 
editors of 10 leading 
















The Portfolio of Colorful Bedrooms is 


available in two editions—one, for use by 


NOW, for the first time, you can use 
the prestige and authority of the nation’s 





leading home decoration editors to help 
build your paint sales. It’s just like having a 
famous magazine editor at your elbow! 


Each of the exciting bedrooms shown in the 
portfolio is printed in sparkling natural color 
and each editor has written her reasons for 
selecting and combining the colors used. 
But—most important for you—every color 
in each room is color-keyed so you can match 
it easily and exactly. Here’s a selling tool that 
helps you stir your prospect’s imagination 
and desire for fresh color, and draws on the 
experience of famous magazine editors to 
button up extra paint sales for you. 


For better 


painting contractors, shown above, and the 
other an edition for Week-End Decorators 
who prefer to do their own painting. Con- 
ceived and developed by Archer-Daniels- 
Midland, this great new paint-selling idea 
is being made available to all paint manu- 
facturers in the interest of increasing the 
consumption of paint, and is being featured 
in national! magazine ads. 


Here’s a sure-fire way to get extra paint 
sales—earn extra paint profits! 


Check your own paint supplier today for a 
supply of these first-of-their-kind sales helps. 








painting and 101 handy 






home uses... 101 sales 








opportunities every 






day in the year! 







“s fee pe Ne, aD Re 
ee Aecindt ; ay ; 


ARCHER - DANIELS - MIDLAND COMPANY - 600 ROANOKE BLDG., MINNEAPOLIS, MINN. 
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—a full line of paints, varnishes, stains 
and enamels — specifically geared to your needs 
as an independent merchant. 

—a line of unquestioned, unvarying 
quality ~-in colors that really sell. 

—a moderately priced line designed to 
sell both the professional and “do-it-yourself” 


user at a good profit. 





? 
antl 


PRATT & LAMBERT-INC. — NEW YORK ° 


TRADE MARK 
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A 


BUFFALO ° 





ISN’T THIS ABOUT IT? 


—a well-known, well advertised, highly 
respected line combined with personalized sales 
help that really produces volume business. 

—a line that protects the business you 
build with an exclusive territorial franchise. 

Yes, the Pratt & Lambert ticket offers 
you all this and a great deal more to speed you 


on your way towards greater paint profits. 


For the complete story write or wire Pratt & Lambert-Inc., 77 Tonawanda Street, Buffalo 7, New York. 





M 


CHICAGO ° 
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PAINT and VARNISH 


FORT ERIE, ONTARIO 
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Reasons Why You Should 
SELL 


Pittsburgh Red Stripe 
Brushes! 


1. Best Hogs’ Bristle Obtainable! Fine hogs’ bristle 
is hard to get now-a-days, but Pittsburgh's world- 
wide contacts buy the best of it for use in Red 
Stripe brushes. 


2. Finest Man-Made Bristles! Pittsburgh-devel- 
oped Neoceta has been proved the best man- 
made bristle yet! Especially good for use in latex- 
emulsion paints, Neoceta is sold under the Red 
Stripe label in combination with natural bristle 
and in 100% Neoceta fills. 


3. Smoother Paint Jobs! With the new Neoceta 
Velvet-Tip process, along with superior mixtures 
of pure hogs’ bristle, all Red Stripe brushes have 
the resiliency, snap and release characteristics 
that mean smoother work every time! 

4. Consistent Quality! Pittsburgh's reputation 
was built on the Gold Stripe brush—and today’s 
Red Stripe is made under the same constant 
vigilance and extra manufacturing control that 
assure you consistent quality, brush after brush! 


5. Backed By a Century of Experience! Virtually 
100 years of brush manufacturing experience 
stand behind every Red Stripe brush. Pittsburgh 
makes on/y fine brushes! 


What does this mean to you, Mr. Dealer? Simply 
this: You can sell Pittsburgh Red Stripe brushes 
without fear of comebacks, and with the knowl- 
edge that your customers are getting the best 
brushes made today! It’s your guarantee of repeat 
sales, so keep stocked with Red Stripe. For the 
address of the Pittsburgh supplier nearest you, 
write: PITTSBURGH PLATE GLAss Co., Brush Div., 
Dept. A3, 3221 Frederick Ave., Baltimore 29, Md. 


There’s a Pittsburgh Brush for every 
home and industrial use 


PITTSBURGH 


RAS ; BRUSHES 


BRUSHES * PAINTS * GLASS * CHEMICALS * PLASTICS * FIBER GLASS 
PITTSBURGH PLATE GLASS COMPANY 
IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 










\ 
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CRAK-SEAL 














Only KIT with pre-formed corner blocks 
Provides water-proof seal where wall & tub meet 
Pure white vinyl stripping is molded at right 












































e aa * 
angle for easy application, takes any paint. 
New disp 
into Prest 
push! Get 
in on ads 
Exclusive pre 
formed corners 
and ends give 
fes 
touch. ° SAT. E 
Sales-making dis e COLLIE 
play carton ew 
ounter 
spece ond clerk's e WOMA 
oo © POP. A 
; e POP. S 
Available through 
: © SCIENC 
ited whol | 
qualified wholesalers © MECH 
mcm Full 4 fi * HOME 
U QO Protit ° HOME 
TRIM-GUARD The quick, sure way to fill those 
The fastest selling item of its nasty hairline cracks. Plaster- J 
kind. This light, steel shield oom is the original stick-type * 
makes painting easier and quick- filler that millions of home own- 
er. Keeps wall paint off wood PIPE- SEAL ers buy before starting any 
work. Protects window glass and A real favorite with plumbers, paint job. 
trim, Display on your paint coun- as well as home handy-men. Pipe- Self-selling display carton 
ter, and watch customers add a Seal insures leak-proof connec- holds one dozen sticks, fully dis- 
Trim-Guard to every purchase. tions that can be opened without plays this nationally advertised 
Dealer price, $1.80 per nia galling. Comes in handy stick, product, yet takes little counter 
P r net — : . 80 dozen for easy application. Never dries space. Plaster-Stik is a_ real FR 
packed two dozen in sales-mak- “ 
ing display carton, Retail 25¢ out. One dozen in display, $1.08, value at 25c. Dealer cost per d 
; ‘ , Retail 15c. dozen—$1.80. toda) 
, displ 


























a As Papa Fixit says, “Home In 14 
Ga fs Sy handymen need every FOR 
PAPA FIZIT 
paper without tearing. Paste 


one of these items . 
Ne 
sets firm, won’t spot. One ) 


Are any missing UN 
from your stock? 

dozen in display carton, |? 

$2.81. Retails 39c. 


PASTE-BAK 


A real money-saver for the 
home—a fine profit item for 
you. Saves loose wallpaper. 
Thin, plastic tip slips under 


PAINTERS-PAL 


Handiest item for painting 
around check rails and other 
tight, hard-to-reach places. 
Brushing surface riveted to 
aluminum handle. One doz- 
en, $1.80. Retail 25c. 








If so, send today for 
FREE SAMPLE 





ae 
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NEW! CC : 
Weldwood PRESTO-SET GLUE 


SALES HELPS sell it even faster! | 









at 













ip < Its easy to 
DO IT YOURSELF. 


Ml A 
PRESTO-SET ny 
GLUE ww? 


New display ties your store se a ae Ae ‘OY 

: 7 z : OUSE-SETS FP = au, 
into Presto-Set’s national ad ; ™ ae 
push! Get yours now! Cash 
in on ads in... 


e SAT. EVE. POST 
© COLLIER’S 

e WOMAN’S DAY 
e POP. MECHANICS 


© POP. SCIENCE MONTHLY EASY TO USE.. 


® SCIENCE & MECHANICS po wih oe: 

¢ MECHANIX ILLUS. SETS FAST 

* HOME CRAFTSMAN 
less thon 

® HOME MAINTENANCE WIZARD WITH er 


SIZES-1 02., 3% 02. TUBES 


] PINT — 1 QUART 
1 GALLON JARS 





F RE E ! Mail postcard 


today for your free counter 
display card. Size 13”x14”. 


In 1% oz. and 3% oz. tubes; pint and quart jars. 
FOR INDUSTRIAL USERS: in 1, 5 and 10 gallons, 
30 and 50 gallon drums. (Write for details.) 


UNITED STATES PLYWOOD CORPORATION 
55 West 44th Street ©* New York 36, N. Y. © Dept. 57 


TRADEMARK 


Fay we give it when ad readers ask, “Who sells it?” 


We've turned over to registered Weldwood re- ...just send your name and address. We'll start 
tailers thousands upon thousands of replies from sending you ad replies from your locality. Write 
our national ads. You can be a registered retailer us now...get those customers coming to you ! 
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Color Harmony and 
Lasting Beauty 


Add a new color note with Acme 
Quality Enamel-Kote, the quality, 
all-alkyd, all-purpose, rapid-dry gloss 
enamel, and get permanent beauty. 
Long-lasting and easy to apply, it 
dries quickly to a smooth, bright 
finish. Perfect for walls, woodwork 
and furniture. For indoor and out- 
door use. New, non-yellowing white 
matches most appliances. In 15 new, 
harmonizing colors. New, high- 
quality, ALKYD formula washes 
easily, resists stains, weather and 
unusual abuse. 


pm < ®» 
“AWN 
| 


ACME COLOR CARD 


Shows how you can easily use or 
combine 16 Acme Quality Enamel- 
Kote colors to achieve unusual, har- 
monious and decorative effects on 
walls, woodwork, furniture, etc. 












ACME ENAMEL-KOTE 


Self-starting electric clock, illuminated to serve as night light. Two 
40-watt bulbs. Imprinted with your name. Sweep-second hand and 
easy-to-read cutout hour and minute hands. Permanently lubricated. 
Plastic case. Translucent glass dial, 13°4 inches in diameter. 


GET THIS BEAUTIFUL CLOCK, 
WITH YOUR NAME IMPRINTED 
WHEN YOU ORDER 


ACME QUALITY 
ENAMEL-KOTE 


Here’s your chance to get a real bargain on a wonderful 
point-of-sale feature. Any dealer can get this beautiful 
electric clock, name imprinted, at less than half its cost, 
when he places an order* for Acme Enamel-Kote. 





Check your shelves now. Place your order, and receive 
this sensational $15.90 value for $7.50—a real saving. 
The profits on Enamel-Kote you pocket yourself! 
*(Clock Deal Orders vary from $126.72 to $131.37, 
dependent upon zone.) 


Ask your Acme Jobber, or write to 


ACME QUALITY PAINTS, INC. 
Detroit 11, Michigan 


Makers of Acme Quality Paints, Fashion-Right, Super Kem-Tone, 
Super Kem-Tone Applikay, Kem-Glo and Insecticides 
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MR. J. W. ZUCKER 


President, TheSharzPaincingCo., 
ix., New York City, and Past 
President, Painting & Decorating 
foatractors of America, states: 





Asa painting contractor for 
« past 37 years, I have had 
seve results from paints 
bide from Spencer Kel- 
igg's Linseed Oils, and 
highly recommend them.” 
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MR. LEO FREGOSI 


of Giampolini & Co., San Fran- 
cisco, which firm recently painted 
450 wooden buildings at Camp 
Stoneman, Calif., has this to say: 


“There is no substitute for 
genuine Linseed Oil. Spen- 
cer Kellogg's Improved 
Boiled is guaranteed to 
conform to Federal Specifi- 
cations. 





MR. GUY B. BAILEY 


an officer of the Bailey-Lewis- 
Williams Companies and Presi- 
dent of the Florida and Texas 
branches, comments: 


“I prefer to buy linseed oil 
in refinery-sealed, tamper- 
proof cans. Weight, Quality 
and Uniformity guaranteed. 
I say Spencer Kellogg's for 
my money's worth.” 


THANKS to all the Painting and 
ecorating Contractors of America! 


MR. J. H.GUDVANGEN 


President of the John H. Gud- 
vangen Co. of Los Angeles, has 
found that there is no substirure 
for quality. He reports 


“In over a quarter of a cen- 
tury of applying paint, I 
haven't found any better oil 
than Spencer Kellogg's Im- 
proved Boiled Linseed Oil 
or Pure Raw Linseed Oil.” 





MR. R.H. BOHL 


of Columbus, Ohio, and current 
National President of the Paint 
ing and Decorating Contractors 
of America, says 


“Quality products guaran- 
tee good results. I am 
always sure of customer 
satisfaction when I use 
Spencer Kellogg's Linseed 
Oils. 


These Messages and Others, from Painting Contractors 
from Every Corner of the Nation Will Appear in 


peiter Homes 





and Gardens 


4 Throughout the Painting Seasons of 1954 


SPENCER KELLOGG AND SONS, INC. 


BUFFALO 5,N.Y. 


Spencer Kellogg Oils meet all Federal Speci- 
fications for Raw and Boiled Linseed Oils. 


3 


rp 





Kell oge 





@ The painter’s skill, added to the best ingredients, produces 
quality work. IMPROVED BOILED Linseed Oil imparts to 
paint films beautiful and long-lasting protection. 

In 1954, increased National Advertising will bring 
ers than ever into your store for Spencer hE a Oils. Sell 
them in these convenient, refinery-sealed packages 
—5 gallon, 1 gallon, quart, pint. 


more paint- 
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CRYSTAL CLEAR Acrylic Spray for permanent anti-weather, 
anti-moisture, anti-tarnish protection of metals, tools, 
wood, paper, leather, etc. 100% acrylic base, this famous 
Krylon push-button spray coating continues to be one 

of the hardware field’s top profit-makers! 


NO MEET ITS TWO BRAND 
NEW BROTHERS... 


KRYLON FLAT BLACK Acrylic Spray is the = 


answer to those who want a spray-action 
flat black paint for use in the home, garage, 
workshop, etc. 

KRYLON BRIGHT GOLD—for decorative use 
by the home artist or decorator; for 

special effects, etc. Our research indicates 
that Krylon Flat Black and Krylon Bright 
Gold will be among the most wanted 
hardware items of the year. 


PLUS THESE THREE KRYLON GLOSSY BLACK 


AcrYLIC SpRAY—for 


FAMOUS MEMBERS OF oo 
THE FAMILY... 


KRYLON BRIGHT 
ALUMINUM SprRAY— KRYLON TOUCH-UP WHITE 


excellent for metal, SpRAY—especially good 

7 wood, and other materials for touching up appliances, 
woodwork, and wherever 
white is necessary. 






where an aluminum paint 
is required. 





ALL OF THESE NEW MEMBERS OF THE KRYLON FAMILY DRY IN MINUTES...LONG LASTING 


YOUR JOBBER HAS THEM ALL—ORDER NOW! 


¥ he y q N N 2038 WASHINGTON AVENUE 
. = PHILADELPHIA 46, PA. 
74 
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THIS IS THE COATING THAT MADE THE KRYLON NAME FAMOUS 
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HANDY ALL-PURPOSE 


puTTy-KNIFE... INSIDE 




















DURABLE PUTTY KNIFE AS SPECIAL CONSUMER PREMIUM 
/ END VIEW Here's your biggest potential volume seller of this 


year (and many years to come). M & H Laboratories’ 
DO-IT-YOURSELF PAINT ACCESSORY KIT sells 
3 items with half the effort used to sell 1 in the past! 
Packaged in a modern carry-all carton customers will 
WANT to grab off the display and take home with 
them. You waste no time wrapping! You waste no 
money on wrapping! M & H does it all for you. 
BRUSH GROOM (non-flammable, no unpleasant 
odor, non-staining Brush Cleaner) and HAND 
GROOM (Waterless Hand Cleaner with lanolin and 
glycerine; will not deteriorate on shelf) are quality 
mates to M & H's already famous READY PATCH 
(the pre-mixed Patching Plaster that doesn’t pull away 
from sides of cracks). Naturally you want the big- 
gest possible profit from the minute your store is 
open. This kit gives you that profit by selling 3 items 
instead of 1 (the old-fashioned way). The more of 
these handsome kits you display the more you'll sell, 
so order right away. 












TS FUN TO PAINT BECAUSE THESE 3 MAKE IT SO SIMPLE! 



































$1.69 suggested retail price (slightly higher in Southwest and 
West). Packed 12 to a carton. Customary discounts apply. If 


nine ted te 0.17. > your local distributor cannot supply you, write: 

“customer” paint products cess ony / RIS Sg AI RAS i la i cae nea Mak: 

MW & H WAXES * M & H WALLPAPER REMOVER peckeoed | in : M & H LABORATORIES 
display car- . ‘ 


ING * READY PATCH * M & H TEXTURE PAINT ton gus 2705 ARCHER AVENUE, CHICAGO 8, ILL. 
ideal counhar 
or istand dis- 


play 1 would like the name of my loral M & H distributor 








STORE NAME 
LABORATORIES 
& MAN FACTURING HEMISTS . 
E + ADDRESS 
705 ARCHER AVE . vahen Weke! LIN ; ‘ 
cITYy ZONE STATE 


, 1954 


HARDWARE AGE, MARCH 18, 1954 








WELLER SOLDERING GUN 
PATENT UPHELD BY 
U. S. DISTRICT COURT! 


Recent decision in infringement action brought by Weller 


sustains validity of Weller patent 








In a decision handed down 
January 19, 1954, by Judge John P. Barnes, 
the U. S. District Court in Chicago has 


granted an injunction against the further 


manufacture of soldering guns infringing the » 


basic Weller patent. Weller’s suit charged 
infringement of the eleven claims of its 
patent pertaining to the arrangement and 
construction of Weller pistol-type soldering 


guns, all of which were upheld. The Federal 





Easily identified by 
streamlined design... 
distinctive nameplate. .. 


superior performance. 


Court’s decision firmly establishes Weller 
Manufacturing Company’s claim to the dis- 
tinctive arrangement of the transformer and 


small quick-heating tip patented by Weller. 


WELLER MANUFACTURING COMPANY 


Easton, Pa. 
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ttle Dixie Assortment 





p 
PAINT REMOVER oud tie-in sallec 


Heavy Bodied | | KLFAN-STRIP "Pool off Pp init” 


PAINT REMOVER 


Also available in the 
Little Dixie Assortment 
New, improved semi-paste for over- 
head, upright or flat surfaces. 


2 


Costs only $11.28 - 38% profit © 


i, aan since IO. ai «6 





e Non-inflammable—safe to use anywhere 
Removes any finish from any surface — 
Removes many coats with one application 
Requires no afterwash or neutralizing 
Promotes sales of paint and other items 
Nationally advertised the year round 


Featured in the irha Hardware Weck Catalog 
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* « . > @ 
ICN MI10ONS i 
are high on hardware?f ! 
a d 
These more than 334-million families, screened for the BUY on their minds F 
(' ALL three biggest man-woman magazines, America’s 27 biggest and most popular maga- FF 
only Better Homes and Gardens preselects zines. BH&G rated tops for... Gardening ideas, > 
its readers by editorial planning for their interest Remodeling ideas, Repair hints and New Home : 4 
in what you have to sell. Building ideas ... as high as 9 to I over the FF 
Only BH&G grew great by show- next magazine. ( 
ing families of high income and Here is your most solid, most prof- a 
home ownership how to raise living itable group of buyers of hardware Fy © 
standards — what to do, how to do store products. They read BH&G a 
‘ ; . : PRs: 
it, and what to buy to do it with. to find out what to buy—your Fy 
A recent survey among 5,000 man advertising should tell them whose 5: 
customers of hardware stores shows to buy. ee 
BH&G is the highest rated among os 
MEREDITH PUBLISHING COMPANY, Des Moines, lowa >. 
i 
es 
e. 
3 
a 
ery ° ” . 
| BH&G says— “It’s Spring — Wake Up Your Home! 4 
| Better Homes & Gardens Spring Hardware Pro- the opportunity to gain prestige and bigger sales : 
motion, “It’s Spring—Wake Up Your Home,” among the many do-it-yourself BH&G reader- 
will begin on April 15 and last through May 30. families in their trading areas. Products to be 
Participating dealers will receive banners, depart- featured are tools, appliances, paints, garden 
mental signs, giant cover blowups and other supplies and housewares. Dealers who wish to tie 
colorful display material around which to build in with BH&G’s big sales-wise promotions should 
their in-store and window displays. This promo- write to: Better Homes and Gardens, Merchandis- ? 
tion presents sales-minded hardware dealers with ing Division, 1716 Locust St., Des Moines 3, Iowa. : 
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NATIONALLY ADVERTISED this month-- 
the “TWINKLE” -- Better Homes & Gardens -- March 









KLEEN-IT 














Handiest brush 
in any kitchen 
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Modern housewives prefer the modern 

“3 Twinkle to replace old, worn-down scrubs. . . . because it’s dual-purpose. Stiff white 
ora Thick tufts of stiff plastic bristles move the tampico for scrubbing off vegetables, dinner 
‘ dirt better and faster; bristles are water- plates or tidying up the sink. Stiff wire 


resistant—stay tough, won’t mat, rot or bristles for scouring pots and pans to new 


sour. Natural lacquered block. lustre. Handy hanging ring. Block and 


handle in bright red, kitchen color. 
Holds and displays 1 Dis 
dozen Twinkles. Order your dozen 





plays one dozen Kleen-its. Builds big 






, 4 
fou packs either all white; or assorted 7} sales from little counter space. Order 
aa red, green, blue, yellow and white onl your supply soon 

oF 

oe _— 

re: 

x 


os > 

















a &>) 
ii? 
: i CHOCTAW-X 
™ 
4 (X = extra wear from Oxco’s Master Blend filling) 

















The longest-wearing general purpose dairy brush you Most popular sweep in Oxco’s complete line —best 
can buy ... or sell! Modern design block is solid, seller for you, because it’s multi-purpose. Center 
almost indestructible SARAN plastic--with non-slip filling of stiff black tampico to move stubborn dirt; 
handle surfaces and handy hanging hole. Bristles are border filling of long-wearing Oxco ‘‘Master Blend’”’ 
long-wearing black du Pont Tynex nylon, crimped to (selected horsehair plus SARAN plastic bristles) to 
retain more water. A profitable brush with a big move light dirt arid dust. Useful for all smooth floors 
market, and full value for your customers. a sweep you can sell to practically every customer, 


Featured in Oxco Floor Sweep Display No. 1. 


SEE YOuR JOBBER 


write us hy; 





printed in bright red and black, makes ideal 





store display. 
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Assortment +1450 Featuring 
Colorful NEW Gay-Lin Design 


Remember—“You Can Pay More, 


But You Can’t Buy Better!” 





Qty. Size Retail Total 





6 18” x 20” | $ 1.29 ea. | $7.74 











6 |15%%” x 20” 1.19e0.] 7.14 
6 me Rie” 99 ea. | 5.94 
12 Fr ar .25ea.| 3.00 











2 Stainless Steel wrxil” | 2.59ea.| 5.18 














Full-Color Catalog Total $29.00 
Sheet Sent On Request YourCost 14.50 


Profit (50%!) $14.50 





ON THESE HARDWARE WEEK SPECIALS! 


Assortment +1349’ Featuring 
Popular NEW Pearl-TEX Design 


Qty. Size Retail Total 


4 18” x 1.29 
x 1.19 ea. 14 


1 
12 7” Rd. -25ea.| 3.00 


4 Hot Dish Sets .89 ea. 3.56 





Full-Color Catalog Total $26.98 


Sheet Sent On Request Your Cost 13.49 


Profit (50% !) $13.49 
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* WARRANTY ON 
EVERY MAT! 


Here’s proof of superiority! Through years 
of sales leadership, we KNOW our Pro- 
tex triple baked-enamel finish is abso- 
lutely the finest quality there is—and 
we're backing it up with the first and only 
warranty in the industry: Why accept less! 


flua 50% PROFIT! 


Here's the kind of deal you need in today’s 
tighter market—top-quality merchandise, 
at prices that give your customers real 
value—and still earn big profits for you. 
Compare valve, compare prices, and 
you'll choose Pro-tex every time! 


MORE THAN EVER BEFORE YOU NEED PRO-TEX IN 1954 | 


/ 
6ttuMt Us Preooucns | 
—— 


te” 
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Powertul Notional Advertising sells 


INLAND ICE CUBE TRAYS 


in YOUR store... for YOUR protit! 


Saturday Evening Post and Better Homes and Gardens 
advertising, by Inland, directs readers to your store, 
to YOU, for the purchase of Inland Ice Cube Trays as re- 
placements for the battered, outmoded trays still in use in 
thousands of homes in your community. 

Yes, millions of replacement Inland Trays are sold every 


ICE CUBE TRAYS 


INLAND MANUFACTURING DIVISION 


General Motors Corporation « Dayton, Ohio 
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year. It’s an impulse item. Simple display of Inland Trays 
makes customers stop, look... and BUY! 
This Inland Tray is original equipment in leading makes 
of automatic refrigerators . . . mot a new and untried re- 
frigerator gadget! It sells itself . . . in chain, department 
and hardware stores . . . to a big market that means fast 
turnover, fast sales, bigger profit, greater dollar volume. 
Let Inland’s national advertising really serve you .. . sell, 
make profits for you . . . by tying in with store displays. 
inland “Magic Touch” Ice Trays are available from leading 
distributors. Check your stock now! 


Mail Coupon TODAY! 


——--—---—-—---------+ 





Inland Manufacturing Division 
General Motors Corporation 
2732 inland Avenue, Dayton 7, Ohio 


Send me full sales information about Inland 
“Magic Touch” Ice Trays! 


NAME 
FIRM NAME 
STREET ADDRESS 


a ZONE STATE 


ame Ge Gm ee coe ee ee oe es om ee ee es es eed 


sl 








PRICE CUT 


ta? REGULAR 495 
© DOUBLE HEADER 


FROM APRIL 2 TO MAY 5 with Futt MARK-UP PROTECTION! 








LEVER... 


BENDING! 





_ Ekco comes through with a smash pro- 
motion, timed right to get you extra traffic 
and volume! Now you can offer the famous Dou- 
ble Header Minute Mop—at a hot low price—to 
spearhead your Spring Housecleaning Sale . . . and 
maintain your regular profit margin! 


DOUBLE SIZE! 
DOUBLE FAST! 
DOUBLE EASY! 


The famous Double Header Minute 
Mop has dozens of features that ap- 
peal to every homemaker . . . Easy- 
Reach Wringing— Double Size 
Mophead — Exclusive Channel Drain _. 
that prevents splashing—Cushion ‘ 
Bumpers to protect furniture. These 
and many others make mopping a 
joy ... especially at this sensational 
low price! 





| NATIONAL AdvEg7, Mg BIG : 
| Qn THE MOP Thar py. CampAl6 
PLUS FEATURG, , “L THE 


Over 25 million people will see this special advertised in April 5 issue 
of Life (on sale April 2)! Over 21 million more people will see it adver- 
tised in 40 key newspapers coast to coast! 


BUY NOW...BE READY...USE THESE FREE SELLING TOOLS! 















mm Every dozen pack 
wen Of Double Header 






Retailers: 








Minute Mops in- ORDER THESE FREE 
cludes 2 OF NEWSPAPER 
THESE FREE AD MATS 

WINDOW FROM EKCO TODAY 


STREAMERS. 
. . . the greatest name in housewares 

Ekeo Products Company, 1949 N. Cicero Avenue, Chicago 39, Ill 

Also available from Ekco Products Company (Canada) Ltd., Toronto 


Order This M-450 Mop Special Today! 
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EASY-REACH 


WRING WITHOUT 
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STEAM and 



















Automatic 





noe 


ct! \—of order 5 
get \ eR of $650 MODEL 1604% 
Get 1 for only *9> Regularly $23.95 


Tap Water, Finger-tip Vor 
e@ Uses ng ee wide Heat Range, Weighs Any Old Pot 4.00 


e All Chrome 





erature Control, 
Perly 3% bbs., Use As Dry Iron, To° Fully 
rch HOUSE BEAUTIFUL ’ 
@ As Advertised In March Tie-In Ad Mats ‘Automatic 


@ Counter Card @ Ad Reprints 


@ Catalog Sheer 
Limited offer ends 






NOW 


ONLY ‘19% 


@ TIE-IN AD MATS  @ POINT-OF-SALE DISPLAY 
= ——- SHEETS @ ADVERTISED IN APRIL 
GOOD HOUSEKEEPING 


Limited offer ends April 30, 1954 


e Makes Instant 
Coffee, Too 


April 30, 1954 













The New Dominion 


Deep Fryer and Cooker 72% 
MODEL 2103 (a 
NEW LOW PRICE LTA 


$195 


Slightly Higher Denver & West 
@ Waterproof Detachable 
Cord, Distinctive Trim, Auto- 
matic Control, Easy-To-Clean 
Round Well, E-Z Cook Guide 
@ Tie-In Ad Mats @ Point-Of-Sale Display © Catalog Sheet 
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Hardware Stores! 


on top of 
the world! 


Each week TV's dynamic super- 


and sells Mystik Tape to millions 
of viewers from coast to coast on 
his live network show. This 
enthusiastic and loyal housewife 
audience includes your customers! 


proven salesmanship, and Mystik Tape’s popularity, 
offer you an opportunity to make big profits. Act now— 


with all 13 colors and 3 widths ...have plenty of reserves 
on hand to meet the increased demand! 


gore Show 


M 
the Garty F 
apo week 0” - 1 
for Myst ik Tape: 





You can t 1 e in ! Free promotional material 


is available to you—Garry Moore cut-outs, counter cards, back 
cards, window streamers, overwire hangers, newspaper mats, 
radio spot scripts, folders! Call headquarters or supplier NOW. 
Mystik Adhesive Products, 2650 N. Kildare Ave., Chicago 39. 
Trademark Mystik Registered DEAL SM 
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vita Garry Moore ana 


you're sittin' 


salesman, Garry Moore, demonstrates 





You can cash in! carry moore's 


get displays up in prominent locations ... keep them well stocked 





©1954 Mystik Adhesive Products 
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PACKAGED Liatro-lilane STARTER SET... the 


perfect gift for Mother’s Day ... Bride’s showers, too! 


Nationally Advertised 


Kitc 5€ 





Yore items are 


s " 
crically 





ted retail 
re cy retai $995 


of 4 colors 


RARAROA 








8 piece set -- Stock No. KS-IL 
Units also available in open stock. 





GIFT PACKAGED 
i aeliliaadiallis 'he 
sarton Tar Stop more shoppers, enjoy more sales, by making this Lustro-Ware Kitchen Ensem- 

ble the focal point of your plastic housewares department. Their sparkling glamour 

and practical utility appeal to both young and old . . . love its Good Housekeeping 
S pecial guaranteed quality at thrifty budget prices! You'll especially ‘like its big unit 
Bride’s Shower profit and the repeat sales which follow when gals shop for 125 other matching 


Gift Promotion Lustro-Ware items they will want to further brighten their kitchen life. 


ads and Order today, and to satisfy all customers stock all 4 colors along with a complete 
: assortment of other fast turnover Lustro-Ware items. Also be sure to get a fresh 
~ supply of Lustro-Ware banners, 


\ 
Raa folders and other free sales 


material to really make your 








store Lustro-Ware headquarters. 
Tell your supplier your needs or 
write direct to . 


ncludes many ne 


COLUMBUS PLASTIC PRODUCTS, INC. 
Columbus, Ohio 





+ LING 





HARDWARE AGE, MARCH 18, 1954 85 





i Taylor FISH-FINDER * 
: Thermometer. 

Tells where to fish 
by giving water tem- 
perature. Easy-read- 
ing 5’ etched stain- 
less steel scale. Cup 
retains water sample 
from any depth. $2. 





Taylor "Magnetic Brake"’ Compass. 
Has floating, luminous dial that 
settles down 3 times faster than 
ordinary compasses because it’s 
“induction damped”’. Gives quick, 
accurate reading. Wrist model 
(shown) or lapel model with 
sturdy safety pin fastener. $3.50. 
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CAPITALIZE ON 
NATIONAL PUBLICITY 




















New Remote-Reading 
Home Freezer Ther- 
mometer makes it 
possible to check 
freezer temperature 
without opening the 
door. Range minus 
40° to plus 70°F. 
$4.50, 














Taylor Lnslruments MEAN ACCURACY FIRST 






Ae we're not talking about the 
temperature. We mean hot 
selling. There’s more spending money 
around today than ever before, and a 
whale of a lot of it is being spent on 
hobbies, sports and the home. Take 
fishing for instance. Around eighteen 
million licenses were issued last year. 
Or hunting; more than fourteen 
million licenses. When it comes to 
gadgets for the home, what proud 
owner of a new freezer could resist 
the new Taylor Remote Reading 
Thermometer? Look these items over 
—then see your wholesaler or write 
Taylor Instrument Companies, 
Rochester, N. Y., or Toronto, Canada. 


PERWIOS OF STAVIOMARY OF NOM-FLUCTUATING PRERS USE INCREAS 
TEMOENCY TOWARD Fae LUCK EVEN im LOW PRESSURE FONE 
ZONE. SURFALE FIGHING \CESENS 
T SHOULD Bf FEO DEEP 


Taye 


Taylor Fisherman's Barometer. 

Tells when fish are biting. Veteran 
fishermen swear by it. Tells when air 
pressure is rising, making fish frisky and 
ready to take bait. Pocket size plastic 
case, with altitude adjustment. 0-3500 ft. 
altitude, $9; 3500-7000 ft., $11.50. 


Taylor GYDEWAY* 
Compass. 

Attractive 2’’ maroon 
plastic case with hinged 
cover. Sensitive bar 
needle over aluminum 
dial is automatically 
locked when case is 
closed. Individually 
boxed, 12 to a carton. $3. 


*Trade-Mark 
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Does everything for you except ring up the sale! 








FONOWAITS 


COMPLETE 
SALES PROGRAM |g 
for Electrical Supplies } 















a eee 


Cat. No. 2582-0 Set of eight product display plaques 


ORDER 
NOW! 


With merchandise displays, 
sales-rated catalog, and _ self- 
selling packaging, this program 
brings the full force of 


Product display is your key to new profit (pA) 8 unique sales-tested point-of-purchase 
\@/ cards, with snap-on fastening, featuring 
ten fast selling items mounted. Cards fit stand- 
ard 11” x 7” holders; are easel-backed for free 
standing display. 


in 1954. Here is a sales program that 


takes most of the guesswork and much of 
the work out of merchandising and sell- Monowatt’s line-selling idea 
‘ 7 _— right down to the retail counter. 
ing for you, with — (pA 


{ 


| New ideas in products and in merchan- 

“© dising, keeping interest high in your 
electric counter, and helping sell the entire 
Monowatt line. 


Never before has an electrical 
supplies line been so easy to 
handle .. . 
Order your display kit today. 


ye 


WIRING DEVICE DEPARTMENT, GENERAL ELECTRIC COMPANY, PROVIDENCE 7, R. ft 


(OM) Featured specialty products and staples, 


all fast-moving, sales-rated items. so profitable too. 


A\ A simplified sales-rated catalog — help- 
ing solve your ordering and inventory 


problems. 
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HERE’S A PROMOTION WITH TERRIFIC TRAFFIC PULL! 


General Mills 
BELL RINGE 4 FOR SPRING 


You offer free a completely new | 
Betty Crocker booklet of exclusive 
recipes ...to build store traffic and 
promote sales of General Mills 


€D appliances! 
ee on } HERE’S HOW IT WORKS: 


of O 
<o™ 
























With every $50 worth of General Mills 


appliances you buy, you receive 25 copies GEI 
of “Recipes of Tomorrow,” Betty Crocker’s 
new booklet of cooking secrets developed in .» the 


the famed General Mills test kitchens. It’s 
full of exciting new recipes, menu ideas, 
cooking shortcuts. “Recipes of Tomorrow” 
is a book every housewife will be anxious 
to own, and you can offer it FREE to any 
woman coming into your store for a demon- 
stration of General Mills Appliances! 


‘oy 


Two great salesmen on two 
great TV networks promote offer of 


“Recipes of Tomorrow” booklet 25 RECIPE BOOKLETS 


BESIDES THE BOOKLETS 


DAVE GARROWAY puts his impres- YOU WILL ALSO RECEIVE: 


sive talents to work for General 


fy Home Appliances 




















Mills Appliances on “TODAY” over mi COME IN. GET YouR 
the NBC-TV Network of 50 stations | ae FREE 
every Monday morning. jw “Betty Crocker 
—— RECIPES 
| BOB CROSBY applies the famed NOVEL COLORFUL WINDOW 
DISPENSER STREAMER 


Crosby charm to sell the General 
Mills line on his top-rated afternoon 


show every Wednesday over the ASK YOUR DISTRIBUTOR OR 
45-station CBS-TV Network. WRITE GENERAL MILLS HOME 
Put Betty Crocker’s new booklet promotion APPLIANCE DEPARTMENT 

to work for you... IT’S SURE-FIRE! MINNEAPOLIS 13, MINNESOTA 
FOR COMPLETE INFORMATION 


DISPLAY 




















General Mills Home Appliances 
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copies GENERAL MILLS Apu” FOOD MIXER 


iar GENERAL MILLS A@ 24°" GRILL-WAFFLE BAKER 
.. the mixer that TIMES ITSELF retran $43.95 


... with QUICK CHANGE GRIDS retan $29.95 


GENERAL MILLS 4u‘om2@< FRYER-COOKER 
... with TRU-HEAT CONTROL _ retan $29.95 


GENERAL MILLS Douhle 
AUTOMATIC TOASTER 
with HIGH POP-UP 


retai $22.95 


GENERAL MILLS 4u‘or2“ COFFEE MAKER 
... that DIALS COFFEE TO TASTE retan $27.95 


GENERAL MILLS TRU-HEAT 
IRON AND STEAM 
IRONING ATTACHMENT 


retan $19.95 


sponsored by “Batty Crocken 
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STAY CLEAN 
“SAVES TIME 
AND TWINE” 





@ Guaranteed b 
Goo 
oor 


OF THE TRADE WITH NEW 
POLISHED TWINE WRAP 


the merchandising boost long needed by 
the twine trade. Naturally it comes to 

you exclusively from SHUFORD MILLS, INC.,, 
the World’s Largest Manufacturer of 

Cotton Cordage. STAY CLEAN offers obvious 
advantages to the butcher, storekeeper, 

farmer, household and industrial user. 
Twine remains snugly wrapped in pliofilm 

until the last inch 1s removed... ever-clean 
ever-wrapped, ever-ready...‘“‘saves time and 

twine.” The consumer SEES this at a glance. 
That’s why STAY CLEAN is a “Self Seller” 

instead of a “Shelf Dweller.” It supplies 
the sales appeal retailers want! Repeat 

sales are assured, too, because the twine 
is always identified by the SHUFORD label. 

Ask your dealer, jobber, or agent for 
STAY CLEAN when ordering polished twine. 
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GREEN THUMB 
SPRINKLING CAN 


BRAND NEW! 


All dressed up in bright 
garden green! 6, 8 and 
10 quart Green Thumb 
sprinklers sell on 

sight. 





OVAL PAIL 


Oval for sponge mops, 
better for all mops! 
Holds 12 quarts. 
Put a sponge mop 
inside and sell both! 


® And for good reason, too — they know that Wheeling Ware 
is made of sturdy, solid steel, hand-dipped in Wheeling’s special 
Dura-Zinc Alloy coating after it’smade. Every inch and 
every seam is guarded against leaks and rust. 


Yes, it pays to feature Wheeling Ware. Wheeling’s 
color advertising in This Week, Parade, and a score of 
top Sunday papers are preselling your customers. 


Get in touch with your Wheeling Representative or 
the nearest Wheeling Warehouse. 


WHEELING CORRUGATING COMPANY * WHEELING, W. VA. 


Atlanta Boston Buffalo Chicago Columbus Detroit Houston Kansas City 
Louisville Minneapolis New Orleans New York Philadelphia Richmond St. Louis 
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YOUR CUSTOMERS 


MIX-PAIL 


Quart marks in the 
pail make it the 
handiest "mixer" 
ever. Holds 10 full 
quarts. For mixing 
weed killers, 
paint, feed, 
insecticides! 


SEU 


Sell the complete line of Wheeling 
Ware, Conductor Pipe, Eaves Trough, 
Gutters, Roofing and Cut Nails. 











New, Beautiful, in 8 colors, 3 widths .. . 
For decorating, for electrical repairs, for every “fix-it” job! 


DUTCH BRAND Viny! COLOR TAPE is new! electrical tape ...UL listed. It is the kind 


New as a product, with new features not of product that suggests dozens of uses to 

offered by other tapes. And with a brand anyone that sees it...and the three widths 

new appeal that is bound to show results ...”", %" and 1%". . . make it even 

where they count... in your cash register. more versatile. Stock it now and watch 
; DUTCH BRAND make money for you. 

The eight colors... red, yellow, green, 

blue, gold, silver, black and white... are 





in the tape through and through. It adheres 
perfectly, will not show scratches, and is 
ideal for all decorative and repair uses. 
But most sensational of all, it is a top-notch 












READY -PACKED 
IN SPARKLING , 
SELF-SERVICE fA 
DISPLAY a 
CARTON Pp aw 


DUTCH BRAND VINYL Jo 


A FEW OF THE THOUSANDS OF USES 














tO 
ca oN HL 
’ 4 ES 
\ ». YA \ 
\ photo mounts repair books 
| 
ALA ~ 
SSS a 
! vy *\ sit fE- 
| is | Vs ‘a : ot ne eet 
WL, —_— SE Me H | ee A 
bes >) an LLP) 
UL listed trim colors lamp shades 












Johns-Manville 
Onder ftom yous DUTCH BRAND 


P R O DB Uc isFT =€«€$ 
A 4 z i PS pe ? ‘ ‘ 
(lade Jobe Secectctien tins 
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New Oste 
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portable 
mixer as 
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with exclusive 














New Oster model 420 

de luxe electric L J 

portable food “i 

mixer as / aati tele dae oO 


H / ' ally adjust to fit the con- ony angle, avoids splash- 
illustrated é tour of any bowl. up of conventional mixers. 


Longer-reaching cord! 
p | || \ Sturdier non-tip heel rest! 
Handier clip-on wall bracket! 


self-adjusting 


You can demonstrate You can demonstrate 
how beaters get into how right or left handed 
hard-to-reach corners to women can easily control 
mix every bit of batter. the 3 speeds. 


It's the mixer 
that'll sell itself! 


Be ready for full-blast national advertising 


To be sure you’re set to take full advantage of this big promotion, 
contact your Oster Representative or write 


/ 


We 
4, 
(See % 


j ( : > JOHN OSTER MANUFACTURING CO., Racine, Wisconsin 


4 s/ 
4, se 
j fay 
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Something new in kitchen cutlery! 





7 NEW CARVEL HALL 
HOMEMAKER SETS” 
WITH BLADE-BAR! 


To retail from $9.95 to $26.50 

















New Carvel Hall knives twice 
as Sharp...twice as profitable! 


Now more than ever Carvel Hall Kitchen Cutlery is packed with 
sales appeal. Seven sparkling new sets . . . unbelievably sharp . . . 
with Carvel Hall’s exclusive Blade-Bar* offer you more sales, more 
profits. Crafted from the finest stainless steel (with molybdenum) 
. .. unconditionally guaranteed ... and priced to move off your 
shelves faster than you can stock ’em. Call your Carvel Hall Dis- 
tributor now or write direct for complete information on how you 
can stock and sell this fast-selling line. Also sold individually. 


CHAS. D. BRIDDELL, INC., CRISFIELD, MARYLAND 


* patent applied for 


94 





a 











ADVERTISED IN 


LIFE 


FINE CUTLERY 
by Briddell 


LIFETIM, ® » GUARANTEE 
SERVICE 
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board, Pottery, Books, Toys, &" 





for Wood, Leather, (ard 


THIS DISPLAY CARD 
IN EVERY CARTON 
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13 million 


As advertised in 


Sales messages 
at work 


for you 












In 3 years alone SATURDAY EVENING 
posT will have carried 75 million sales 
messages like this. 

No wonder the home workshop en- 
thusiast is impressed. No wonder he 
comes in to your store looking for the 
name JACOBS on the chuck. It is his 
assurance of reliable quality in the 
power tool he buys. 

Make your own selling easier. Point 
out the Jacobs Chuck on the tool first. 
Your customer is pre-sold. The Jacobs 
Manufacturing Company, West Hart- 
ford 10, Connecticut. 


IF IT’S A 


JACOBS 


IT HOLDS...Business for You 


This is the famous Jacobs Plain Bearing 
Chuck, known the world over for fine con- 
Struction, gripping power and accuracy. 

















JACOBS" 
on the chuck 
mean¢ quality 


in the tool? 


IT’S A SURE THING! The manufacturer who 
equips his power tools with Jacobs 
Chucks is giving you the very finest. He 
knows that Jacobs is the world’s choice 
for gripping power, precision and dura- 
bility. Your power tool performs at its 
best with a Jacobs Chuck. The Jacobs 
Manufacturing Company, 60 Jacobs 
Road, West Hartford 10, Connecticut. 


IF IT’S A 


JACOBS CHUCK 


IT HOLDS 
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20” JIG SAW 
With completely built-in mo- 
tor. Table tilts to 45°. Built in 
blower. Blade turns to rip. 
Available with 
mitre gauge and $ 4] 50 


a 








can 
’ 












lg 
me 


Vd 
| 
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‘ay 


I 


>, ® 
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Equipped with Jacobs Chucks, 
three-spoke feed wheel. 
Shaper 

attachments 


availablle.....0ss0- $4 9% 





DUAL CIRCLE SAW-JOINTER 


New combination dual pur- 
pose tool, complete with mo- 
tor that switches easily from 
one tool to 


other. Complete $] 5 460 


\with motor...... 
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10” TILTING TABLE BAND SAW 


All cast tool of rugged alumi- 
num alloy. 10 by 10 table top. 


Has excellent 
locking | $4 995 
mechanism........ 






8’ TILTING ARBOR SAW 


Heavy duty construction. 
Sealed-for-life ball bearings. 
Table size 13 by 16. Complete 
with mitre 
gauge and 
FID TORR cc ccscces 


$5] 95 









COMBINATION 
BELT AND DISC SANDER 


Ruggedly constructed. 
Table tilts to 45°. En- 
tire sander tilts to ver- 
tical position. Has belt 
tension 

knob and 


lock.....+++ $5 400 


6°’ JOINTER-PLANER 


Professional model with latest 
cutting head. Cuts 4 inch 
deep and 

6 inches wide. 


Removable guard. . $8 6 30 


+ Professionals and Amateurs alike 








9 IN 1 UNIVERSAL TOOL 


Has sturdy workbench stand. 
Adapts quickly to Circle Saw, 
Drill Press, Sander, Shaper, 
Router, Lathe, Jointer, 
Grinder, or 

Buffer. All in 


ONS COOL. 0600065 $2 695° 


Wire or write for compfete details 


| on Shopmaster Hardware Week 


Promotion. 


Catalog . gel 


RM. 50 I, 1214 S. 3RD ST. 
MINNEAPOLIS, MINNESOTA 
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UP TO 20% FASTER TURNOVER 


WITH THESE MARKET-MATCHED V-BELT ASSORTMENTS 


THE 40A ASSORTMENT — the 40 fastest selling F.H.P. V-Belts 
to handle up to 60% of all your customers’ needs in less than 
31/2 sq. ft. of wall space 











THE 60A ASSORTMENT -— the 60 most popular F.H.P. V-Belts on 
the 15° square SerVomatic merchandiser to meet up to 70% of 
all requirements 


EAD stock and wasted salesroom space are 

hig profit-eaters. Both are eliminated in 

the streamlined, Fractional Horsepower V-Belt 

assortments and compact display units offered 
by Goodyear. 

Either the 40A or the 60A Assortment gives 

you only the fastest moving sizes. Slow moving, 

special sizes — comprising up to 20% of the 

usual assortment — are made unnecessary by 


the Alternate Replacement Chart which 




















SerVomatic -T. M. The Goodyear Tire & Rubber Company, Akron, Ohio 


quickly shows you the right standard belt to 


recommend. 


Self-service merchandisers, Space-Miser pack- 
aging, the exclusive Belt-meter, the “ABC” 
design book, many other sales helps — all add 
up to more sales in less space—at higher profit 
—than you ever realized. Get full details on 
this store-tested FH.P. V-Belt program by writ- 
ing to Goodyear, Industrial Products Division, 


Lincoln, Nebraska or Akron 16, Ohio. 


4 


00D YEAR 


THE GREATEST NAME IN RUBBER 


We think you'll like "THE GREATEST STORY EVER TOLD” — every Sunday— ABC Radio Network ~THE GOODYEAR TELEVISION PLAYHOUSE — every other Sunday — NBC TV Network 
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SAW BIT 


(Patent Applied ) 


» 
An All-Purpose, All-Season Saw Bit that deflects du 
from the swage of the shank or holder, reduces M&A 





Akron, Ohio 


DARD “RED CIR 








\ 
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Now! - 


you can have 
Mf 





a complete 
tool department 


for as little as 


‘100. 











The eye-catching, sales-making Bon-E-Con ‘‘merry- 
go-round” really puts you in the tool business! It ‘at 
combines display appeal with self-service features to \ 
increase your tool sales. It places another salesman . 4 
at your counter—in a minimum space...at no \ \ 


added sales expense. Bon-E-Con tools are the kind 
any mechanic would value, at prices anyone can 
afford. And the Bon-E-Con line includes only the 
most popular, fastest-moving tools—your guarantee 
of quick turnover. 
Bon-E-Con tools will help you get your share of the 
ever-increasing ‘‘do-it-yourself’? market. The home 


B 0) N 2 E- re ON mechanic always is on the lookout for tools that will 


help him do a better job and prevent injuries which 
TO Oo L —) occur when inferior tools are used. 
Write today for complete information. Find out how 
you can have a complete Bon-E-Con Tool depart- 
ment for as little as $100. 





BONNEY FORGE & TOOL WORKS « ALLENTOWN e PENNSYLVANIA 
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how to get more sales from your 
Electric Housewares Promotions 


Electric housewares have a unique, uni- 
versal appeal that can be built into year 
round sales, if effective merchandising 
methods are used. Here is a practical 
guide to the steps that must be taken to 
make your electric housewares promo- 
tions successful. 


by J. R. Keagy, store management editor 


HA Merchandising Guide 


HA Merchandising Guide 
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how to get more sales from your 


Electric Housewares Promotions 


continued 


Klectric housewares today are practically a staple 
line in hardware stores. 1 aey contribute substantially 
to store volume and are important factors in develop- 
ing added store trattic, especialiy among women. 

But many dealers do not obtain maximum results 
from the space allotted to eleciric housewares due to a 
iailure to follow tnrough on their promotional efforts. 

In recent years the severe price-cutting on electric 
housewares by discount houses and other questionable 
outlets has caused dealers to slack off in their promo- 
tion of this line. 

However, there are now many signs of an energetic 
effort by manufacturers to correct these distributive 
abuses. 

Several manufacturers have taken the drastic step 
of realigning their wholesale distribution in some of 
the larger cities where there were flagrant abuses of 
price schedules. 

Other 
making stronger efforts to follow up on vioiations of 
their fair trade contracts. 

These steps warrant new and more serious interest 
by hardware dealers in the promotion of their electric 
houseware business. 


manufacturers of electrical housewares are 


They have just such an opportunity in the continu- 
ing Housewares Gift Campaign, sponsored by the 
Electric Housewares Section of the National Electrical 
Manufacturers Association, which is fully detailed on 
the following pages of this special report. 

Now in its fifth year, this Electric Housewares Gift 
Campaign is expected to enlist approximately 50,000 
dealers who will employ the tested merchandising aids 
which will be provided them by the cooperating manu- 
facturers. 

The merit of the campaign seems to be indicated by 
the increasing number of electrical appliance retailers 
who are taking part in this national promotion. 

Only 5,000 stores participated in 1950 but the next 
vear there were 25,000; the following year, 35,000, and 
last year an estimated 50,000. 
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The sponsoring organization is comprised of virtu- 
ally all manufacturers of nationally 
which include: American Beauty, Arvin, Betty Crocker, 
Casco, Cory, Emerson-Electric, Fieldcrest, Fryryte, 
General Electric, Hamilton Beach, Handyhot, Kitchen 
Aid, Knapp-Monarch, Oster, Paragon, Presto, Proctor, 
Silex, Steam-O-Matic, Toastmaster, Universal, Waring- 
Durabilt and Westinghouse. 

The 1954 program continues to center around the 
basic theme and emblem, “First Gift Choice—Electric 
Housewares.” 

Hardware stores and other retail establishments will 
again identify themselves to the buying public by 
decalcomanias and window streamers, as a means of 
tying in with the flood of national advertising and 
publicity. 


known brands 


Participating 
stores will use 


this decal. 








The strength of this national promotion will be ulti- 
mately determined by the enthusiasm and interest 
which is generated in it by the Main Street retailers 
throughout the country. 

For it will be at the local level that consumers who 
will be made conscious of the Electric Housewares Giit 
Campaign by a deluge of advertising in magazines, 
newspapers and television will decide in which stores 
they will spend their money for these appliances. 

Manufacturers, distributors, electric light and power 
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yo: 
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One of three 
display banners 
available to 
retailers. 











ompanies, electrical leagues, local area committees and 
ocal stores will all be making their contribution in 
advertising and publicity in this national effort. 

To stimulate interest of retailers, another national 
window display contest will be held and national recog- 
nition will go to those stores in various retail trades 
who present the most effective window arrangements. 

Hardware dealers interested in entering this contest 
should send a photo of a window display to the Display 
Contest Editor, Electric Housewares Section, National 
Electrical Manufacturers Association, 155 E. 44 St., 
New York 17, N. Y. Eligible windows must display one 
or more of the free streamers and decalcomanias. 
Entries must be made by July 15. 

Pictures of the winning store window displays last 
year will be found on succeeding pages. These will 
serve as inspiration to hardware dealers interested in 
making their trading areas conscious of the fact that 
their stores are electrical housewares gift head- 
quarters. 

The months just ahead offer the greatest oppor- 
tunity for the sale of electric housewares as gifts 
because of the millions of gifts which will be tendered 
to brides, and as anniversary presents to brides of 
other years. 

A Calendar of Merchandising Ideas, which appeared 
on pages 114 and 115 of the Jan. 7 issue of HA, gives 
a full listing of special “days,” “weeks” and holidays 
and suggests the proper timing for store promotions 
of hardware and houseware lines. 

While June still remains the most popular bridal 
month, August and May are becoming increasingly 
popular months for nuptials. 

The other months in the order of their importance 
as marriage months are September, October, December, 
July, April, November, February, January and March. 

Approximately 10 of every 1,000 persons in the 
country have been taking marriage vows each year. 
By applying this ratio to the population of any com- 
munity it is possible to approximate how many people 
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will be marrying and receiving wedding presents. 
The great potential in electric housewares gift sales 
can be found in the fact that there are approximately 
11% million new brides each year 
A survey conducted among 4,000 new brides by the 





A bride takes pride in 
“BRAND NAME” 
ELECTRIC 

HOUSEWARES 

ing cards like $00 


Prepare talk- 


* save work and time! 
* handsomely styled! 


this one. 


* beautifully gift wrapped! 


an 


Toastmaster Division of McGraw Electric Co. produced 
convincing evidence that electric housewares are top- 
ranking on the brides’ lists of desired wedding gifts. 

Of 1,150 new brides who responded in the survey, 
1,119, or 97 pct, answered that they owned electric 
irons, 945 of which they had received as wedding gifts 
and 296 of which they acquired during their first year 
of marriage. 

Toasters were owned by 1,117 brides, or 93 pct. Of 
these, 979 said they received them as wedding presents 
and 138 more acquired them in the first year. 

Sixty-eight per cent indicated that they owned coffee- 
makers; 63 pect owned food mixers and 49 pct stated 
they were given or acquired combination grills during 
their first year of marriage. 

While wedding gifts and showers offer the biggest 
sales opportunities for electric housewares—next to 
Christmas, of course—there are a number of other 
occasions which should not be overlooked as promo- 
tional events. These include Mother’s Day and Father’s 
Day, anniversaries, graduations, Valentine’s Day and 
Thanksgiving. 
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This display of Ot’s took top honors for the hardware and house- 
wares division in last year's Electric Housewares Gift Promotion. 















to build better electric housewares volume 
Use Hard-Selling Displays 


By Graham D. George, Manager 
Ott’s 


Santa Barbara, Cal. 





Prize Winning Window Display 





Ott’s, the subject of this article, won first place award 
in the hardware division in the 1953 window display 
contest sponsored by the National Electrical Manu- 
facturers Assn. 
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About 80 household ap- 
pliances are shown with- 
out crowding on this shop- 
ping island display unit. 


Carefully spotted displays 

of electric housewares are 

maintained in several |o- 
cations in the store. 


Electrical housewares are a year-’round business— 
not a seasonal operation. Everyone at Ott’s under- 
stands this fact, and it guides us in making our 
merchandising plans. 

We prominently display a complete line of all table 
appliances in three different locations in our store. We 
maintain at least one display window at all times de- 
voted exclusively to electrical housewares. 

We attempt to arrange our displays in such a manner 
as to create a desire for ownership. Every woman 
takes pride in her kitchen and has, in our opinion, a 
real need for many of the electrical appliances offered 
on today’s market. 

We maintain a year-’round advertising campaign 
and establish demonstrations of small appliances and 
electric shavers regularly throughout the entire year. 

In all our advertising we try to get our customers to 
think of the help they obtain from an electric servant. 

We have a direct mail set-up during the summer to 
build sales during the slow months. Last year we dis- 
tributed 10,000 circulars covering the entire area of 
Santa Barbara, with successful results. 

We stress gift possibilities during the entire year by 
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devoting several pages to electrical housewares in our 
Spring, Christmas and other promotional catalogs. 

We concentrate our efforts on the most popular of 
nationally advertised brands and maintain a stock con- 
trol in order to obtain proper turnover. 

We encourage active participation in all manufac- 
turers’ campaigns, such as those where an appliance is 
given to an employee when a certain number of ap- 
pliances are sold. 

Breakfast meetings with factory representatives and 
store personnel are held regularly to stimulate interest 
in electrical housewares and to further acquaint our 
personnel with the proper sales approach. 

A special effort is made to acquaint all sales per- 
sonnel with any new product. The features and ad- 
vantages of the particular appliance are fully explained. 

We find this helps the sales people with their selling 
and also stimulates their interest in a new product. 

On an average, small electrical appliances are no 
longer $7.00 and $8.00 purchases, but rather represent 
sizable amounts. The aggressive promotion and sale 
of these items have contributed greatly in helping us 
to maintain a desirable sales curve. 
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By G. W. ORR 
Sales Mgr., Electric Houseware 
Div., John Oster Mfg. Co., and 
Chairman, Electric Housewares 


Section, NEMA 


The spring and year-round campaign for building 
more electric housewares business in the gift mar- 
ket, sponsored by the Electric Housewares Section 
of the National Electrical Manufacturers Associa- 
tion, is once more under way with a new intensified 
program. 

This merchandising and promotion plan charts an 
economical and easy-to-follow course for the hard- 
ware merchant. It is retail-tested sales-insurance to 
build a bigger gift business and obtain a bigger 
share of the gift dollars in a multi-billion dollar gift 
market, 

With over 50 million consumers already pre-sold 
on electric housewares by the barrage of industry- 
wide promotion, newspaper and magazine advertis- 
ing, direct mail, display, radio, TV, sales brochures, 
community and company demonstrations and word- 
of-mouth publicity, the hardware dealer can increase 
his sales volume of “giftable” items by tying in with 
the national campaign. His second problem is to 
widen his trading area to draw in more than just 
hardware traffic. 

Following are 12 important steps by which hard- 
ware retailers can attain these goals and penetrate 
the great profit potential in electric housewares gift 
business: 
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12 Meps to Greater 


FIRST STEP—An appliance department, featur- 
ing an electric housewares counter, should be set 
up in a desirable location which gives ample room 
for the display and inspection of the products. A 
front-of-store spot is highly recommended so that 
each customer who enters is exposed to the merchan- 
dise. A special sales person who can “follow the 
trade” and capitalize on all industry aids should be 
in charge. 


SECOND STEP—tThe store should identify itself 
as gift headquarters by putting up the industry 
free decalcomania or a reproduction of it on doors, 
windows, correspondence, sales tickets, signs, dis- 
plays, advertising and promotional material; on such 
strategic spots as cash registers, delivery carts or 
trucks, etc. 

This symbol will give prestige to the hardware 
store as a part of an important, national promotion 
campaign spearheaded by America’s leading electric 
housewares manufacturing companies and will help 
the retailer’s campaign that the hardware store is a 
gift store. 


THIRD STEP—The three colorful streamers, 
also in the kit, headlined with the theme, “First 
Gift-Choice—Electric Housewares,” should appear 
constantly, each at the proper promotional time, to 
spark the greatest volume of electric housewares 
business. “Mother’s Day,” “All Gift Occasions,” and 
“Birthdays, Weddings and Anniversaries” make up 
the free display banners. Use them in every window 
display, on doors, interior exhibits, on delivery 
trucks, etc. They will literally put electric house- 
wares in your customer’s hand and bring you greater 
merchandise turnover. 


FOURTH STEP — All displays should be mer- 
chandised for specific gift occasions. In addition to 
the streamer themes, such “days” and occasions as 
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a complete store promotion program is outlined here 


Father’s Day, graduations, vacations, back-to-school, 
Easter, Valentine’s Day are other pullers for stimu- 
lating year-round business and continuing your 
community gift program. 

For effective selling-impact exhibits, use the mate- 
rials offered by manufacturers and distributors. 
Remember, the customer who sees is the customer 
who buys. Expose her constantly to electric house- 
wares gifts. 


FIFTH STEP—Offer a gift-wrapping service and 
inform your customers of this service through dis- 
plays of attractively wrapped gift-theme boxes, 
through signs and through your advertising and 
sales literature. It is a good will gesture to offer a 
choice of three or four wrappings. 


SIXTH STEP—Very often sales are saved with 
gift certificates. An undecided buyer or one who 
does not wish to make a decision for another will 
welcome this sales service. And it is a double- 
indemnity tool, since both giver and recipient are 
exposed to merchandise and salesmanship. 


SEVENTH STEP—Set up a self-service section 
so that your customers can browse and get ac- 
quainted with your electric housewares stock. This 
will be especially helpful in the busy or rush season 
and speed up sales of the buyer who has already 
made up her mind. Have all products wiped clean 
regularly so no marring smudges appear. Also spot 
the section with point-of-sale counter signs and in- 
formation cards giving name and benefits of items, 
price ranges. 

An attractively wrapped gift box in the center with 
the industry streamer, “First Gift Choice—Electric 
Housewares” in an arresting spot will add the right 
showmanship to the display. 
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EIGHTH STEP 
giving days or community promotions are a direct 
link between the local hardware retailer and his 
customers. These pieces should give all pertinent 
information calculated to make the customer buy and 
should carry the campaign logo and tell about your 
gift-wrapping and gift certificate services. Point-of- 


Mailing pieces timed to gift- 


sale enclosures, available from the manufacturers of 
electric housewares products, can be included. 


NINTH STEP - 
available to the hardware merchant for increasing 
his store traffic through the promotions of local 
electric light and power companies, electrical leagues 
and other electrical associations. These programs 
are usually aggressive and _ hard-hitting, pre- 
conditioning the buyer on the merits and prestige 


-Many tie-in opportunities are 


(Continued on page 130) 


Frequent use of store demonstrations 
are a sure way to a faster turnover. 






































Hardware Age interviews 
H. S. Perkins on sales 


prospects for 1954 


H. S. PERKINS 


What's the Outlook 
For Electric Housewares? 


QUESTION—Mr. Perkins, what is the general out- 
look for the electric housewares market this year? Will 
there be an increase or a decrease as compared with 
past years? 

MR. PERKINS*—tThe consensus seems to be that 
the electric housewares market can be approximately 
as resultful in 1954 as it was in 1953. It depends on 
many factors, some of which can be controlled and 
some of which cannot be controlled or even predicted. 

I think we are all agreed that there are many spots 
which will require extra attention and nursing. They 
will all need all the very best promotional thinking we 
can give. 

Most of us feel that this year will develop a great 
deal of the potential inherent in the industry-wide 
promotional program sponsored by the Electric House- 


* H. S. Perkins is General Sales Manager, The Silex 
Co., and Chairman of the Sales Promotion Committee 
of the Electric Housewares Section, NEMA. 
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wares Section of the National Electrical Manufacturers 
Association. The program will serve as a rallying point 
for retailers who do not wish to overlook any possi- 
bility which can help them keep up their volume. 


QUESTION—What factors do you see as having the 
greatest influence on the market this year? 

MR. PERKINS—The American public is becoming 
more and more aware of the many conveniences of 
owning electric housewares. Manufacturers are con- 
stantly endeavoring to capture the imagination of these 
consumers. Thus, electric housewares have sufficient 
attractiveness to warrant consumers spending the 
money to acquire the many advantages. 


QUESTION—Aside from the Electric Housewares 
Gift Campaign, what are some of the things that hard- 
ware retailers can do to get a greater share of the elec- 
tric housewares business in their own communities ? 

MR. PERKINS—The hardware dealer has a good 
chance to feature electric housewares as gifts because 
of the traffic inherent in his store. Often when a cus- 
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tomer walks in for a hammer or can of paint, he or she 
will appreciate being reminded of various gift-giving 
occasions such as Mother’s Day, weddings, showers, 
anniversaries, etc. If the customer doesn’t need an item 
right away, it will make them think about the avail- 
ability. 

Many hardware stores would find it helpful to co- 
ordinate their displays to tell the full story of all the 
items they have in this category. 

The electric housewares could be made more readily 
accessible for customer inspection and handling and 
also grouped for similar ease of self-selection. These 
groupings can be pointed up with talking signs giving 
major benefits. 


QUESTION—Have you noted any new trends in 
homemaking or leisure time living which are likely to 
increase the demand for electric housewares ? 

MR. PERKINS—The whole story of today’s modern 
day living is the story of the development of all sorts 
of electrical servants designed to help make today’s 
living easier just so as to give the users more leisure 
time. 

There has been a definite increase in living room 
entertainment involving food preparation with electric 
housewares. In addition to this there has developed 
among consumers a definite trend for increased pur- 
chase of electric housewares as gifts because of their 
beauty and utility. 


Mr. Perkins points to the "big tick- 


” 


et’ transactions which can be 
rung up on many electric house- 
ware items to Victor Tarrant, co- 
owner of Luff's Coopertown, New 
York City hardware and house 
wares store. Below, Mr. Perkins 
and Mr. Tarrant are seen hanging 
the first of the display banners 
which will soon be seen in electric 
housewares store windows through- 
out the country in the weeks ahead. 
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QUESTION—A recent study by HARDWARE AGE in- 
dicates that many manufacturers are providing the 
retail trade with dealer aids, much of which fails to 
get the usage intended. Can you suggest ways by which 
retailers could be induced to take better advantage of 
such materials ? 

MR. PERKINS—A great deal of money and time 
and effort goes into the preparation of these dealer 
aids. Many manufacturers go out of their way to pro- 
duce them so as to meet the dealers’ needs. I suggest 
if there is any doubt in the dealer’s mind about how 
to get best advantage from their use, that ne contact 
the manufacturer’s representative concerned and get 
the straight information about how to use them. 


QUESTION—How can hardware wholesalers do 
their part in promoting the electric housewares gift 
campaign? 

MR. PERKINS—By keeping their dealers com- 
pletely informed about the program and by devising 
their own special applications of it. In this way they 
will be doing more than storing, shipping, and in- 
voicing merchandise. They will be helping the retailer 
sell the items as well. 

They can act as a clearing house for all such promo- 
tional information and planning and can help the 
dealer set up local city-wide programs to get local 
recognition and capitalize on the national pubiicity and 
advertising of the manufacturer. 
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Which of These is a Hardware] St 


Only one of the five window displays shown here is 
that of a hardware store. Can you guess which it is? 
See if you can also pick out the jewelry store, the appli- 
ance store, the department or the electric utility store. 
Vow check the identifications at lower right. 

The point is, hardware stores, with just a little extra 


effort and imagination, can prepare just as attractive 
window displays as any other retail stores on the street. 

These were the five winning window displays in the 
1953 contest conducted by the Electric Housewares 
Section, National Electrical Manufacturers Association. 
See p. 103 for contest details. 
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Electric Housewares Guide 


Identification of photos— 


1—M. E. Blatt Co., At 
City department store; z 
Ohio Edison Co., Springfie 
O. Division, light and ; 
ompany; 3—Barr's, 
lelphia jewelry store 


Je! 
Mankato Electric Co., 

kato, Minn. appliance 

and 5—Ott's, Santa Bar 
bara, Cal. hardware st 
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10 helpful ideas for 





Successful Sales Staff |M 


Regular meetings with your sales people can be very 
valuable, if the sessions are properly handled. Here are 
some useful, practical suggestions on how to run a sales 
training meeting, based on a dealer's personal experience 


Too few dealers realize the importance of regular 


meetings with their employees. 

1 make this statement based on years of experience 
as a partner in a hardware store in Minnesota, plus 
talks on management problems with many hardware 
dealers from coast to coast. 

To me, the personal touch which can be gained and 
the employer-employee understanding which can be 
achieved through such meetings is more important 
than almost any other factor in a successful hardware 
store operation. I base this on my observations of re- 
sults from the weekly meetings we held for the 10 
employees in our Minnesota store. 

Any dealer with two employees or more should at 
least try monthly meetings with his employees for a 
period of six months on a trial basis. 

Your employees will discover, much to their surprise, 
that the time they give for these regular meetings is 
time well spent. 

You, too, will be surprised when you discover how 
effective a half hour, or hour, can be in producing an 
interest in salesmanship, a better understanding be- 
tween you and your sales people and a more useful 
knowledge of the products in your store. 

The old saying that the customer is boss still has 
its merits. But the sales person today can sure scare 
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by R. J. Rickbeil 


a lot of customers away with indifference and igno- 
rance of product, so prevalent today in the retail field. 

It is true that some stores do have regular meetings. 

These stores, however, usually have a large number 
of employees and the responsibility of conducting regu- 
lar, planned get-togethers is delegated to the manager 

The owner usually is too busy, or more truthfully 
is too lazy, to do this seemingly routine job. But it is 
an important job and deserves the owner’s personal 
attention. 

Ideas that helped make our weekly meetings suc- 
cessful are given here to guide you in planning your 
get-togethers: 

Hold meetings regularly. This may be weekly, 
monthly or at some other time interval that fits the 
situation in your store, but hold them at a set time and 
for not longer than one hour. 

Keep meetings informal. Don’t set yourself up on a 
rostrum. Keep everyone on the same level and thus 
invite discussion and constructive criticism to improve 
your business. 

Serve refreshments. Always have coffee and soft 
drinks available. This helps keep meetings informal 
Everyone talks more freely when refreshments are 
passed around. Occasionally hold a dinner meeting and 
invite the wives so they can join in the discussion. 
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Have @ plan for every meeting. Have a written list 
of the major points you want to take up. Set up a 
schedule of topics and follow your schedule. Keep the 
ball rolling and avoid boredom. 

Discuss usage of products. Select a few items, pref- 
erably new or seasonal items, from your stock and 
take up their features and uses. You usually can get a 
prief but complete story just by reading aloud the 
manufacturer’s label. 

Discuss salesmanship. Present new ideas which you 
get from suppliers’ salesmen. Have your sales people 
discuss these ideas. After all, they are the ones who 
will use these sales tips. New ideas, plus a discussion 
of old ones, will sharpen interest in personal selling. 

Invite supplier salesmen to your meetings. If a sales- 
man will be calling at your store on a meeting day, ask 
him to join in your meeting. He will welcome the 
opportunity to talk about his lines. Some of his sales 
ability and product knowledge will rub off on your staff. 
His presentation will make that meeting a bit different 
and give it a change of pace. 

Use movies. Many suppliers have educational films 
about their products, their manufacture and usages. A 
projector can be borrowed or rented. This visual pres- 
entation supplements your talk about the product. 
Movies are another way to enliven your meetings. 

Give samples. Occasionally give everyone a sample 
of some item. Take the samples from stock, or sup- 
pliers may have trial samples available. Your employees 
will use the sample at home. The first thing you know 
they’ll be telling customers about their own first-hand 
experience in using the product. That’s good for sales. 

Be enthusiastic. Last, but most important, be en- 
thused yourself about your meetings. Let employees 
know that you appreciate the extra time they give for 
meetings, the help you get from them through an ex- 
change of ideas. 

If you are satisfied with your store personnel, and 
your business, meetings aren’t necessary but I’ll bet 
my last keg of nails that you will be surprised at how 
much you and your employees will profit if you work 
out a regular meeting schedule. 

Try it, and develop salesmanship, develop knowledge 
of products sold and improve your employer-employee 
relationships. 
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Give samples so employees can try products. 

















]-Point Selling Program 





Eye-catcher sign 

attracts anglers 

to the store 

throughout the 
year. 


Builds Profitable Traffic With 
Big Sport Goods Stock 


© How a Missouri dealer turned a slow business into one in high gear 


by featuring sports lines. 


@ Pre-season and seasonal displays do the trick with $30,000 stock 


Business was slow at Village Hardware at 8433 
Wornall Road in Kansas City, Mo. It is not that way 
now, because Herb Hanslip started to build up the 
sporting goods stock at his store when he acquired 
it two years ago. 

Today Village Hardware & Sporting Goods, as it is 
now known, boasts a well rounded sporting goods stock 
that is a real profitable traffic puller. Fishermen, 
hunters and camping enthusiasts know that they will 
find an extensive stock of the things they want—in 
season or out of season. A $30,000 inventory of sport- 
ing goods helps the firm serve sportsmen’s needs. 

Herb Hanslip has a seven point program to help get 
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a constant turnover on sporting goods lines. The 
sales aids are: 

1—$12,000 inventory of top quality tackle, guns and 
athletic goods. 
2—Action sign on store front to attract anglers 
Sportsmen’s information bureau. 
-50-ft display of sporting goods. 
Gun trading service. 
6—-License service. 
7—Well-planned promotions. 

Mr. Hanslip says of his seven point program, “These 
ingredients have helped us develop a department that 
grosses 20 pct of our total volume. In the past three 


7 okt we 
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An angler looks 
at a rod and 
other equipment 
and asks for in- 
formation. 


Sporting goods 
in wide variety 
are shown in this 
attractive layout. 


months we have posted a 10 pct increase over sales for 
each of the preceding months.” 

With a 40 pet average markup plus the traffic-pulling 
qualities of the sports section, Mr. Hanslip is increas- 
ing his volume and his profits. And he has sold many 
sports-minded people in the residential area he serves 
on the idea that you can get what you want at his store. 

To the newcomer in the area, Village Hardware’s 
neon sign on the front of the store is an invitation to 
come in and look around. The sign shows an angler 
sitting on a creek bank, dangling a line with a fish 
jumping up and down in front of him. 

The information bureau he operates is equipped to 
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provide complete and up-to-date data on good fishing 
spots, better hunting grounds, the technique of casting 
and the latest information on new products for anglers, 
hunters and other sports. 

In the store’s 50 ft of sporting goods section, a 
front-of-the-store island features impulse items— 
tackle boxes, vacuum bottles and a variety of small 
items. Seasonal items occupy a 4x5-ft island. Duck 
hunting equipment, decoys, small stoves get that spot 
in the fall. 

A front-of-the-store showcase is also given over en- 
tirely to reels. Sixty different numbers are shown in 
that prominent selling location. Reels are displayed in 
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Herb Hanslip says, “Informative selling plays a 
definite role in selling reels. If you can convince a cus- 
tomer that a reel operates smoothly, is light and bal- 
ances well with his rod, you’ve clinched a sale.” 

The department’s fly tying section is another good 
traffic builder. Along a 30-ft wall is a 3x8-ft display of 
spinning gear, that too a traffic puller. Five hundred 
spinning and fly plugs, priced from $1.10 to $1.35 are 
suspended from hooks on an 8-ft wall area. Many 
anglers will buy from three to five different plugs at 
a time. 

Standard favorites are featured in the plug section, 
plus a skeleton stock of lesser known numbers. “If 
there is a news item in a paper, or a story on radio or 
television, concerning an angler who catches a good 
sized fish with a certain type plug, you have to be 
prepared for a heavy demand for that number,” says 
Mr. Hanslip. “If you do not have that plug sportsmen 
will shop elsewhere and you will lose plenty of busi- 
ness.” 

Five outstanding brands are represented in the dis- 
play of 50 shotguns and rifles. Under the gun exhibit 
is a $1,500 stock of ammunition including standard 
sizes and a fairly good inventory of odd ammunition 
sizes. 

Ammunition stocks are keyed to local demand. If a 
call for a certain size is received, it is ordered. Then 
whenever an additional sale is made, back-up stock is 
ordered. If, for example, a box of one particular size 
is sold, two boxes are ordered as replacement. With 
this policy the stock is not overloaded with sizes not 
in demand. 

Some customers want off-season items well in ad- 
vance of their season. Mr. Hanslip placed during the 
late fall an order for $500 worth of fishing plugs for 
display during the winter months. To get ready for 
the Christmas trade, the firm starts early to build up 





prices ranging approximately from $5.95 to $39.95. 


Textbooks, sports guides, maps and manufacturers 
material are consulted to provide authentic informa- 
tion to sportsmen. Material furnished by state and 
Federal conservation departments proves an invaluable 
aid in advising customers. The sports department staif 
can inform customers as to the types of quarters avail- 
able in various hunting and fishing areas. 

A table-top display is devoted to books and manuals 
for reference and resale. There are books on fly-tying, 
The Gun Digest, Salesman’s Gun Book—listing types 
of cartridges, and shells for various weapons are 
stocked. The Gun Trader's Guide, a book showing re- 
sale prices on guns manufactured since 1900 is another 
useful booklet in the store. 

The store’s gun trading service is something of a 
headache, according to Mr. Hanslip, but it is a good 
way of encouraging shooting enthusiasts to buy new 
models. 

Fishing and hunting licenses are provided, including 
deer hunting licenses. These services attract many new 
customers to the sporting goods section and help build 
a good mailing list. 

The firm sends 1,500 sportsmen’s calendars to its 
customers and also uses half-page newspaper adver- 
tisements periodically to publicize its sporting goods 
section. 

One particularly effective ad during the deer season 
emphasized the fact that the store has deer hunting 
licenses. It listed the wide variety of guns used in 
hunting deer, including two popular numbers that are 
not in good supply. 

Village Hardware & Sporting Goods has made many 
friends for itself by donating spinning rods and other 
types, and a variety of other sporting goods items to 
local schools for their carnivals. Many people are im- 
pressed by these donations and their recipients are 
always informed that they were given by the firm. 





Campaign Brings $2,000 Sales in Salad Sets 


Emphasis on salad and spice sets 
of many types in its advertising 


and in store and window displays cantile Co. 





Salad and spice sets had the spotlight position during campaign with 
this display facing store entrances. 





brought a 75 pct rise in sales of this 
merchandise for Reno (Nev.) Mer- 


During its five-week promotion 
the company used window and front- 
of-the-store displays and display ads 
in local newspapers. Although ads 
were basically the same in each 
issue a few changes were made in 
copy each day. Salad and spice 
goods were featured in several of 
the corner store’s display windows 
for two weeks prior to the advertis- 
ing campaign which ran through 
most of July. 

Featured items were shown on a 
step-up unit located between the 
store’s two front entranees includ- 
ing pepper mills, wooden bowls, 
spice sets, serving forks. This dis- 
play was located between the house- 
wares and building materials de- 
partments. 
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a sufficient inventory of fishing rods, reels and plugs. 
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m Spot Displays Build Impulse Sales 
unting 
sed in 
lat are 
) many 
| other Both demand and impulse items are moved more 
rae rapidly by Iowa store’s use of spot displays 
ts are 
m. 
notion Spotting displays of such varied 
front- articles as toilet seats, spice sets, 
ay ads dog goods and toys in good locations 
h ads on its main floor has added to the 
each volume of Curries in Mason City, 
ide in Iowa. Both demand and impulse 
spice goods get extra attention in this 
ral of manner. 
idows Several years ago the firm in- 
ertis- stalled a spice department, but did 
rough not get the volume from the line 
that was anticipated. A clearance 
on a sale was held and led to an increased 
1 the demand for these goods. Since that 
iclud- time they have been reinstated as 
Owls, a regular line at the store and at ’ 
3 dis- the customary list prices. 9 
ouse- In its present location at the end 
8 de- of an island on a main aisle the Expensive toy display on main floor accounts for many 
(Continued on page 124) sales and leads to visits to basement 52-week display. 
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Photo Supply Department 








Photo 


)-Point Program For Opening a Camera Section | =: 


pct o 


West coast hardware dealer gives some valuable 
pointers for dealers who are thinking about 
branching out into photographic supply business 
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Camera trade-in promotion is feature of this store window display of Perdue Hardware. 
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Photo supply department is 
set up to left of store's en- 
trance, occupying about 20 
pct of total display area. 


Photographic supplies have been a profitable depart- 
ment for Paul C. Perdue’s hardware store in Tacoma, 
Wash., since he established his department right after 
World War II. 

Here are some suggestions from Mr. Perdue for a 
hardware dealer thinking of branching out into the 
business. 

Carry a complete line. 

Remember the sales potential, customer-wise, is not 
as great as for general hardware lines. 

Staff the department with experienced employees. 

Remember some supplies are dated and demand is 
seasonal. 

3e alert to trends and fads. 

A small stock of film and a few box cameras, Mr. 
Perdue points out, places a hardware dealer in com- 
petition with the drug store down the block. 

A complete line of supplies attracts the business of 
advanced amateurs who buy in quantity, and who do 
their own dark room work. 

Hardware dealers who want to establish a sizable 
department should remember that the demand for 
photographic supplies is not as large as that for hard- 
ware lines. 

Mr. Perdue emphasizes the point that hardware 
dealers study the potential in their neighborhoods, and 
consider competition especially from established spe- 
cialty photo dealers. 

Experienced personnel is needed, Mr. Perdue stresses, 
because a photo department requires a high degree of 
personal service and products knowledge. 

An amateur, for instance, may bring in spotted nega- 
tives and ask what is wrong. The customer expects to 
receive technical advice. 


Customers also expect detailed instructions on how 


to operate the equipment they buy. 
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“Our service even extends to those who purchase 
cameras and other equipment at a nearby Army post 
exchange,” Mr. Perdue explained. 

“The exchange sells equipment at a price which we 
independent dealers cannot meet, but it does not pro- 
vide any service. 

“The result is that some post exchange customers 
come to our store to ask questions. We answer their 
inquiries, and usually sell them a quantity of film, dark 
room supplies, and sometimes other equipment.” 

A hardware dealer may want to employ a former 
manager or salesman from a photo supply store. Ox- 
perience as a photographer, he explained, does not 
necessarily qualify a man to operate a photo supply 
department. 


Department Operation 


The hardware dealer should know, or find out, some- 
thing about operating a department. Such knowledge 
will be helpful in determining if the department is 
being operated correctly and profitably. Also, the dealer 
may have to step in and sell in case an employee leaves 
him or is ill. 

Many photo supply lines, unlike hardware lines, are 
perishable, and demand may be seasonal. 

Film and paper, he notes, are dated. By the time 
these reach the dealer they usually are good for about 
one year. 

“For general purpose film, dating is no problem,” he 
said, “but for film and supplies that sell well during 
only a few weeks of each year it can be dynamite. 

“A good example is printing paper for Christmas 
ards. This paper is of a special weight and size that is 
not normally usable for regular photographic work. 

“The dealer must order a considerable quantity to 
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take advantage of tne seasonal opportunity. His trouble 
comes if he orders too much. By the time the next 
Chrietmas season rolls around, his supply will be out- 
dated.” 

A similar situation prevails in color film, he noted. 
Indoor color film is in greatest demand for home movie 
cameras during the Christmas season. When spring 
comes, demand shifts to outdoor film. An oversupply 
of indoor colored film can be costly. 

Trends and fads need to be watched, so hardware 
dealers can cash in on them, or avoid them if there is 
no demand in their neighborhoods, Mr. Perdue stated 


Movie sound projectors may sell in some neighbor 
hoods, not in others. The same goes for press-ty;» 
cameras. 

“A recent local trend has been a greatly increase} 
interest in mounting colored transparencies for projec 
tion,” Mr. Perdue said. 

“We now have more than twice the number of thes 
projectors in stock as against our inventory of tw 
years ago. 

“There is a trend also toward three-dimension 
cameras. We are watching this trend and adjusting ou 
buying accordingly.” 


Lawyer Operates Hardware Store 





Lawyer Hird becomes Hardwareman Hird, on right, and checks stock 


with his salesman. 


LOmMps 


rear of store. 
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are featured in display which attracts customers to a clerk 


Collections are in good shape a 
Hird Hardware, in Jefferson, lowa 
probably in better shape than a 
many hardware stores for Charle: 
f. Hird, owner of the store, is 3 
well-known Jefferson attorney. 

Mr. Hird owned a_ two-story 
building, with offices upstairs, and 
a hardware store owner was a ten- 
ant. Four years ago he had an op- 
portunity to buy the hardware 
business. 

“I have always liked the hard- 
ware business and wanted to get 
into the field as an owner,” he ex- 
plained. 

“Having an office upstairs and 
being on hand most of the time, | 
can manage the store without too 
much interference with my legal 
practice.” 

Mr. Hird is in the store every 
day from noon to 1 p. m. to relieve 
during the lunch hour. 
Whenever he has free time he 
comes down to the store to help 
with selling, buying or manage- 
ment details. 

The store has a one-island toy 
display throughout the year. At 
Christmas time the department is 
expanded to two islands. 


Trade with Farmers 

The store has a large volume of 
trade with farmers. Hand and pow- 
er tools and paint are in good de- 
mand. 

The advertising program in- 
cludes use of space in each issue of 
the weekly newspaper, and two to 
four mailings a year of pieces sup- 
plied by wholesalers. Each mailing 
reaches about 1,500 customers. 
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Traffic Puller 





Open House Sells Barbecue Goods 


Store demonstrations with free sampling of barbecued foods attract 


traffic and build sales for California hardware store. 


Hospitality also 


leads to impulse sales of other types of merchandise 


Do you ever hold open house to 
sell barbecue goods? 

Fredericksen’s Hardware Store 
at 3029 Fillmore St. in the Marina 
shopping district of San Francisco 
And these demonstrations 
have been the means of a 100 pct 
increase in sales of barbecue goods 
of all types. 

And it all began in an unexpected 
manner. 

Richard Von Borstel, one of the 


does, 


A barbecue open 
Jack Gordon 


warche 


house 
upper left, 
Julie Glaser, substitut 
ing as chef for his part 
ner, Dick Yon Borste 
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partners in the firm, decided to 
barbecue a couple of chickens as a 
treat 
lar business hours. 


the sizzling fowl 


for employees during regu- 
The aroma of 
attracted some 
regular customers as well = as 
passersby, who had not previously 
visited the store. 

It did not 
Mr. Von Borstel and his partner, 
Jack Gordon, to decide to hold a 


take much time for 


number of demonstrations at open 


house events. Mr. Von Borstel was 
elected to be the chef at future 
scheduled open house events. He 
had long had the conviction that 
many people refrained from buying 
barbecue units because they did not 
know how to get started, or because 
they believed the use of such equip- 
ment required much preparation 
and considerable extra work. 

The firm’s chef says, “Our demon- 


strations are designed to show the 
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je 


wores. 


ease and simplicity of using barbe- 
cue outfits, to show the housewife 
that barbecuing is not limited to 
meat and fowl but that it is a means 
for cooking an entire meal. 

“Even the most skeptical women 
can be sold on the idea that use of 
a barbecue outfit eliminates much 
running back and forth to the 
kitchen and that everything is 
handy, hot and ready to serve. We 
show them that with the use of foil 
plates there are practically no 
dishes to be washed.” 

The firm’s first two open house 
events had Richard Von Borstel 
doing the honors as chef. Douglas 
Chapman, a manufacturer’s agent, 


a td . 3 ~ 


Double store of the firm, the right hand unit of which features house- 
Other half often features barbecue lines in window. 
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took charge of the third demonstra- 
tion. A good chef and a fine show- 
man he cooked for 300 visitors. 

Jack Gordon says of that demon- 
stration, “We estimate that 90 pct 
of the spectators made purchases. 
We sold three barbecue outfits and 
many accessories as well as other 
merchandise not related to barbecue 
lines.” 

Several other demonstrations 
were advertised and carried to suc- 
cessful conclusion in 1953. 

A columnist, Herb Caen of the 
San Francisco Examiner, com- 
mented about the barbecue parties 
in his Baghdad-by-the-Bay column 
of June 22, 1953. A seven-line item 


One of the firm's mailing cards, some of which have been used 
to feature barbecue merchandise and related lines. 








3029 FILLMORE STREET 


PHONE JORDAN 7-3970 





FREDERICKSEN HARDWARE 
AND APPLIANCE STORE 











in that column drew many in 
quiries. 

Mr. Von Borstel said, “Our tele 
phones rang constantly for quite i 
few days. Many new people cam 
into the store; some just to lool 
others to buy. 

“As a result we have become th 
neighborhood headquarters for bat 
becue outfits and have sold mon 
than four dozen units since w 
started our demonstrations.” 

The firm uses white post card 
with the figure of a kilted Scotsma: 
pointing to the words “Freddy sez:' 
to carry notices of open house bar 
becue parties. The firm name, ac 
dress and phone number are a 
printed in red. 

“Freddy sez” cards are frequent 
ly used for other sales message 
and invitations. Mailings wit 
monthly statements often hav 
business reply cards with message 
and illustrations of a variety of sea- 
sonal needs. A card advertisin; 
three moth repellents had two-color 
cuts of those products. The ad: 
dress side of these cards includes 
in addition to the store’s address 
and data required by the Post Office 
the firm’s phone number—a re- 
minder that orders by phone are 
welcomed. 


Good Results from Ads 


Advertisements of barbecue 
equipment are used in shopper’s 
columns in the San Francisco Fz- 
aminer for units priced as high as 
$35. One of these ads, with a two- 
column cut of the unit brought 
more than 100 inquiries from all 
parts of California and from read- 
ers in Nevada. 

Another way of publicizing its 
barbecue equipment offerings is the 
loan of such units to a few social 
groups at no cost. Two large bar- 
becue units were loaned last year 
to a Yacht Club. One sale was 
made soon after the club’s party 
and it is expected that other re- 
sultant queries will lead to more 
sales. 

The firm’s demonstration idea 
has not only increased portable bar- 
becue outfit sales, but has also been 
the means of numerous sales of 
charcoal, hickory chips and other 
specialties. In 1952 a ton of char- 
coal was sufficient to meet demand; 
last year’s sales exceeded four tons. 
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emand; “High Velocity” 1s a trademark of Peters Cartridge Division, Remington Arms Company, Inc. 
ir tons. 
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Hottest __— 


tes Ann On the Market | 


ShoweRites are splash proof draft- 

free. Made of lustrous, special finish | 
heavy extruded aluminum. Double ball 
bearing roller doors for smooth glid- 

ing. “Water-seal’’ insulated glass in 
choice of fluted or frosted. 













iastalied in Minutes With Only a Screwdriver 


No installation headaches. Goes in easily, 
quickly. Fits any standard 5’ recessed tub. 
Also available for 41/2’ and 51/2’ tubs. 


Get in on the ground floor on these new 
and glamorous ShoweRite Glass Bath En- 
closures. Priced way under similar units, 
they are a ‘Natural’ to up your sales and 
build lasting customer satisfaction. 


Free Sales and Promotional 
Aids Available, Too 


THEODORE EFRON 
I kenegpes luring . 


strisuTOR Stylon Company 
Clifton, N. J. 
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Spot Display Builds Impulse Sales 


(Continued from page 117) 





section is a sales builder. Pepper 
mills priced up to $10, garlic presses 


| at $1, plus spice sets up to $3.95 are 


shown against a_ peg-board back- 


ground. 
Many women inquiring for gift 
suggestions are shown the spice 


selections. It is not unusual for a 
woman buying one of the sets to 
return several times afterwards to 
obtain additional units for their 
own homes and for friends. 
Another active spot display is a 
special burgundy colored five-shelf 
unit adjoining the front-of-the- 
store basement entrance on which 
are featured toy tractors and trucks 
priced as high as $20. The 12-in. 
wide unit is 5 ft high and 6 ft long 
and accounts for many impulse 
sales as well as being a reminder of 
the firm’s extensive 52-week toy dis- 
play located elsewhere in the store. 
The firm’s rear-of-the-store nail 
bin and wrapping counter—one of 
several wrap tables used—usually 
has a competitively priced toilet 
seat mounted on an artificial tile 
background. The wrap table dis- 
play leads to many queries as to 
this and higher quality seats with 
a number of immediate sales. 
Dog goods are given good display 
attention with a location against a 
window backwall near the front 


Competitively priced toilet seat mounted on artificial tile pane! at 
one of wrap tables makes impulse sales. 


The wall panel is supple- 
mented with glass bin displays of 
dog dishes, combs and other acces- 
sories not easily displayed 
panels. 

As an aid to both new and older 
employees some sections have small, 
neatly lettered cards tacked at the 
bottom of display units to tell the 
location of reserve stocks of such 
merchandise. 


door. 
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HARDWARE HUMOR 





® Hardware Ace, 194 


"You have been crying for a two 
wheeler. Here it is.” 
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(urn0t) ot new ond 


old homes, alike, are demand- 
ing AIR-LITE Saran Screening 
for windows and porches. It's 
a “Must” for you to sell. See 
your wholesaler right away. 
If he doesn't handle AIR-LITE, 
write or wire the manufacturer. 


*E a Dow Chemical product 
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= 
"Wey re ALL Using 


* 
ITE Savane SCREENING!" 





you can't beat AIR-LITE Saran for bug-protection. 


You can’t beat it for customer acceptance, either. 
Because homeowners know this fabulous fabric can’t 
rust, can’t “bleed” and never needs painting. 

It’s a full profit line with fast turnover and never 

a return. But, of course, we guarantee every 

inch of AIR-LITE Saran you sell. 





These Merchandising Aids Really Mean BUSINESS 
=” 


This sturdy display rack is compact, stores the 6 most 
popular Screening widths: 24”, 26”, 28”, 30”, 32”, and 36”. 
Ends bending and searching for the proper width. Occu- 
pies minimum floor space. Gets your story across even 
when you're busy elsewhere. You get this Profit-Maker for 
only $9.95—less than half our cost. Shipment is prepaid. 
Just order 6 rolls of AIR-LITE Screening today. We'll rush 
the Display Rack. 


Invite customers to stand on the Demonstration Screen. 
This dramatic selling tool gives proof AIR-LITE Saran won't 
sag or snag—resists greater pressure or impact than it will 
ever be asked to take. : 


AIR-LITE comes in 3 rich, fade-resistant colors 
—green, bronze, gray. Mesh 18x 14. Filament 
diameter .015”. Competitively priced—sells for 
a little more than galvanized, /ess than most other 
types of screening. And you a/ways make your 
full-profit share. 


51 CAMDEN STREET @ PATERSON 3,N. J 
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Great new (¢, 
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CYLINDRICAL LOCK 


lowest-priced for budget homes — yet a 
quality lock that delivers trouble-free 
service. Solid brass, bronze or aluminum 
exterior parts. Functions for every room. 


CYLINDRICAL LOCK 


Medium priced for any type of light construction 
Exclusive “VELVET-GLIDE” action. Solid brass, bronze 
or aluminum exterior parts. Ideal for stores, motels, 
small office buildings, etc. Wide range of functions. 





The American 
New Britain, C 
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;, motels, 
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pn the nose! 



















P, & F. CORBIN Division 


The American Hardware Corporation 








New Britain, Connecticut 








Here it is! The screen door closer 
that hits the right market . . . at 
the right price . . . with the right 
features! The brand new Corbin 
“Musketeer!” It has everything! 
Modern appearance. It’s strong. 
It’s quiet. It has a terrific, easy-to- 
use nylon valve that controls 
speed of closing precisely. It beats 
the rust problem because the body 
is made of extruded aluminum. It 
even has a “hold-open’’ attach- 
ment! 

The Corbin “Musketeer” is a 
naturalto merchandise. Each closer 
comes in a sales-building package; 





GD musk eleer 


NEW... .low-priced 
Screen Door Closer 


for BIG VOLUME! 








and you get a counter display 
card with a world of eye-appeal. 
Your customers will go for this 
winner in big volume! Order your 
Spring needs today. 

The “Musketeer” Screen Door 
Closer is the latest addition to Cor- 
bin’s new, power-packed PACE- 
SETTER LINE—the simplified line 
of popularly-priced builders’ hard- 
ware items that is building sales 
for dealers everywhere. Ask your 
Corbin distributor today about the 
CORBIN PACESETTER LINE — it’s 
what builders want—it can mean 
big things for your business. 





Store displays with newspaper advertisement made paint big- 


gest volume department. 


Color chart is used by dealer George 
G. Garrett in helping customer. 


Consistent Advertising Sells Paint 


Missouri hardware dealer uses manufacturers’ 
mats to work up attractive lay-outs each week; 


ties in with seusonal' mass store displays 


Newspaper advertising on a 12- 
month basis, tied in with seasonal 
window and in-store mass displays 
has made paint the biggest volume 
department at the Blue Springs, 
Missouri, Hardware store. 

An advertisement is published 
each week in the local newspaper. 
These range in size from 4 columns 
by 6 in. to 6 columns by 10 in. 

Mats supplied by paint manufac- 
turers are used in laying out these 
advertisements. George G. Gar- 
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rett, owner of the store, attributes 
much of the success of his adver- 
tising to this policy which results 
in attractive advertisements that 
provide customers with adequate 
product informaiton. 

Prices are given for products 
featured in advertisements. 

The advertising program on 
paint is varied, from time to time, 
with special promotions on related 
merchandise to bring in new cus- 
tomers. For example, a recent pro- 


motion was a brush, selling regu- 
larly for $3.95, offered for $1.95 
with the purchase of a gallon of 
paint. 

Seasonal tie-ups are made with 
mass store displays and advertis- 
ing. 

A winter tie-up was on odorless 
thinner and odorless paint to en- 
courage interior painting in the 
off-season months. 

In the spring, exterior paint is 

(Continued on page 132) 
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for your free copy 





of this new 24-page 


Pittsburgh Fence 


I 
Pittsburgh Steel Company 


Pittsburgh 30, Pa. 














catalog 


It’s packed full of interesting, useful in- 
formation about the various kinds of high- 
quality, attractive, easy-to-sell fences made 
by Pittsburgh Steel. 

There’s the exclusive ornamental double 
scroll lawn fence; the ornamental single 
scroll; attractive gates for walks and drive- 
ways; plain top lawn fence; hinged-joint 
farm and poultry fence and gates; barbed 
wire; welded steel fabrics for making every- 


Pittsbur 


a product of 


Pittsburgh Steel Company 


Grant Building 


Pittsburgh 30, Pa. 


thing from animal pens, trash burners, corn 
cribs, vegetable bins to play pens and cook- 
ing grilles. There are seven full pages de- 
voted to “‘How to Erect Fence’’ completely 
illustrated with easy-to-follow line draw- 
ings. 

Remember, Pittsburgh Fences cost no 
more than standard make fences. Get the 
complete story on Pittsburgh Fences now! 
Fill out and mail the coupon today! 


gh Fence 


PITTSBURGH STEEL COMPANY 
Dept. HA, Grant Building 
Pittsburgh 30, Pa. 


Gentlemen: 


Send a copy of your free catalog “Pittsburgh Fence” to: 


Firm Name 


e Your Name 


Address 








12 Steps to Greater Electric Housewares Volume 


(Continued from page 107) 


of owning electric housewares. The dealer can double 
the impact at the local level with window displays 
featuring the campaign logo theme, the gift cam- 
paign streamers, and other advertising and mer- 
chandising tie-ins making use of the avalanche of 
promotional ammunition available. 


TENTH STEP—tThe alert retailer can get to- 
gether with other dealers in the community for a 
coordinated community advertisement tied in with 
more important promotional seasons to promote gift- 
giving through the local hardware stores. News- 
papers often run special supplements at this time 
and give free editorial space to advertisers. 


ELEVENTH STEP — Suppliers and distributors 
can serve as promotional clearing houses in keep- 
ing the hardware merchant abreast of all goings-on 
in the trade which will increase unit sales and 
swell the profit pockets of the retailer. They are 
invaluable in keeping the storekeeper supplied with 
newspaper ad mats, display material for specific 
items, point-of-purchase counter cards and signs, 
etc. Call upon them for help; they are a hidden 
source of revenue, 


TWELFTH STEP—The National Display Con- 
test again on the agenda this year is an additional 
sales-building springboard. This nation-wide pub- 
licity given the event during and after the contest 
channels more electric housewares’ gift traffic 
into the retailer’s shop. Make sure you enter. A 
photograph or snapshut of the display should be 
attached to your letterhead, giving name of person 
responsible for display and listing type of store. All 
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displays must feature campaign decal and industry 
streamer. Entries to be sent to the Electric House- 
wares Section, National Electrical Manufacturers 
Association, 155 E. 44 St., New York 17, N. Y., post- 
marked no later than July 15, 1954. 

All of the above aids will help establish the hard- 
ware retailer in the minds of Mr. and Mrs. America 
as a “gift merchandiser” carrying known brand- 
name products of merit and prestige. This identifica- 
tion with nationally advertised products is a power- 
ful sales engine for profit mileage in the hardware 
store. With all the ground work laid by the electric 
housewares industry, the retailer can easily pry 
loose the gift dollars in his community. 

The following companies are members of the Elec- 
tric Housewares Section of the National Electrical 
Manufacturers Association who support the gift 
campaign: American Electrical Heater Co., Arvin 
Industries, Inc., Casco Products Corp., Chicago Elec- 
tric Div., The Silex Co., Cory Corp., Dulane, Inc., 
Emerson Electric Mfg. Co., Fieldcrest Mills, Inc., 
General Electric Co., General Mills, Inc., Home 
Appliance Dept., Hamilton Beach Co., Division of 
Scovill Mfg. Co., Hobart Mfg. Co., Knapp-Monarch 
Co., Landers, Frary & Clark, National Presto Indus- 
tries, Inc., John Oster Mfg. Co., Paragon Electric 
Co., Proctor Electric Co., Rival Mfg. Co., Silex Co., 
Toastmaster Products Div., McGraw Electric Co., 
Waring Products Div., Reeves-Ely Laboratories, Inc., 
and Westinghouse Electric Corp. 

As last year, the new Sales “Planner” with stream- 
ers is being distributed through local area commit- 
tees and electrical leagues and light and power com- 
panies throughout the United States. 


A higher rate of turnover and 
more self-service sales are results 
of the use of a compact plumbing 
supplies display at Reinhold Ace 
Hardware at W. Lisbon Ave. and 
N. 24th St. in Milwaukee. 

Several step-up levels with glass 
bins, showing plainly priced mer- 
chandise, are used to feature a wide 
variety of items. 

An elevated cross-piece at the 
back of the unit has a panel for 
showing faucets, strainers and 
other plumbing items. A shelf atop 
the cross-piece is used for showing 
lye and other cleaning substances. 

Do-it-yourself fans are particu- 
larly enthusiastic about this sec- 
tion of the store. 
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Knocker 2750 


Chain 
Door Fastener 


" & —_ 
. Se y2-10}) 


s Ye ; 
a 4 "xs Ne Electric 
; 7 Push Button 


801 
Passage Set 
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Sash Fastener Screen 
Door Latch 


Select the 


top quality 
truly competitive line ..\. 4 afe BUILDERS’ 
HARDWARE 


For more than 100 years, SAFE has maintained a reputation for fine 
craftsmanship and attention-to-detail. You can depend on SAFE—a style for every 


architectural concept . . . a material and finish for every need! 


Write for FREE Catalog illustrating SAFE’S fine quality, truly competitive line. 


PADLOCK AND HARDWARE COMPANY 
LANCASTER, PENNSYLVANIA 
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AN ACTUAL 


LAWN RAZOR 


RAZOR SHARP — 
RAZOR BLADE EDGE 
* 
ELIMINATES 
SHARPENING WORRIES — 
USES ANY 
DOUBLE EDGE BLADE 
~ 
EASILY CUTS 
CLOSE TO GROUND 


Consistent Advertising Sells Paint 


(Continued from page 128) 


tied-in. From 45 to 50 gallon cans 
of paint are displayed in a window 
along with suitable decorative ma 
terials supplied by manufacturers. 

In the fall, the tie-in is on in- 
terior paints. Window trims fea- 
ture paints in various size con- 
tainers, and also in varied colors. 
This gives customers an idea of 
the store’s large and varied paint 
inventory. 

Two other sales policies are list- 
ed by Mr. Garrett as contributing 
to the success of his paint depart- 
ment. 

First, he advocates to customers 
the painting of exteriors every 
three vears. 
painting. customers 
are told, enhances the value of 
their homes. and is the most eco- 


Frequent 


against postponing painting for a 
longer span of years. 

Second, he advises customers o1 
preparing surfaces for paintins 
and selection of proper colors. 

Tips on surface preparation help 
satisfactory 
makes for 


customers turn out 
paint jobs, and that 
good word-of-mouth advertising. 

Mr. Garrett uses color charts ex- 
tensively. He does this to advise 
on colors to use, and also on colors 
not to use. 

If a customer is selecting colors 
that will not harmonize Mr. Gar- 
rett uses the charts to show the 
ultimate effect. 

“There is a strong possibility 
that the customer will blame the 
paint and the store on discovering 
that the colors don’t blend after 








e 
PATENTED nomical policy in the long run as application,” he points out. 
SAFETY GUARD 
If your 
April 20 
With th strength 
if these ege e 
terrific sales ap Auxiliary Display Shows Seeds pair 
peals, plus every eee ‘ 
home and camp own Removable bins for bulk seeds and plant foods are displayed on mee pate 
ot Sire = Eewipest are installed on the second shelf the first level above the floor. Hol- iiasties 


the Lawn Raror is sure to make youa 
good profit 

Other appeals are — it is guaranteed 
folds for easy storage, and is fully 
equipped with 9 double-edge razor 
blades 

To make your selling easy and to 

y ) y 
slate fast turnover, 6 Lawn Raror 


packed in an attention getting display 


from the hottom of a 15x5-ft island 
unit at Kauffman’s in New Holland, 
Pa. Constructed in four sections 
these bins are easily removed or in- 
stalled 

Large packages and containers of 
weed killers, fertilizer, insecticide 


land bulbs are shown in berry boxes 
on the level above bulk bin displays 

Large colored illustrations of a 
variety of flowers further enhance 
the appearance of this section in 
which are shown numerous other 
garden and lawn needs. 


Eve’ 
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arton Each 

Lowr Razor 

this Galvan 

nd when you 

folela 2-20 Malem ae]! 

orful package confidence 
that tells a complete sales story — no , 
ther selling necessary Just display They buy 
them and they sell themselves J&L W 


Free descriptive folders and advertis ng 


ts available for your use 


nt miss th ale) e for extra sales 
nd profits, get complete details and 
order your supply of Lawn Razors 


from your jobber today 





A FREE HATHAWAY SHIRT to Mr. 
Earle F. Freckleton, Henry Lester 
Herdware Co., Inc., Rochester, N. Y. 
Send us your shirt size. Also, free 
shirt to your jobber salesman who sells 
N Wayne Tools. Please send his 
name, company and address. 


NORTH WAYNE TOOL CO. 


Ockliand 1, Maine 
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Auxiliary bin rack provides good space for showing bulk seeds. 
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MARCH — Sign of Aries the Ram 


If your birthday falls between March 22 and 
April 20 . . . you can exert great energy and 
strength ... you have a vivid imagination .. . 
you are aggressive, ambitious, quick to learn 

. you will find that J&L Galvanized Ware 
harmonizes with your demand for turnover 
and profit. 


Every month is a PROFIT-SIGN 
with J&L Galvanized Ware 


Your Customers Know and Buy J&L Ware... 


Galvanized ware moves better and profits are more satisfactory 
when you stock a line with an accepted name like J&L. People have 
confidence in the J&L reputation for quality and sturdy service. 
They buy it when they see it in your store. 

J&L Ware is priced to cover the big volume market . . . and yield 
a healthy profit to the hardware dealer. Ask your Hardware Jobber 
for complete information. Call him today. If you need additional 
help or information write direct to J&L. 


Sones ¢ Laughlin 


STEEL CORPORATION — Container Division 


405 Lexington Avenue, New York 17, New York 
Galvanized Ware Plants: Toledo, Ohio, and Atlanta, Georgia 
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BRAND NEW -with the brand name that SELLS! 





“HALF -PRICE” 
MONEY-MAKERS 







FULLER'S 
"SCREW HOLDER’ 


SCREW DRIVERS 
























@ spring clip holds 
and sets screws tightly 


@ hi carbon cadmium steel blades 
@ unbreakable amber handles; biis- 
ter-proof domes 


#410 
—6 drivers, in 4 popular sizes, on 
a traffic-stopping display card! 


retail 
list totol 


1 #411—3¥2" x Ye" .30 .30 
2 #412—4" x 3/16" .45 .90 
2 #413—6" x 3/16" .50 1.00 
1 #414—8" x 3/16" 55 .55 


TOTAL LIST PRICE 
PER ASSORTMENT $2.75 


DEALER'S cost %9-83 


ALSO AVAILABLE IN OPEN STOCK! 


If it's screw drivers, ask Fuller — as 85% of 
America's jobbers do! Profit-wise distributors know that Fuller 
is the line that sells—their re-orders prove it daily! 


FULLER NEW 


COMBINATION SCREW DRIVER ROLL KITS 
@ #405—5-piece FULLER COMBINATION ROLL KIT 4 
regular $1.49 rt 


NOW PRICED TO RETAIL AT $1.00 E 
Dealer's Cost $8.00 per dozen ¥ ‘ 
@ 6" tempered steel, slip joint plier [ i. oe 


unbreakable amber handle, heavy 
aluminum chuck 


2 

@ recessed (Phillips Type) screw driver blade 
@ mechanic screw driver blade 
* 


cabinet screw driver blade 2 
. 8-piece FULLER —— ROLL KIT—# 608 
, regular retail $1. 
Dealers: For FAST SERVICE on s NOW PRICED 70. RETAIL AT $1.50 
these new Fuller items, send us =| ry rt bene ha ges - fen deen 
pered s loin 
nord veel RUSH ckiptent 4 e age me amber han le, heavy alum- 
PREPAID : 7 ae ‘Fhiltips pe) screw driver blade 
Jobbers: Write today for wide-margin catalog sheets : >. colin a — © 4" cut 











chisel 





@ keyhole saw 


ULLER TOOL COMPANY, INC. 


3522 WEBSTER AVENUE NEW YORK 67 
World's Largest Producers of Unbreakable Amber Handle Tools 
John H. Graham Co.. 105 Duane St.. N.Y. 


Export Sales Dept.: 
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Merchant Group's Ads 
Build Store Traffic 


How would you and other mer- 
chants in your town sell people on 
the idea that it is a good place in 
which to shop? 

Merchants of Jefferson, Iowa, in- 
cluding Hird Hardware and Joens 
Hardware are among those co- 
operating in publication of a once- 
a-month newspaper ad to promote 
shopping in that town. The cam- 
paign is pulling more traffic for 
participating merchants. 

A recent ad showed a housewife 
with a bundle of groceries. The 
town’s name ran in 314-in. letters 
from the upper left hand to lower 
right hand of the full page. Called 
the “home of the horn of plenty,” 
Jefferson was emphasized as being 
“‘a good place to live, to work, to 
shop!” 


Readers’ Queries 


Readers were asked these queries 
“How do you judge a town? By 
its parks .. . its 
its streets 

its churches... 
. its civie ad- 


its schools ... 
hospital facilities 
and homes ... 

clubs and lodges 
ministration. 

“Every one of these is important 
But there’s another big factor in 
the standing of a town. That’s the 
rating of its stores and merchants 

“Do they have what you want? 
Is it priced right? Is it easy and 
convenient for you to shop there?” 

The merchants answered their 
own questions thus: 

“A store—like a town—either 
moves ahead or falls back. There’s 
no standing still for long. These 
Jefferson merchants know that un- 
less they can attract you with what 
they have to offer you’ll go else- 
where. 

“That’s why they are striving to 
meet your demands and provide 
the service you deserve. 

“That’s why they are interested 
in you, your welfare, and Jeffer- 
son’s progress. So shop with them 
—buy from them. 

“And keep an eye on Jefferson— 
the town that’s on the GROW!” 

The merchants of Jefferson serve 
a rich agricultural area, their town 
is a logical shopping center for the 
district, and they are publicizing 
those ideas. 
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Visual-front corner store with angled windows has overhang on both sides to shelter window shoppers 


from sun and rain 


$75,000 in Plumbing Supplies 


How a Florida dealer, selling Do-It-Yourself fans and 
small contractors, makes plumbing supplies a major line. 


How big a sales job can a hard- 
ware dealer do in plumbing sup- 
plies and fixtures—with his ser- 
vice limited to pipe cutting and 
threading? 

Fohl Hardware in Fort Myers, 
Fla., does a $75,000 volume in these 
lines. Much of the department’s 
selling is done from its storage 
rooms—very little store display 
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space being given to this merchan- 
dise. 

W. C. Smith, manager, says, “We 
sell most of our plumbing fixtures 
and supplies to two types of cus- 
tomers—the home owner who has 
become a Do-it-yourself enthusiast 
and the small contractors not carry- 
ing large stocks.” 

Much of the firm’s plumbing sup- 


plies volume is in rough goods— 
clay and metal pipe. 

When a sale is being made to a 
customer remodeling his bathroom, 
for example, or installing plumbing 
in a small home he is building him- 
self, the salesman asks the buyer 
for exact dimensions and _ other 
pertinent data. 

After the salesman has learned 
the distance the installation will be 
from the connecting water and 
sewer lines he takes the customer 
to the lot outside the storage area. 
Together they mark on the ground 
the exact layout of the proposed 

(Continued on page 140) 
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THis Bic New 


gives you extra profits on these nine fast- selling 
Black Leaf p roducts » “Black Leaf 40” is the long-famous insecti- 


cide that’s the standard of millions of gar- 
deners. One teaspoonful makes two quarts of 
spray that kills aphids, leafhoppers, most 
thrips and other soft-bodied sucking insects 
on plants. Spares bees. Repels dogs from 
shrubs, also kills chicken lice. 








Black Leaf 50% Malathion Spray controls 
mites which bronze foliage of shrubs, trees 
and other plants in hot weather. Destroys 
scale insects, Mexican bean beetle, tarnished 
plant bug and many chewing insects. Mixed 
with sugar, attracts and kills flies. 


Black Leaf Lime Sulphur Spray controls 
important fungus diseases of flowers, shrubs 


” and fruit, including powdery mildew, apple 
plack. W scab, peach leaf curl, cherry leaf spot. Also 


kills red spider mites and San Jose scale. 


af Contains spreader for better spray results. 
FUNGICIDES e RODENTICIDES Combines well with Black Leaf 40. 


Black Leaf 5% Dieldrin, a powerful new 
lawn insecticide, kills ants, lawn moths and 
chinch bugs, Japanese beetle and white 
grubs, pillbugs, earwigs, crickets, grasshop- 
pers, chiggers, wireworms, cutworms, ticks. 
A pound treats 700 square feet. Dustless 
granules are easy to broadcast. Helps control 
moles. 


Black Leaf 2,4-D Weed Killer rids lawns of 
most broadleaf weeds, including dandelion, 
plantain, dock, lamb’s quarter, beggar tick, 
burdock, pigweed, mustard and wild morn- 
ing glory. Non-poisonous, not harmful to 


a = alaph GARDEN bust ' 5" lawn grass, easy to mix with water. 
hes ' 


DIELDRIN B= assy" _ eae ; DIELDRIN: Black Leaf Garden Dust is effective against 
Insecticide __beat W GARDEN DUST | Insecticide insects and diseases of most garden plants VW 


and flowers. Can be used as a spray or a PE 


America’s Best-Known Brand of Pest Control Products ae 


Black Leaf 45% Chlordane Spray, used Pl 
indoors, kills termites, ants, roaches, spiders, 
centipedes, flies and mosquitoes. On the lawn, 1. PRI 
kills lawn moths, white grubs, webworms, 
ticks, chiggers, ants and grasshoppers. In 2 FL 
the garden, it kills mole crickets, earwigs, 

potato bugs. 











Your customers are being reminded to come 


in for reliable Black Leaf products by intensive Black Leaf 10% Lindane Spray gives fast 3. FIV 
advertising in home and garden magazines and in - ae seg nc = —e ——. 
leading newspapers. Make your Black Leaf display pon | one es rp = peal ced “sade von 
(shown above) easy to find, and you'll get fast walls and deat kill flies and mosquitoes. 
turn-over. These familiar products are backed by Ol 
the research and full nation-wide resources of the Black Leaf White Oil Spray kills scale in- 
Black Leaf name and organization and are recom- sects, mites, mealy bugs, white flies—in dor- 
mended by garden experts everywhere. See your _— ee eve. per ge 
Stat i : : ood spreader-sticker fo ac WE . 
distributor for complete information. DT pt Arsenate of Lead sprays. Of 
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Here’s what you get: 


Retail Value 


24 10z. Black Leaf 40 $ 9.36 
12 16 0z. 5% Dieldrin Granular 10.68 
24 10z. Black Leaf Malathion 11.76 
12 50z.2,4-D Weed Killer 7.08 
24 8o0z. Garden “Dusters” 18.96 
24 10z. Black Leaf Chlordane 9.36 
24 1o0z.Black LeafLindane 9.36 

6 50z. White Oil Spray 2.34 


18 50z. Lime Sulphur with 


Spreader 7.02 


$85.92 


62 


Plus these Free Extras: 
1. PREPAID FREIGHT direct to you. 
2. FLOOR DISPLAY RACK as shown at left. 


New pest control chart. 


3. FIVE COLORFUL STREAMERS for win- 


dow or other display. 


ORDER NOW 


from your distributor 


Offer ends May 1, 1954 
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Don’t forget to stock these other fine 


Black Leaf Products 


Black Leaf 25% Phygon Fun- 
gicide, wettable powder, stops 
fungus diseases promptly on 
many garden plants and fruits. 
Controls black spot and pow- 
dery mildew on roses and other 
ornamentals. Controls apple 
scab, peach brown rot, potato 
and tomato blight, etc. 


Black Leaf 1% Rotenone Dust 
kills most chewing insects that 
attack garden vegetables. Not 
injurious to humans or pets. 
Also kills lice and fleas on 
animals. 


Black Leaf 5% Chlordane 
Dust kills many kinds of chew- 
ing and sucking insects, gives 
long-lasting results. Use on 
the lawn, in the house, and on 
ornamentals. 


Black Leaf 50% DDT, wet- 
table powder, kills chewing in- 
sects including most caterpil- 
lars, bagworm, potato beetle, 
cabbage worms, Japanese 
beetle, codling moth, flies and 
mosquitoes. 


Black Leaf Arsenate of Lead 
kills most kinds of leaf-chew- 
ing insects on all kinds of 
plants. Also kills white grubs, 
sod webworms, lawn moths 
and other lawn insects. 


Black Leaf 2,4,5-T Brush Kil- 
ler destroys poison ivy, bram- 
bles, sumac, poison oak, scrub 
oak, wild grape and other 
brush. Fumes don’t drift. 


Black Leaf Arsenical Weed 
Killer kills all kinds of plants, 
prevents regrowth for a long 
time. Ideal for use in drives, 
walks, tennis courts. 


Black Leaf Potassium Cyan- 
ate Crabgrass Killer destroys 
chickweed and crabgrass with- 
out permanent injury to most 
lawn grasses. 


Black Leaf Pyrenone Insect 
Killer is a high-quality aerosol 
insect killer that works extra 
fast. Knocks down and kills 
flies and other household in 
sects. For homes and dairies. 
Black Leaf 11-36 Insect Kil- 
ler provides the economical 
DDT aerosol formula for kill 
ing household insects. 


Black Leaf Fly Spray is a fine 
household spray for economi- 
cal kill of flies, mosquitoes, 
roaches, fleas, ants, etc. Use in 
any hand sprayer. No DDT, 
contains pyrenones, thanite 
and methoxychlor. 


Black Leaf CPR Insect Killer 
is a handy aerosol for use - 
garden or grounds as well ¢ 
indoors. Contains rotenone 
and pyrethrum for excellent 
results. 


Black Leaf Rat Killer Bait 
gets rid of rats and mice 
quickly. Just place it in pro 
tected feeding places. Ro- 
dents develop no “bait shy 
ness”, they eat until it kills 
them. Destroys entire colonies. 


Black Leaf Mouse Killer Bait 
gives quick kill with its new 
anti-coagulant base. Never be 
comes rancid, mice like these 
baits, eat them and die. 


Black Leaf Warfarin Concen- 
trate — economical, effective 
rat and mouse killer in high 
strength for mixing with corn 
meal or other baits. Complete 
directions included. 


Black Leaf Slug and Snail 
Pellets attract and kill snails, 
slugs, cutworms and straw- 
berry weevils. For good re- 
sults, just scatter evenly over 
the ground. 


SPECIAL FREE FREIGHT OFFER ON 5% DIELDRIN: Free 
even on single case lots, shipped direct from us to dealer. 
1 dozen 1-lb. cartons, $7.12; six 4-Ib. cartons, $11.92; two 
12%:-lb. bags, $9.99. Each case includes colorful streamers. 
Newspaper mats available on request. Offer expires June 1. 


Your profits come faster when you're stocked to meet customer 
needs. See your distributor, or write, wire or telephone: 


Virginia-Carolina Chemical Corporation 





BLACK LEAF PRODUCTS DIVISION 
Richmond, Virginia 
(Sales Offices in 19 Cities.) 















... Last Longer 


... Sell Faster 


Satisfied users report that a WITT survives 
severe treatment that wrecks the ordinary con- 
tainer. They demand WITT CANS and PAILS 
to get the best buy, regardless of price. Sell the 
Can that sells itself, WITT . . . guaranteed to 
outlast 3 to 5 ordinary Cans. Here are a few 
fast sellers: 


ASH AND 
GARBAGE CANS 
AND PAILS: 


5 Con Sizes—12 4, 16, 
20, 27 and 33 gal. ca- 
pacity. 4 Pail Sizes— 
5, 6-3/5, 8% and 10 


7 Sizes, 5 to 30% gal. capacity. 
Hand of foot-operated covers. 
Approved and labeled by Under- 
writers’ Laboratories, Inc., and 
Associated Factory Mutual fire 


Insurance Companies. 





ROLLER CANS: 
Ideal for storage and handling 
of liquids and solids. 20, 27 and 
33 gol. capacity. Plain or corru- 
gested bodies. Iron or rubber 
wheel casters. Regular or flat 
covers. 


OTHER WITT PRODUCTS: 

Underground Garbage Receivers, Hooded Cans, Hoist- 
ing Cans, Mopping Pails, Extra Large Refuse Cans, Can 
Dollies and specially designed Cans. 


WITT CANS AND PAILS 


HAVE THE “RIGHT > a 
: Wtrr-C ons 


| THE WITT CORNICE COMPANY 
2110 WINCHELL AVE., CINCINNATI 14, OHIO 


Please send me your FREE Catalog 


Address 
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| 
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| 
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WITT CANS 
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$75,000 in Plumbing Supplies 
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(Continued from page 





Pipe threading and cutting unit near rough plumbing supplies is a big 
factor in sales to contractors and week-end mechanics. 


bathroom, including lines leading 
to the water and sewer connections. 
Thus the salesman is able to make 
sure that the customer knows the 
true location and space in which he 
will have to install his plumbing 
purchases. 

This planning enables Mr. Home- 
owner to buy only the materials 
actually needed to complete his job. 
He can go to work on the installa- 
tion with assurance that he will 
not have to stop in the middle of 
his work and travel downtown to 
buy something he overlooked when 
buying his supplies. 

When the customer is informed 
as to all the rough supplies needed 
for his modernization or new home 
project, the salesman discusses fix- 
tures needed. 

Having been shown the how-to- 
do-it phases of the job the customer 
is receptive to hearing about the 
bathroom fixtures offered by the 
firm. 

Newspaper advertising and spot 
radio announcements are used to 
keep the name of the firm in the 


minds of do-it-yourself devotees. 





Show-how helps turn prospects into 
customers. 

Although displays of plumbing 
supplies and fixtures on the main 
floor are at present limited, plans 
are being made to greatly expand 
this portion of the main floor 
showings. 

Telephone contact and personal 
calls are used by the firm’s sales- 
men to interest small contractors 
in buying through Fohl Hardware. 
Frequent calls on contractors are 
made by Mr. Smith or a salesman, 
not to get business at that moment 
but to keep reminding the customer 
of the firm’s plumbing supply and 
equipment stocks. 

When a regular contractor-cus- 
tomer has not placed an order for 
several weeks Mr. Smith telephones 
him and inquires about the situa- 
tion. Periodically direct mail ma- 
terial, usually related to a specific 
manufacturers’ line, is sent to this 
trade. 

Fohl Hardware extends to its 
contractor-customers a moderate 
discount, grants credit privileges 


(Continued on page 154) 
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CASH 


..-00 BODYGARD and 


Offered by Simoniz 
Lm during Spectacular 
May -June-July Promotion 


Heres the ad™ 


... that tells your customers all about it! 
Full pages in LIFE and SATURDAY 
EVENING POST timed to capture 


peak season business for you. 


Heres the offer! 


Every one of your customers who com- 
plies with the terms of the liberal Simoniz 
offer shown in this ad, gets a cash refund 
of $1.25 from Simoniz Company. Costs 
you nothing. No coupons, no special 
handling. 


To flag em in- 


A big array of streamers, counter dis- 
plays, ad mats ready to go to work for 
you—keeps ’em rolling in! 
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BIGGEST PAY-BACK’ 


in car wax history 
[25 


SIMONIZ LIQUID KLEENER 







BEST CAR-WAXING ¢ 
1 GET 42 BACK jy 
BEST LiQuID 
CLEANER 


OFFER | EVER saw) 
CT For USING THE 
WAX AND THE Becr 
MONEY CAN Ruy) 


LOOK AT THESE OTHER SIMON:Z TO TRY NEW 
CAR CARE SPECIALS! 


SIMONIZ LIQUID 
WHITESIDE TIRE CLEANER 


BODYGARD 


SIMONIZ AMAZING = foty—wipes on like eny 4 
£.2-2 CHROME AND Aen fag , 
METAL CLEANER wre #5 
'? deen . 
wodiiet, Ciendeves Kleene, Our cer Fire with 5 
e first vs " “8 quia 
va . er 


Heres how to get your "25 elund ; 


© TAR SOLVENT 


There’s no extra work—no extra cost for you 
So-TEAM UP ¢ TIE IN © SEND THAT ORDER NOW 


for BODYGARD and 
SIMONIZ LIQUID KLEENER 


Offer good only in Continental U.S.A. 











Fixtures as rearranged to widen customer-aisles by two feet, making self-service shopping easier 


Does Self-Service Work 
In Small Stores? 


Yes!—says this dealer, pointing to a 30 pct increase in busi- 
ness upon rearranging his lay-out for self-service shopping 


most courteous 
clerk in the world—yourself! 

That is the sign, prominently dis- 
played in Nordby’s Central Hard- 
ware, which sums up the reason— 
self-service—for the store’s 30 pct 
sales increase in hovsewares and 
electric housewares. 

Robert A. Nordby, who operates 
the hardware store in Renton, 
Wash., following four months of 
self-service operation concludes that 
this merchandising concept can be 
adopted with profit by small or 


Be served by the 
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medium-sized hardware stores as 
well as by the large stores and 
chains. 

When Mr. Nordby acquired the 
business about a year-and-a-half 
ago, all that had to be done to make 
way for self-service shopping was 
to rearrange the fixtures to achieve 
a better flow of floor traffic. The 
fixtures themselves were already 
reasonably modern, being open 
step-ups, and the store front was 
the full vision type. 


In rearranging the 25x60-ft 


store, two main changes were made. 
The cash-wrap station which was 
about two-thirds of the way back in 
the store, and in such a position 
that it blocked the two central 
was moved to the front of 
the store. 

The counter was redesigned to 
serve as a check-out unit, and 
placed at a right angle to the en- 
trance. Ample space was arranged 
on either side to accommodate in 
coming and outgoing traffic. 


aisles, 


(Continued on page 146) 
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SALES DOUBLED! 


Record-breaking Demand for Kaiser Aluminum Shade Screening...plus 55% average mark-up...Insures Big Dealer Profits 


AMERICA is learning a revolut‘onary new way to beat the 
ieat— Kaiser Aluminum Shade Screening! This amazingly 
effective product cuts room temperatures as much as 15 
ind is making thousands of homes and buildings cooler and 
more comfortable. 

Last summer, Shade Screening broke all sales records 
with a whopping 206% increase —more than double the pre- 
vious year! 

Along with this great and growing demand goes the high- 
est markup of any screening product. Dealer average — 55%! 
You can cash-in big on the demand of homes, offices, stores, 
factories in your area! 


Extra Profits Even From Air Conditioned Homes! 


Shade Screening reduces peak load —thus permits the use of 
smaller, less expensive air conditioning units that are easier 
to sell. Where air conditioning is not affordable, Kaiser Alu- 








TEST HOUSE WALL has ordinary screening in windows. Note hot 
s~ots on floor. Here is where uncomfortable heat starts in the 
home. 


Write for free sample and catalog page. For name of your 
nearest manufacturer or jobber, contact the Kaiser Alu- 
minum sales office listed in your telephone directory. 


Take advantage of these profit possibilities by ordering 
adequate stocks of Kaiser Aluminum Shade Screening 
now. Available in regular or tension frames from sash 
and screen manufacturers and in convenient rolls from 
jobbers. 
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minum Shade Screening gives dramatic relief at low cost 
Even where air conditioning already exists, Shade Screening 
is a smart buy for your customers, because it makes units 
operate at lower cost! 


New! LIFE magazine to help you sell! 


In addition to hard-hitting ads in Amer 
ican Homes and Better Homes & Gar 
dens, your sales will be backed up with 
full page ads in LIFE magazine at the 
peak of the selling season. 


Other proved selling aids you get: 
Free advertising mats! Photo kits! 
Direct mail pieces! Free AIA files! 
Generous cooperative advertising al- 
lowance! Dramatic, convincing demonstrator for your sto: 
The help of Kaiser Aluminum’s national sales force! 





Unique features make Kaiser Aluminum Shade Screening Easy to Sell! 





Keeps rooms up to 15° cooler! Tiny louvers are set at an 
angle to block hot sun rays before they hit window glass. 
This eliminates a major cause of high room temperatures. 
Cuts harsh light glare! Admits plenty of soft light. Air circu 
lates freely. 

Protects against sun-fading! Keeps sun from fading draperies, 
other furnishings. 

Protects against insects! Screens out insects like any stand- 
ard screening. 

Gives daytime privacy —but you can see out easily! 
Maintenance-free! Precision-produced from tough, high-grade 
aluminum. Can’t cause ugly red rust stains on sills and sid- 
ing. Never needs paint. Corrosion resistant. 

Easy to install in any type frame. 


eRe ce, BEO 





oe > « ; = m ? sn 





TEST HOUSE WALL has Kaiser Aluminum Shade Screening in win 
dows. See how Shade Screening blocks sun, shades room —thus 
preventing build up of high temperatures. 


Kaiser Aluminum 


PATENTED —— 


- SHADE SCREENING 
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30% of Sales in Glass 


The firm's invitation to 

use its parking lot and 

visit the glass shop for 

car installations lists var 
ied services. 


Service Selling 





This full glass service has built traffic and increased overall 
volume by 50 pct. Paint sales have been improved by 25 pct 


By giving special attention to 
glass and glass cutting an Alabama 
hardware dealer made that part of 
his business account for 30 pct of 
the overall volume. Traffic attracted 
by this phase of the firm’s opera- 
tions has been instrumental in up- 
ping general sales by 50 pct. Paint 
volume has been increased to the 
tune of 25 pct. 

T. Earl Blankenship’s Universal 
Supply Co. at 1305 Spring Hill Ave. 
in Mobile made these noteworthy 
increases in four years. When the 
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glass division was first promoted 
the firm was serving a trading area 
with 20,000 homes and with 3,000 
other units planned. Home building 
has since continued to increase in 
that area by about 25 pct each year. 

Universal’s glass division was ex- 
panded from its previously limited 
sales of window glass. to include 
automobile windows, mirror finish- 
ing, complete glazing service and 
installation. An experienced shop 
glazier and two outside sales and 
installation men were also hired to 


serve home owners and contact 
building contractors. 

Part of the firm’s storage area 
in back of the display room was 
converted into a glass shop, car- 
pentry work being handled by em- 
ployees. Two sets of racks for large 
window glass sizes were installed 
in the center of the room. A padded 
cutting table and glass edging 
equipment (costing $1100) were 
made part of the shop. 

For drive-in service a wide lane 

(Continued on page 162) 
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TENMCO) stilt LEADS THE GAS HEATER FIELD 





with the famous 


TENMCO Lert 190i 


gas heater... 








To increase its substantial lead in 


the gas heating field TEMCO has 
drawn on its years of experience as * more beautiful * more efficient 


America’s gas heating specialists to * more adaptable * more economical... 
produce this pacemaker for 1954- 


the most modern vented radiant gas than anything the competition has to offer! 


heater on the market—with a revo- 

lutionarynew design’ |.  }f—uhialajaiaiajaiiaiaiaiaiainiaiainiaiaiaiaiaiiaiaiaiaiaiaiaiainininininies 
Temco, Inc., Department B-638 
Nashville, Tennessee 





1 

i 

1 

' 

1 

' 

I'm interested in learning how | can make ; 

-~ . . . ry 

se .e1eF Tel om more profits selling the redesigned 
TEMCO Gas Heaters. ; 

NASHVILLE, TENNESSEE ; 

! 

Builder of Name esiviecipinbaspelieseiliaie : 

over 1! million gas appliances Address 
' 

City Zone State 

weed 
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A complete 


BURNS CUTLERY 
Department 


in only 22” of 
counter space 


OL ILOPPLOP LPL OL LOL PO LLL L EOC 








New display rack 
given to you at 
no extra charge 


A. 
; Nothing to sell to get your 
3 money back... all you pay is 
; the regular price of the cutlery 
alone. Burns gives you without 
charge this good looking, self- 
service display rack, with natu- 
3 ral hardwood finish. Just set it 
$ on your counter and you have 
a complete cutlery department 
; selling tor you in just 22 inches 
of counter space. 


vl 


Rack includes 8 each of 8 dif- 
ferent individual items — the 
five most-wanted BURNS knife 
styles, cleaver, spatula and cook 
fork, plus one each of BURNS 
fast-selling bread board kitchen 
sets and a BURNS steak knife 
set in permanent hardwood 
storage block. 

Ready now for immediate 
delivery! Write for details to- 
day and find out how to step 
up your cutlery sales now. 





BU RN S MFG. CO., INC. 


” SYRACUSE, N.Y. 
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Does Self-Service Work in Small Stores? 


(Continued from page 142) 





A check-out 


counter was placed at the front of the store 


forming 


IN and OUT aisles. Moving electric housewares opposite the check- 
out, increased impulse sales. 


In moving the cash-wrap station, 
which the old arrangement 
had impeded traffic movement to the 
rear of the store, customers were 
given clear aisles to the paint de- 
partment at the rear, and to a small 
room which is off the rear, 


under 


sales 
right. 

The other change that was made 
was to place the display fixtures so 
that the two shopper-aisles were 
widened by 2 ft. Thus departments 
such as housewares, which are dis- 
played on island fixtures and on wall 
shelving, became more easily acces- 
sible to shoppers. 

This, Mr. Nordby believes, is 
primarily responsible for the in- 
crease in housewares sales. 

Electric housewzres, too, have 
been particularly benefited by be- 
ing displayed on a new fixture built 
specially for them, and by having 
been moved to a good impulse sale 
location. That is on the wall oppo- 
site the check-out, where cus- 
tomers, upon entering or leaving 
the store, can’t miss seeing them. 

Signs, to educate customers to 
the new policy, are prominently lo- 
cated. At the front end of the check- 
out, a large sign is posted which 
reads: Self-Service — For Your 
Shopping Convenience and Money- 
Saving Pleasure. Pay Here. 


A large poster, suspended in the 
middle of the store, announces: Be 
Served by The Most 
Clerks in the World 
Self-Service! 


Courteou: 
- Yourself - 
Other signs read: Serve Your- 
self—Pay As You Leave. 

And to advise shoppers and cus- 
tomers that service is available if 
needed, signs are displayed that 
read: We're Here to Serve—Feel 
Free to Ask. 

Despite the fact that sales ser- 
vice has in no way been curtailed, 
Mr. Nordby believes that with the 
self-service features, 
three-employee operation is able to 
take care of customers more quickly 
and more efficiently. 


store’s his 


Under the new system, customers 
have taken willingly to waiting 
upon themselves. It is possible for 
Mr. Nordby to direct customers, 
without escorting them, to a par- 
ticular department to select their 
own merchandise with no antago- 
nism on their part. 

Also, with the self-service ar- 
rangement, and the up-front check- 
out, customers seem to expect di- 
rection rather than service on many 
items. Formerly some seemed 
think it an insult if the item wer« 
not placed directly into their hands 
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Fastest Freezing! 
Exclusive! Patented 
Revco Freezing Ac- 
tion. Bonded tubing. 









nie 
Better H Homes 


New National Ads! 


Story of Revco’s great 
features hits millions in 
best magazines. 


Everything’ 
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Model No. CF-264 





Model No. CF-104 Model No. UF-174 





ease XS sa F SI 
No Drip, No Cleaning! 
No rusting. No con- 


densation. 
denser to clean. 





Flavor-Guard Signal! 
Exclusive! 24-hour 
2-light signal guards 
against mishaps. 


Polar-Wrap Insulation! 
Exclusive! Extra 
thick Fiberglas keeps 
cold in, heat out. 


5 Year Warranty! 


On low temperature 
refrigeration system. 
5 Year Food Policy! 


Quiet Operation! 
Exclusive! Kitten- 
quiet compressor. 
No click, no whir. 


No con- 








New 60 Second Proof! 
Proves Revco superior 
ity in just 60 seconds 
Dramatic sales-closer. 


New Local Ads! 
Powerful, integrated deal- 
er-signed ads build big 
freezer traffic. 


New Sales “‘Impact”’! 


Colorful dealer helps, 
folders, banners sell hard. 


New Displays! 
Traffic- -stopping animated 
displays tell the powerful 

evco story in sell words. 





Contact your Revco distributor 


or write us direct. Cash in on 
this “All-Out” 


CVCO 


FOOD FREEZERS 


REVCO, INC., DEERFIELD, MICH. 





campaign now, 


for 54 with 
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This Is a Man's Store 


One of the fastest growing hard- 
ware firms in Mesa, Ariz., credits 
much of its success to the fact that 
it has ignored the trend towards 
housewares and giftwares and has 
concentrated on hardware for men. 

Virtually any bolt, tool, builders’ 
hardware, plumbing or electrical 
item can be found at the store. 

And do the men like it? Sales 
have been tripled since the store 
was opened in 1946, and the inven- 
tory, originally $18,000, has grown 
to a yalue of more than $45,000. 
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That’s why customers of the Len- 
hart Hardware Co. say, “Though I 
can’t seem to find what I want in 
most of those glassware shops they 
call hardware stores, I’m almost 
never disappointed here.” 

From the first, the store went 
all-out to build up a reputation for 
having the most complete builders’ 
hardware stock in town. It has also 
long been a rule that any item for 
which two requests are received will 
be stocked. 

“We had some misgivings about 


Frank Lenhart 
checking one of his 
store's several thou 
sands bins of hard 
ware to come up 
with just the item 
the builder or the 
man who does his 
own repairs needs. 


Merchandising emphasis is on selling to men. Two re- 
quests for any item and it goes into stock. Does it pay? 


some of the slow-moving items,’ 
says Frank Lenhart, co-owner wit! 
Elmer Legg, “but we’d buy a few 
of each and we'd sell them. Nat 
urally we have to maintain big in 
ventories and 


warehouses. But it’s merchandise 
that eventually moves, and we're 
known for miles around as the store 


for the man who wants to build it 
himself.” 

Lenhart’s maintains good rela 
tions with plumbing and electrical 
shops by never cutting into their 
installation business. The store will 
give advice on installations, but 
never make any themselves. Conse- 
quently plumbing and_ electrical 
supplies contractors are good cus- 
tomers. 

Another service is advising pros- 
pective builders on the provisions of 
the Mesa building code. All sales 
clerks are well informed on the 
code and copies of it are on hand 
for reference. 

An associated service is that of 
a mercury gage rental at $1 per us¢ 
This service is offered because to 
meet building code provisions on 
gas lines, builders must test them 
with a mercury gage. 

The store management also 
works closely with the city building 
inspector, and keeps a_ constant 
check on the issuance of building 
permits. 
Lenhart or one of his employe: 


When one is issued, M: 


stops at the new building or r 
modeling site to see if the store ca! 
be of service. 


(Continued on page 155) 
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prepac hed line of 


. 


‘ , 
“~~ -- 7 -_ 


Cordial King Size Cocktail 
No. 3690 a, a 
- ’ Henre’s the new Libbe y line that helps you 
Y \ ’ a ey profit from today’s fast growing trend 
ein Gite » Seger 4 towards home entertaining. It’s a new line 
-_ ra . “p 
Cocktail te. 168 — —— a designed specifically for home bar-gameroom 
Ne. 3601 No. 9325 No. 162 : oo , . : 
0. use, yet it’s nice enough for more formal 
entertaining, too. 
ey Flair glasses are Libbey’s award winning 
Cc ics design . .. stemware is Libbey’s most popular 
ag > | oe tall- =e pattern. All are protected by the 
, Cooler 
ito. 163 world famous Libbey guarantee: “A new 


glass if the rim of a Libbey ‘Safedge’ 


Stemwore priced to retail at about $5.00 per dozen 
glass ever chips!” 


Tumblers priced to retail at about $2.00 per dozen 
Prices slightly higher in South, West ond Canado. 


Prepacked for easy handling 
This self-selling merchandising display supplied free 
with initial order of two cartons (24 glasses) of each All are factory prepacked in sets of one 
of the 11 different items. ee a, : 
dozen of one kind to cut your handling 
and delivery. 


ALOARIS BARW \RE y Libbey lass 


I bbon a vtewng S 


Fill in and mail the goupon for complete 
ri details. 
tw ot? fru \ | x 














‘i: ecto, _pamneeier ments 7 

: Libbey Glass, Dept. HA3, Toledo 1, Ohio 

| 

| Send the details! I want to know more about increasing | 

; my glassware business with Libbey Home Barware. | 

| , | 

@ Glassware ¢ | Name = = aaa | 
Store rdipaianenaneninanmanasiaemneeN ; 

| Address shanahiuniseiaialencabeiannenaial —— ! 

TU ! 
City — _Zone_____ Stat —o ff 
ee | 





Owens-ILLINOoIS 


* TOLEDO I, 


LIBBEY SAFEDGE GLASSWARE 
AN (1) PRODUCT 


GENERAL OFFICES OHIO 
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Highlighting Small Departments 


End space on islands used by Washington hardware 
dealer for merchandise that needs special dispensing 
equipment and that can benefit by separate display 


The end space at islands is used 
Hardware, in Seattle, 
Wash., for display of merchandise 
that needs special equipment or 
that can be highlighted to advan- 
tage in a small department. 

One of these end display units is 
used for dispensing wire. Spools are 
shelving below the 
counter. The measuring and cutting 


at Stubbs 


stored on 


equipment is on the counter. 


Another end display is for small 
There 
are eight open shelves. Each shelf 
is bored to hold 36 ramekins. The 
size and type of screw is painted on 
the side of the containers. Sizes are 
written on tabs pasted to the shelf 
in front of each hole. The ramekins 
are filled by screws emptied from 
Customers are 


wood and machine screws. 


the original box. 
able to make their own selection. 


Wire being measured off spoo/ at special end of island fixture. 





i? 


t 
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i 
eS wie 


/ 


One of the displays is fer a mis- 


cellaneous category of tools: cement 
finishing tools, hammer and hatchet 
handles and tool bits. 

Another is fixtured to display 
chains and special nuts and bolts. 

The fifth end display is for sand- 
paper, sanding discs, sander belts, 
small hand sanders and steel wool 
A feature is sheiving designed so 
paper sticks out an inch or two be- 
yond the outer face of the cabinet. 
The merchandise can be seen and 
easily handled. 

“While the end space of the con- 
ventional display island is by no 
mcans wasted it occurred to me 
that it could be used more effec- 
tively in certain parts of my store 


(Continued on page 154) 


Sanding merchandise is featured at 
end of island special display. 
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America’s No. 1 Oscillating Sprinkler 


Plus Television 
in 19 cities! 











YES! IT PAYS TO PROMOTE MELNOR 


re auccay © 
MELNOR METAL PRODUCTS CO., Inc. - 10-40 45th Avenue, Long Island City 1, W. Y. 





NOW! 

Write for Melnor’s 
brand-new 1954 
Dealer Aid Catalog 
hot off the press! 
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Gentlemen: Please rush your 1954 dealer ad catclog. 
Firm Nome. 
ES ee ee ae 
a Zone State 


Your Nome - 


[] Also send complete catalog and price list 
together with name of my nearest distributor. 


Jobber’s Name — : 
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Removal of a wall and utilization of space 


under an outside stair 
se provided room for this modern style 


display. 





Display Ideas 


Color Pulls Traffic to Appliances 


A 12x20-ft basement display can 
be a good traffic puller with effec- 
tive use of light and color. Howard 
Schwalbach proved that in his 
store in Windom, Minn. 

Schwalbach Hardware converted 
space under a front-of-the-building 
stairway into a colorful display 
large enough to feature major ap- 
pliances and plumbing equipment. 
Blue backwall and ceiling, with 
peach coloring one sidewall. <A 
modern canopy on one end of the 
room has a red block letter Home 
Appliances sign. 

The department is large enough 
for showing 10 good sized home 
appliances for the kitchen, bath- 
room and home laundry in a way 
that permits prospects to examine 
them from all angles. 


(Continued on page 154) 
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Although there are numerous household items in this limited space 
there is ample room for examination. 
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Longer, Stronger Life for Columbian Manila Rope! 









Microphoto of treated 
Manila fibre after 2-week 
incubation with green 
mold spores. Only origi- 
nal spores applied for 
test are present. 


REVOLUTIONARY “j i 
DISCOVERY th 
STOPS ROPE-ROT COLD! 


Now all mildew, mold and rot 


bacteria are stopped in their tracks! 


A Microphoto of untreated Manila 
fibre after same 2-week test 
shows jungle of spores whose 


“roots” feed on fibre, leaving 
it rotted, useless. 












we 


Special lubricants have long been applied to reduce 
t. 
bian treatmen 


internal friction in Columbian Manila Rope. To these 


we have added a laboratory-proved, field-tested 
enemy of decay called a fungi-static. 












mill-run samples 
from all Manila 


Years of exhaustive trials in Columbian laboratories 
Rope production 


— and in extreme exposures to all types of climate 


and usage — have established the lasting protective 
potency of this treatment. 


lines are selected 
by laboratory tech- 








nician. 


Every foot of Columbian Manila Rope is adequately 


protected against decay for YOUR climate, YOUR 
uses, YOUR methods of handling! 


Treated mill-run 
samples are placed 
in incubator along 
with untreated 
control samples. 
Result is double 
check: on” “ig a r 


COLUMBIAN ROPE COMPANY 
Auburn "The Cordage City’’, N. Y. 
THE ROPE WITH THE RED, WHITE AND BLUE MARKERS 











static potency: 
used for tests. 
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ATOMIZER SPRAYERS 


— ranging from 4 oz. te 
1 qt. capacity 


CONTINUOUS 
SPRAYERS 


— capacities from 1 pint to 3 qts. 





fF mms 


DUSTERS 


«= with copacities of 1 pint to several pounds. 










COMPRESSED 
AIR 
SPRAYERS 


THESE AND 
MANY MORE MODELS— 
AS NEAR TO YOU 

AS YOUR LOCAL JOBBER 





. +. made by the most progressive sprayer 
company. Prices allow for full 50% mark-up. 








Highlighting Small Departments 


(Continued from page 150) 





Screw display in ramekins sets up this department as Al Stubbs shows 
how easy it is for customers to wait on themselves. 


by installing special end fixtures,” 
Al Stubbs, owner of the store, ob- 
serves. 

“There are a number of items 
such as spool wire, nuts and bolts, 
tool bits and sandpaper that require 

| specially designed fixtures. 


$75,000 in Plumbing 
Supplies 


(Continued from page 140) 


to those with a good standing and 
will accept the return of materials 
purchased in excess of their needs. 
“Small plumbers like our ser- 
vice,” says Mr. Smith, “because 
| they do not have to tie up very much 
'eash in materials which they may 
not use for several weeks. 


“End displays also provide an 


excellent means of highlighting 
small departments. It makes de- 
partments which are not large 


enough to merit a lot of floor space 
easy for customers to find and if 
they prefer to wait on themselves.” 


Color Pulls Traffic 
To Appliances 


(Continued from page 152) 


A big advantage of the basement 


appliance department is that it 
provides privacy for discussing 
terms and presentation of sales 


talks leading to sales of more ap- 
pliances than the prospect orig- 
inally intended to acquire. 
Howard Schwalbach is his own 
outside salesman and does plumb- 
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“To those plumbers having credit 
| arrangements with us, there is 
|often the advantage that they col- 


ing, heating and sheet metal work, a 
these contacts paving the way for 
many additional sales. 


attra 
women, : 











| lect their bills from their customers The firm’s store display is sup- a = 

before their accounts are due with plemented by exhibits at the an- % ew # 

METAL PRODUCTS Co. sus. They collect for the job and nual Cottonwood County Fair from pone 
oO ose 


| have their profit 


| short time.” 
i 


in a relatively which many good leads are ob- 


tained. 


SARANAC, MICHIGAN 


interest 1 
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This Is a Man's Store 
(Continued from page 148) 
Promotional activities include 
regular newspaper advertising, and 
occasional radio spots. Mr. Len- 
hart, an inveterate bowler, has 
gained additional publicity for the 











store by setting up the Lenhart 
Hardware Bowling Trophy, 
awarded each month to the person 
who rolls up the highest handicap 
score at the Mesa Bowling Center. 
The firm’s emphasis on hardware 
for men might lead one to believe 
that the female trade is neglected 
entirely. That is not the case. 


Paint Department 


Lenhart’s big paint department 
has attracted thousands of women 
who want to match paint with 
draperies, furniture, etc., because 
more than 1,300 different colors are 
available under the paint mixing 
plan featured at the store. 

Even the housewares department 
has grown since the store was 
opened though the concentration is 
on the builders’ and general hard- 
ware departments. 

“We try to take care of all our 
customers,” reports Mr. Lenhart. 
“But we'll continue to concentrate 
on hardware for builders. 

“We’ve done particularly well on 
such ‘nuisance’ items as hard-to- 
get bolts, tool replacement parts, 
and other items. Many stores don’t 
like to carry that merchandise be- 
cause it requires too many bins and 
the turnover is slower. 

“We've proved to our own satis- 
faction that it pays.” 

When the Lenhart Hardware was 
opened in 1946, Frank Lenhart and 
his brother operated the business. 
But the brother sold his interest a 
few years ago to Elmer Legg. 

Originally the store’s stock rep- 
resented a combination of general 
hardware, housewares, sporting 
goods and paint. But the location 
was too far from the center of town 
to attract a large following of 
women, and sporting goods didn’t 
move too well because too many 
other stores were featuring it. 
Consequently the emphasis shifted 
to those lines which would be of 
interest to men. 
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Your Customers will see these 


NEW 


DIAL POWERSHOW'R 
HOSE NOZZLE SPRINKLER 


National Advertisements 









ELKAY DIAL 
HOSE NOZZLE 
World's Finest Hose Nozzle 


Delivers all water pressures needed for gardening—from a 
jet to a soft rain at the tip of your thumb. Positive shut-off 
control. Light, strong, chrome-plated. Only $1.50 





ELKAY 
POWERSHOW’R 
World’s Most Versatile 

Sprinkler 


Spinning or stationary — the 
Powershow’r permits watering 
in circles, figure eights, half-circles, parking strips. Non- 
clogging spouts are adjustable for low or high sprays. $3.50 





If not yet at your dealer—write direct 
ELKAY MFG. CO., 1401-15 W. 8th St., Los Angeles 17, Colif 








We're out to get business for you 


Powerful ads in big national magazines—HOUSE BEAUTIFUL, ELKS, HOUSE 
& GARDEN, SUNSET, FLOWER GROWER, REDBOOK, AMERICAN HOME and 
others—tell literally millions of ple about the ELKAY New DIAL Hose 





Nozzle and the amazing ELKAY POWERSHOW'R Sprinkler. Thousands have 
written to us—many of them your customers—asking where they can buy these 
two wonderful gardening inventions. May we send them to you? Check your stock 
and fill in the coupon below. 


1 . i 
1 ELKAY Manufacturing Company, Room 6H, 1401 West 8th St., Los Angeles 17, Calif. i 
: Yes, you may send us customers. : 
: Please ship dz. Dial Hose Nozzles _dz. Powershow'rs and bill through jobber below. : 
: Jobber's Name ; 
: Address = : 
] Your Name Title 1 
' ' 
1 Company Name ; 
4 Address (City) State ' 
8 —_—<—_——<_--— -—<—Ssee eee eee eee eee eee —_——_—s—38 @- | 3 =ae* 








Hardware Dealer and Bait Man 
Co-operate to Boost Sales 


An Arkansas dealer sells tackle, artificial baits, 


lures and other gear. 


Nearby live bait dealer 


works with him to their mutual advantage 


Good stocks of fishing needs are 
a major line at the W. J. Caskey 
Hardware Co. in Des Arc, Ark. Mr. 
Caskey caters to commercial fisher- 
men and week-end anglers. 

To stimulate impulse purchases 
he shews as complete stocks of fish- 
ing and camping items in his store 
as possible. 

Caskey’s store does not handle 
nor stock live bait, but he has a 
working agreement with a bait 
dealer in back of his store. Min- 
nows and worms are sold by the 
bait dealer. Mr. Caskey works so 
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closely with the bait man that he 
sometimes helps to wait on cus- 
tomers. 

The hardware firm’s advertising 
is coordinated with that of the min- 
now market. Caskey advertisements 
in the local newspaper state that 
fishermen need not bother to buy 
live bait until they reach his store. 

The minnow market operator sup- 
plies the hardware dealer with the 
names of fishermen to whom he 
might wish to send mailing pieces, 
and personalized letters. When fish 
are biting in the nearby lakes, both 


W.J. Caskey 
serves an early 
morning bait cus 
tomer at the bait 
market vats. 


the hardwareman and the bait 
vendor write to fishermen to tel 
them the news and to invite visits 
to both the market and the hard- 
ware store. 

The hardware firm caters to all 
types of anglers—whether they use 
inexpensive poles or expensive rods 
The fishing season in that area is 
from early spring to late Novem- 
ber. Repeat customers visit the 
store regularly 
cial or amateur anglers. Few of 
them ever stop buying 
throughout the fishing season. 

Mr. Caskey’s knowledge of fish- 
ing technique and spots is passed 
or to customers and employees. His 
employees know how to make hoop 


whether commer- 


supplies 


nets and how to bait the seine with 
cetton seed meal. 
At the hardware store, campers 
can obtain a wide variety of cook- 
(Continued on page 163) 
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$ 4 95 
GALVANIZED bene 


14 H.P. motor with thermal 
overload protector. Positive 
‘float’? switch, stainless 
steel impeller shaft. Brass 
strainer. “Non-clogging” 
impeller, galvanized volute 
housing and base. 


It’s YOURS when you sell two 
top drainers to two big Markets! 


* Boost your take on cellar drainers this year 


with Rapidayton. Sell all-brass models to one 
big market at $59.95* retail. That’s Jess than 
for most cast iron drainers sold today. Sell 
galvanized models to a second big market at 
$49.95* retail. That’s the lowest nationally- 
advertised price. 

Both models top the field in performance 
by pumping from 440 to 1300 gallons per hour 
more than most competitive drainers. And 
both feature new “‘slide-up” screens for easier 
cleaning. Your wholesaler has all the details. 
Write for his name and address. 


*( Based on f.o.b. factory price) 















































$ 5 95 
ALL-BRASS MODEL 


14 H.P. motor with thermal 
overload protector, New 
“floatless” switch. Stainless 
steel impeller shaft, cast 
brass impeller, brass strain 





er, volute housing, base and 
column. 


’ 
THE DAYTON PUMP & MFG. COMPANY + Dayton 1, Ohio Kyidagion 
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Kapidagion ... tHE ONLY COMPLETE LINE IN THE INDUSTRY THAT’S ‘TUNED TO TODAY’ 
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EVANS BUYSC 


Evans Products Company has acquired the 
Bicycle and Children’s Vehicle Division of 
The Colson Corporation of Elyria, Ohio. All 
manufacturing, sales, and promotional oper- 
ations on the Colson lines have been trans- 
ferred to our Plymouth, Michigan plant. 
Your local Colson salesman will continue to 
serve you. 


The name Evans has been traditionally asso- 
ciated with the finest in manufacturing and 


service. Every resource at our command will 
be placed behind Evans-Colson wheeled goods 
to satisfy your sales and service requirements. 


We now are working out our 1954 sales and 
merchandising plans which will be presented 
to you shortly. We welcome you into the 
Evans organization and invite your confi- 
dence in the line we hope to make the most 
famous and profitable in the industry. 








EVANS HAS THE FACILITIES AND KNOW-HOW 


In Manufacturing... 


Evans Plymouth Michigan plant—Over a 
half a million feet of floor space organized 
in straight line production and assembly 
for producing quality products at com- 
petitive prices. Evans’ facilities include the 
finest in precision machining, sheet metal 
work, steel fabricating, plating, painting, 
assembling and testing equipment 


EVANS 


PRODUCTS COMPANY 





In Product... 


For thirty years the Evans name has been 
synonymous with quality. The Evans and 
Colson lines are backed by the same prod- 
uct standards that have placed Evans in 
a leading position in the railroad, bus and 
truck, wood products and automotive 
equipment fields. It is our intention to 
achieve a position of product and sales 
leadership in the toy and cycle industry. 


In Promotion... 


Evans has a known reputation for sup- 
porting distributors and dealers with sales 
producing merchandising and promotion 
programs. These programs are built 
around benefits that you can demonstrate, 
that prospects want and need. Evans pro- 
motions werk for you in your own sales 
area... give you extra sales opportunities 


EQUIPS YOU WITH THE 
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As an example of the kind of sales 
help you can expect, 


oa / i ee 


PUTS THE POWER OF 


The Ding Dong School 


BEHIND YOUR SALES EFFORTS 


65 Stations National NBC Network! 
* 
Over 5,000,000 Child & Adult Viewers! 
* 
Blankets Nation's Major Markets! 
* 


Sells Tremendous 
Quantities of Merchandise 

















MISS FRANCES RECOMMENDS 
THE EVANS COLSON VELOCIPEDE 


Evans Products Company has been 
appointed a licensee by the Ding Dong 
School. Ask your Evans-Colson 
representative about the line of Evans 
Ding Dong velocipedes. It’s a money 
maker you can’t afford to miss! 

Evans Products Company, 

Plymouth, Michigan. 


TIE IN WITH IT... 
SELL WITH IT... 


PROFIT WITH IT! 


“EXTRAS” 
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THAT MAKE THE SALE! 





Year Round Promotion 


Builds Store Volume to— 


10% of Sales in Fireplace Equipment 


California dealer steps-up floor and window displays and advertising in 
winter and keeps promotions going during other months of the year 


Fireplace screens and accessories displayed on two-level step-up Year ‘round promotion of fire- 

platform. place equipment has built up sales 
to 10 pct of total annual dollar vol- 
ume at Yeakel’s Hardware, 5262 
Lankershim Blvd., in North Holly- 
wood, Calif. 

Display and advertising promo- 
tions are enlarged during the fall 
and winter months when fireplace 
equipment is in demand, but these 
promotions on a smaller scale are 
continued through the balance of 
the year. 

The display on the store’s floor 
is a two-level step-up platform, 12 
ft long. Each level holds three 
fireplace screens. The platform 
levels, plus floor level, provide 
space for display of nine screens 0: 
each side, a total of 18 screens plus 
fireplace accessories. 

This display is near the reai 
exit of the store. Customers have 
to carry purchases only a short dis- 
tance to their cars on the park- 
ing lot. 

Some space is given to fireplac 
equipment in window displays 





(Continued on page 174) 
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STARTS 





jerind {ron Lenk Flu 


ya instant 
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OF TEAMWORK 


WITH THE HARDWARE TRADE 








7” THANKS and appreciation for 
your valued patronage through the 
years. You have justified our faith in 
the basic principles that form the foun- 
dation of our business — QUALITY - 
VALUE - PERFORMANCE. 

You can be as proud to sell the com- 
plete Lenk line as we are to manufac- 


ture it—and why not? Dollar for dollar 





you offer better tools specifically de- 

signed to meet every customer need. 
Thanks again for your cooperation 

— and write in for your free LENK 35th 


Anniversary Catalog. 








o ANNIVERSARY ; 
G # 


? 


> 2" 
hy a 
Aug pee 


The CH 





Mfg. Company 


30 Cummington St. 
BOSTON 15, MASS. 


Dealer's Choice Since 1919 
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THE 
DO-IT-YOURSELF 
MARKET and 


PRODUCT SAFETY 











The health and safety of 
your customers is a must! The 
multi-million dollar "Do-lt- 
Yourself" market demands your 
concern for product safety... 
Here is Sterling's product safe- 
ty ad #1 — check it carefully 
please! 


SAFE! [_) 


5F5 the non-flam- 
mable paint and var- 
nish remover can be 
used around electri- 
cal ye 8 in 
areas closed tocom- = 
bustion. Contains no 
Benzol! 


SAFE! C) 


Sterling Brush Clean- 
er with Lanolin . . 
Free from toxic Ben- | 
zol! Renovates |=ctsane 
brushes, dulls gloss, 
cleans rollers. Safe- | 
ty instructions on 
every label! 


STERLING 


of? 





= -- 









‘ es i; : ‘ 
There's a Sterling paint re- 
mover and brush cleaner for 


every job... Sterling removers 
are all free from Benzol 


Send today for prices and 
complete information. 


STERLING PAINT 


& VARNISH CO. 


306 Commercial St Maiden, Mass 
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30% of Sales in Glass 


(Continued from page 144) 





T. Ear! Blankenship inspects safety auto glass job in the firm's drive- 
in space in the glass shop. 





Glass cutting room at the Universal store with two of the firm's 
glass department men filling an order. 


was left in the storage area. A sign 
hung from one end of the store and 
over the driveway into the firm’s 
free parking area invites customers 
to “drive in here for auto glass in- 
stallation.” Customers then go 
from the parking lot into the auto 
entrance at the rear of the store. 

One of the firm’s trucks was 
equipped with two 6-ft glass racks. 

More than 3,000 home owners on 
the firm’s mailing list were noti- 
fied of the new with the 
result that many calls were received 
immediately. Mr. Blankenship also 
checked with building contractors 


service 


and insurance agents as to sources 
for additional glass and glass in- 
stallation sales. 

Insurance men with whom Mr. 
Blankenship does business now in- 
form him of claims under policies 
for home, store and auto glass re- 


placement. He follows these leads 
promptly. 

Universal Supply Co. delivery- 
installation men do jobs in the 


homes of many people who have not 
previously bought goods or service 
from the store. The men are in- 
structed to tell each home ownet 
they meet through installation work 
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about the varied lines of hardware 
and related merchandise offered 
by the firm. 

Mr. Blankenship says of the good 
selling job done by his installation 
men, “They have probably helped 
to get us $25,000 additional busi- 
ness in the past four years An ex- 
ample of the selling job done by the 
glass men is shown in the sale of 
$100 worth of window glass for a 
new home. Since installation of the 
glass the new home owner has 
spent more than $400 for a power 
mower, garden implements, house- 
wares and other goods.” 





Hardware Dealers and 
Bait Man Cooperate to 
Boost Sales 


(Continued from page 156) 


ing needs including large iron fish 
kettles and skillets. They also pass 
on recipes for camp breads and 
other outdoor foods. 

Extensive fishing equipment dis- 
plays in the store lead to many im- 
pulse purchases by customers visit- 
ing to buy paint and general hard- 
ware items. “I have customers liv- 
ing in all parts of Arkansas and in 
adjoining states. Fishing tackle 
and camping supplies are major 
profit makers in my store,” says 
Mr. Caskey. 

When the fishing season is over, 
the hunting season begins. At that 
time Caskey Hardware starts to 
promote and feature hunting sup- 
plies and winter camping items for 
winter sportsmen. Even though 
guns and ammunition are given the 
feature display spots in hunting 
season much fishing equipment is 
always visible to store visitors. 

Many fishermen like to hunt, some 
of the commercial operators trap- 
ping in the winter months. Thus 
Caskey Hardware’s angler-custom- 
ers are in many instances 12-month 
visitors to his store. 





Kwik-Serv Hardware 


The location of Rollier Bros. 
Kwik-Serv Hardware, a new self- 
service store described in the 
March 4 issue of HARDWARE AGE, 
beginning on page 108, was in- 
correctly given as Lebanon, Pa. 
The store is located in Mt. Leba- 
non, Pa. 
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NEW ! No. 703 


SELF-SERVE 
FLAMINGO COLOR 
SALES 
MERCHANDISER 


40% 
DEALER 
NET PROFIT 





NEW! 
No. 
903 


RED HOT HOME REPAIR TOOL ASSORTMENT 
FEATURES BLUE DIAMOND PUTTY KNIVES AND 
SCRAPERS, WOOD SCRAPERS, COLORED GLASS 
CUTTERS, ETC. 


NEW! 
No. 8 





INCREASE YOUR PAINT AND WOOD SCRAPER 
SALES WITH THIS NEW SALES MERCHANDISER, 





ONE SOURCE OF COURSE...IT’S <Q@> 


MANUFACTURING CO., SOUTHBRIDGE, MASS., U.S.A. 


LOOK! 


BLUE DIAMOND 
HANDLES ARE 
SEAMLESS 
SHATTER- 
PROOF 
PLASTIC 





| 









NEW! 
No. 
7B 


DE-LUXE BLACK AND SILVER PUTTY KNIVES AND 
SCRAPERS THE BEST MONEY CAN BUY — DIS- 
PLAYED ON SELF-SERVE MERCHANDISER. 


SELF-SERVE COUNTER 
MERCHANDISER FOR 
FAST SELLING PLAS- 
TiC RAZOR BLADE 


SCRAPERS. 
a 
e 


NEW! 
¢ 


FREE WRITE FOR = 


THIS NEW 
CATALOG 







HOME REPAIR AND PROFESSIONAL TOOLS SINCE 1875 
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Good stocks of stee/ goods, handles and push 
brooms are a magnet for farmers. 


Concrete apron outside store built for 

exterior displays to interest farmers. 

Inside displays feature home and farm 
merchandise lines 


Mass Showings Attract Farmers 


Recognition of the importance of 
both interior and outside displays 
means of attracting farm 
families prompted a Ridgeway, 
Wis., firm to build a visual-front 
store with a wide concrete apron for 


as oa 


outside display. 

Passersby and window shoppers 
see good displays on the apron and 
inside the store. 

The 60-ft front store has a 5-ft 


Four visual-front windows and outdoor displays of farm equipment attract attention of many people 


traveling the highway. 


sidewalk along its entire length to 
permit outdoor displays. G. G. 
Wichman, manager of the hardware 
store operated by Ridgeway Lum- 
ber & Fuel Co., says that the apron 
has worked well as an outdoor dis- 
pray unit for bulky items. Hog 
feeders, poultry feeders, wheelbar- 
rows and hand and power mowers 
are constantly shown on the walk 
in warmer months. Feeders are 





left on the apron all night, other 
items being removed when the store 
is closed. 

Located on an important state 
highway, leading from Madison, 
the state capital to the Mississippi 
River area, the store is seen each 
day by farmers hauling grain or 
supplies along the broad _ road. 
“Many farmers see the outdoor dis- 


(Continued on page 166) 
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Now-200” Profit On 
“=|Rubberset Trim Brushes! 


Rubberset’s “Profit Partners” deal gives you 
$1.00 profit on each trim brush retailing at $1.50 










HERE’S THE DEAL— 
Buy, in dozen quantities, any of the Rubberset famous-quality rollers 


listed below. 


With each dozen rollers, get one dozen #132 Rubberset pure-bristle 
2" trim brushes at $6 instead of regular $12 per dozen. Your profit, 
selling at the regular $1.50 retail 
price, $1.00 per brush, or 200%. 












(Also see announcement of new 
Rubberset low-price brush line 















on page 167. 







Every roller user 


, Other 











1e store needs a trim brush. 
eo Simply point out 
adison. the need and suggest 
sissippi this fastest selling 
Mm each Rubberset quality 
gst brush. Make $1 extra 
or dis- profit each time 









with this deal! 













NEW-DESIGN “FLO-MATIC” ROLLERS 





New SNAP-OFF roller Cost per Retail 
with Nylon Bearings dozen: price: 


#1100—Dynel deluxe cover $26.40 $3.30 
42100—Mohair deluxe cover 28.00 3.50 OFFER EXPIRE AY 


New SLIP-OFF roller 
with Nylon Bearings MA y 15, 1954. 
#1300—Dynel deluxe cover 26.40 | 3.30 
#2300—Mohair deluxe cover 28.00 | 3.50 ORDER NO wi 
. 




















Russerset —the world’s largest paint brush and roller factory 


The Rubberset Company, Haynes Avenue & Lincoln Highway, Newark 5, N. J. 
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If you are not dominat- 
ing your caulking mar- 
ket... or if you have 
had trouble with your 
present caulking line... 
profit by talking to our 
jobber, or write us for 


full details and prices. 


CONSISTENTLY 


MEETS 
GOVT. SPECS. 


COM- 






FLEXISEAL 
POUND is available in spouted 
and regular cartridges, cans, pails 
and collapsible tubes. 


CAULKING 


LANDEN PUTTY WORKS, inc. 
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Mass Showings Attract Farmers 


(Continued from page 164) 





Kitchen and laundry equipment attracts women fo this bright corner. 


plays and stop to investigate the 
merchandise. Many extra sales are 
made as a result of our sidewalk 
showings.” 

Another eye-catcher is a neon 
lighted electric clock which many 
farmers use to check their watches 
as they drive by. This serves to 
remind them of the firm’s name and 
location. 

A compact but well stocked steel 
guvods display shows a wide variety 
of forks, shovels and scoops plus 
some push brooms. Sales of these 
items are high in the dairy and hog 
area served by the firm. 


Wall Decorations Boost Sales 


Decorative painting of walls has 
increased paint sales by helping 
customers in the selection of col- 
ors at the Western Avenue Hard- 
ware Co. store in Augusta, Maine. 

The area from the top of the 
wall displays to the ceiling was 
painted in pastel shades by H. W. 
Pattershall when he opened his 
store three years ago. 

Seven popular shades were se- 
lected. Each color was used twice, 
and in a different order. Thus, 
every color is next to four other 
colors. 

Paint customers can study the 
wall paint job to determine how a 


large area will look in those shades. 


Farm wives find the store's 
kitchen cabinet and electric house- 
wares display of great interest. Al- 
though some farmers buy 
ment for installation by themselves, 
many units and other 
equipment are purchased as part of 
a modernization project to be ar- 
ranged by the Ridgeway organiza- 
tion. Offer of kitchen planning ser- 
vice by the firm is a good sales too] 

Merchandise offered in the hard 
ware store is frequently advertised 


equip- 


necessar) 


in a local shoppers’ guide distril 
uted week 
area, 


free each Over a wide 


About 75 pet of the paint cus- 
tomers, Mr. Pattershall 
buy one of the seven shades. Cus- 
tomers inspect the shades and sa) 
“That’s what I want.” 

About 25 pct of paint sales are 
to customers who want a special 
shade mixed by the store. Many of 
these customers refer to the wall 
decorations and ask for some vari- 
ation. 


reported 


An unexpected by-product 0! 
the decorative paint job has been 


an improvement in sales of mer- 


chandise displayed on top of the 
wall shelving. This 
is silhouetted 
colored panels and attracts atten 
tion of all customers. 
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New Rubberset Brush Line 


o Retail at 20-1.50! 


100% 
PURE BRISTLE! These pure-bristle FRE FLO® brushes at 


“pre-war prices will win you additional sales. 

















Imagine being able to offer a genuine Rubber- 


wl set brush, made the exacting Rubberset way. 
’ at only 20¢ for a I" varnish brush, only $1.50 







PLENTY OF for a 4" wall brush! 
FULL LENGTH 


BRISTLE 


Compare the Fre-Flo line side by side with 






any other brand. Here's the outstanding low- 






















price brush on the market today—value cus- 
tomers appreciate at a glance. 

Round out your brush stocks with this new 
line. You'll attract and please buyers who 
want only a low-cost brush at the moment. . . 
make many a sale you may be missing now. 
Available in both assortments and open stock. 


SMOOTH 
PAINTING FAMOUS 
RUBBERSET NAME 
ON EACH HANDLE 
BRILLIANT 
DOUBLE-DIPPED 
BLUE AND YELLOW 


Put these fast-selling 
assortments to work for you. 


#50 assortment #10 assortment 
i sae HANDLE 
5—3%" 12—1\%" 
10—4" 122" 

a re $17.33 a $8.00 

Retail.... 26.00 Retail..... 12.00 Aliso see Rubberset “Profit 














ae on a Partners” deal on page 165. 
RUBBERSET ; 
BRUSHES aan LENGTH | THICK- | YOUR | ReTaiL 
; ”" WIDTH OUT NESS ieee dent (each) 
10 line " 146" 5/16" | $1.60 20 
(varnish 1," 114," 5/16" | 2.00 25¢ 
brushes) 2" 146" 5/16" 2.80 35¢ 
50 line 3" 2%" %" | 8.00 $1.00 
(wall 3%" 2%" %" | 10.00 1.25 
brushes) 4" 24" y%," | 12.00 | 1.50 
‘ 




















New Rubberset FRE FLO Pure Bristle Brushes 


The Rubberset Company, Haynes Avenue & Lincoln Highway, Newark 5, N. J. 
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Pipe supports two extra levels for display attracting both 
young and old customers to this section. 


Improves (uit, Toy Sales 
With Expanded Displays 


O!d flat tables with graduated glass shelving on ends and 
along the rear give additional space for display. 


Store-Built Fixtures 





A Nebraska firm, needing more display space, created 
it by revamping store fixtures. Store’s 12-month toy 
department now accounts for 25% of volume 


Many hardware dealers’ ask 


themselves, “How can I obtain 
more display space?” 
them seek to solve this problem 
without acquisition of additional 
display rooms, or expansion of the 
stores they occupy. 

H. D. Christoffersen and W. H. 
Grant, partners in Uptown Hard- 
ware at 4922 Dodge St. in Omaha, 
Neb., could not obtain adjoining 
stores nor expand their display 


168 


Some o/: 


room by an extension. The only 
solution was to revamp their wall 
and aisle displays. 

Extensive, yet simple changes, 
enabled them to increase their dis- 
play areas. That project gave them 
room for 52-week toy display and 
enlarged facilities for 12-month 
giftwares showings. Toys now ac- 
count—thanks to expanded dis- 
plays——for 25 pct of the firm’s 


annual sales volume. Gifts for 


adults have also taken a substan- 


tial upward curve. 


Toys make profits on their own, 


but they are in addition the means 
for greatly increasing store traffic. 

Uptown Hardware now does con- 
siderable gift and toy volume with 
all members of many families. It 
is, in effect, a family gift-shopping 
center. 

Fixture changes enabled the 
firm to add a wider variety of 
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NEW DISPLAYER AND CUTTING RACK 
HELPS BUILD SALES OF... 


Pennvernon Window Glass 


HEN you set up this new Pennvernon dis- 
we ens, with an upright cutter in your re- 
tail show room, you're all set to benefit two 
ways! First, it’s a great saver: It saves the time 
and steps you ordinarily need to go to the back 
room or the basement to cut window glass to 
a customer’s measurements as well as saving 
plenty of space in your store room. Second, it 
brings your Pennvernon Window Glass right 
out in the store where the customer can’t help 
seeing it and being reminded that he needs a 
new pane of window glass to fix that broken 
window in his home. 

Measuring just 4 feet across, the case is pre- 
cision-designed with compartments which hold 
23 sizes of glass in full box quantities. A me- 
chanical glass cutter is mounted on the ledge to 
automatically measure and square glass for 
cutting. You just select a light of glass from 
the basic stock in the displayer and, while the 
customer watches, cut it to the exact size he 
needs. Discarded glass drops down through 
the slot into the large drawer beneath. 

An extra feature of this new displayer and 
cutting rack is the large supply of compart- 
ments for the display of related items like 
putty, paint, glazier’s points and putty knives 
Good for many impulse sales. 

For more information on this displayer and 
cutting rack write to the nearest branch of the 
Pittsburgh Plate Glass Company, or on the 
Pacific Coast to the W. P. Fuller Company or, 
fill out and mail the convenient coupon 


| 
| 
| 


5 


Pratt er eestineRReNS “2 


Pittsburgh Plate Glass Company 
Room 4173, 632 Fort Duquesne Blvd 
Pittsburgh 22, Pa 

Please send me: 


| 
; l 
| | 
| | 
| | 
| [_] Complete information [_] Construction details | 
| on the new Pittsburgh Glass Displayer. There is | 
| no obligation, of course. 
7 
| 
| | 
| | 
| 

| 


Address 


City State 





Panvernon “= Window Glass 


* GLASS - CHEMICALS + BRUSHES + PLASTICS + FIBER GLASS 






PAINTS 
PITTSBURGH PLATE GLASS COMPANY 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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FULL 
SURFACE 


C Pol et yt 1a ee hele) a 


a ted 


you can depend on 


HALF 
SURFACE 





@ Shelby has pledged its repu- 
tation on dependable products 
for over half a century. Shelby 
adjustable-tension Screen Door 
Hinges are made for heavy duty 
service—heavily plated, highest 
quality finish and lacquered for 
maximum rust resistance. They're 
used everywhere! You and your 
customers can depend on Shelby. 


THE SHELBY SPRING HINGE CO. 
SHELBY, OHIO 





SCREEN DOOR HINGES 
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Improve Gift, Toy Sales with Expanded Displays 


(Continued from page 168) 





Additional shelving above the glass-binned ledge permits greater 
display in limited space. 





An eye-catcher and extra display space was attained by building 
the wide canopy with concealed fluorescent lighting. 


housewares, including plastic din- 
nerware. Power mowers, a wider 
range of other lawn and garden 
supplies and more tools and crafts- 
men’s supplies are among the other 
lines for which there is now dis- 
play space. 


Vertical Glass Shelving 


Along the side walls of the store 
vertical glass shelving on wrought 
iron supports is used on either end 
of old flat-topped tables. Gradu- 
ated glass shelving has been in- 
stalled atop the tables. Fluorescent 


lamps have been installed inside 
the ledges at the top of the wall 
units. The tops have been lowered 
1 ft to permit addition of the 
tiered glass shelving. 

Toys are shown on a table-like 
unit pipe above 
plumbing supplies and _ other 
household needs. The toy displays 
may be seen from many angles by 
all entering the store. Fluorescent 
lamps under the table top for toys 


supported on 


illuminate a center level of dis- 
plays supported on plate glass 
shelving above the flat topped 
table. 


HARDWARE AGE, MARCH 18, 1954 





Additi 
added te 
nches a 
recessed 
ighted v 
top ledg 
wheel g 
tools a 
voods. 

Electr 
cial ligh 
traffic in 
The can 
of bulky 
in other 


Iden 


Sport: 
hower | 
departm 
by a sig 
that sec 
upright 
metal b 
to supp 
identify 

Fishi 
base su) 
cated or 
a variet 
adults 4 





A gun 
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plays Additional wall shelving was | 
added to the tool section, a few M 
nches above the flat tables. The * ) e 
at ak tak da the nation’s homes are turning to 
ighted with fluorescent lamps. The a ee 
ose ‘ f -) A 
top ledge is utilized for showing a £ 
wheel goods, kitchen chairs and 
stools and other types of bulky 
goods. 

Electric housewares have a spe- 
cial lighted canopy effect to draw 
traffic into the center of the store. 
The canopy top is used for display 
of bulky items too large for ledges 
in other parts of the store. 


PROVINCIAL » COLONIAL » MODERN » RANCH-TYPE 








TODAY’S FASTEST-SELLING 
AMERICANA CABINET HARDWARE 


“H" HINGE 


with screws 


#318—for %"* 
offset doors 


##319—for flush 
doors 







Identifies Department | 


Sportsmen are reminded of Boom- 
hower Hardware’s sporting goods 
department in Mason City, Iowa, 
by a sign used to display some of 





Dr that section’s merchandise. A tall AMERICANA 
upright on which an attractive 
metal bracket is fastened is used DRAWER PULL 
ss with screws #394 


to support a gun and a large sign 
identifying the department. Me 

Fishing rods are displayed on a | : 
base supported on the upright. Lo- | 
cated on either side of the sign are 
a variety of sports items for both 
adults and youngsters. 






#317—for %*"' 
offset doors 






x ee “Hh y, _ 
an 7 . AMERICANA 
KNOB 


with screws 


















#391 
3 
2. 
££. ’ 
FREE! é 
Display with } ii: Tae 
iside ‘ itd > hg “am ONS 
sia Americana Deal “Se 
ja y 
ered Show your cus- +237 "E 7 LQ 
the tomers you've Tr : 
pd pn — RUBBER ROLLER CATCH 
-like Stand-Up _Dis- oie v. S. Patent No. 2,660,464 
ilen ction— to i j ini in 
bove eer "Star-Brite’” Nickel, ae oe he 
ther eiiitioden, no 5 ae strikes. Bulk packed includ- 
lays 
s by THE MOST POPULAR LINE YOU : 
cent CAN FEATURE... 1S Co 
, h h Cc ss 
= ee ee 
s- } ardware, i ° 
lous "Star Brite" Black. Street ta La Ab tz; N. 
ies A gun from the store's stocks is See 370 Butler : 
ype used to decorate the department : 
° SEND FOR COMPLET i 
. i Sold through wholesalers only 


identifying sign. CATALOG TODAY! 
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woRK CLOTHES 


In search of display ideas that 
make it easier to display and sell? 
On this page is shown how the Hey 


man Hardware Co. in Danbury, This special screen rack is 
Conn., uses simple, inexpensive gim secured to a plattorm by a 
micks to extend its display area pivot. A slight push and the 


perforated panels; to attract cus rack revolves easily on its 
four corner asters making 


tomer attention color; and to 
t easy to show the different 


make it easier to sell from-——a re 


S¢ reening. 


volving screen rack. 


Houseware ind gifts are displayed ina 


ove Na 


on step-ups and tables. The 
outer trim of the alcoves is lemon yel ( 
but each has a different color interior 
deep blue, raspberry, brown, to contrast 
with the merchandise and to lead the eye 


through the entire department 
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“GOLD SEAL ENE 
_ ent SS 
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aan ma casemate muss vow wes 
roles vou me oan ast atne 





INSTALL GOLD SEAL TILES YOURSELF 
AND SAVE AS MUCH AS A! 








inte ieyaisfeis ale 
mye ia joie sd ae Cee 





See how easy it is to display and sell 24 patterns of 
resilient tile in only 5 square feet of floor space! 
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7,045 


successful dealers 
can only be 


RIGHT! 


7,045 Gold Seal dealers have taken advantage of the 
“Do-It-Yourself” market to increase 
profits. And they did it the easy way ... with the Gold 
Seal Tile-O-Matic! Just take Bill Levy, of Louisville, for 
example. Since the first day Bill lined his Gold Seal resili 


tremendous new 


ent tile up front on the Tile-O-Matic ... he’s averaged 


300 square feet of Gold Seal sales a day ... and at full 
mark-up! $3,500 in Gold Seal sales the first 45 days con 
vinced Bill he had an amazing, powerful sales aid in the 


Gold Seal Tile-O-Matic! 


You can do the same terrific job in the “Do-It-Yourself” 


market with the help of this smart-looking, self-service 
unit that stocks, displays and sells Gold Seal Linoleum 
Tile, Gold Seal VinylTile, Gold Seal Vinylbest Tile, 
Gold Seal Rubber Tile and Gold Seal Asphale Tile 






MAIL THIS COUPON NOW TO 
LEARN WHAT THE GOLD SEAL TILE-O-MATIC 
CAN DO FOR YOU 





Congoleum-Nairn Inc. 
Customer Service Dept 
Kearny, N. J 


1 am interested inthe Tile-O-Matic. Please send details 
Name 

Store 

Address 


City Zone No State 


GOLD SEAL 


FLOORS AND WALLS 








~~ 
X —g/ 
\ CONGOLEUM.-NAIRN Inc., Kearny, N.J.©1954 





“ALUMALOY”’ 

. Screen 
Door 
Braces. 


PROFIT- 
MAKING 
SIZES! 


“Alumaloy” turnbuckle body 
won't rust or corrode, galvan- 
ized rod will do the job. Two 
screws provided with each 
brace. 42” regular available 
mounted on attractive mer- 
chandising card. Packed one 
doz. per box; 1, 2, and 
gross in shipping carton. Order 
now for spring business. 


21” REGULAR - - THD. DIA. 5/32” 
42" REGULAR - - THD. DIA. 5/32” 
42" HEAVY DUTY - THD. DIA. 7/32" 


TURNBUCKLES, INC. 


BOX 333, MICHIGAN CITY, INDIANA 
FACTORY. GRAND BEACH, MICHIGAN 
ONE GOOD TURN(BUCKLE) DESERVES ANOTHER 











174 


10% of Sales in Fireplace Equipment 


- 


(Continued from page 160) 


throughout the year. Space allow- 
ance is greatly increased during 
the big selling months in the fall 
and winter. 

The same general policy applies 
to newspaper advertising. The store 
mentions fireplace equipment in all 
ads, even if only a line or so, but 
during the fall and winter some 
ads are run exclusively on fireplace 
supplies. 

Equipment is price tagged so cus- 
tomers can make selections as they 
view the floor display. 


The store maintains a large in- 
ventory of fireplace equipment. 
Robert Yeakel, in charge of the de- 
partment, points out that this is 
an advantage as immediate de- 
livery can be made so that cus- 
tomers do not have to wait after 
they have selected the merchandise 
wanted. 

The store also concentrates pur- 
chasing with one supplier. Its vol- 
ume bulks up and makes possible 
buying on a scale so the store can 
be competitive on prices. 


Front-of-Store Platforms for Seasonal Goods 


Most of the year the Harris Ace 
Store in Beloit, Wis., has several 
low platform displays near the front 
door to feature seasonal goods. 

Merle Kyle, manager of the store, 
has low displays in the front sec- 
tion for feature displays and also 


Mr. Kyle finds that use of the low 

platforms helps pull visitors to the 

rear of the store displays which are 

set on higher level display units. “T 
In the pre-Christmas season the 

platforms are raised to 2% ft. 

above the floor by use of wooden 


to permit easy vision of rear-of-the- horses to display toys. When used 
store departments for all entering for these they are equipped with 
the showroom. The units are par- step-up shelving. K 
ticularly adaptable to mass displays. As many as three of these units . 
Platform displays feature lawn are used at a time in the store. \s 
and garden goods in the spring, Small platforms are 3x10 ft., the x 
wheel goods in the spring, summer larger unit being 4x12 ft. All plat- 
and early fall. forms are 4 in. high. 
Wheel goods for children of all ages are easily examined on this 
platform unit. : 
Full-pag 
magazir 
neighbo 
amet 
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THE MOST POWERFUL 
ADVERTISING CAMPAIGN 


EVER PUT BEHIND A 


WINDOW SCREEN! _ 


Columbia-matic 


TENSION SCREENS 


34,950,000 reader impressions 
this Spring! 
Full-page, and half-page ads in these top national 
magazines will reach the best customers in your own 
neighborhood. 


PLUS continued advertising 
to architects and builders 


Month-after-month advertising in the top architectural 
and building magazines. 


THE COLUMBIA MILLS, INC. 
Syracuse 2, New York 
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This small, self-demonstrating Columbia- 
matic display model ts like having an extra 
salesman. Your customers can see for 
themselves how Columbia's patented auto 
matic tension assures a snug, sag-free fit 
how easily Columbia-matics are to put up 
and take down. 


Y our CUSTOMERS already look to you for their screen- 
ing. Now, Columbia helps you trade them up to full- 
profit screen sales with the most powerful advertising 
campaign ever put behind a window screen. Columbia 
helps you build a packaged screen business that gives 
you a profit in dollars instead of pennies. 

Frameless Columbia-matic Tension Screens require 
little store space . . . no costly out-of-store service . . . 
no window-measuring . . . no installation work. Your 
customers do it themselves.’ 

Convenient factory branches provide prompt de- 
livery on regular and special-order Columbia-matic 
screen sizes. You stock only the sizes most generally 
needed in your area. ' 


There’s still time to cash-in this Spring 
Get in on this new, profitable screen business. Mail the 
coupon for details, today. 


Columbia Mills, Inc., Dept. HA-3 

Syracuse 2, N. Y. 

Please send me complete information on Columbia-matic Tension 
Screens, and the big Spring Advertising Program. 


Name 


Store Name 





Street 








City 











Wheel Goods 


Year ‘Round Promotion Triples Sales 


California dealer finds wheel goods sell when 
schools close in May-June. The bigger volume 
enables store to make favorable off-season buys 


If you want to increase wheel 
goods sales outside the Christmas 
season and get yourself in a posi- 
tion for better buying, here is an 
idea from Lovelady Hardware Co., 


in Torrence, Calif., that can be 


used right after the holidays. 


Wheel 
tripled for this store by maintain- 


goods volume has. been 


ing a wheel goods display in the 


center window throughout the 
year. 
The perpetual, 


window display, kept wheel goods 


same-position 








before customers, especially the 
youngsters, and resulted in a see 
ond selling season. 

This second big season comes 
in May and June, when schools 
close for summer vacation. Parent 
are interested in wheel goods then 
in lining up their children’s sum 
mer outdoor equipment. 

Gift buying in wheel goods goe 
on throughout the year. 

The store’s wheel goods volume 
breaks up into 60 pet during the 


(Continued on page 179) 


Window display that 
tripled wheel goods vol- 
ume for California dealer 
checked by Vern T. Love 
lady, head of the depart 


ment 
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Clean, precision- 
formed, 
free-running 
threads save time, 


y) hold tight. 
















Close-tolerance 
nut-to-bolt fit. 





—s 


5s 


‘ # se a r — 
se G ¥ : : 
> pa eee F Fee RD 
BOLTS and NUTS 


High tensile There’s a big difference in bolts. You can count ona 


steel for good tight fastening with long-pull holding power if you 
greater specify Sheffield Bolts and Nuts. Here’s why: 

strength 

and holding Sheffield’s Statistical Quality Control governs every 
power. step of manufacture, beginning with the making of the 


special analysis Sheffield bolt steel. Inspection data is 
recorded at each stage. This data is analyzed by statis- 
tical methods similar to those used in aircraft produc- 
tion. Constant control of quality is assured beyond 


Tough, precision- 
a doubt. 


shaped heads defy 
mutilation and 


wrench slippage. Sheffield is ready to make fast delivery of your bolt 


and nut needs—in thousands of standard types and sizes, 
or specialized fasteners made to your specific needs. 
We’|l save you valuable time. Get in touch with us now. 






Sheffield-Made and 
Quality-Controlled 
Gently Bola fom Furnace to 
Nuts Since 1888. Finished Product 








SHEFFIELD 








Fame 
STEEL Ei 
CORPORATION % 
HOUSTON KANSAS CITY — 
TULSA 
Yes, Pt hd 
Clary OF ARMCO sTEEL corror* 
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— You 
= can’t beat 
The Cheney My 
Sales Maker —@ 
Deal 


8 Wo. 938 hammers, 16 o7. 

2 We. 937 hammers, 20 07. 

2 We, 944 hammers, 18 07. 

1 We. 938 hammer, 16 07. for 
use with display—at half price. 

1 Seales Moker display — 

free. Plus, the new Cheney 

Nail Chart. 

Hammers available in either 

bell or octagon face. 


Place your order now 











Sales 
JOHN H. GRAHAM 
& CO.,INC 
105 Duane Street 
New York 6, N.Y 


SANFORD BROTHERS 


Chattanooga, Tenn 





















































CORP. 





Geerae Pacts. w. 





























Sidewalk Sale Attracts Customers 


You have to get customers into 
the retail business district to make 
sales, and that is the reason mer- 
chants get together and put on 
special promotions on a community- 
wide basis. 

Such a promotion was a one-day 
Sidewalk Sale in St. Charles, IIL, 
last fall put on by 44 merchants, 
including two hardware dealers, 
under the organization of the 


Chamber of Commerce. 

Merchants set up shop for the 
day on the sidewalk in front of 
They and their sales 


their stores. 


people put on special costumes and 
began hawking their wares. 

Specials were offered, but lots 
goods went at regular prices. 

One hardware dealer reported 
sales of $1,200 for the day. 

A. H. Borman & Co. moved a 
regular 12-ft step-up display unit 
from its hardware store, and 
stocked it with housewares, hand 
tools, garden supplies and gifts. 

Mr. Borman put on a stovepipe 
hat and long black coat. His son, 
Lee Borman, wore a derby hat and 
black vest They had to restock the 





Plank shelving under scaffolding enables hardware dealer to par 
ticipate in sale although store front was being remodeled. 





Customers inspect merchandise displayed on step-up island on side- 
walk in front of A. H. Borman & Co.'s hardware store. 
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display unit many times from store 
inventory. 

The sale day came at a time 
when Wilfrid and Ray Essig, own- 
ers of Essig Hardware, were re- 
modeling their store front. They 
got into the spirit of the occasion 
and erected some plank shelving 
under the iron scaffolding. Essig 
Hardware put electric housewares, 
gifts, housewares and garden sup- 
plies on display. 

The Sidewalk Sale, second an- 
nual affair of this kind in St. 
Charles, was advertised throughout 
the trade area with radio announce- 
ments and a special tabloid edition 
of the county newspaper. 

William Green, Chamber of Com- 
merce secretary who originated the 
idea, reported merchants got from 
five to ten times more traffic than 
they normally do inside their stores. 

A better customer-dealer_ rela- 
tionship is fostered also, he points 
out. Store owners are out selling, 
nut sitting back in their offices, and 
the peculiar dress leads to lots of 
kidding and informal chatter. 


Year Round Promotion 
Triples Sales 


(Continued from page 176) 


Christmas holidays, and 40 pet in 
the May-June post-school season 
plus year ‘round gift buying. 

An interesting by-product of the 
wheel goods display is the stimu- 
lation it has given to the sale of 
toys, especially roller skates, 
throughout the year. 

The store’s buying position also 
was strengthened by establishing 
wheel goods on a year ’round basis, 
Vern T. Lovelady, in charge of the 
department, pointed out. 

3uying now is done three times 
a year: during the May and June 
toy shows; two or three months 
later when suppliers sell out over- 
stocked items, and for fill-ins dur- 
ing the holiday season. 

“We can capitalize on good pur- 
chases of items on which suppliers 
are overstocked,” Mr. Lovelady 
said. 

The window display is a two-tier 
step-up unit, 17-ft long, 24 in. 
wide, with a 12 in. riser. The unit 
is in sections, 814 ft long, for easy 
handling. 

The unit is cleaned up, and cov- 
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fast, easy-boring 
electric-drill bits 


by Greenlee 





Specially designed for use in 
portable electric drills, 
these new GREENLEE 

tools meet the big need 
for bits that will bore accurately 
and stand up under today's faster 
building methods. All around you 
there's a mighty big market for GREENLEE 
Electric-Drill Bits — professional car- 
penters, construction workers, farmers, 

home craftsmen. And when you sell 
GREENLEE you know you're selling 
sure satisfaction. For these new 

| bits are of highest quality . . . com- 
| pletely heat-treated for extra strength 





. . . Shanks accurately machined 

for precise alignment of the 

tool . . . fine-quality steel. To get 
| your share of the new electric-drill bit 
market, get GREENLEE. See your 
| wholesaler or write us for 
complete facts. 


GREENLEE 








GREENLEE TOOL CO. 
1803 Herbert Ave., Rockford, Illinois 































































New GREENLEE line of 
electric-drill bits includes 
Nos, 56-PT and 53-PT 
Solid-Center Electric- 
Drill Bits, No. 64-PT Ship- 
Auger Electric-Drill Bit, 
and No. 28-PT Single- 
Twist Electric-Drill Bit... 
all in wide size ranges. 





















Desmond-Simplex 
utility vises have 
all these features 





There's only one vise line 
that gives you these top-quality 
selling features in every vise 


in the line: 





steel channel slide 


enclosed screw 


cut-off tool 
pipe jaws 


one-piece no-pinch handle 





Jaw widths: 3”, 31/,”, 4”, 5” 
for various needs of shop, farm, 
garage, school, or home. 
On top of all this, 
Desmond gives 

you replaceable 
hardened steel 


pipe jaw inserts 





in the two large sizes. 


LEADING HARDWARE DEALERS PROMOTE EXTRA VALUES IN 


Desmond-Simplex 


THE DESMOND-STEPHAN MFG. CO., URBANA, OHIO 


| shoulder-fit jaw inserts 


Use handy coupon to obtain facts 
on the new Desmond-Simplex 


Vise Display Deal. 


THE DESMOND-STEPHAN MFG. CO., URBANA, OHIO | 
Name a ee a a eS : 
Firm_ ; : 7 ; — | 


es — — 


| Please send me full details on the new Vise Display Deal. 


ered with fresh decorative pape 
several times a year. 

Best sellers are wagons, scoot 
ers, tricycles, fire trucks, tracto) 
and autos. Best selling prices ar: 
in the $14.95 to $29.95 range. 

The store is owned and operated 
by T. S. Lovelady and his sons 
Vern, Wayne, Norman and Ronald 


Urges Stocking Chest 
And Upright Freezers 

Hardware dealers wanting to in- 
crease their profits in sale of home 
freezers in 1954 should sell both 
chest and upright units. 

That’s the advice of John F. Mc- 
Daniel, _vice-president-marketing, 
Hotpoint Co., after analysis of a 
1953 home freezer owner survey. 

He reported that: 39 pct had 
purchased a 10.5 cubic foot freezer; 
36 pct had bought 15 cubic foot 
units and 89 pct owned a chest type 
freezer. Ninety-three per cent of 
the owners said their freezers saved 
them money; 36 pct said they liked 
the quantity and variety of foods 
they could store. 

The survey noted that 58 pct of 
the purchasers gave consideration 
in 1953 to the purchase of an up- 
right freezer, compared with but 
25 pet in 1952. Mr. McDaniel said 


(Continued on page 182) 





HARDWARE HUMOR 








Hardware Age, 1954 
‘Now here's the perfect hammer for 
amateur carpenters. It's offset 
miss the thumb." 
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"<1 Snow Melting keeps | i eae 
business ‘‘on the go” ~ saree 


Many progressive businesses make theirown weather _ houses and factories . . . snow melting keeps business 
as far as controlling the all-winter accessibility of | “on the go.” 
their properties is concerned. For thousands of snow 
and ice removal systems now assure “business as 
usual,” to the foresighted, by preventing interrup- 
tions in the flow of commerce once caused by sudden 
and heavy snows and surface icing conditions. 


Steel Pipe of course, is the preferred heat trans- 
mission medium for commercial, industrial and 
domestic snow melting systems. The combination of 
advantages that has made it the stand-by of industry 
for heating, plumbing, fire sprinkler systems, power, 


Yes, steel pipe snow and ice melting systems do steam and air transmission, for more than 60 years, 
eliminate winter weather transportation delays on also makes it ideal for the panels, coils and runs of 
driveways and sidewalks, ramps, shipping docks and snow melting systems. 
approaches, parking areas, garage and service aprons, 
and even private spurs and tracks. So in every busi- As ever, for snow melting as for other uses, stee/ 
ness where snow and ice are unfavorable factors... pipe is first choice . . . the most widely used pipe in 
from service stations and supermarkets to ware- the world. 





Send for new, free 32 page color booklet "Steel Pipe Snow Melting and Ice Removal Systems.” 


woe Sheah BiNe COMMITTEE ON STEEL PIPE RESEARCH 


Age, 1954 AMERICAN IRON AND STEEL INSTITUTE 


seg NS TS Uaice 350 Fifth Avenue, New York 1, N.Y. 


set 
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MASTERLITES 
WITH SEALED BEAM LAMPS 


\ 


Flashing MASTERLITE 


... With tilting Sealed-Beam 
Spot Light and Top Flash- 
er. Light either bulb.. $ 95 


singly or together! ListPrice 
(Less Battery) 









No. 740 





No. 730 


“TILT-BEAM"’ MASTERLITE 

ListPrice Same as No. 740 Flashing Mas- 

$9750 tercite — but with bright flood- 
light instead of Red Flasher. 


(Less Battery) Finest all-around Sports light!! 
Slightly higher in the West 


A GREAT MARKET! — Every Sportsman, Motorist, 


Vacationist, Camper — Everyone who plays or 
AS ADVERTISED i) works outdoors — wants one of the Brilliant new 
LIERS' EMPIRE “TILT-BEAM” MASTERLITES ... with 
col 
Magazine 















Sealed Beam Lamps!! 
TERRIFIC RETAIL VALUES! — Handsomest designs ever 
offered — finished in striking 2-Tone colored 
enamel. Sealed Beam silvered reflectors are 
always clean and bright like new. ‘“‘TILT-BEAM” 
Spotlight pivots up and down in wide arc—STAYS 
PUT at many angles. Brilliant red top flasher on 
Flashing MASTERLITE (No. 740) signals warn- 
ing on highway. Two Handles — side and black 
plastic bail. Operate on standard 6-volt Lantern 
battery. 
GENEROUS PROFIT MARGINS— EMPIRE “TILT-BEAM” 
MASTERLITES give you highly attractive mark- 
ups at prices that assure fast turnover. No other 
Lanterns offer so many great features at such at- 
tractive prices! 
ORDER NOW! — and be ready to feature these na- 
tionally advertised Lanterns during the big sell- 
ing season coming up! ! 



























Pivot-Lite Travelite 


$4.75 








al other 
“National 
publications 







THE METAL WARE CORPORATION 


TWO RIVERS WISCONSIN 
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that carrying both chest and up- 
right freezers, when so many of 
the chest type buyers did consider 
an upright freezer, will result in 
more sales instead of the loss of a 
sale. 

Hardware dealers were among 
several types of retail outlets 
reporting sales increases in 1953 
as the result of more aggres- 
sive selling methods. More in-store 
demonstrations were suggested as 
a good means of selling more freez- 
ers. Dealers were also urged to 
make more home calls. 

Word of mouth advertising still 
is an important factor in recom- 
mending the purchase of a food 
freezer. 

Of the 61 pct of the owners 
recommending a freezer to friends 
or relatives, 18 pct actually re- 
sulted in sales. 

One important trend 
should note is the change of freez- 
er locations. Basement preference 
showed a 12 pct decline. Building 
of more ranch type homes and in- 
expensive homes with no basement 
plus sales of packaged appliances 
to local builders were responsible 
for this. 

Dealers were urged by Mr. Mc- 
Daniel to look further into the sal- 
ability of packaged appliances to 
builders. 


dealers 


Another impertant factor which 
dealers should consider is that the 
modern home buyer demands a mod- 
ern kitchen placing appliances, in- 
cluding food freezers, within easy 
accessibility. 


Features Fast Sellers 


How did you determine the num- 
ber of sizes of window glass for 
your store stock? 

J. L. Stuhlman of Stuhlman 
Hardware Co. in St. Paul, Minn., 
did it by studying the sizes his 
customers want. He also checked 
with wholesalers and leading chain 
stores in his area as to the sizes 
they sold most frequently. 

Mr. Stuhlman’s study enabled 
him to reduce the number of sizes 
stocked from 115 to 55. This re- 
sulted in reduction of his stock and 
the making of more display space 
for other merchandise shown near 
the glass racks. 
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and up- | Compact Display 
any of 
consider Attracts Anglers 
esult in In a bid for more related sales in 
oss of a fishing equipment, Irwin Jensen of 
the Madrid (la.) Hardware Co. 
among has his fishing rod display and 
outlets | canned fish bait atop a glass case 
in 1953 for reels and other high-priced 
aggres- angler’s items. Bait and equipment 
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Booklets on catfishing were dis- 
played with the rods and bait, in 
line with the “tell them and sell 
them” idea. 
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HARDWARE HUMOR 


© Hardware Age, 1954 


“But, Boss, you said to put the 
lawn chairs outside where people 
could see them.” 
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j HERE ARE THE FACTS 


1. One Man in 20 owns a Clinton 
Engine. 

2. 1600 Men in every 28000 Families 
own Clinton Engines. 

3. The average gasoline Engine 
requires $10 in Parts and Service 
per year. 

4, This does not include Over-The- 
Counter Sale of Gasoline Engines. 

5. This does not include Chainsaw 
and Outboard Sales. 


rit, 9det chi ™ 


11 MODELS OF QUICK STARTING 
CLINTON GASOLINE ENGINES 


Tremendous replacement 
and over-the-counter mar- 
ket. Range from 1 to 9 h.p. 
Clinton Engines—the heart 
of more than 800 models of 
gasoline powered equip- 
ment. Local dealer support 
—including sensational 
merchandising display. 





2 GREAT MODELS OF QUICK STARTING 
CLINTON CHAINSAWS 


Big profits. Unbeatable demonstration 

plan. Fast cutting—easy handling—lowest 

cost chainsaws. 14- to 42- 

ar, \ inch single cut capacities. 

84 = We help you witha selling 
ye local dealer promotion. 

, STARTING AT 

. rm 


$71950 





PLUS THE NEW, HISTORY MAKING 
CLINTON 
OUTBOARDS 


First new outboard of the 
jet age. Mass sales. Light- 
weight. Powerful. Air- 
cooled Clinton Engine. 
Exciting local dealer pro- 
motion. 

PRICES START AT i 





Be The First In Your 

Area To Become A 

Clinton Dealer On 
The Road To 
1600 Soles 


CLINTON MACHINE CO. 


Dept. 3-C 
Maquoketa, lowa or Clinton, Michigan 
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Letters from readers 


What Dealers Think About Packages 


Self-Service Washers 
Dear Editor: 

You should take over a one-man 
hardware store some day for a dif- 
ferent experience. There you'd have 
to be buyer, seller, cashier, etc. 

Additional help from manufac- 
turers to take the many 
petty sales we all get would help a 
lot. In recent years, factories have 
put out self-service assortments 
that pretty well take care of the 
stove bolt and wood screw calls we 
get. 

But I wish some plumbing house 
would put out an assortment to take 
care of those washers for a swing 
faucet or a leaky trap. There are 
some, but these are either too large 
and complicated or don’t cover the 
ground. 

More help to take care of those 
numerous 5¢ and 10¢ sales would 
enable us to put more attention to 
larger items. 

Thank you for your interest in 
our welfare. 


care of 


Yours very truly, 
Harry Yavner 
Mayo’s, Inc. 
149 Green St. 
Jamaica Plain, Mass. 


More Decimal Packaging 
Dear Editor: 

I have just finished reading your 
article “Price Problems” in the 
Feb. 4, 1954, issue and found all 
you very true. 
there is one more vitally important 
idea that was overlooked—that of 
the simple idea of packaging by 
units of 10’s instead of dozens. 


said is However, 


Look how much easier it is for 
retailers to figure the cost of mer- 
chandise. Much more simple for 
office clerks, than to figure exten- 
sions on 5/6 doz. or 4% or 1/3 doz., 
etc. As for inventory computing 
both in the 
how simple: X number of units at 
Y cents each. Not, “well, let me see, 
how many dozen does X units make; 
times Y dollars per dozen or gross, 


etc.” 


store and warehouse, 


It’s absolutely ridiculous—preci 
ous minutes wasted in figuring 
when it merely means, sometimes, a 
mere move of a point to the left 
Somewhere [ read that at a manu- 
facturers convention, 80 pct of the 
manufacturers agreed that decima! 
packaging the unit of 
packaging and pricing, but not one 
of the hard lines have taken this 
step. 


was best 


Let me quote you a definite in- 
dustry which is all for this idea 
that is the electrical industry. | 
don’t know how long they 
been packing as such, but in any 
event it is very satisfactory be- 


cause they have never returned to | 


the dozen packaging. 

I could go on and on indefinitely 
telling of its merits, so I better quit 
while I’m ahead. 

In closing let me say this: If the 
manufacturer says it’s impossible, 
tell him that “that was said about 
self-service in all lines of selling.” 
To date, if your store is not self- 
service, your expense is terrific. 

In brief, it means we must pay 
for time, not the actual labor in- 
volved; therefore the least time in- 
volved to do a job is money saved, 
and money saved is extra money 
earned. 

Sincerely, 
M. G. Zahariades 
Elm Hardware Co. 
72 Elm St. 


West Haven, Conn. 


Where to Price? 
Dear Editor: 

Just like to back up the editorial 
(pp. 7 and 8, Feb. 4, 1954) on man- 
ufacturers making more attractive 
packages and making some sort of 
price marking area. I am one of 
those little hardware dealers whose 
pet peeve is to open a package of 
merchandise and to find that no 
where on it is a place to put the 
price where it can be easily seen. 
This to me is one of the biggest 
should 


things manufacturers look 
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into. It will 
them, I know! 
Yours very truly, 

B. Yates McConnell 
McConnell’s Home and Garden 
Supply 
516 Wappoo Drive 
Charleston 43, S. C. 


Constructive, Timely 
Dear Editor: 

Your editorial on pages 7 and 8 
of the Feb. 4 issue of HARDWARE 
AGE is most timely and construc- 
tive. 

| agree with everything you say 
and hope a great many manufac- 
turers will heed your instructions. 

Please follow up with more of the 
same. 

Yours very truly, 
Gene Beecher 
Beecher Hardware 
13909 Cedar Road 
Cleveland 18, Ohio. 


Other reader mail— 


40 Yours of ardwore 
Dear Editor: 

I would like to obtain a copy of 
Saunders Norvell’s book, “Forty 
Years of Hardware.” Can you tell 
me how I can get a copy? 

Yours truly, 
W. A. Schrad: 
Clemson Bros., Inc. 
Middletown, N. Y. 

Editor’s Note: Mr. Norvell’s book 
has been out of print for some time, 
but perhaps some reader has a copy 
which he would be willing to dis- 
pose of. Mr. Schrade would be very 
much interested in hearing from 
readers having a copy of the book. 


Cutting Backward? 
Dear Editor: 

Hey, isn’t the power mower in 
the cartoon on page 119 of the Jan. 
21 issue cutting backwards? 

Yours truly, 
Pepke Lumber & Fuel Co. 
Detroit, Mich. 


Editor’s Note: 
readers 


Many sharp-eyed 
spotted the boner in the 
Cartoonist Boserman has 
been told to stand in the corner. 


cartoon. 
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SEND IN THIS 
COUPON NOW 


“The Grass Always Looks 
| Greener In A Dixie Yard!” 





















SEE YOUR JOBBER TODAY OR WRITE US 
DIRECT FOR CATALOG, PRICES, COMPLETE 
INFORMATION! 








DIXIE POWER MOWERS 

SOUTHLAND MOWER COMPANY, INC. 

SELMA, ALABAMA 

Please send me complete details on how to make more 
trouble-free sales with Dixie Mowers. 


en —— — 
FIRM NAME — ‘ = 


ADDRESS sine — " a 
city 





185 

















IT’S HERE! 


AMAZING NEW 


COPROX 


FORMULA 


WET WALLS 


AND 


CELLARS 





COPROX has dene it! Never before 
has there been a waterproof compound 
that could be applied without first 
wetting the area to be waterproofed. 


* EXTRA SALES FEATURES* 
With new SUPER Self-Curing COPROX, 
all you do is add water to the handy 
self-mixing COPROX pail and you're 
ready to start! It’s as simple as that 
and means savings up to 55% in time 
and labor! 


COPROX DEALERS WILL BE 
BACKED IN 1954 BY 
advertising in national 

consumer and trade magazines 

LIBERAL 50-50 CO-OPERATIVE 

NEWSPAPER ADVERTISING 

SALES AIDS* STREAMERS 

POINT OF SALES DISPLAYS 

PARTICIPATION IN "DO IT YOURSELF 
SHOWS" 

HOME SHOWS, ETC 

RADIO AND TELEVISION SCRIPTS 

SUPER SELF CURING COPROX HAS THREE 
IMPORTANT SALES ADVANTAGES OVER 
OTHER PROTECTIVE MASONRY COATINGS 
1) IT ELIMINATES THE LABORIOUS TASK OF 
WETTING WALLS DOWN BEFORE AND AFTER 
APPLICATION. 

2) GREATER COVERAGE BECAUSE OF THE 
UNIQUE EASE OF APPLICATION. 

3) FREE SELF MIXING BUCKET. A HANDY 
CARRY HOME PACKAGE. 


Write today for complete information, dealer 


and distributor inquiries welcome. 


COPROX INC. 


1270 Avenue of the Americas, 
Rockefeller Center 
New y ork, N. 2 


Canadian Distributor 


Dept. H 1 


Trans-Canada Electrical Appliance Ltd. 


120 Wicksteed Ave., Leaside, Toronto 
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ae mplete detoi 
vhabetical listinas 
1954 
March 
13 2 2 Iw 
Aprii 
6 8 So. Dakota Hardware Show 
11-13 Louisiana Hardware Conve 
11-13 Mississippi Hardware Convent 
11-15 Southern Hardware Conventio 


16-24 Hardware Week irha 
25-27 Florida Hardware Show 
25-27 Georgia Hardware Show 


May 


15-16 Locksmith's Trade Show 


Convention Check List 


s about the conventions listed by dates below seo 


following tt 


Hardware and allied 
trade events up-to- 
date in each issue 
of Hardware Age 








s quick check list. 


June 
17-19 Texas Wholesale Hdwe. Assr 
Texas Hardware Boosters Club 
July 
12-15 Nat 1; Retail Hardware Assr 
August 
4 Housewares Show Western) 


30-31 Walter H. Allen Show 


September 
26-29 National Builders 


Mawe Expositi r 











Housewares 


Industrial 


Assn. in joint convention with the 
Southern Wholesale Hardware 
Assn., April 11-15, at the Roosevelt 
Hotel, New Orleans, La. Secretary, 
AHMA is Arthur L. Faubel, 342 
Madison Ave., New York, New 
York. Managing director, SWHA, 
is T. W. McAllister, 814 Metcalf 
Bldg., Orlando, Fla. 


Hardware Week (irha), April 16-24. 


Sponsored by the National Retail 
Hardware Assn., 964 No. Pennsyl- 
vania St., Indianapolis 4, Ind. Rus- 
sell R. Mueller, managing director. 
Show (Western), Aug. 
1-4, at the Shrine Auditorium, Los 
Angeles, Calif. Sponsored by the 
Los Angeles Trade Fair, Inc., 1151 
South Broadway, Los Angeles 15. 
Supply Convention, May 
17-19, at New York City. Sessions 
at the Waldorf-Astoria Hotel. Con- 
ference Booth Program at Madison 
Square Garden. Sponsored by the 


American Supply and Machinery 
Manufacturers’ Assn., 814 Clark 
Bldg., Pittsburgh 22, R. Kennedy 


16-18 Alabama Hardware Show October 
17-19 Industrial Supply Convent 11-15 National Hardware Show 
. 
National Events 
American Hardware Manufacturers Hanson, general manager; the Na- 


tional Industrial Distributors Assn., 
1900 Arch St., Philadelphia 3, Pa., 
H. R. Rinehart, executive secretary; 
and the Southern Industrial Dis- 
tributors’ Assn., 712 Volunteer 
Bldg., Atlanta, Ga., E. L. Pugh, 
secretary-treasurer. 

Locksmiths’ Convention and Trade 
Show, May 15-16, at the Park Sher- 
aton Hotel, New York, New York. 
Sponsored by Locksmiths’ Conven- 
tion and Trade Show, Inc., Robert 
Rognon, chairman, 110 E. 59th St., 
New York 22, New York. 

National Builders’ Hardware Exposi- 
tion, Sept. 26-29, at the Palmer 
House, Chicago. Sponsored by the 
National Contract Hardware Assn., 
John R. Schoemer, managing di- 
rector, and the American Society 
of Architectural Consultants, W. A. 
Mathewson, executive’ secretary. 
Administrative office of both groups 
at 420 Madison Ave., New York 17, 
i. oo 2 

National Hardware Show, Oct. 11-15, 
at the Navy Pier, Chicago. Spon- 
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another reason why 
you make more profit 


Selling 


DEMPSTER WATER SYSTEMS 


You never heed send 
a customer away, whatever his water supply 
problem may be—there’s a Dempster pump 
to answer it. You need not train sales and 
service personnel on two or three different 
lines because Dempster pumps cover the 
field. You carry a lower inventory of parts 
because many Dempster parts are inter- 
changeable and delivery is prompt from 
8 Dempster branches. All this adds to more 
eldehaiiol ol (-Mme) ol-inelilels 


has 
the highest efficiency, most rugged construc- 
tion and newest design that Dempster’s 75 
years of water supply equipment engineer: 
Tate Molaro Muslelalthiolaliaiale delim ol Mil oM Me acolu 
the simple, sturdy Dempster windmill to the 
latest in deep-well submersibles and multi 
stage jets—Dempster has a better pump for 
every purpose 


write Dempster 
today and get the full details of the valuable 
DEMPSTER DEALER FRANCHISE 


—— wer 
WATER SUPPLY EQUIPMENT 
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DEMPSTER MILL MFG. CO. 


BEATRICE, NEBRASKA 
Branch warehouses ond offices in Omaha, Nebr.; Kansas City, Mo.; Des Moines, ta.; 
Sioux Falls, S. D.; Denver, Colo.; Oklahoma City, Okla.; Amarillo, Tex.; 
San Antonio, Tex. 


a 


TravElectric <==} 


mmm °C '° AC WAVAVAVAY ea 
CURRENT CONVERTERS ee 


for Land...Sea... Air 








JUST PLUG INTO CIGAR LIGHTER ON DASH 


Change 6 or 12 Volt D. C. 
to 110 Voit A. C. - 60 cycle 








Operates Test Equipment, 
All Electric Shavers 


$1195 


SIZE: 2°x2’'x3'°’ 


TravElectric MIDGET in 


Model 6-11160, 60 Cycle, 10-15 Watts 
SCHHCHCHHEHSESEHOOSOCOSEEEOEEEE 


OPERATES 
@ Test Equipment 
@ Turntables 
» © Lights 
@ Short, Long 
Wave Radios 
© Portable 
Phonographs 
@ Electric 
SIZE: 2Y2"'x 22 "'x4Y2 Shavers, etc. 


Travtlectric SENIOR $7595 
Model 6-1160, 60 Cycle, 35-40 Watts List 


S. 


SIZE: 4°x5"'x6" $9495 


2 
TravElectric MASTER ts 


Model 6-51160, 60 Cycle, 40-50 Watts 
COSHH HOHHHSSHHEHHHEHOOOEOEEEOE 


. OPERATES 


® Wire 
SIZE: 4°'x5"'x6" 


Recorders 
TravElectric SUPER °37° 


©@ Amplifiers 
Model 6-71160, 60 Cycle, 60-75 Watts 





OPERATES 
® Curling Irons 
@ Radios 
@ Turntables 
© Small Dictating 
Machines 
® Test Equipment, 
@ Electric Shaver 
® Portable 
Phonographs 





® Soldering Iron 

® Radios 

® Dictating 
Machines 

® Turntables 

© Small Electric 
Drill 

® Electric Shaver 








FULLY GUARANTEED 


See your Jobber or Dealer 
‘Terado COMPANY 


ST. PAUL 14, MINNESOTA 





In Canada Write: Atlas Radio Corp., ltd. 
560 King St. West, Toronto 28, Ont. 
Export Sales Division: Scheel International, Inc. 
4237 N. Lincoln Ave., Chicago 18, Ill. U.S.A. 


Cable Address—Harsheel 
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sored by National Hardware Show, 
Inc., 331 Madison Ave., New York 
17, N. Y. Frank Yeager, director. 


National Housewares and Home Ap- 
pliances Show, July 12-16 at Con- 
vention Hall, Atlantic City, N. J. 
Sponsored by the National House- 
wares Manufacturers Assn., 1140 
Merchandise Mart, Chicago 54. 
A. W. Buddenberg. executive secre- 
tary. 


National Retail Hardware Assn., an- 
nual congress, July 12-15, at the 
Fairmount Hotel, San Francisco. 
Managing director, Russell R. Muel- 
ler 964 No. Pennsylvania St., In- 
dianapolis, Ind. 


Southern Wholesale Hardware Assn. 
in joint convention with the Ameri- 
can Hardware Manufacturers Assn., 
April 11-15 at the Roosevelt Hotel, 
New Orleans, La. Managing direc- 
tor SWHA, is T. W. McAllister, 
814 Metcalf Bldg., Orlando, Fla. 
Secretary, AHMA, is Arthur W. 
Faubel, 342 Madison Ave., New 
York, New York. 


Regional Events 


Allen, Walter H., Co., Inc., annual 
stockholders’ meeting and Merchan- 
dising Show, Aug. 30-31, at the 
Baker Hotel, Dallas, Tex. 


Texas Wholesale Hardware Assn., an- 


nual joint meeting with the Texas 
Hardware Boosters Club, June 17- 


19, at Galveston. Secretary-trea- 


surer, Howard Weddington, 1427 
National City Bank Bldg., Dallas. 
State Events 
Alabama Retail Hardware Assn., con- 


vention and exhibit, May 16-18, at 
The Admiral Semmes Hotel, Mobile. 
Association secretary, Mrs. Euna G. 
Ramsey, 1006 Frank Nelson Bldg., 
Birmingham. 

Florida Retail Hardware Assn., con- 
vention and exhibit, April 25-27, at 
George Washington Hotel, Jackson- 


ville. Executive manager, W. W. 
Howell, P. O. Box 183, Waycross, 
Ga. 


Georgia Retail Hardware Assn., con- 
vention and exhibit, April 25-27, at 
George Washington Hotel, Jackson- 
ville, Fla. Executive manager, W. 
W. Howell, P. O. Box 183, Way- 
cross. 

Louisiana Retail Hardware Assn., 
convention, April 11-13, at the 
Buena Vista Hotel, Biloxi, Miss. 
Secretary, David O. Mansfield, 226 
S. State St., Jackson, Miss. 

Mississippi Retail Hardware Assn. 
convention, April 11-13, at the 
Buena Vista Hotel, Biloxi, Miss. 
Secretary, David O. Mansfield, 226 
S. State St., Jackson, Miss. 

South Dakota Retail Hardware Assn., 
trade show and convention, April 
6-8, at the Coliseum, Sioux Falls. 
Association secretary, O. R. Baily, 
1300 S. Jefferson Ave., Sioux Falls. 


Frying Pan Display Helps Range Sales 











Frying pans are used for wal! decorations in the kitchen range depart- 

ment of Wigdahl Bros. Hardware store in Emmetsburg, lowa. They 

are hung on the plywood wall directly above the ranges. These 
decorations heln the sale of ranges, and of frying pans, too. 
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“motion moves merchandise” 
1x Falls. 


and this continuous, twenty-four 
hour a day action will be the 
center of attraction for your window 


or counter. Portable, battery 





operated (5 weeks on one flashlight 





battery), no fire hazard or 


bother with electrical connections. 





Size 15°" High x 15° Wide x 7°’ Deep 





To back up this sales making promotion 


we've included with this display these 


women TEE LE L | 





FOUR, E16C TWO, E205 ONE, E2H ONE, E24A 
16 OZ. NAIL HAMMERS 20 OZ. RIPPING HATCHET BELT AXE 
This small selection of eight tools will only 
serve your initial demand, but it insures you RETAIL PRICE -..-..-_-__-- --- $31.10 
of a fast turnover on ALL Estwing tools. Tests er rer asain 
also prove that this type display brings in YOUR PROFIT __ $10.37 
customers for all your merchandise. Get EAST OF THE ROCKIES PRICES ; 
/ yours from any leading hardware wholesaler. Ask for display selection No. D-8 
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aq new 





Hardware wholesaler Decatur & Hopkins Co. 
has outgrown the notion that the typical dealer 
sells nails and glass in a gloomy little room. 
Recently this old New England firm put on the first 
region-wide LIFE promotion in hardware history. 

Vice-President Wm. F. Hopkins wrote: “Our 
dealers never had any experience with such a pro- 
motion before. Their enthusiasm and the results 
we felt were amazing!” 

KE. F. Hammond, sales manager, says: “The most 
extensive and complete promotion I have ever seen 

. it established our hardware dealers as head- 
quarters for advertised products.” 

Thus, hardware dealers—like retailers in other 
fields—know that LIFE’s power with its national 
audience works locally. Every week, LIFE is read 
in 11,880,000 households across the nation, and 
reaches half of all U.S. homes with annual incomes 
of $7000 and more !* 


* Figures above are from A Study of the Household A 
LIFE (1952), by Alfred Politz Research, Ince 


PLANNERS of LIFE’s regional promotion: E. F. Ham- 
mond, sales mgr., W. F. Hopkins, v. p., D & H. Co. 
(left and right); C. D. Hogan, LIFE retail representative 
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national ; ' : : s 
opatep OUTDOOR LIFE and home items were stressed in GIFTS got major emphasis at Kindler Hardware, 


, IS rei -* ager me ngs 7 pA 

ar ud this display by G. C. Winter Co., Southbridge, Webster, Mass. Mr. Ernest Kindler says: “More 
jon, and Mass. Says Buyer R. Cantara: “People going by of us should take advantage of these promotions, 
Comes stopped, looked, then came in and bought.” because millions read LIFE.” 








KITCHENWARE was featured by Aubuchon HOBBIES drew buyers at Robinson Hardware, 
Hardware, Willimanset, Mass. Says Mr. Paul Hudson, Mass. Owner Harold Dana says: “Our 
Aubuchon: “We use tie-ins with LIFE whenever store is 79 vears old—add that prestige to the prod- 
. Ham- we can. LIFE ads help us sell hardware.” ucts and LIFE and you know why wesoldsomuch.” 
H. Co. 
itative 
First in circulation 
aN First in audience 


= First with retailers 





9 Rockefeller Plaza, New York 20, N.Y. 
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SELL STAR 
‘MOLYFLEX”” 


High Speed Hacksaw Blades 


ee) 


from 
STAR’S 


= 


Star “Molyflex” makes you four 
times the dollar profit you make on 
regular blades—and gives your cus- 
tomers more than four times the 
cutting efficiency. You'll find Star 
“Molyflex” easier to sell when you 
use the new “Flex-Pak” as a coun- 
ter display. 

Besides being a profit multiplier, 
the “Flex-Pak” works for you other 
ways, too. It’s a balanced stock of 
80 STAR Unbreakable Special 
Flexible (green) and 20 “Moly- 
flex” (copper colored) blades, re- 
duces your inventory, costs nothing 
extra. 

Ask your wholesaler for the 
STAR “Flex-Pak”—for better dis- 
play, balanced stock and bigger 
profits with “Molyflex.” 


Sold Only Through Recognized Distributors 


. - CLEMSON BROS., Inc. 
MIDDLETOWN, N. Y., U.S.A. 

Makers of Hand and Power Hack | 
Saw Blades, Frames, Metal Cutting Band 
Sow Blades and Clemson Lawn Machines. | 


Ps 


Attractive and neat are the sports and model displays. 


Up-Front Displays Push Tackle, Hobby Sales 


sgt <tr, ag 


ire oe 


ee 


Natural 


wood finish backgrounds lend atmosphere. 


soth fishing tackle and juvenile 
hobby items sales and profits have 
been greatly increased by reloca- 
front-of-the-store 


McVicar Hardware in 


tion in a loca- 
tion at 
Seattle. 

Fishing tackle items now gross 
$15,000 annually. Hobby items, 
mostly model airplane kits and ma- 
terials, increase volume by $5,000. 

The side by side location of the 
two departments against a natural 
wood background attracts 
both Access 

departments is pro- 


finish 
traffic for 
to the two 
vided by an opening between two 
show cases. Both sections may be 
seen from the sidewalk through a 
visual-front window. 


sections. 


Little Service Needed 


Grant McVicar, manager and co- 
owner, says that the type of hobby 
items handled require little per- 
sonal service excepting removal 
and replacement in the show case. 
In this connection placing next to 
fishing tackle permits service to 
both departments with little diffi- 
culty. 

Emphasis in the sports section 


is on fishing tackle because Mr. 


acquainted with 
Concen- 


McVicar is well 
this type of merchandise. 
tration on tackle permits the offer- 
ing of a well rounded assortment 


for the firm’s trade. 
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Hardware Ave, 1954 


"We have a short in our 
wiring. Do you have some- 
thing to lengthen it?” 
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Red Shield says: 
SHOW THEM... 


they will sell themselves 





1 with 
oncen- 


offer- 


OOK ...a complete cutting tool department “Tool Pool’s” impulse-buying appeal saves 
for your store. sale time . . . increases your profit on the huge 
Standard’s illuminated ‘Tool Pool” promi- “do-it-yourself” market. 
nently displays drills and drill sets for metal, Exclusive with Standard, ‘‘Tool Pool” measures 
. a7" - a". >" f; —_ ° 
wood, and masonry . . . contains reamers of 27 x 32 x12... fits on any counter. 
various types, taps, dies, tap wrenches, die stock, Ask your hardware wholesaler or write 
and screw extractors. us today. 





STANDARD TOOL (70. 


3950 CHESTER AVENUE CLEVELAND 14, OHIO 





FACTORY BRANCHES IN: NEW YORK @ DETROIT © CHICAGO « DALLAS © SAN FRANCISCO 





THE STANDARD LINE: /wist Drills - Reamers - Taps - Dies - Milling Cutters - End Mills - Hobs - Counterbores - Special Tools 








More and more 
mechanics 


Wrench Replacements 

in ’54 are being 
made with 

the NEW 


TOLEDO) 


a 


TOLEDO 
Heavy-Duty 
Pipe Wrench 


* Unconditionally 
Guaranteed! 


Just introduced 
friends fast! See ’em 
your next job! 

New Toledo Wrenches speed 
the work with easy handling .. . 
instant non-slip grip on pipe .. . 
replaceable jaws with spin-easy 
nut and single spring for quicker, 
easier setting .. . improved handle 
design for increased strength, 
better hand-grip. 6’’ to 48” sizes. 

Unconditionally Guaranteed! If 
wrench housing or hook ever 
breaks or distorts, we will replace 
it Free. Write for new catalog. 
Order through your supply house. 
The Toledo Pipe Threading Ma- 
chine Co., Toledo, Ohio. New 
York Office: 165 Broadway, Room 
1310. 

Rely on the Leader... all the way! 


TOLEDO@ 


PIPE TOOLS ¢ POWER PIPE MACHINES 
© POWER DRIVES 








and making 
try ’em on 
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NEWS and VIEWS 


Reports on Events Affecting the Hardware Business 





(Continued from page 10) 


| Flexible Minimum Wage 


Considered for Stores 
Danger still exists that the re- 
| tailer may lose his minimum wage 
exemption. The U. S. Labor De- 
partment has in mind “flexible” 
| minimums for retail employees. 
Required hourly wages would be 
low, but increase yearly. 

New pressure 
National minimum wage is being 
felt at the Labor Department. A 
conference of state labor officials 
and union officers is urging Labor 
Secretary Mitchell to increase the 
present 75-cent minimum to $1.25 
per hour as soon as possible. 

As a matter of practical poli- 
tics, it is doubtful if Congress will 
act this year to increase the 75- 
cent figure. A number of firms 
cannot afford an increase in these 


for raising the 





times of fewer orders and a re- 
duced sales volume. 

Their only alternative would be 
to lay off employees in order to 
keep payroll costs down. As a re- 
sult, Congress is inclined to omit, 
for the balance of this year, any 
lifting of the present 75-cent 
ceiling. ' 


Iron and Steel Screw 
Imports Under Study 

Acting on the request of the 
U.S. Wood Screw Service Bureau, 
the U. S. Tariff Commission has 
instituted a new investigation of 
imports of iron and steel screws. 

It will begin with an open hear- 
ing, now scheduled to start on 
May 18 in the Commission hearing 
room in Washington. 

A similar’ investigation 
whether screws being 
ported in such quantities as to 
injure domestic industry was 
completed early last year. 

Domestic manufacturers claimed 


into 


are im- 


that a reduction in import duties 
from 25 pct ad valorem to 12 
pct had brought a serious threat 
to home products. Commission 
findings, however, were that there 
was no good basis for recommend- 
ing to the White House that the 
old rate be restored. 


House to Check Union 
Welfare Fund Use 


Recurring that 
labor union officials are playing 
fast and loose with welfare funds 
contributed by the rank and file 
of membership 
thorough airing in the House. 


charges some 


are due for a 

Rep. Sam McConnell (Pa.-Rep.) 
has named chairman of a 
special subcommittee to find out 
if new laws are needed to protect 


been 


and conserve the welfare funds 
for the millions of working men 
and women who are the _ bene- 
ficiaries. 

The subcommittee has _ full 
authority to probe all instances 
brought to its attention of rack- 
eteering, extortion, graft, kick- 


backs, or personal misconduct in 
the handling of welfare funds. 

In line with 
hower’s intention to 
labor matters that are essentiall) 
local in character, the subcommit 


President Ejisen- 


stay out of 


recommend new state 
legislation, rather than Federal 
legislation, as a means of ending 
the welfare 
funds. 


tee may 


dissipation of any 


Dealer Advisory Service 

U. S. Commerce 
hopes to get enough money fron 
Congress to offer an advisory ser 
vice under its Office of Distribu 
tion. That would improve govern 
ment tips for dealers. 


Department 
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AMF DeWalt's 
Factory-to-you Policy 








PSs 





protects your profits! 


When you take on the increasingly popular, high- 
profit AMF De Walt” “Power Shop” line, you're 
assured of select dealership and limited competi- 





rt duties 
1 to 12', 
us threat 
mmission 
hat there 
ommend- 
that the 


on | 


at some 


| 
| 







tion. 
You sell AMF De Walt—a brand known and 
accepted coast-to-coast for over 30 years — pro- 








moted to consumers on nation-wide TV shows 






and in leading magazines to create new traffic for 





your store. 
You deal direct with AMF De Walt—no red 
tape, no middle men. Simplified packaging elim- 






inates extra handling costs. 
SELECT FRANCHISES ARE STILL 
AVAILABLE! Don’t miss out on this big oppor- 





playing 
re funds 
and file 




























for a tunity for protected “do-it-yourself” profits. Mail 
ouse. coupon below today! 
a.-Rep. ) 
in of a 

























find out 
protect 





















> funds 
ng men 
> bene- 
s full 
stances 
f rack- 
, kick- 
luct in 
nds. 
Eisen- ) : 
out of EASY-TO-SELL FEATURES! No extra floor EXPERT FIELD HELP! Factory-trained dem- BIGGEST AD BACKING! Featuring the big- 
ntially space needed—only AMF De Walt builds _onstrators are available to help you in all gest, most complete local promotion ever 
ymmit- into a workbench—radial arm swings out _your local Ss Convincing demon- given any home workshop! Hard-hitting 
state of way when not in use. 12 ‘pond tools in —_strations of “Power Shop” are the best way ads in your own local newspapers and 
1 ‘ ; 1—loaded with sales appeal! to help you get orders. leading national publications. 
edaera 
ending Send this coupon off today! 2 
elfare ee ee 
AMF De Walt, Dept. HA-54-3, Lancaster, Pa. 
| | am interested in the profit advantages of an AMF 
Be Watt tas. Lencaster, Pa. | De Walt “Power Shop” dealership. 
NAME _— 
men EWaLT ! 
from | COMPANY — 
y ser POWER SAWS ™ _ 
stribu- 
IN CANADA: 
bvern De Walt Canada Limited, Guelph, Ontario CITY ZONE___STATE — 
Another product of AMF... better by design 
| 
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WHAT'S NEW 








@ For more information on these products and services 
use free post card on page 199. 


(Continued from page 13) 
It will mix paint in less than 60 
seconds. Other include 
streamline hammer- 
loid finish, and housing that con- 


features 


design, gray 





ceals the vibrationless, Float-A-Coil 
spring mountings. Motor is a !4 hp. 
GE or Westinghouse unit. Guaran- 
teed for two years, mixer comes 
in single and double can models, 
each able to handle any size or type 
of container, from quarter-pint to 
gallon. Miller Mfg. Co. 


For more data circle No. 9 on postcard, p. 199 


Plane Unit 

Six Handyman planes, jack, 
smooth and block, are in the H§6 
Plane Unit offered for Hardware 
Week. Unit consists of two No. 
H1204 smooth planes at $4.19 each, 
one No. H1205 jack plane 
trated) at $4.89, two No. 


(illus- 
H1247 





block planes at $1.59 each, and one 
No. H1220 adjustable block plane 
at $2.19. Planes H1204 and H1205 


196 


feature high grade, full size tem- 
pered fully adjust- 
able; sides and bottoms of castings 
are milled and finely ground. No. 
H1220 with tempered cutter is fully 
No. H1247 is non- 
adjustable. of planes 
have hammered gray lacquer finish; 
bottoms are gray with contrasting 
red trim. Stanley Tools. 


For mere data circle No. 10 on posteard, p. 199 


steel cutters, 


adjustable; 
Lever caps 


Portable Room Heaters 
Here are three new portable elec- 
tric room Models 5440 
(illustrated) and 5400 are three- 
way appliances that serve as fans, 
heaters and air circulators. Mode! 
5400, with 1320-watt heating ele- 
ment, is finished in bronze enamel 
and retails at $21.95. Model 5440, 


heaters. 





with 1650-watt element, is finished 
in green enamel and retails at 
$24.95. Model 5300 has a 1650-watt 
capacity and a_ suggested retail 
price of $19.95. It is a junior ver- 
sion of the fully automatic Model 
5530 that retails for $29.95. Arvin 
Industries, Ine. 


For more data circle No. 11 on postcard, p. 199 


om 
Paint Remover 

Heavy Bodied paint remover is 
non-inflammable, clean and easy to 
use, works fast and will remove 
many coats of paint with one ap- 


plication. It will remove any kind 


of finish, including lacquer, baked 
enamel, house paint, varnish and 
shellac. Remover does not require 
after-wash or neutralizing and does 
not contain any harmful benzol. A 
semi-paste, remover holds a 
edge longer and remains active 
while wet. Klean Strip Co., Inc. 


For more data circle No. 12 on postcard, p. 199 


wet- 


Sprinkling Can 

Gardener Approved Plant Fresh’- 
ner is a sprinkling can with a four- 
way spray head, which 
from horizontal to verticai to spray 


swivels 





wide or narrow. Sturdy, pistol-grip 
handle makes it easy to spray light 
or heavy. Available in small, me- 
dium and large, sprinkler can be 
used for row sprinkling, plant feed- 
ing and weed control. Made of 
rugged steel dipped in molten zinc. 
Nesco, Ine. 


For more data circle No. 13 on postcard, p. 199 


Canister Set 

No. 490 Kanister Set has been 
added to the deluxe line of Pantry 
Partners matched housewares. Set 
consists of four Tu-Tone aluminum 
pieces with close fitting black plas- 





3rite aluminum knobs 
letter identification 
flour, sugar, coffee and tea. Units 


tic covers, 
and raised 
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Beautiful finished 


Fr Saito EXTRUDED MAGNESIUM LEVEL 
eum WITH FIVE NEW FEATURES 


swivels 
to spray 














No slipping,large 
elongated hand holes, 
easy to use with or 
without gloves. 


Shock-proof iarge 
oval vials, no plaster 
to chip. An exclusive 


EXACT feature. Extruded magnesium 


l-beam frame, strongest 
of the light metals. 
Unaffected by heat, 
cold or moisture. 





tol-grip 
iy light 
ll, me- 
can be 
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ade of Elongated screw 
m zinc. _— , —_— =" holes make possible 
"ton the job” vial 
rd, p. 199 replacement or 
— ae | 24 in. : 
ea) — @ =) rape adjustment 
; been 
Pantry —_ 
1s. Set = _ . 
ninum } neon moran Jeun 
¢ plas- 





j — 48 in. 
eae] — w@® < JE viet VIAL ASSEMBLIES: 
SOLD SEPARATELY 
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EXACT LEVEL & TOOL MFG. CO. INC., HIGH BRIDGE, NEW JERSEY 
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WHAT'S NEW 








@ For more information on these products and services 
use free post card on page 199. 


are stain-proof and non-corrosive. 
Tea container has 12 oz. capacity; 
coffee unit, 1%, Ib. capacity; sugar, 
5 Ib.; flour, 5 Ib. Sets are individ- 
ually packaged. Also in line is No 
496 salt and pepper shakers (illus- 
trated left), easily filled and clearly 
marked. Kromex Industries. 


For more data circle No. 14 on postcard, p. 199 


Wrought Iron Legs 

Hi-Style wrought iron 
the do-it-yourself market 
used for beds, couches, coffee and 


legs for 


can be 


end tables. Legs are easy to attach 
with ordinary wood screws. They 
are of 1% in. steel with angle tops 


and extra welded braces, giving 
maximum — strength throughout. 
¢ 














Made by the H.S. Rod Iron Dinette 
Co., New York, legs have rubber 
tips to protect floors. Style No. 1, 
“S” Seroll, and Style No. 5, Light- 
ning, come in 17, 22 and 29 in. 
sizes priced at $8, $9 ana $10, re- 
spectively. Style No. 3, Plain, comes 
in 6, 12, 17, 22 and 29 in. sizes, 
priced at $5, $6, $7, $8 and $9, re- 
spectively. Style No. 7, Queen Anne 
curved legs, comes in 29 in. size, 
$18. Prices are for sets of four legs. 
Mark Minkus. 


For more data circle No. 15 on postcard, p. 199 


Steel Tape 

Here is a King-Size pocket 
white-tape which features *4 in. 
width. Steel tape is 10 ft. long and 
can be extended straight up almost 
its full length, for over-head mea- 
surements. Removable belt chip, 





198 





free with 
Tape has double mark- 


which hooks to belt, is 
each tape. 
ings; edge is 
16ths and is marked off from 1 to 
120 in. First 6 in. are marked off 
in 32nds. Other edge is calibrated 
Black-on- 
marking < 
repeated at inch mark. 
Over-sized hook at zero mark auto- 


one calibrated in 


in feet, inches and 8ths. 
smaller-size foot 
each 


white 


are 


matically recesses for accurate in- 
measurements and 
for outside measurements. Retails 
for $2.39, $2.49 West of Denver, 
complete with utility case, belt clip 
and hook. Evans & Co., Inc. 


For more data circle No. 16 on postcard, p. 199 


side pulls out 


Plastic Pipe 

PressuRated piastic pipe is made 
with pressure ratings of 75, 100 
and 125 Ib. in sizes 4% through 2 in. 
Specified working pressure is same 
in all sizes. Each is guaranteed to 








HARDWARE AGE, 


withstand working 
which it is rated. Special dispenser 
the pipe are 
clearly labeled as to size and pres- 


pressure 


carton for coils of 
stocking, 
Imprinted 
circle can be cut out on reverse side 


sure rating for easier 


handling and selling. 


of package for easy dispensiny 


100-ft. coils of 75 
Ib. PressuRated pipe in ‘0, 34, 1 


Cartons contain 


and 1!'; in. sizes. All sizes are avail- 
half 


able in standard or coils. 
Yardley Plastics Co. 


For more data circle No. 17 on posteard, p. 199 


Meat Grinder 

Grind-O-Mat portable meat grin4d- 
er and food chopper, Model DL350, 
features heavy-duty base with suc 
tion cup feet that grip and hold to 
any smooth, non-porous table sur- 
face, without clamps or screws 
Grinder has large, grooved, remo\ 
able hopper that slopes for forward 


three interchangeable 


drainage; 
cutting 
resistant stainless steel; and hand, 
storage 
cutter. 


discs made of corrosion- 


hold 
Comes in white, red, 


post under base to 


extra 





yellow or coral. Retails for $9.98. 
Extra heavy-duty chrome model, 
No. NK350, with vacuum cup base, 
retails for $12.95. Rival Mfg. Co. 


For more data circle No. 18 on postcard, p. 199 


Submersible Pump 

New series of Submersible Pump 
that operate completely under water 
come in ', 1, 1’, 2 and 3 hp. size 
for wells as deep as 275 ft. to the 
low water level. Capacities are as 
hour. Mot 
is installed with pump deep in w 
and thoroughly 
moisture 


high as 2,950 gal. an 
sealed again 


for increased efficienc 
Balanced pressure system adds to 
life and trouble-free operation of 


(Continued on page 202) 
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Please use this P. O. 
Box Address for Quick 
Check Cards Only 
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CHECK CARD 


AN EXTRA 
HARDWARE AGE SERVICE 


A successful hardware dealer keeps up to date on 
What's New in merchandise. The Quick Check 
Card on the bottom of this page will help you get 
more information on new products described in this 
issue, quickly and easily. HARDWARE AGE brings 
you more new product descriptions than any other 
magazine. The Quick Check Card service will now 
get you all the information you need, quickly. 

















BUSINESS REPLY CARD 


No postage necessary if mailed in the United States 











POSTAGE WILL BE PAID BY 


HARDWARE AGE 


Post Office Box 60 
Village Station 
NEW YORK 14, N. Y. 
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Postcard valid 8 weeks only. After that ~ 
Please send me further information on the WHAT'S NEW items, code numbers 


for which | have circled below. 
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plays, etc., 


in the "What's New" 
HARDWARE AGE than in any other magazine. 


Drop the post card in the mail box. 
quickly receive, free, complete details on the product from the manufac- 
turer. You may circle as many items as you wish. Separate information 


HAA 


| Here is Your Quick Check Card 


What it is... How it works 


Each issue brings you dozens of descriptions of new products, new dis- 
You get more of these in 


columns. 


When you want more free information on any of these products, simply 
mark a circle around the same number on the post card as appears 
under the individual item description. 


No postage is 


will be sent you on each item. 


Be sure to give your full name and address on the post card. Print or type 
| it clearly. We cannot service post cards with incomplete addresses. 
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Box Address for Quick 
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Mn 











| SURE sellers...F AST sellers! 
ANCHOR BRAND 


Chain Repair Link Assortment 


































Now, in one attractive display box, you get 
an assortment of the most popular-sized 
pivot and rivet-type cast malleable iron 
repair links, sought after by farmers, log- 
| gers, riggers, builders for quick, positive 
| chain repair jobs. 
Display Box No. 30 is colorful, compact 
. . takes up little counter space. With it 
you have the double sales appeal of wide 
selection . . . rugged ANCHOR BRAND 
quality. 
Display Box No. 30 assures easy sales, 
quick profits for you. Order a supply from 
your jobber today. 


























Box No. 30 





Display carton contains: 


8 pieces 4” No. 2531 Rivet Links 
9 pieces 44” No. 2531 Rivet Links 
9 pieces %” No. 2530 Pivot Links 
6 pieces 4” No. 2530 Pivot Links 
G pieces 4,” No. 2531 Rivet Links 
6 pieces %,” No. 2530 Rivet Links 



















NORTH & JUDD MFG. CO. 
NEW BRITAIN S| = CONNECTICUT Saine > Godmgis® Gaetan. 


New York * Boston * Philadelphia * Atlanta 
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WHAT'S NEW 











@ For more information on these products and services 
use free post card on page 199. 


pump. Equipped with drain back 
system for supplying air to pres- 
sure tank, any size tank can be 
used with assurance of proper air 
supply. All parts of pump and motor 
are of corrosion resistant metals. 
F’.. E. Myers & Bro. Co. 


For more data circle No. 19 on postcard, p. 199 


Measuring Tape Special 
Royal Ni-Clad steel measuring 

tape will retail at a special low 

price during Hardware Week. With 





standard ring, prices will range 
from $2.69 to $5.39 for 25 to 100 
tt.; with hook ring, prices’ will 
range from $2.79 to $5.49. Known 
as the tape with the all metal line, 
it is rust and corrosion resistant; 
has durable green vinyl case. 
Lufkin Rule Co. 


For more data circle No. 20 on postcard, p. 199 


Folding Table 


Tote-Table now comes in alumi- 
num as well as in _ color-sealed 
Masonite Presdwood top. Folding 
table has top of satin-finish em- 








bossed sheet aluminum in Colonial 
Manor pattern. Light in weight, it 
is easy to carry and can be used in- 
doors or out. Features include auto- 
matic locking device which snaps 
into place to hold table rigid when 
open, nickel-plated steel luggage- 
type corners, smooth edges, and 
Bakelite luggage-type handle. No. 
245 is 24x60 in.; No. 305, 20x60 in., 
and No. 306, 30x7? in. All three 
sizes stand full table height when 
open. Mell-Hoffman Mfg. 


For more data circle No. 21 on postcard, p. 199 


Reel Power Mower 

This 21 in. Excello reel power 
mower has 1.6 hp. Briggs & Strat- 
ton engine and five self-sharpening, 
heat treated crucible steel reel 
blades. Model 521, it has 34 in. steel 
reel shaft with Timken bearings, 
crucible blade steel bed _ knife, 
bronze bearing-equipped jack shaft 
and wheels, finger tip clutch and 
throttle control levers, and all heavy 
gage steel construction. Floating 


Cm 8 oe, 


“a 





tubular steel handle has rubber 
hand grips. Also available is an 18 
in. model, No. 518, with 1.1 hp. 
Briggs & Stratton engine. Heineke 
& Co. 


For more data circle No. 22 on postcard, p. 199 


Paint Brushes 


Line of paint brushes with Chi- 
nese hog bristles includes Carmen. 
Yorktown and Brandywine wall 
brushes, Lexington varnish and 


enamel brushes, Navajo steel bound 
varnish and Diana trim angular 
sash brushes. Ten _ styles, each 
come in a range of sizes. The pure 
Chinese bristle in these brushes is 
blended according to construction 
of old Flow-Master brushes. Whit- 
ing-Adams Co., Inc. 


For more data circle No. 23 on postcard, p. 199 


Brace and Drill Tool Kit 


Brace and drill tool kit is de- 
signed to be hung on wall or to fold 
flat. Model BR-94, 12-piece kit (il- 
lustrated), consists of a two-tone 
plastic handle with a spring chuck, 
brace with screw chuck, trree drills, 
saw, tack or nail puller, aw], chisel, 
No. 2 recessed blade, 1 and 14 in. 
diameter slotted blades. BR-93, 10- 





piece kit, does not include the aw! 
and chisel. Bits are interchange- 
able in both spring chuck handle 
and the screw chuck brace. Indi- 
vidually packaged, plastic kit comes 
in red, green and blue. Amalite, 
Ine. 


For more data circle No. 24 on postcard, p. 199 


Hamburg Broiler 

This Androck three-compartment 
914X hamburg broiler is made of 
welded steel wire with pure bright 
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ferchanei"5 |“Sell your customers a safe method 
of rubbish disposal efone 


PatelrAll baskets” 


@ Cyclone Catch-All Baskets have a close 
114-inch mesh that keeps burning fragments 





of rubbish safely confined—a feature that’s 
highly important to the man who uses it. 
Call your customers’ attention to this fea- 
ture—invite him to compare Cyclone Catch- 
Alls with other types of rubbish burners. 

Along with this close mesh goes strength 
and ruggedness. Construction of these baskets 
is very rigid. There are welds at every fourth 
intersection—a total of 198 welds on each 
basket. And there’s a raised bottom to per- 
mit draft for good combustion. 





It’s no wonder that purchasers say there’s 
no rubbish burner like a Cyclone Catch-All 
Basket. And this is the time of the year to 
have them on display . . . in the spring, par- 
ticularly, homeowners are in a buying mood. 

Cyclone Catch-All Baskets are sold under 
the Cyclone “Red Tag” label—recognized by 
customers as a symbol of quality in hardware 
products made from wire. Be sure your stocks 
are adequate to meet the spring demand. 





FLEXIBLE STEEL MATS 
Clean Better —Last Longer 


A Wn 
Woven « hai, .@ 
Cldeq f a Tes 
br j, 


CYCLONE FENCE DEPT., AMERICAN STEEL & WIRE DIVISION 
UNITED STATES STEEL CORPORATION ¢ 
WAUKEGAN, ILLINOIS + SALES OFFICES COAST TO COAST 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK ° 


USS CYCLONE “e779 HARDWARE PRODUCTS 





“U NITED $ TAa-E Ss St. a 





HARDWARE AGE, MARCH 18, 1954 

















Thoroseal 


1s Rowe waver Ont 
Your Mesenry Welt 


Keep water out 
of masonry walls 





atAys a w 
TUOKOLUS 
Me re6 nee 
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The THORO System 
SINCE 1912 


Your customer needs a 
raincoat for his home — 
Give him the best money can buy 
at minimum cost! 


Get our pictorially-described '& 
literature — "HOW TO DO IT” 


NEW EAGLE, PENNSYLVANIA 
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tin finish. It broils six hamburgs 


at one time. Three recessed com- 


partments hold hamburgs, steak, 
chops and fish firmly, without 
squeezing. Basket size is 9x14x1 


in. overall, including 29 in. handle. 
Broiler retails for $3.25. Washburn 
Co. 


For more data circle No. 25 on postcard, p. 199 


Self-Adhering Hooks 

Called Selfix, these self-adhering 
plastic hooks have an adhesive- 
coated wood backing and can be ap- 











plied without tools, nails or screws. 
For additional hanging space in 
closets, hooks can be installed on 
inside of door, at any level, so that 
they can also be reached by chil- 
dren. Available in white, red, yel- 
low, green and black, hooks come in 
single, two-prong and three-prong 
styles. Selfix Products Co. 


For more data circle No. 26 on postcard, p. 199 
Self-Starting Clock 
Model 600 Century self-starting 


electric clock has rosewood plastic 
case and matching base with con- 





trasting ivory louvres. Also come 
in ivory case and base with red 
louvres. Height is 414 in., width 
734 in. and depth 4 in. Individually 
gift packaged, clock has U-L ap 
proved motor and cord. List price 
is $14.95 with rosewood 
$15.95 with ivory. Pennwood Nume- 
chron Co. 


For more data circle No. 27 on postcard, p. 199 


case; 


Stainless Steel Screws 
Stainless steel screws, types 18-8 
and 430, have been added to line of 
wood screws which come in steel, 
silicon bronze, aluminum, 
and all popular plated 
Stainless steel screws are available 
in Phillips and Slotted styles, flat, 
round and oval heads, in all stand- 
Southern Screw Co. 


brass, 
finishes. 


ard sizes. 


For more data circle No. 28 on postcard, p. 199 


Coffee and Cake Set 
Silhouette Coffee-N-Cake Set is 
patterned in same black and white 
motif as other items in Silhouette 
line. Set consists of white Readi- 
Mix cake dish in a black wrought 





iron serving frame and four white, 
covered Coffee Hottles in black col- 
lars. Cake dish is 9 in. square, of 
heat-resistant Glasbake, and _ is 
sized especially for use with stand- 
ard packaged cake mixes. The four 
individual Coffee Hottles each hold 
two cups of coffee, and fit right into 
cup for serving. Each set comes 
individually packed in gift carton 
Retails at $7.95. McKee Glass Div., 
Thatcher Glass Mfg. Co., Ine. 


For more data circle No. 29 on postcard, p. 199 
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securely 
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Ornamental Iron 


Ornamental iron accessories con- 
sisting of an assortment of 12 


THE 






























Swedish black house markers, one | 
weather vane, and 13 interchange- | WORD 
— able aluminum ornaments, are dis- | 
lilies played on a novel tree stand. Ac- | HAS 
» ved cessories are offered at a special | 
width dealer price which makes more than 
lually 50 pet profit. Tennessee Fabricat- 
r, ap- ing Co. b+L 
price For more data circle No. 30 on postcard, p. 199 
ase Folding Grill 
j Folding, outdoor-indoor — grill 
, p. 199 | comes complete in carrying carton 
with everything needed for build- 
| ing a fire for charcoal broiling and 
cooking. Included are a sift-proof 
; 18-8 F 
neof §& 
steel, 
inum, 
shes. 
ab IS BETTER 
flat, 
tand- THA N EVER 
p. 199 Like all sound businesses Master is founded on the bedrock principle, 
that in order to prosper, we must help you the hardware jobber and 
dealer to prosper. . . . We know of only one way to honestly ac- 
complish this aim. . . . To make the kind of product you will be proud 
et is to sell... 
vhite package containing approximately No product we have ever made, fits the description more aptly than 
iette 24 briquets, an envelope of charcoai the New Tufboy. Always a great turnover item. . . . Now better more 
eadi- starter, 25-ft. roll of standard desirable than ever. 
ught Wrap, tongs for handling fuel or 


food, and an illustrated instruction NEW BLISTER PACK 





folder. Grill is 10x23 in. and retails 
for approximately $6.98. Reynolds 
Metals Co. 


For more data circle No. 31 on postcard, p. 199 


Wrench 


Grip-Spintite is a wrench which 
securely holds nuts or bolts for use 
in general repair or assembly and 
prevents them from dropping into 
machines or other apparatus. 
Wrench utilizes a precision ma- 
chined and finished taper lock con- 








An entirely new approach to hardware packaging it allows 
your customer to see what he buys. To examine and an- 
alyze important sales features. To read and digest the Tufboy 
story without actually opening the package Rules stay 
factory fresh until they are sold 


AUTO-TIP” 


New automatic tip makes the already superior Master blade, 
the world's most accurate steel tape No more guess work 
. Tip drops out of the way for butt measurements. ° 


NEW POSITIVE MILITARY TYPE BRAKE 


Not an ordinary brake, but one so well designed that its 
action will never mar, or scratch the blade finish . . . is 
foolproof to operate. 


UNIVERSAL REPLACEMENT BLADE FEATURE 


Unique "HOLD FEATURE" at the case front grips Inner tape 
firmly so that replacement blade can be attached without tools, 
in seconds. Graduated both sides. 














hite ; i NEW TUFBOY 
' struction to hold or release the nut Briteblade— 
co : i as : #806WL (6 ft. Briteblade) $ 1.85 ea. 
or bolt with a simple push or pull seewE ff ft. Britenteds) eed 
, Ol S310WL (10 ft. Briteblade) ’ 235 ea 
is Satin Finish— 
ei #306L (6 ft.) .......... $ 1.70 ea 
and- #308 (8 ft) Satelit 1-83 ea 
a Aelita 31IOWL—RSA mi. 
four Replacement Blades— 306L —RIA . 
aun . $ % 4 308L —R3A 00 
hold swt —Sia 310L —RI3A 1.05 
ms et st 
mes on 
ton bk See Be NEAS TER: E ® a | 
Div., @® master RULE MFG., CO. INC. Middletown New York 
_ se Woon Ap sree TAPE RULES TJ 


1954 





HARDWARE AGE, MARCH 18, 1954 


205 














WHAT'S NEW 





on the locking sleeve. Tool also 
clamps on nut or bolt while tighten- 
ing or loosening. Can be used on all 
types of materials, as it has no 
springs or magnets. Comes in 12 
sizes from 3/16 to 11/16 in. 
Stevens Walden, Inc. 


For more data circle No. 32 on postcard, p. 199 


. 
Vise Adapter 

New angle adapter adds to versa- 
tility of Gyro-Vise, which normal- 
ly operates from and rotates around 


a standard base, by permitting 





movement of vise up and down in 
an are. With this adapter, 
can be placed in almost any position 
required. Works equally well in 
any upright or on-its-side position. 
Adapter weighs 214 lb. 
Vise & Mfg. Co. 


For more data circle No. 33 on postcard, p. 199 


Model Car Kit 

Do-it-yourself kit for making a 
model of the MG automobile can be 
assembled with a screwdriver. 
Sturdy, durable 14-in. 
model is 1/16 seale. Body is one- 
piece, die-cast metal; 
plastic, and simulated cover for top 


vise 


Columbian 


operating 


seats are 





is leather-textured aluminum 
Wheels are aluminum with solid 
rubber tires. Car can be built and 
re-built since screws are used to at- 
tach parts to body. Kit retails for 
$10.95. Charles William Doepke 
Mfg. Co. 


For more data circle No. 34 on postcard, p. 199 


Wall and Joint Spreader 
Called the KS 10 King-Size 
Spreader, this wall and_ joint 
spreader is for dry wall construc- 
tion work and large wall patching 
jobs. It has a 10-in. stainless steel 
blade securely fastened to a black, 








The 
Original 





EASY TO SAW 
* EASY TO DRILL 


OuR > & PIECE 
«gest: Ded assonTMent 
Contains 
Pes. Size Length 
*6 fig ae OS ee 39 
*6—5/16"s3' ROWNGS ....cccccce 54 
#6 BVO Ss NONE soscccaccce she 
93—1/16"SS NOUNES .66cccncece 87 
°3— 1/2”x3’ Rounds ........<0+ .99 
oe gt oe er 1.44 
*3.. 3/4°x3’ Rounds ........... 1.89 
*S. $/6"=3'x1/8" Fists ........ Se 
+5 pe, ae 57 
WS ad B/E aT ul /S” Pinte 26.6 62 
*5—114,"x1144"x4"x3’ Angles .... .96 
5—144"x194"x4 "x4 Angles .... 1.22 
*5-1Y,"x14%4"x1e"x5’ Angles .... 1.48 
*5—144,"x1%4"xk"x6’ Angles .... 1.74 
Large Deluxe Double Sign 
DISPLAY STAND FREE! 

REFILLS PACKED EACH BAR RUST 
TO FIT EITHER RESISTANT COATED WITH 
ASSORTMENT TRANSPARENT LACQUER 








Mr. Hardware Dealer: GET ONE OF THESE COMPLETE 


“STEELBAR’ Stee/ Departments 


FOR YOUR STORE NOW! 


ANGLES Sturdy Display Stand Free with Initial Assortment! A REAL 

UP TO : ; mie es a DO IT 
6 % Exery Piece has 1,001 uses for building and repairing in and YOURSELF 

FOOT around the Home-workshop and Farm. EASY TO THREAD ITEM 





FLATS—ROUNDS—ANGLES 
ALL STRAIGHT 











BADEN STEEL BAR COMPANY We Sell Only Through Jobbers BADEN, PENNSYLVANIA 


* 
* 
* 
a 
* 
% 


**# *# Bye et 


Pes. Size Length 
5— 1/4”x3’ Rounds ........... 39 
5—5/16”x3’ Rounds ........... 54 
S— S/6 ES WOUNGE oss ccicscecc oka 
3—7/16”x3’ Rounds ........... 87 
3— 1/2’x3 Rounds .....<..00% .99 
2— S18 Ee POGED ccccvcecees 1.44 
oe og ee 1.89 
5— 3/4”x3’x1/8” Flats ....... 52 
—_ PEBelse FIGS 6c. c 57 
5—1 1/4"x3’x1/8” Flats ........ 62 
3—144"x1%4"x¥e"x3’ Angles .... .96 
3—144,"x1%4"xK"x4’ Angles .... 1.22 
3—1144"x144"x¥h"x5’ Angles .... 1.48 


The 
Original 





EASY TO BEND 2 
OUR PIECE 
STARTER 49 ASSORTMENT 


Plus 1 Bar Free to make an even 50 
— Contains 


Standard Smaller Single Sign 
DISPLAY STAND FREE! 


ALL FLATS & ANGLES AS STAPLE 
RUST RESISTANT AS NAILS 
RED PRIME COATED & BOLTS 
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lacquered, hardwood handle, with a 
finger-hold grip. Tool will spread 
large quantities of joint cement and 
patching plaster on ceilings and 
walls. Packed six to a display box, 
spreaders retail for $2.98 each. 
Hyde Mfg. Co. 


For more data circle No. 35 on postcard, p. 199 


Screw Driver 


Screw Holder screw driver fea- 
tures a sliding steel spring clip 
which holds screw to point of blade. 
Driver has shock-proof, unbreak- 
able amber handle, with blister- 
proof dome. Available in five sizes. 
Retail prices range from 30¢ to 60¢ 













E°SCREW HOLDER’ Screwdrivers '\ 
now! 











each. Dealer can select from open 
stock or obtain a prepackaged as- 
sortment of six screw drivers on a 
colorful display card, which holds 
one each of Nos. 411 and 414 and 
two each of Nos. 412 413. 
Fuller Tool Co., Inc. 


For more data circle No. 36 on postcard, p. 199 


and 


Plastic Brooder Hover 
See-All hover of semi-transparent 
plastic will fit all cluster-type in- 
frared brooders, as well as com- 
pany’s Infra-Matic and Direct-O- 


Matic brooders. Designed to cut op- 
erating costs, hover increases ef- 
brooding area of conven- 
four-lamp 


fective 


tional cluster brooder. 





Warwood Forged Tools are known 
as the standard for comparison 
wherever heavy hand tools are re- 


Made in one piece, it is easy to in- 
stall and clean; folds for off-season 
Rhinehart Mfg. Co. 


For more data circle No. 37 on postcard, p. 199 


storage. 


Folding Table 

Fold-A-Way Aluminum Table 
has been completely restyled and 
reengineered. New features in- 
clude Fiesta pattern top of aircraft 
aluminum for greater strength and 
scratch-resistance; 
width; push-button that opens table 
with a touch and locks it automati- 
cally as leaves are folded together: 
Jewelite plastic handle, and Airflite 
engineering that opening 
table in a side position without sac- 
rificing strength. Weighing 20 |! 
tables comes in 27x60 in. size, re- 


increase in 


permits 











quired. Correctly designed for agri- 
cultural, general construction and 
contracting work, road and street 
repair work and for many other 
uses, they represent the ultimate in 
forged tools. Enjoy an increased 
volume by making your store head- 
quarters for Warwood Tools. 







= 


a Se. a oan os 


















TOOLS FOR: 











GENERAL CONSTRUCTION 
AGRICULTURE and GARDENING 
MINING and INDUSTRY 
RAILROAD TRACK MAINTENANCE 








Warwood Workmanship Wakes the Difference 


WARWOOD TOOL COMPANY °: Wheeling, W. Va. 
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@ For more information 
on these products and 
services use free post 
card on page 199. 


tailing for $22.95, and in 30x72 in. 
size, for $29.95; slightly higher 
West of Mississippi. All-Luminum 
Products. 


. J 
Hammer, Abrasive File 
Aluminum hammer and abrasive 
file are featured in New Tools First 
program. Tips for head of hammer 


are interchangeable; come in plas- 
tic, copper and other metals. 
cial “I” beam handle 
vibration 


Spe- 
construction 
and 


eliminates sting. 





ot, 










KESTER 
METAL MENDER | 


Abrasive file replaceable 
abrasive rolls for quick change and 
renewed cutting face. Bonney 
Forge & Tool Works. 


For more data circle No. 39 on postcard, p. 199 


uses 


IT SELLS for you 


ER ) 
MEST? IT SELLS again and again 


OLDE 
1000 ust 


Anchor Bolt 

Designed to provide a 
nently tight method of fastening 
wood plates, door frames and win- 
dow sills to concrete or foundation 


TER 
ao 


sf 
—— 


perma- 





The original small package of Acid-Core Solder | 
introduced 30 years ago! Often imitated but never equaled, | 


The flux is of the Kester proven formula . . . correct 
diameter (1/8th inch) for best work. 


Remember, Kester is not a solder with Jess Tin 
so that it can be offered to you at a lower price. 


FREE: “Soldering Simplified” 16 page booklet on 
how to solder most anything. Write for your supply. 





KESTER 


KESTER SOLDER COMPANY 
4207 Wrightwood Ave., Chicago 39 


SOLDER 


block, bolt 


this 
great strength and does not loosen 


anchor provides 





Newark 5, New Jersey © Brantford, Canada or turn in the block. Ali anchor 
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btm 3st 





square nt 
in packag 


} or in bull 


sizes incl 
14x10 in., 
Tru-Fit S 


For more dat 


Utility ° 
Deluxe 

three-way 
approved 

chromium 
clear plas 
shelves m«¢ 
finished in 
baked ena 
in. top, 1 





A  s£-93 


€ 


height is é 
ual carton 
assembly 

retail is $: 


For more data 


Masonr 

Carbide- 
sonry bit 
% to 6 ir 





core desig! 
drill throu 
particularl: 
concrete. L 


HARDWAR 


bolts are supplied complete with 
square nut and washer. Available 
» in packages of 50 pieces of a size 
or in bulk in kegs or boxes, stock 


FAMOUS SWEDISH MADE HARDWARE 


Swedish 



















ation sizes include 1x6 in., 1x8 in., 
and 1x10 in., %x12 in. and %x18 in. WO oO D C Hi | S E LS 
post Tru-Fit Screw Products Corp. | 


For more data circle No. 40 on postcard, p. 199 


3% Hand-honed Swedish Steel Blades! 


Utility Table % Machine Turned Tenite I! Plastic Handles! 











x72 in. Deluxe model os table with tx Shipped with Plastic Strip-off Coating 
higher three-way ivory, 6-ft. underwriters on Each Blade! 
. ' approved cord has semi - tubular 
minum § _ " x Ask your craftsman customers what they 
chromium plated legs with 2-in. want in quality wood chisels and 
clear plastic coasters. Top and they’re bound to describe a Gensco 
rd, p. 199 helv sure 16x22 i d cn Swedish wood chisel. Here's the 
8 . ves ee Xoo in. and are EN SUD gwen finest Swedish steel blade that 
ile finished in white, red, yellow or blue _ WOOD CHISELS a takes a razor edge and holds it 
baked enamel. Shelf clearance is 9 -+. plus a Tenite II handle 
brasive 3 = I Ov 1] that s practically indestruct- 
oni in. top, 14 in. bottom. vera ible. Write for catalog 
ls First sheet and prices today, 
1ammer 
in plas- 
s. Spe- 
ruction 
sting. 
: 















FREE DISPLAY BOARD 


i 3 color dis * board stands on counter or hangs 
on the wall 


at 
LE , Holds set of 11 chisels sizes from 
%" to 2”. Yours free with the purchase of one set 
al 
) height is 30 in. Packed in individ- 
ual carton with all hardware and 


plus 5 extra of popular sizes (total of 16). 
assembly instructions. Suggested 
aceable — retail is $9.95. Metaloid Co. 


<\ 


oy 











Bushman Swedish GENS(O 


Bow Saws 











ge and For more data circle No. 41 on postcard, p. 199 
Bonney ae pas of Saeee Gensco : 
° + Bushman Swedish bow saws. 24", 
Masonry Bit Line 30°, 36°, 42° and 48" lengths CHISEL ROLLS 
d, p. 199 , : . ’ ; . ee ee ; ‘ , 
“nim | Casbidetioped Cyclo-Core ma- | font periomegand Ges, Snes wood cil 
sonry bit li i i . extende andles. Also replace ) ‘ 
es bit line includes sizes from senaas Widien tae alk tens Pm ome clear vinyl pockets. Set 300-6 with 
1 to 6 in. Bits are of centerless saws. Write for literature and prices. 6 chisel assortment shown. Also in 
perma- 4 and 11 chisel assortments. 
stening 
win- : H : 
Accs Swedish Mora Swedish we 
_ J 
Hunting Knives Wood Screws 


Inlaid Swedish steel Gensco-Crown-Brand slotted 
blades, curly birch han- wood screws in flat, round 
dles, plated brass bol- and oval head styles. — 
sters, guards and butts. in steel and 
Top grain leather sheaths brass. Write 
with metal reinforcing. for prices. 


Free display 4, 





with seven 
knife assort- 
ment. Write 
for catalog 
sheet. 

WRITE FOR PRICES 


en core design and easily and quickly G t N % C ‘@) T @) '@) L S 












SEE YOUR JOBBER 












loosen drill through any masonry material, A DIVISION OF 

ities particularly vitreous tile and hard GENERAL STEEL WAREHOUSE CO., INC. 
concrete. Dust is automatically ex- 1802 NORTH KOSTNER AVENUE, CHICAGO 39, ILLINOIS 

, 1954 
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VLCHEK’S 
a) 


COMBINATION 
WRENCH SET 


for more sales 


e Here's the newly 
designed Vichek combina- 

tion box and open end wrench 
with popular recessed panel bar. 
Forged of special analysis steel, 
expertly heat treated, thin 
walled 15° box ends, jaws on 
open end accurately milled. 
Both chrome plated and Velco 
finishes in seven difterent sizes: 
overall length of 4%” to 8%”; 
openings range from %” to %”. 
Soldin various set arrangements. 


it’s the VLCHEK Value that sells 


VLCHEK 
PLASTIC 
. BOXES 








Attractive, practical design, durable 
construction. Tight fitting cover stays 
closed — various compartment arrange- 
ments to fit any need. Available in eight 
standard sizes ranging from 442” x 2%” 
x 1” to 10%” x 6.4” x 1%”. Sturdy crystal- 
clear molded plastic. 


Write now for catalog and prices. 











3001 East 87th Street 
Cleveland 4, Ohio 
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WHAT’S NEW 








@ For more information on these products and services 
use free post card on page 199. 


pelled while drilling. Bits fit all 
standard electric rotary drills. New 
England Carbide Tool Co., Ine. 


For more data circle No. 42 on postcard, p. 199 


Beginner's Skate 

This small beginner’s roller skate 
is called The Imp and is adjustable 
in length. Skate has leather toe- 





straps, with bright red laces, and 
heel strap that is easy to fasten. 
Plain bearing wheels do not roil 
fast enough to be unsafe. Chicago 
Roller Skate Co. 


For more data circle No. 43 on postcard, p. 199 


Bathroom Cabinet 


Sliding door ‘bathroom cabinet 
line is built in three easy-to-install 
models: unlighted, fluorescent side- 
lighted, and fluorescent top-lighted 








(illustrated). Encased in chrome 
Dicture-frame molding, all models 
have sliding mirror doors, individ- 


ually bordered in stainless steel, 
Partitioned interior is deep drawn 
from one piece cold rolled steel. 
Entire body, inside and out, is rust- 
proofed before baked-on enamel is 
applied. National Steel Cabinet Co. 


For more data circle No. 44 on postcard, p. 199 


Putty Knives 


Two new numbers have been 
added to line of putty knives. They 
are now made in blade widths of 
14, 1% and 1% in. Fletcher-Terry 
Co. 


For more data circle No. 45 on postcard, p. 199 


4-in-1 Screw Driver 
This 4-in-1 


serew driver has 


solid brass handles, knurled, and 
steel 


tempered blades. Overall 











length is 64%4 in. Three graduated 
screw drivers fit into the handle of 
the largest driver. Retail price is 
59¢ each. Free display is given with 
each shipment. W. N. Sanders. 

For more data circle No. 46 on postcard, p. 199 


Juvenile Tractor 


New model added to line of juve- 
nile tractors is called Kiddie Trac- 
tor. It is chain driven with ball 
bearings in the sprocket assembly 
and rear frame. Large semi-pneu- 
matic tractor type tires are mount- 
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HOLDS THE NEW 


Giant 600’ Coil 































Here’s the answer to MORE SALES and 
GREATER PROFITS on PLASTEX Measure 
Marked PIPE. . . the easiest to sell — easiest 
to use plastic pipe there is! 


The convenient new DISPENSEREEL ends 
awkward coil handling — puts the giant 
“remnant saving” coil out front in a neat 
compact unit where it’s easy to see . . 
easy to sell from. 


Now, one man can unroll and cut any 
amount to length in a “jiffy” by just count- 
ing the exclusive PLASTEX 10’ Measure 
Marks permanently branded throughout 
every coil. 


Get ready to make the most 

of the big PLASTEX selling 

season ahead by getting the 
5 handy DISPENSEREEL to serve 
your customers quickly and 
efficiently. Contact your 
wholesaler for complete de- 
tails or mail the attached 
coupon at once. 





® SAVES TIME and labor 
on every sale. 


© COMPACT DISPLAY — takes — wterincr tetas 


vu PLASTEX PIPE & EXTRUSION CO. 
only 30” x 54” floor space. 





402 Mt. Vernon Ave., Columbus 3, Ohio 


| want to know how I can get the new PLASTEX 
DISPENSEREEL for maximum convenience in selling 
PLASTEX Measure Marked PIPE. 


l 
| 
| 
® GIANT COIL reduces remnants. ; 
| 
| 
pLastTey AE TR: ! 
GE SINCE 1939 | FIRM ED eran 
PIPE & EXTRUSION CO. | rvPE OF BUSINESS RPE cho ee 
| 
| 


402 Mt. Vernon Ave., Columbus 3, Ohio 
EXPORT OFFICE: Clark-Wright Corporation 


ADDRESS 
1262 Whitney Ave., New Haven (Hamden), Conn. Cc 
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There’s an R. MURPHY y MWHAT’S NEW 
Shay Sharp” vv 






























for EVERY CUTTING PURPOSE ed on double disc wheels. Other 
\ i a, features are free-turning fron : 
wheel with self-lubricating nylon ee 
| bearings, self-locking cap nuts on i 
When your customers ask for a special knife . 
for a special job — you’ve got it when you stock a 
and display R. Murphy ‘‘Stay-Sharp” Knives! = 
For over 100 years, R. Murphy has designed lengthwi 
knives for shop, industry and home . . . keen place ins 
cutting blades of the finest tempered steel, pre- It is imp 
cision-joined to proper-grip handles . . . every the on-c 
knife custom made for its job. joists ar 
Keep a complete line of R. Murphy knives on f peeemeae 
‘ , ; matically 
display — it means more sales for you! oe 
down in 
Order TODAY from your jobber ' applied b 
Write for free catalog showing full line of this 
pedal rod and axle ends, large tape are 
bucket type adjustable seat, and a ' Mining « 
trailer hitch. Tractor is finished in 9 For more d 
red baked enamel with black and 
R. MURPHY (214 | white trim. BMC Mfg. Corp 
- BAU Bj9. | Water 
For more data circle No. 47 on postcard, p. 199 ‘ 
AND MANY, New | 
MANY OTHERS ‘luding 
A cre ne eortonanneenecnann con ancnemen tpn al : 
Broom and Tool Rack 


tures wr 





No. BT642 broom and tool rack 
of zinc coated heavy gave steel is 
offered as a Hardware Week spe- 


Medel SG 10 
Special Battery 
Suggested List $12.95 


THE NEW 





=a) ) a 


REPLACEMENT using 
GUARANTEE | cial. Removable hooks hold large equipped 


assortment of brooms, mops and thermost 
ture dal 


; garden tools. Easy to install, all § 
SAFGARD Electric Fence Controllers are sliding hooks are self-locking. For § able. Ill 
so carefully built and so dependable that for adju 
they are guaranteed for 3 years. This is of the 

your assurance of ready acceptance, fast 





more tools, sections can be added 
Individually packed in two-color 


box. Suggested retail price is $1.49, banks, 4 


| 
. . | 
Model SG 25 turnover and lasting good will. Other ; ; : lh a 
Multi-Stine Combination advantages are a model for every need, slightly higher on West Coast. Chas. 

Suggested List $25.95 popular prices and full approval of safety | O. Larson Co. rE ‘li 
authorities including Wisconsin Indus- For more data circle No. 48 on postcard, p. 199 ertili 

Five models including o. see: , ‘On: H ‘¢ 
high-line only, bettory. trial Commission and National Electric Called 
only and combination units Safety Code. Write for details. Carpenter's Tape applicat« 
vardens 


GRAND SHEET METAL PRODUCTS COMPANY Disposable paper tape Saves lay- 


2055 Ruby Street Melrose Park, Illinois out time involved in locating studs, 
CIVISTON joists and rafters. Tape is laid 


lizer is n 
plastic a 


SAFGARD 
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ee 


PUT IT ON YOUR FLOOR 
— WATCH IT BECOME YOUR 





Other 
fron 
nylon 

uts on 








lengthwise on plate and sticks in 
} place instantly without moistening. 
y It is imprinted every 16 in. to mark 
the on-center position for studs, 
joists and rafters. Applied with 
special hand dispenser that auto- 
matically unrolls it and presses it 
down in a straight line or it can be 
applied by hand. Fifty-foot samples 
of this Scotch brand carpenter’s 
large § tape are available free. Minnesota 








and a \ Mining & Mfg. Co. 

hed in For more data circle No. 49 on postcard, p. 199 

k and § 
Water Heaters 

man New line of water heaters, in- 
cluding glass lined models, fea- 
tures wrap-around heating elements 

] rack 

teel is 

kK spe- 4 


“BROIL-AIR™ + 


“FAVORITE of the GOURMET” 





; ~ 





Yes, “BROIL-AIR” is one of those rare profit-making combinations 





—a fine quality product plus a self-selling floor display. Customers 


readily see its advantages—how easy it is to move on those big 





rubber-tired wheels—how efficient its crank-operated blower works 





using “black heat.” Models are —how big the fire and working space are—and that rigid, lifetime, 
large equipped with adjustable automatic all-steel construction. But most important of all, “BROIL-AIR” 
; and thermostats. Special high tempera- delivers broiling heat in just 3 minutes, and even amateurs get 
Hl, all ture dairy models oe _ me really professional cooking results—steaks, fish and fowl so juicy 
. For —. reevnmgee nila saneiaagaian and succulent that “BROIL-AIR"” has truly earned the name 
ded 1 i raping acm agence lings eg “Favorite of The Gourmet’. A profitable sale, and an easy sale, 
npn rae Om Mien & Ce. - at $48.00 retail. WRITE TODAY FOR FULL DETAILS. 
Chas. ee ee ae ee “BROIL-AIR” is backed by 77 years of manufacturing excellence 
— Fertilizer Applicator by Buffalo Forge Company. 

Called the Foliator, this plastic | 

applicator for feeding lawns and nase F Oo R G E c pan chagrnghd 
; lay- gardens with water-soluble ferti- in — 
dai lizer is made of high-impact styrene Canadian Blower & Forge Co., Ltd., Kitchener, Ont. 
laid plastic and can be used with ordi- | Sales Representatives in all Principal Cities 
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SENSATIONAL! 


Buyers everywhere acclaim these 
new patterns for greater beauty— 
greater sales. 


Deluxe 








STOVE and UTILITY MATS 
Modern 
stoves, tables, cabinets and walls. Fea- 
Nu-Round corners— 
smooth, rounded solid contours. Heat, 
stain resistant. Won't chip— 
17"x19"'—Suggested Retai! 


protection and beauty for 


turing exclusive 


rust and 
won't peel. 


$1.29. 


gin BEAUTY 


of 
FINISHED * et 
with 





FISH TALES 
Sios: T'sT”, 4°u1T",. 17 ut?’. 


A charming 5-color original design. 





TULIP TIME 
ee ae 
Full color original Dutch scene. 


Sizes 14x17", 


Write or call your jobber today 
for colorful literature and details on 
"baker's dozen" 


our special offer. 


8701 UNION AVENUE 
CLEVELAND 5, OHIO 





214 





nary garden hoses, nozzles, rotary 


or ring-type sprinklers or soakers. | 


Threaded for standard hose and 
faucet fittings, device can be at- 
tached at faucet or, when longer 
lengths of hose are used, between 
two sections of hose. Designed for 
use with Folium, 
water-soluble lawn and garden fer- 
tilizer. Monsanto Chemical Co. 


For more data circle No. 51 on postcard, p. 199 


concentrated 


Flat Wall Paint 

Wallhide PBX is an alkyd-type 
flat wall paint durable, 
washable, mar-resistant, uniform in 
and apply. 
covers evenly in one coat 


NEW SST Te 
ew EC) 


FLAT 


NEW BT 


which is 


appearance, 
Paint 


easy to 





Vall hi 


painted surfaces. 
Primer is not required because it 
is self-sealing. Paint can be applied 
by brush or roller coater; it dries 
rapidly and has no painty odor. 


over previously 


| Comes in 5 gal., gallon and quart 


| sizes. Pittsburgh Plate Glass Co. 


For more data circle No. 52 on postcard, p. 199 


Price Marking Machine 
Midget Price Marking machine 
is an automatic and mechanical 
method of price marking and is of- 
fered in an introductory package 
deal. Machine complete with 5M 
Kum Kleen, 5M gum labels and 5M 
tags, in rolls or gangs, is offered on 
a 30-day trial at a special price. 
Machine reduces pricing errors and 
gives customers clear, legibly- 
marked items. Available in hand- 


| operated or machine-driven models, 
' 











NOW, a 3-way 
tape sales 
volume builder 


GOLD SEAL 











RUBBER 
Splicing Compound 








Jens 2 


Cdl 
*aipessoar &* 





Gold Seal quality in a plastic 
electrical tape. “Flows” on—stretches 
and contracts to cover any surface 
snugly. High dielectric—neat, 
thin wrapping gives all needed 
insulation on most jobs. Sticks fast 
—gives lasting protection under 
toughest conditions—sunlight, water, 
oil, solvents. Single 60-ft. rolls in 
round metal cans and Handy Pack 
of ten 20 ft. rolls in metal and fiber 
cartons. Sample free on request. 
Jenkins Bros., Rubber Div., 
100 Park Ave., New York 17. 


Stock up and tune up 
tape sales and profits. 


JENKINS 





FRICTION ° 


RUBBER * PLASTIC 


Single rolls and 10-roll containers. 
Also Diamond Seal Friction 

and Rubber Tape made to 

ASTM Specifications. 








HARDWARE AGE, MARCH 18, 1954 








5 Year 


Written 


Guarantee 


It's | 


Packex 
( 

inc 
Lifter, 
fal 

( 

the 

to us 


Vs packe 
aged for 
burgundy 


Non-Sp 
Beat 





THE TURI 


HARDW 


sound 

















gate newest, greatest 


is 


TORRINGTON 


can opener 


Written 


Guarantee 





<n ~~ or 

‘= Guaranteed by 

Good Housekeeping 
wor 


y 
45 aoveanisto WS 






THE DELUXE 


BLUE STREAK 
==MAG NETIC 42— 







It's the newest addition to the famous T & S line 
of Kitchen Time Savers—the new 
Deluxe Blue Streak Magnetic Can Opener. 
Packed with customer-appeal, this new T & S 
can opener offers many sure-fire sales features 
including the extra powerful Magnetic Lid 
Lifter, which holds the can top firmly, preventing it from 
falling into the contents ... amazing ease 
of operation—opens cans in two less operations 
than most other wall type openers. Easier 
to use... easier to sell... and priced right too. 
Order your stock of Deluxe Blue Streak 
Magnetic Can Openers now. 





.’'s packed fo sell. Attractively pack- 
aged for real customer appeal in new 


BLUE STREAK con opener — another 
T & S soles moker. And a favorite 
with customers ond deolers alike. 


burgundy and bive box. Opens cons easier, foster, cleaner. 





Westco 66 
Can Opener 


Bive Whirl 
Ball Bearing Beater 


Deluxe Super Whirl 


Non-Spatter 
Beater Die-Cast Beater 














THE TURNER & SEYMOUR MFG. CO., TORRINGTON, CONNECTICUT 
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AMERICA’S TOP MAGAZINES 
HELP YOU SELL 

AMERICA’S TOP 

ENAMELED WARE 


FEDERAL vocue:! 


A big national advertising program-—PRE- 
SELLS YOUR CUSTOMERS on Federal 
Vogue. And Federal ONLY 
enameled ware in America backed by adver- 
tising like this! 

Get in on this big Federal business. Make 
it your business! Let Federal Vogue advertising 
work for YOU! 


\ ogue is the 


FEDERAL PROVIDES OTHER SALES HELPS, TOO! 


A FREE merchandising kit puts counter cards, 
banners, and other point-of-sale material into 
your hands. Profit with these display tie-ins. 

Every piece of Federal Vogue bears an 
‘Advertised in Life” label. Here’s a big sales 
stimulator! 


Make all this Federal Vogue advertising, pay off for 
you. Get your order in promptly for early shipment. 


FEDERAL ENAMELING & STAMPING CO PITTSBURGH 30, PA 


largest Manufacturer of Enameled Ware 


























WHAT’S NEW 


unit indelibly imprints, from metal 
type, price, weight, tax, totals and 
other’ selling information on 








gummed or pressure-sensitive type 
labels, Kimflex or pin tickets, string 
tags, etc. A. Kimball Co. 


For more data circle No. 53 on postcard, p. 199 


Silverware Tray 

Made of unbreakable polyethy)- 
enc plastic, Silvertray is sanitary 
will not crack, 


and washable. It 





‘A 
chip, dent or break. Tray has four 


compartments and comes in red, 
yellow, white, coral, chartreuse and 
apple green tray retails for 89¢. 
Plas-Tex Corp. 


For more data circle No. 54 on postcard, p. 199 


Combination Square 

As a Hardware Week special, 
this No. 1200 combination square 
is being offered for $1.49; it regu- 
larly retails for $1.80. Special does 
not affect dealer’s profit. Unit is a 


try square, mitre square, depth 
gage, marking gage, level, plumb 


and scriber, all in one. The 12-in. 
blade is deeply etched with gradua- 


tions in 8ths and 16ths on one side 
and in 16ths and 32nds on the 
other. Beam, which can be locked at 
any point on blade, has accurately- 





milled working faces and comes 
a all 
i an" 





with well-pointed scriber and easy- 
to-read cat’s-eye vial. Millers Falls 
Co. 


For more data circle No. 55 on postcard, p. 199 


Improved Paint Rollers 

Quikway paint roller line 
comes with new plastic end caps for 
easier, smoother rolling. Yellow 
caps have long-wearing bearings. 
Line comes with wool. Lonel or 


now 








Available 
in both 18” 
and 24” 





ee 


lengths. 





KIMBLE GLASS BARS 
AN (i) PRODUCT 


7“ 





service item. 


profit margin. 


KIMBLE GLASS BARS 
with tear-drop fittings 


‘THE BRIGHT, STREAMLINED, nickel-finished fit- 
tings and_ sparkling-clear, glass rod make 
Kimble Glass Towel Bars a natural self- 


They are designed to give the maximum of consumer 
value but priced to stimulate sales and give you high 


Don't delay, place your order today with your whole- 
saler or write for one nearest you. Address Kimble Glass 
Bar Division, Owens-Illinois, Toledo 1, Ohio. 


Owens-ILLINOIS 


GENERAL OFFICES +» TOLEDO 1, OHIO 
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mohair covers. Set includes one- 
piece, stamped-out metal tray with 
stationary ladderlock, which can be 
attached to a step, on top of ladder, 
or on flat surface. Sets are indi- 
vidually packed in colorful carton. 
E Z Paintr Corp. 
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Electric Corn Popper 
Mirro electric corn popper is all- 
aluminum and features a 500 watt 
ceramic type element which makes 
for fast and easy corn popping. 
Unit can also be used for heating 
soups. Made of heavy aluminum 
with a high polish finish, unit comes 
with cord set and directions. Ca- 
racity is 21%4 qt.; handle and knob 


i « 





are heat-resistant plastic. Price, 
$6.95, slightly higher in West. Alu- 
minum Goods Mfg. Co. 

For more data circle No. 57 on postcard, p. 199 


Head Protector 

Batter’s head protector, DH940, 
is patterned after the type used by 
professional and minor league base- 





ball teams. Made of heavy gage 
fiber with leather bound edges 
padded with foam rubber, pro- 
tector has elastic head harness 
which holds it firmly in place. Pro- 
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tects temples, ears and back of 
head. It is officially approved by 
Little League and is designed for 
batters in this league, Pony League, 
Babe Ruth League and older play- 
ers. Draper-Maynard Co. 


For more data circle No. 58 on postcard, p. 199 


Cooking Rods 
Heat-conducting aluminum rods 
are inserted into meats and fowls 
to cut down roasting time and re- 
duce meat shrinkage. Rods insure a 





f Every time you sell a man a fishing rod, 
you've got to let him handle it, test it for 
weight, balance and flexibility. If he can’t 
do that, it’s ‘'No Sale.”’ 


That’s the way a woman buys shears and scissors— 
she wants to touch them, fry them before she'll 
buy them. Shears and scissors are impulse items. They'll 
sell themselves IF the customer is exposed to them. 
The women who can pick up a fine pair of CLAUSS scissors, 
test their true balance, their crisp cutting action— 
buy seven times out of ten! 


You'll sell more scissors and 
shears with less sales effort — if 
you'll put a CLAUSS display on the 
counter. This attractive board 
puts quality merchandise at your 
customers’ very fingertips, 
becomes your best salesman. FINE CUTLERY SINCE 1877 


In will pay to place your order now. 


THE HENKEL-CLAUSS COMPANY 
FREMONT, OHIO HAMMER-FORGED 


If your store has special display requirements, we'll gladly install a 
scissors display that is custom-built to your individual needs —at no cost to you! 


Tell us your problem — we'll solve it for you without obligation, 








217 




















The Big Swing is to ALASKA'S 
y “BIG 6" 


Selling 
Features* 







Alaska's six big features sell on 
sight. Famous TRIPLE - Action 
freezing. Quality built and mod- 
ern design. No. | 
freezer will guarantee steady 
turn-over, good profit margin. 


America's 


Household Sizes: 
Hotel 


2 to 10 Ots. 
12 to 20 QOts. 


Sizes: 








| The ALASKA FREEZER CO.., Inc. Winchendon, Mass. 








bs | 
Compare 
and see the DIFFERENCE 
eg 
N 





WAGNE 


| MOMB-KLEANED <> 


E.R. WAGNER MFG. CO., MILWAUKEE, WIS. 
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WHAT'S NEW 





@ For more information 
on these products and 
services use free post 
card on page 199. 


steady flow of heat, cooking from 
the inside out. They are lightweight 

Packed 
10 in. in 


and corrosion-resistant. 
four to a box, rods are 
overall length with 14 in. solid alu 
minum shank. Head is ridged to 
expose greater area to oven heat 
Retail per set is $3.95. Ekeo Prod- 
ucts Co. 


For more data circle No. 59 on postcard, p. 199 


. 
Wall Covering 
New Brick design has been added 
to the Gold Seal Congowal! line of 
wall Three-dimensiona! 


coverings. 





effect is created by the blending of 
color and design. Brick pattern has 
wide variety of decorative possibil- 
ities. Available in Brick red, Brick 
white and Brick yellow in the 54 in. 
height. Congoleum-Nairn, Inc. 


For more data circle No. 60 on postcard, p. 199 


Screw Anchor Expander 
Lead screw anchors are easily 

and quickly installed in masonry 

walls with this screw anchor ex- 
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masonry. § 
pander are 
steel. Hole 
drilled toa 
go through 
Expander > 
most wide 
anchors. G 


For more data 


Hamme! 
Third FE 
clip will ré 


of 69¢ for 


“NA 


i 
Sf 


price is 75 
mer head 
which nai 
user to st 
hand. Pac 
play card. 
Corp. 


For more dat: 


Island I 

This m 
case is 5 
consists o 


— 





two 30 ir 
flat brack 
brackets, ° 
and botto 
Unit is m 


HARDWA! 





tion 
and 
post 


r from 
weight 
Packed 
in. in 
id alu- 
red to 
. heat. 
Prod- 


d, p. 199 


added 
ine of 
sional 


1o8 





= ae aS 
i am 


‘ 


ig of 
n has 
sibil- 
3rick 
4 in. 


p. 199 


r 

asily 

onry 
ex- 








954 


pander. It sets anchor rapidly and 
gxurely regardless of thickness of 
masonry. Striker and body of ex- 
pander are made of hardened alloy 
steel. Hole in wall need not be 
drilled to accurate depth, anchor can 
go through completely or partially. 
Expander comes in three sizes for 
most widely used sizes of screw 
anchors. Greenlee Tool Co. 


For more data circle No. 61 on postcard, p. 199 


Hammer Nail Clip Special 

Third Hand hammer head _ nail 
clip will retail at the special price 
of 69¢ for Hardware Week; regular 





price is 79¢. Clip attaches to ham- 
mer head and has spring clips into 
which nails are slipped, enabling 
user to start nails with only one 
hand. Packed 12 to a two-color dis- 
play card. Utica Drop Forge & Tool 
Corp. 


For more data circle No. 62 on postcard, p. 199 


Island Display Case 

This multi-level island display 
case is 5 ft. wide, 8 ft. long, and 
consists of two 24 in. high tables, 


two 30 in. standards, four 14 in. 
flat brackets, four 10 in. slanting 
brackets, top shelves 1244x604 in., 
and bottom shelves 1844x724 in. 
Unit is made of plywood with oak 
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You're going to sell nearly as.much Melmac dinnerware 
in 1954 as has been sold in all previous years according 


to an authentic consumer survey. To help us, and you too, 








get our proportionate share of this 
forecast for 1954, Boontonware suppler 


its top-selling Deluxe line = 





with popular price. 
Actual orders received so far ane 

many marked rush—show that the forecast was right: 
we are in an expanding market; 

we have two tremendously popular designs; and 

the idea of keying these two designs to one line of 


service pleces is appreciated 









Ay anyone who has ever 
had to worry 


about inventory. 


MELMAC conlon at its WANE 





BOONTON MOLDING COMPANY — BOONTON, NEW JERSEY 
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WHAT’S NEW 





faver. Shelves are adjustable ever: 
1°, in. Available in natural finish. 
Smaller size is 5 ft. wide and 5 ft. 
long. Prices range from $173.20 to 


$207. W. C. Heller & Co. 


For mere data circle No. 63 on postcard, p. 199 


Kitchen Clock 

Called the Topper, Model 2H-44 
kitchen clock (illustrated) features 
an angular ring design on the dial 
and a shatterproof plastic crystal. 






















It's The Gift 
They Buy For 
Themselves And Give 
To The Whole Family 


@ Woxes & Polishes Floors @ Polishes Autos 
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@ Bufts Furniture 


Available in red, blue, 
gray, it is fair traded 
added to line 


yellow and 
at $3.98. Also 
is woodcase alarm 
clock, Model 7H-228, called the 
Architect. It comes in three wood- 
finishes: birch, light mahog- 
any and dark mahogany. Fair trade 
price is $7.98. General Electric Co. 


For more data circle No. 64 on postcard, p. 199 


case 


Deluxe Power Mower 
Deluxe model of the 20 in. Rocket 
power mower features a new Elmco- 
treated reel and cutter blade. Spe- 
cial tempering 
tougher, 


process provides 


more wear-resistant metal 


THE 


‘=| ? 
— << 


®@ Sonds 


It's a 


characteristic that permits longer 


use before resharpening is neces- 
sary. Finished in two-tone green, 
unit has lever recoil starter and 
new chain guard. Eclipse Mower Co. 


For more data circle No. 65 on postcard, p. 199 


Electric Converters 


Miniature converters, for use on 


convert D. C. 
boat, truck 
unit can be plugged in 
Trav-Electric 
»X4% in. and 
operates small dictating mac shied 
turntables and phonographs, radios, 


land, sea or in the air, 
current to A. C. 
or plane, 
cigar lighter. 


In car, 


Called 


Senior, unit is 24%ox2'’ 





ALL-PURPOSE 
ELECTRIC 


POLISHER and SCRUBBER 


AND WORK SAVER FOR THE WHOLE FAMILY 


IT PRACTICALLY SELLS 
ITSELF IN THIS NEW 
GIFT PACKAGE 


“STANDOUT"! Colorful — New 


— and as modern as the appliance it contains. 

In white, colonial blue and flame red, and 

lined with rayon velour holiday red, it is equally 
appropriate for Holiday or all-year-round giving. And 
. it’s so sturdy that it can be used as a 

permanent storage container for the unit. 


‘ASK YOUR JOBBER TODAY OR WRITE FOR DETAILS. 
THE SHETLAND COMPANY « Lynn, Mass. 









oust une oF 
F "Guaranteed by 
Sood Housekeeping 





wr as Aoveessed Sy 


@ Scrubs Floors 
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as a 
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1954 


See 





electric shavers, etc. Model 6-1160, 
6-volt model, retails for $15.95; 
model 12-1160, 12-volt model, 
$17.95. Both are 60 cycle, 35 to 40 
watts. Terado Co. 


For more data circle No. 66 on postcard, p. 199 


Magnetic Bottle Opener 
Here is a magnetic bottle opener, 
No. 450, that is mounted on a wall 
bracket. It has a permanent alnico 
magnet which catches the 
cap and holds it until re- 
moved. Cap is not distorted or 
damaged and bottles can be re- 
sealed with hand pressure. Color- 


steel 
bottle 





tully designed, opener comes in red, 
yellow, white and black. It 
for $3.95. Dazey Corp. 


For more data circle No. 67 on postcard, p. 199 


retails 


Steel Fence Posts 


Line of lightweight steel end, 
gate, intermediate and corner fence 
posts is for lawn, poultry pen, 
play-yard, kennel, light farm and 
other light fencing. Made of high 
strength rail steel, posts are fin- 


ished in aluminum and made in 60, 
72, 84, 95 and 108 in. lengths. Com- 
bines permanence, strength and re- 
sistance to stresses encountered in 
farm, school and estate uses. De- 
signed for lifetime concrete setting, 
posts eliminate high maintenance 
and replacement costs due to rot- 
ting and aging. Buffalo Steel Div., 
H. K. Porter Co., Inc. 


For more data circle No. 68 on postcard, p. 199 


Coffee Service Set 
Three-piece Coffeematic Service 
Set matches the Universal Golden 
Jubilee 10-cup coffeemaker. De- 
signed by International Silver Co., 
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set consists of chrome 12%, in. 
creamer and sugar bowl with 
Valued at 


to consumetl 


tray, 
gold lined 
$24.95, it is available 
by special coupon deal at 
Frary & Clark. 


For more data circle No. 69 on postcard, p. 


interiors. 


$9.95. 


Landers, 


199 


Folding Utility Cart 

Called Kart-All, 
utility cart 
room, kitchen, 


folding 
living 


this 
can be used in 


laundry and yard, It 








DEALER 
PRICE 


60! each 


( 1 dozen minimum order ) 


‘amie 











ae Fs , 
% i Pu 


cal 
si 
¥.. 










High quality materials and workmanship at 
a volume-building price — only because these 
tools are made in Japan where labor costs 
are ‘way down! They look good .. . feel 
good ... and are durably made for depend- 
able service. Your trade will recognize the 
big value at a glance! 






Comparable to 
American-made 
\ tools at 3 times 
y this price! 







gree on 





Build your special promotions around these 
eye-opening values! Both wide-demand tools 
will bring in traffic, multiply your profits at 
this full 40% profit margin. 





ASK ABOUT our special deals on 10 and 


13 piece chrome steel twist drill sets. 


TRUECRALT 


N\\ TOOL COMPANY 





2425 S$. Michigan Ave. * Chicago 16, Wi. 
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oom 


handy to use- 
easy to sell 


Priced for Profits! 






SELF-SCREW 


UTILITY 
HOOKS sic Frc 


= + 


= Be eo. 
1 gross to bex 








The ONLY 
small 
utility hook 


No screws, no tools! Ball points protect 
towels and clothes. For homes, stores, 
factories. Bright plated finish. 






Carded, 2 for 15c 














one piece 


CUP HOOKS 


VILE? 


1 gross 


to a box— 

TT Als « Paul LAL nickel and 

ahh Say brass only 
ai 6 to a card— 


all colors and finishes 


15¢ retail 
Strong, rustproof zinc alloy cup hooks in 
bright colors. One-piece construction; 


shoulder cannot get loose. A kitchen and 
closet standby . . . attractively finished 
in white, yellow, red, blue, green, nickel, 
brass. 6 sizes, '/2"' to I'/4". 


Write for samples and catalog pages 


See your jobber today for 
immediate delivery. 


Jobber inquiries invited. 


GRIES REPRODUCER CORP. 


World's Foremost Producer 
of Small Die Castings 
161 Beechwood Ave., New Rochelle, N.Y. 
Phone: New Rochelle 3-8600 











BWHAT’S NEWE 





@ For more information on these products and services 
use free post card on page 199. 


| has lucite swivel casters and is fin- 
| ished in Kromolite or black. Tray 
size is 18x13 in. and is 30 in. high. 





| Unit folds compactly; legs cross to 
| form stand when closed. Retails for 
| approximately $6.95. Union Steel 
| Products Co. 


| 
For more data circle No. 70 on postcard, p. 199 
| 


Precision Level 

Master Precision Level, No. 59, 
is designed for accurate setting, 
erecting and testing of machinery 
and surface plates. Ground and 
graduated vial is of 10 second ac- 
curacy, with one division equalling 
.0005 of an inch per foot. Top plate 
is made of special non-conductive 
insulating material. Extra sensitive 





screws have 64 threads per inch for 








| level is 15 in. long, 3 in. high, 


fine adjustments. Weighing 6 lb., 
and 
11% in. wide. Retails for $75. Lufkin 


| Rule Co. 


' For more data circle No. 71 on postcard, p. 199 


Electric Dryer Cord Set 


Electric Dryer Cord Set series 
No. 5533. utilizes molded-on 
three pcle angle plug 
equipped with “L” shaped ground- 


ing blades. Plug interchanges with 


new 
rubber 


new grounding receptacle catalog 


f 


No. 9335. Available for application 
Pp] 

to 10/3 S$ cord or 

cable. Plug is rated at 


type SR 
30 amperes, 
250 volts, and is approved by UL. 
Cornish Wire Co. 


For more data circle No. 72 on rostcard, p. 199 


ranye 


Basket Patterns 

Two new tubular basket patterns 
are Bird of Paradise, No. 1805, and 
No. 


Iris, 1810 (illustrated). Iris 





is available in yellow, gray or blue 

background; Bird of Paradise in 

green, yellow or gray. Patterns are 

in full color. Nesco, Inc. 

For more data circle No. 73 on postcard, p. 199 
(Resume reading on page 13) 
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70 HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 





(Continued from page 13) 


boxes. Carton is compact, measur- 
ing 2 in. wide and 5 in. deep; 12 
cartons can be displayed in approx- 


imately 1 sq. ft. of space. Screws 
and bolts are available in 75 sizes. 
Rockford Screw Products Co. 


For more data circle No. 74 on postcard, p. 199 


Power Mower Folder 

Two-color, eight-panel foider fea- 
tures complete power mower line, 
including seven rotary mowers and 
three reel type models. Bulletin 
PA-54-2, it illustrates and describes 
highlights of construction and oper- 
ation of all 10 mowers. Propulsion 
Engine Corp. 


For more data circle No. 75 on postcard, p. 199 


Caulking Compound Tube 


New white caulking compound 
comes in a giant tube for handy 
use. Tube contains approximately 
1/10 gal. of compound and comes 
packaged 10 to an attractive, space- 
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| Only Sanette Has All These POWER-SELLING FEATURES 


New styling... 

Extra large capacity—perfect seal pails. 
Popular price lining—in best sellers. 
Unmatched values—no lost sales. 
Volume sales—full profit margins. 
Quick turnover with minimum stock. 
One resource—for frequent ordering. 

A committed housewares sales policy. 


And Only Sanette Brings You the 
ORIGINAL GREEN WAXED BAGS 


Consumer accepted . . . America’s best-selling bags. 
Contain 50% more wax than imitations! In dispenser 
packages of 50 bags each. Popular price-lined; FULL 
MARK-UP. $B-3-50 for all 10, 12 and 14 qt. receivers, 
$B-5-50 for all 16, 17 and 20 qt. receivers. 


Write, wire, for prices and catalog. 


MASTER METAL PRODUCTS, INC. 
321 Chicago Street @ P.O. Box 95 @ Buffalo 5, N.Y. 
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SUPER- 
IMPROVED 














new LOK-BLOK 


HANDLE CONSTRUCTION— 


TWIST AND IMPACT 
PROOF... Another 
Outstanding and 

Exclusive Feature... 


PLUS Chrome-plated Satin- 
finish Blades * Super- 
tension Gripper Fingers 
* Blades Finest Chrome 
Vanadium Steel * 
Hand Ground Bits 
* Unbreakable, 
Insulating 

Handles 


Pat'd. 


Models for Slotted and 
Recessed Head Screws 





Specially Designed 
Bit Fits Both Recessed 
Head Types 


HOLD- -E-TEE 


The Original 
Automatic Grip 


SCREWDRIVERS | 


ORDER THRU YOUR JOBBER 






UPSON BROS., INC., Rochester 14, N. Y. | 
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TO HELP YOU SELL 





® For more information 
on these products and 
services use free post 
card on page 199. 


saving counter display box. Tube 
features built-in applicator tip. 
Compound is for in sealing 
around window and door frames, 
concrete, masonry, chimneys, roof 
flashings, cornices, bathroom fix- 
tures, ete. Dicks-Pontius Co. 


use 


For more data circle No. 76 on postcard, p. 199 


Rifle Bullet Display 

Counter merchandiser for Hi- 
Speed 22’s is sturdily constructed 
of pine wood in natural finish. It 





has which 


front 
opens easily when lock is released. 


slanting glass 
Measuring 16!4x6%x10 in., mer- 
chandiser has a capacity of approxi- 
mately 3500 rounds. Data sheet 
gives complete ballistic informa- 
tion on merchandise. Space is pro- 
vided for retail prices, and complete 
retail price information is shown 
on plastic strip inside. Remington 
Arms Co., Inc. 


For more data circle No. 77 on postcard, p. 199 


Housewares Manual 

“How to Have Seven Times Turn 
With Styron Housewares,” is the 
title of a merchandising manual de- 


signed to help plastic housewares 


buyers in decorating their win- 
dows and in-store merchandising 
counters through seven planned 


and tested seasonal or special holi- 
day promotions. Each promotion, 





No. C-1458 
Chrome plated. 
With square 

nuts. For 
later model 











LICENSE 
| PLATE 
| Bsa 





No. 012558 
Rust-proof. 
With wing 
nuts. For 

older 








model 
cars 








At your 
favorite jobber 
or write direct 


Shavore Gb and Soh Co 


BOSTON 10, MASS. 


















( Here's the one that 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 

dealers a bigger profit. 
WILL NOT SHRINK SELLS BETTER because 
STICKS AND STAYS pur it WORKS BETTER. 

a 
















Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 











DONALD 






, . DURHAM 

year.” What’s more, COMPANY 
, . Ox 

Durham’s Rock Py Pac He 







Hard Water Putty 
gives you by far the 
best profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. « Packed twelve 1-lb. cans or six 
4-1b, cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 


lowa 































in POWDER Form 
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: SMOOTH-ON No.1 


for These Repairs | | 
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—_ae- ODORLES S 
2558 
roof, my O »4 | C 
TIGHTEN LOOSE SCREWS NON NON-TOXIC 
wing AND BOLTS | SAFE AND | 
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‘SESEcee! 


0 ciate 


- 
eg > ES EE 





Co. 


Recommend Smooth-On 
when your handyman - 
customer asks how to anchor -< Ba & 
bolts in concrete; how to tighten loose metal, wood or ‘ 


. ° re aides — — 
— plastic parts; how to seal cracks in metal; or how to fo ae a ee WY LA Y 
tighten loose screws and fixtures in wood, metal or tile, ee [sae = . 








Y 1} ill k 

Ju—an po Ww ver DE . aon ee _ 
NK C - and he—will never be ung ; . . . ee por eee 
tie in _ With Smooth-On all you do is mix and fix. When this for Proposition 
sakes iron cement in powder form is mixed with water 
a tile, to a putty, it hardens like metal and expands as it sets. 

Pays Forced into crack, crevice or cranny it thrusts hard against ; 
Drotit. surrounding surfaces and makes things tight and fast. 1 ful, custom- ~ 00 verified 
cause Smooth-On is not an adhesive. It does its job from inside Get this powertt®, d VALUE 
ER. the repair, and almost becomes a part of what it fixes. designed selling ai 

You Buy To Sell Tota 
‘ein " @2.19 $87.60 
FREE sence aip seisian se we 
In addition to our national advertising 40 pints BRU-LUX @ 75 30.00 
campaign in leading hobby, industrial, and AO half pints Enamel 


@ 49- 19.60. 


home-maker magazines we have spent 
h ges, each above size, each. $1 88.80 


thousands of dollars in planning the well (That means 2 packa 
‘ : : less Enamel) 
URHAM known Smooth-On Repair Handbook—free color, BRU-LUX Non-Toxic Odorless 63° 
MPANY e Ae k Over Cost 
ox 804-D to you and your customers. These are Your Mark-up . is 38%) 
Moines packed in every Smooth-On carton, and (Percentage of profit on selling price eo 
BRUNING will bill you $118 freight PRE 


more can be had for the asking. Forty May 10, 1954 
pages, 140 illustrations, simple directions less 2% cash discount before May '™, 


tell your customer how to make time 
and money saving repairs. 


40 quarter pints 














SMOOTH-ON MFG. CO., DEPT. 78 
572 Communipaw Ave., Jersey City 4, N. J. 


i wilh 


BRUNING 


Do | ia i 
SMOOTH-ON | —*~PAINT 


E THE IRON REPAIR CEMENT OF MANY USES 
me . 


i asian 





po £4 aa 
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My PRESENTING ay } 
RIP 


PINTITE® 


WRENCHES 





FINEST QUALITY 
STEEL SHANK 
AND SLEEVE 

+ 


WITH THE EASY "FINGER-CONTROL" 


GRIP ano RELEASE ACTION 
FOR THOSE 


HARD-TO-GET-AT PLACES — 


BRIGHT PLATED 
FINISH 


o 
STRONG 
PLASTIC HANDLE 


ee, 


STEVENS WALDEN INC 






+— PULL SLEEVE TO RELEASE 





SIZES 
He” TO 11) ¢” 


BY THE MAKERS OF 
THE ORIGINAL 


SPINTITE 
WRENCHES 


OVER 150 STYLES 
AND SIZES 


ONE HAND OPERATION— 


© GRIPS nuts or bolts of any material 
@ HOLDS firmly in any position 
TIGHTENS nut or bolt securely 
RELEASES at the pull of the fingers 


Write for 


STEVENS WALDEN Inc. 


catalo 
gue 462 SHREWSBURY STREET — WORCESTER, MASSACHUSETTS 


MAKERS OF WORLD-FAMOUS HAND TOOLS FOR OVER 50 YEARS 














+++ IN 
‘. IN SATISEA 


STEEL makes the difference! 


@ DEALER SALES: National advertising is pre- 
selling, BY TELLING, your customers and prospects 
about the superiority of Swedish Charcoal Steel for 
cutting tools. Sandvik Hand Saws, featuring their dis- 
tinctive “Fish & Hook” trade mark, are accepted as 
TOP quality. Tie in with this national campaign... 
show Sandvik Saws to your customers... display them 
in your window...benefit from fast turnover and 
more sales. 


@ CUSTOMER SATISFACTION: We're telling 
your customers why Swedish Steel holds a razor sharp 
cutting edge three times longer than other steel. Why 
Sandvik Hand Saws rip through tough wood faster, 
easier; why the special grip and extra high crown per- 
mit deeper, longer strokes. How they cost less in the 
long run because they give so many more years of fine 
service! When you explain their advantages, you've 
made a sale! Write for information on Sandvik 
Swedish Steel Hand Saws TODAY! 


LIFE 


Ror Wo 


NATIONALLY 
ADVERTISED 
V 


Jjandvik faw & Joo/ 


Division of Sandvik Steel, Inc. 


47 WARREN ST. NEW YORK 7, N. Y. 
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TO HELP YOU SELL 





in 20-page booklet, is illustrated 
with photos of suggested window 
and counter displays. Manual also 
contains a general promotion for 
plastic housewares for use any time 
during the year. Dow Chemical Co. 


For more data circle No. 78 on postcard, p. 199 


Mailbox Display Card 

Point-of-sale 
cast aluminum mailboxes is litho- 
graphed in dark blue on a heavy- 
weight 17x12'% in. cardboard. Mail- 
boxes are mounted on card in a way 
that permits them to be easily ex- 
amined and demonstrated. Finishes 
available are dead black, brass and 


display card for 








aluminum lacquers. Provided at no 
extra cost, display cards are packed 
singly in each standard carton of 
eight mailboxes. H. B. Ives Co. 


For more data circle No. 79 on postcard, p. 199 


Sports Catalog 

Here are two new 1954 catalogs 
describing in detail each item in 
line of Louisville Slugger baseball 
bats and Louisville Grand Slam 
golf clubs. Catalogs are in full 
color and are free upon request. 
Hillerich & Bradsby Co. 


For more data circle No. 80 on postcard, p. 199 


Tile Flooring Folder 
Complete start-to-finish guide to 
installing a rubber tile floor is 
available in this do-it-yourself 
folder. Included in folder are chart 
on which to diagram room and lay 
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“Do-it-yourself” buyers are your big profit 
opportunities! Your best bet . . . SUGGESTIVE 
SELLING. Succest that B&C low cost hand 
tools are necessary, so that he can get the most 
out of his power tool investments. SuGGEST 
B&C tools as “must tools” he needs to do saw- 


ing, filing, gluing, routing, drilling, etc., ac- 
curately. Succest B&C high quality tools. 
' 
1 
' 
1 


SUGGEST B&C QUICK ACTING 
CLAMPS 


Malleable iron jaws. Stcel 
beam. 1” x 5/16” jaw will 
not slip under pressure. 
Capacities 6” to 72”. 





° SUGGEST B&C DRILL PRESS VISES 





All steel construction. Can 
be used flat or on its side. 
Stationary jaws has a V 
slot for holding round work. 
Width and opening of jaws 
. 


SUGGEST B&C ''C'’ CLAMPS 

\ Priced for quick turnover. 
Variety of Jaw openings 
and throat sizes. Specially 
heat treated malleabie iron 
Screws fitted with sliding 
cross bar handles. Capaci- 
ties 1” to 8”. 


And also SUGGEST 


e B&C Bench, Woodworker's 
Sawhorse and Utility Vises. 
e Tap Wrenches, Lathe Clamp Dogs. 
e Drill Press Vises, Bench Grinders. 
e Tap Wrenches, etc. 
See your Jobber or write Dept. A for Catalog 
Quality, Low Priced Hand Tools Since 1925 





CONN 


33 POLAND STREET @ BRIDGEPORT 
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tHe BRINK & COTTON mes. co. 


























Popular Fast-Selling OOR Threads 
1/s" to 1 Pipe Fast and Easily 


e You just can’t beat these small drop head dies 
for quick easy pipe or conduit threading. 


e Snap the size head you want into the drive 
ring, from either side, and you’re ready to cut 
clean perfect threads . . . heads can’t fall out. 


e Precision-cut alloy dies reverse easily for 
close-to-wall threads—no special dies needed. 


@OOR and OR, %’’to 1”; 111R and 11R, k” 
to 14"; 12R, %”’ to 2”. Free carrier with sets. 
Every threader fully work tested before ship- 
ment. Stock them for quick turnover. 


THE RIDGE TOOL COMPANY ec ELYRIA, OHIO 





» 


Wor'<-Saver Pi 





ra Tools § 
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of Comparison 
BY WHICH OTHER 
PLIERS ARE JUDGED 


Keep a representative 
selection of Klein 
Pliersin stock for your 
best customers—the 
men who know good 
tools. They just won’t 
settle foranything less 
than Kleins—the 
standard of quality 
“Since 1857.”” 
















Write for your 
free copy of | 
the K ‘A in 
Pocket Tool 
Guide today! 
Contains use- 
ful informa- 
tion. 


DISTRIBUTED 
THROUGH JOBBERS 
y Foreign Distributor: 

International Stand- 
ard Electric Corp., 
New York. 





oo MLE INco 


3200 BELMONT AVE, CHICAGO 18, ILI 

















TO HELP YOU SELL 








@ For more information on these products and services 
use free post card on page 199. 


out floor pattern, instructions on 
preparing the sub-floor, installing 
the rubber tile, and maintaining 
the finished floor. Called “How 


You Can Lay A Rubber Tile Floor,” 


folder is available free. Rubber 
Flooring Div., Rubber Manufactur- 
ers Association. 


For more data circle No. 81 on postcard, p. 199 


Cabinet Hardware Display 

No. 1700 Amerock Quick-Service 
Merchandiser is free to dealer with 
purchase of basic stock of chromium 
cabinet hardware costing $162. No. 





1725 is free with 


Merchandiser 
stock of Colonial cabinet hardware 
for $162. Unit holds 81 display car- 
tons, 45 in full view plus 36 in re- 
serve stock. Of sturdy metal con- 


struction, merchandiser takes up 
18x32 in. of floor space. Demonstra- 
tors or display panels can be easily 
mounted to merchandiser with spe- 
cial and mounting board 
insert that are supplied with unit. 
American Cabinet Hardware Corp. 


screws 
For more data circle No. 82 on postcard, p. 199 


Builders Hardware Pages 


For addition to the general cata- 
log of builders’ hardware, here are 
12 new catalog pages covering colo- 
nial design hardware, chain door 
fasteners, door pulls, push and 
pull plates, name plates, extruded 


thresholds, door caps and edges, 
push and pull bars, and extended 
pull bars. Sheets give complete list- 
ings of sizes and materials in which 
items are available, specifications, 
weights, packaging, Federal speci- 
fications, finishes, and directions 
for ordering. Revised price list cov- 
ering entire line is included with 
pages. Complete general catalog is 
also available. Baldwin Mfg. Corp. 


For more data circle No. 83 on postcard, p. 199 


Glassware Display 

This self-selling display fixture 
is offered as an aid to dealers in 
merchandising new Home Bar line 
of glassware. For use on counter 
or table top, unit measures 30 in. 
wide, 24 in. high and 12 in. deep. 
It is die-cut to hold a sample of 11 
glassware Each sample is 
identified by capacity and end-use. 
Made of gray lithographed 


sizes. 


card- 


HOME BARWARE & Libbey Glass 
a Tr until idling SY 
wre |. 


om you home 


| 
Wd 


Party & 


_ 


\ ) \\ 





board, display has individual price 
marking spots for stemware and 
tumblers. Owens-Illinois Glass Co. 


Fo: more data circle No. 84 on postcard, p. 199 


Heat Pump Bulletin 
Described in four-page bulletin, 
all-electric Heat Pump is a com- 
pletely self-contained system that, 
without water or flame, provides 
warm filtered air in winter 
cool, dehumidified air in summer. 
3ulletin contains explanation of 


and 


HARDWARE AGE, MARCH 18, 1954 








NOW IS: 


NO. 15 


A qualit 
known ft 
dependa 
service o 





capacity. 
they're 


applicati 


THE 





HARDWAR 








ices 


id edges, 
extended 
plete list- 
in which 
fications, 
ral speci- 
lirections 
» list cov- 
Jed with 
atalog is 
fg. Corp. 
card, p. 199 


fixture 
alers in 
Bar line 
counter 
s 30 in. 
n. deep. 
le of 11 
mple is 
end-use. 


d card- 





l price 
re and 


Quality Since 16 


TURNER 





TORCHES 





NOW IS THE TIME TO CHECK YOUR STOCK! 


NO. 150 


So mdeastoey alectaetes agian 








ws Co. 
rd, p. 199 


illetin, 
| com- 
1 that, 
‘ovides 
r and 
mmer. 
on of 


, 1954 








A quality torch at a competitive price . well and favorably 


known to the hardware trade for many years! Powerful, 


dependable, safe. honestly engineered for maximum 


service on even the heaviest jobs. Has massive cast-bronze 


burner, non-slip valve wheel, blow-proof pressure pump, 
Terne plate steel tank with sprayed bronze finish. One-quart 
capacity. Get details, too, on other Turner Tested Torches... 


they're unequalled for economy in operation and wide 


application of uses. See your jobber... 


THE TURNER BRASS WORKS 
SYCAMORE ILLINOIS 
SINCE 1871 








SPEEDY SPRAYER 890 


Diaphragms eliminate oily pis- 
tons. Y% h.p. motor delivers 2 cu. 
ft. of clean, oil-free air at 30-40 
lbs. pressure. Never needs oiling. 
With gun, less motor, retail $36.50 








PAINT 
TANK 778 


Holds 3 gallons. 
Carried or hung 
on ladder. With 
10’ air and paint 
hose. Retail 
$22.00 


SPEEDY SPRAYER 444 


No job too big! 4 cv. ft. of 
clean, oil-free oir at 40 Ibs. 
pressure. Y2 h.p. motor or 
engine. With gun, less motor, 
retail $66.00 








NEW! MOBILE 


a 


St fm, 


MODEL 450 
V2 h.p. with gun, with motor $169.00 


MODEL 960 
V4 h.p. with gun, with motor $106.00 


ORDER FROM YOUR WHOLESALER 


W. R. BROWN CORPORATION 
2665 Normandy Ave., Chicago 35, Ill. 
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Specialists in Portable Sprayers for Over 30 Years 
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SELL THEM THE 
JUSTRITE 
Yellow Flash 8 


Most Powerful Flashlight Made! 
When your customers demand a powerful flashlight, 
sell them the most powerful flashlight made, the <i, 
Justrite Yellow Flash 8! Throws a brilliant 12 volt 

half-mile beam. Rust proofed steel construction, handy we 


square shape. Flat base, adjustable head leaves hands 
$395 less batteries. 








free. Fold away handles. Uses 8 standard cells. (More 
sales for you!) 


Guards Your Life on the Highway 


Justrite Life Guarder 
Only blinking warning light that operates 
on standard cells. Visible in all direc- 
tions for miles. Converts to steady white 
light. Uses 4 standard cells. Model No, 
2192. List price $4.95 less batteries. 


» Lantern Power—Flashlight Convenience 


Justrite Worklight 
Brilliant 6 volt power. Compact—fits 
in glove compartment, Steel construc- 
tion, baked enamel finish. Handy square 
shape. Uses 4 standard cells, Model 
2104. List price $2.95 less batteries. 

















SELL ‘EM AS A TEAMI 
Justrite Work Warning Set 
Work Light and Life Guarder avail- 
able as single unit, giving motorists 
Light for Work and Light for Safe- 
ty. Model No. 21WW. List price 
$7.75 less batterles. 


“NO HANDS” FLASHLIGHT 

; Justrite Sportslight 
Adjustable, padded headpiece. Bat- 
tery Case fits in pocket, fastens to 
belt. Weather proof cord. 1500 ft. 
beam. Uses 4 cells. Model 1904. 
List price $3.95 less batteries. 





New advertising mats, point of sale material available. Ask your jobber about the 
Justrite All-Purpose line of electric lanterns. See the all new year-round Justrite ads in 
Argosy, Field and Stream, Outdoor Life, Popular Mechanics, and other national magazines. 


JUSTRIT MANUFACTURING COMPANY 


2061 N. Southport Avenue ° Chicago 14, Illinois 



















X ‘ a 


NEW TOOL AND SICKLE GR 


Precision Ball Bearings! ” 












ONLY ONE CLAMPING NECESSARY | 


Operator controls clamped sickle in movable holder} 
which permits special attention to sections which| 
need more grinding. Weight of sickle bar is easily 
controlled to prevent blue edges. Eliminates diffi- 
cult to control rigid clamped grinding. Yes, only 
Wissota offers these distinct advantages of speed, 
accuracy and flexibility in this type of grinder. 


@ WHEELS PROJECT IN FRONT OF FRAME 
—Allow 100% Capa ys to wheels. 
1/ P 


Also sold with 
2 Tool Wheels 





Se a i am 
mounte nd and away. 
HEAVY DUTY @ EASILY HANDLES DIFFICULT JOBS WITH 


TOOL GRINDERS SAFETY 
Built to meet the approval 
of the particular mechanic 
and priced to sell the value 
= wise buyer. Equipped with Pre- 
cision Ball Bearings for smooth, 
friction-free operation and long 
life. Oil-sealed to eliminate greas- 
ing and wear. You'll find it easier 
to sell WISSOTA Grinders and 
Wheels 









MAADE IN OUR OWN PLANT! 







A COMPLETE LINE 
OF FULLY VITRIFIEr 
ABRASIVE WHEELS 
AND SICKLE CONES! 






FACTURING 


4 MINNESOTA 











heating and cooling cycles of unit, 
including schematic flow diagrams 
of refrigerant and air. Describes 
elimination of flame-type fuels, 
water connections and seasonal ad- 
justments and maintenance. West- 
inghouse Electric Corp. 


For more data circle No. 85 on postcard, p. 199 


Color Sample Book 
Pocket-size “162 Color Pack’’ in- 
cludes samples of 162 colors selected 
from entire 1,322 paint 
colors in line. Closed pack is ap- 
proximately 4x8 in., with 
split so harmonizing colors can be 
compared side by side. Paint sam 
ples are approximately 
Identification number 


range of 


pages 


1 in. square 


and colo 





name is printed on back of each 
chip. Selections cover a complete 
color range. Last 30 pages 
gloss finish paints, decorative en- 
amels, exterior body or trim paints, 
and porch and floor enamels. Color- 
izer Associates. 


show 


For more data circle No. 86 on postcard, p. 199 


Hardware Counter Display 


Select-a-Pak Hardware Counter 
Displays are offered in several dif- 
ferent combinations. Display board 
alone, with mounted hardware; 
display board and counter unit to- 
gether, with selection of merchan- 
dise; storage cabinet; single sec- 
tions for use against wall, 
double sections for use as island 
merchandisers. Blueprints of stor- 
age cabinets and counter units are 
available for those who wish to 
build their own. Natural finished, 


and 
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NATIONAL ADS 
build good demand 


for these new, handy 
fasteners on 
How-to-use cards 









SIMPLY SWAT 
WITH A HAMMER 






Every home handyman and = 
housewife is a prospect for — . 
these handsome, easy-to-use 
rivets. They'll fasten cloth, 
leather, paper, plastic sheet- 
ing; ideal for craftwork . . . 
repairs on clothing, luggage, 
straps, etc. ... quick, secure, 
permanent. User simply 
punches hole in parts to be 
riveted, pushes rivet together 
through holes, places on 
firm surface and swats with a ham- 
mer. Finishes: Gilt, nickel, black, 












brown. Large or small sizes. 
Retail: 15¢ a card. 


TEENUTS 


Ideal for new work, wood to 
wood, wood to metal, and 
where old screw holes have 
worn out. TEENUTS mount 
flush without counter-boring. 
Simply drill hole size of 
TEENUT barrel; steel prongs 
provide rigid, permanent an- 
chorage. Same size hole for 
bolt. Complete line to fit 
standard bolt sizes. Carded 
put-up retails for 15¢.. . 
packed in eye-catching dis- 
play carton. Call your jobber, 
today. 












CONSISTENT YEAR-ROUND a 
1% PAGES AND 4 PAGES IN: 
BETTER HOMES & GARDENS 


AMERICAN HOME . 
POPULAR MECHANICS ° POPULAR SCIENC 
OVER 9,200,000 CIRCULATION! 








LINE 


Chicago 8, Illinois 


THE 


3229 South Ashland Avenue 
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With Built-In 
WORK-LIGHT 


SELL 


The ONLY 
PORTABLE 
Offering ALL 
These Features 


1 MOTOR GURANTEED 
AGAINST BURN-OUT DURING 
OWNERSHIP OR REPLACED 
FREE. 

OVER 1,000 HOURS OF CONTINU- 
OUS SANDING WITHOUT BREAK- 
DOWN IN LABORATORY ENDUR- 
ANCE TRIALS. 

REMOVES MORE MATERIAL WITH 
LESS UPKEEP THAN ANY SANDER AT 
ANY PRICE. 

WORK-LIGHT 1S STANDARD EQUIP- 
MENT—A SYNCRO FIRST FOR PORT- 
ABLE SANDERS OF ITS TYPE. 

BEST RENTAL SANDER— 

LESS SERVICING—OUTLASTS ALL OTHERS. 
EASY TO USE, ONE HAND OPERATION, NO 
JUMPY TWISTY TORQUE TO FIGHT. VIBRATION- 


ABSORBING HANDLE FLOATS IN RUBBER (PAT. 
PEND.). 


MOST POWERFUL RECIPROCATING SANDER MOTOR 
((PATENTED). 

NO OILING—POWER UNIT FLOATS IN RUBBER 
(PATENTED). NO CAMS, BUSHINGS, BELTS, PUL- 
LEYS OR GEARS TO WEAR OUT. 

NATIONALLY ADVERTISED AND SYNCRO PAYS HALF 
DEALER'S SYNCRO AD COST. 


SIX 21 JEWEL WATCHES GIVEN! 
Mail picture of your Syncro Sander window 
or counter display to us by May 1, 1954— 
it may easily win you 1 of 6 Wrist Watches 
for ‘‘best display’’! 


SYNCRO CORPORATION 


DEPT. 19-44, OXFORD, MICHIGAN 








oon OO fS W PD 








Model ‘900’ 
Retails at Only 





















We are 
Cooperating 





Hardware Week ‘7g (“"&PemA 
April 16 thru 24 HARDWARE 
STORE 


itn naan 
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MR. FAMILY-FUN SAYS — | 


ONLY 


SOUTH BEND 
CROQUET HAS 


Ep 
AN 


CONSUMER 
SERVICE eal 


PARENTS’ 


% MAGAZINE = 
oy, we 
YROERTIsED 1 














PARENTS’ MAGAZINE 
COMMENDATION ..SEAL 


%e e 
. e 
tees cease” 


A nationally recognized symbol of 
quality tested merchandise, this seal 
is a potent factor of consumer influ- 
ence. And South Bend is the only 
croquet nationally advertised — to 
make your customers conscious of 
family fun; to build added interest in 
outdoor living! 


Our 80th Anniversary 1874 — 1954 





Write for 1954 Catalog and 


name of nearest Jobber. 








SALES REPRESENTATIVES 
East—Julius Levenson, 7 East 17th St.,N. Y. 


South — Louis Williams & Co., 3rd National 
Bank Bidg., Nashville, Tenn. 


Midwest—South Bend Toy Mfg., So. Bend, Ind. 


Calif. & S. W.- Anderson Sales Company, 
730 W. 10th Place, Los Angeles 15, Calif. | 


Denver & Pac. N. W.-Leo Scherrer, 2840 W. | 
93rd St., Seattle 7, Wash. 


SOUTH BEND TOY MFG. CO. 
Dept. HA-3, South Bend 23, Indiana 


CROQUET SETS * DOLL CARRIAGES— 
Folding, Fibre, and English Coach * | 
DOLL STROLLERS « JUVENILE FURNITURE 
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TO HELP YOU SELL 





@® For more information 


on these products and 
services use free post 
card on page 199. 





single unit is 55 in. long, 23 in. 
deep, and 16 in. high above counter 
level. National Lock Co. 


For more data circle No. 87 on postcard, p. 199 


Garden Coasters 

Imperial Tulip garden coasters 
pickled stems, highly 
rust-resistant, and leaves and cups 
formed from 22-24 gage cold rolled 
sceel. Coasters are 22% in. high. 
i‘lower cups are 3 in. in diameter 
and 2 in. deep, with six petals 
curved to give a spring grip that 
holds glasses securely. Solid bottom 
is same color as cup and is electri- 
cally welded to stem. Leaves and 


have steel 





stems have dark green finish and 
petal cups come in red, yellow and 
white. Set of four retails for $3.98 
in convenient storage carton. Wil- 
liam T. Lazar Co. 

For more data circle No. 88 on postcard, p. 199 


(Resume reading on page 14) 





Better Built by 


3 
BUCKLEY) boa 














| Hdjustable \ 
FOLDING TABLE 
asc 


| Genuine Formica top, 24’’x18", with 
| 




















solid Masonite backing. Sturdy tubu- ACH o 

lar steel legs with lusterized finis!:. 

No sharp edges. Finger-tip adjust- f 

ment, 2012” high for children; 2342” 

for adults. Folds flat for storage. 
SEND FOR CIRCULAR 


BUCKLEY 


Manufacturing Co. 
Precision Metal Products 
any degree of chok 


4225 W. Lake St., Chicago 24, Ill. 
2%’ proof-tested | 


wheted steel. Per} 


Yictor Bait Bucket 
means BIGGER 
PROFITS 


SNUG--FiTTING up 
OF MOLDED FIBRE 


unters, farme 
loble firearms 
fgun building 
hat mean a bet 


124 16 GAUGE 

Model 40, Slide 
shotgun, Equippe 
ond MultiChoke d 















| At their low price, your ene 
| fishermen customers will jes 

ut wil 
| buy two or three of these Pod.. 


| sturdy VICTOR bait buckets—they’ll 
really build profits for you! Four sizes- 
No. 4, $ .89 No. 10, $1.50 
No. 6, $1.00 No. 20, $3.50 
Shipped nested for minimum storage 
and display space. Liners also avail- 
able. Order from your wholesaler. 


ANIMAL TRAP COMPANY OF AMERICA 
Lititz, Pa. «© Pascagoula, Miss. 
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FOR FIELD, FARM & FUN 





ACH ONE... EVERY INCH 


A GREAT GUN! 


unters, farmers, ‘‘plinkers’’—all go for these smooth, slide-action 
joble firearms in a big way. Precision made by men with years 
f gun building experience. A value packed line of sporting arms 
hat mean a better buy for your customers, and more sales for you. 


128% 16 GAUGE 
Model 40, Slide Action, repeating 
shigun. Equipped with Recoil Pad 
and MultiChoke device that oe 












any degree of choke. New fast action. 
28’ proof-tested barrel of specially, 
wketed steel. Perfectly balanced. 









SEE 
YOUR 
JOBBER 













& 


12 & 16 GAUGE FULL 22 CAL. RIFLE 


OR MODIFIED CHOKE 





IDS Go FOR 






Approved by Carl E. Stotz, President of ‘‘Little League’ 









*TOPS in Quality, Design! | 
* BIG in Repeat Sales! 


{ 
o 
a 





* COMPLETE Line 


Sells ‘Team’ Market! 








DSM “rittle League” 
OFFICIAL BASEBALLS 


“Little League” baseballs sell fast. 
A sure-fire profit builder 


DSM “tittle League” 
GLOVES AND MITTS 


Famous for quality—over 100 years! 
Priced right—styled right . . . means 
quick turnover, steady volume. 


DSM “Little League” 
BASEBALL SHOES 


Professional styling. Many special 
features. Wide range of sizes. 

















Order the complete DRAPER-MAYNARD line 
from your Wholesale Distributor right 
away. 






"The Lucky Dog Kind’ 




















Model 50, Slide Action, repeat- 
ing shotgun. Same as Model 40, 
but without Multi Choke or Recoil 
Pad. An unbelievable value. 
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Model 33, Hammerless, Slide 
Action, repeating rifle. Stream- 
lined design. Fast shooting. 
Dependable and accurate. New 
safety features. 


For more information 
please write Dept. 334-A 








MANUFACTURING CO., INC. 
Haydenville, Mass 








THE DRAPER-MAYNARD (O., 4861 Spring Grove Avenue, Cincinnati 32, Ohio 



















233 








KKKKKK:S 


Read it in HARDWARE 


NEWS OF 


AGE 


Ti 





HARDWARE AGE FOR 


-_— 


MARCH 18 





Jackson Hardware Gets Brand | Name Award 


Merit Awards Given 
Four Other Dealers 


for the hard- 
ware category in the 1954 
Brand Names Retailer-of- 
the-Year competition has 
been awarded to Jackson 


Top honor 





H. JACKSON CLARK 


Hardware, Durango, Colo. 
H. Jackson Clark is presi- 
dent of Jackson Hardware. 

This was the second time 
this store has won an award 
in this competition, having 
placed second in last year’s 
event. 

Four other hardware 
stores were selected to re- 
ceive Certificates of Distinc- 
tion for the outstanding 
quality of their contest en- 


tries. These are: 
Cleveland Hardware, Aus- 
tin, Minn., Bliss S. Cleve- 


land, owner. 

Charles Librett Hardware, 
Inc., New Rochelle, N. Y., 
Charles Librett, president. 

Rickbeil’s Hardware & Ap- 
pliance, Worthington, Minn., 
Hardy Rickbeil, owner. 

Melcher-Schene Hardware 
& Lumber Co., St. Louis, 
Mo., Ben J. Melcher, presi- 
dent. 


These annual awards by 
the Brand Names Founda- 
tion, New York City, are 


made on the basis of what 
the competing stores, in 24 
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lines of retailing, have done 
in the previous year to ad- 
vertise and promote the sale 
of nationally known brand 
name lines of merchandise. 
Scrapbooks or other dis- 
plays of substantiating evi- 
dence of what each compet- 
ing store had done in the 
way of advertising and pro- 
motion during 1953 were 
judged by a panel of 17 of 
last year’s top award win- 
ners, from as many lines of 


retailing. 
One of the judges was 
Karl M. Haugen, president 


of Schlafer’s, Inc., Appleton, 
Wis., hardware store, who 
won the Hardware Retailer- 
of-the-Year award last year. 
The five hardware cate- 
gory award winners and 
their wives will join winners 
in the other categories, in 
New York, April 26 to 28, 
for a program of inspection 
tours, receptions and the an- 
nual dinner, at the Waldorf- 
Astoria Hotel on Brand 
Names Day, April 28. 
Lewis L. Strauss, chair- 
man of the U. S. Atomic 
Energy Commission, will be 
the principal speaker at the 
dinner which will be followed 
by a program of entertain- 





ment to be furnished by 
American Broadcasting 
talent with George Jessel as 
master of ceremonies. 

The award winners and 
their guests will be enter- 
tained at luncheons by maga- 
zine publishers — including 
Life, Saturday Evening Post, 
and Chilton Co., publisher of 
HARDWARE AGE. 

They will also make tours 
of American’ Broadcasting 
studios, the United Nations, 


Herald-Tribune and will be 


taken by motorcade to the 
New York City Hall where 
they will be greeted by 


Mayor Robert Wagner. 


Co. 


Re-Elect W. C. Dearstyne 
Albany Hardware Head 


William C. Dearstyne was 
re-elected president of the 
company at the recent 62nd 
Annual Meeting of Stock- 
holders of the Albany Hard- 
ware & Iron Co., Albany, 
N. Y., wholesaler. 

Re-elected directors of 
the company are Mr. Dear- 
styne, Harold L. Warner, 
Dudley H. Robinson, E. L. 
Fowler and W. D. Dearstyne. 

Officers at the 
meeting are vice-presidents 
Raymond E. Foskett, Henry 
J. Funk and Arthur E. Ste- 
phens; Mr. Warner, trea 
surer; Mr. Robinson, secre 
tary; W. D. Dearstyne, man- 
ager and assistant to the 
president. 


as 


re-elected 


True Value, Auburn Meeting | 
Hears Panel on Self Service 


’ 


“Phenomenal acceptance’ 
of the True Value and Au- 
burn associate store plan by 
hardware dealers was re- 
ported by O. W. Ahl, presi- 
dent of Hibbard, Spencer, 
Bartlett & Co., at the first 
annual meeting of the asso- 
ciate stores. 

The meeting and merchan- 


Mar. 1 


ware- 


show was held 
in the Hibbard 
house and offices in Evans- 
ton, Ill. Attendance at the 
show was hit by one of the 
worst snow storms of recent 
years that struck toward the 
end of the second day of the 
three-day meeting. Despite 
(Continued on page 243) 
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A view of one of the dealer sessions at the Hibbard meeting. 
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Of Morrow-Thomas 


AGE FOR onal 18, 1954 
e Head | Meadow Elected Head ~ Marchall-Wells Unveils New Promotion Plans 


tyne was 


Paul Meadow has been 





Program Introduced 


of the : , ‘ 
elected president and chair- dent, and Don Bowie, Jr new plant, S. B. Oie, general 
ent 62; F a — plant, S. B. ,2 
; Ave man of the board of directors was re-elected treasurer and At Recent Congress sales promotion manager, 
> Mead of the Morrow-Thomas Hard- given the added post of sec- Introductions of advertis- told of the merchandising 
« = al 4 . ‘ ° ° es ° . rT 
ware Co., Amarillo, Tex., retary. Fred Sullivan was ing,merchandising plans,and program for the paint. The 
Albany . eI prog I 
ad wholesaler. named sales manager. new merchandise were a fea- program offers a sales film 
—-" Mr. Meadow, with Mor- Prior to joining Morrow- ture of the recent Associate in color, a color-card sales 
r. Dear- row-Thomas since 1928, suc- Thomas in 1949, Mr. Cates Stores’ Congress of the Mar- folder, and a full page will 
Warner ceeds C. W. Gill who as- was associated with the In- Shall- Wells Co. Duluth, be devoted to the paint in the 
: ’ sumed the head office of the wnational Harvester C Minn., wholesalers. April consumer broadside. In 
by ee Ie Dalene the the deatt ternationa arvester 0. : ut 
arstyne. of ‘Richard Poo oo Mr. Sullivan has been with — Opening of the company’s addition, a consumer adver- 
at the or, 1. d the company since 1934. St. Paul, age ae ig tising campaign using news- 
ao ’ ° i? , . announced by George 58. Mc- apers, radio, ¢ TV wi . 
esidents At the same time, Don R. W. Curry, with the firm Quade mari can . Duluth hit radio, und TV will m 
Soy Cates, secretary of the com- since 1946, was elected a di- g piu) The con Cation used to introduce the paint. 
c. Ste- sm eect - 3 cod ye ag span “aie H. L. Greenough, stores’ 
pany, was made vice-presi- rector. will have a complete basic : —- 
r, trea- ee : : ‘ manager, Duluth Division, 
ens ae stock and major appliances sities ‘tins alt tek: aoa 
, . “ . . ° » né e ~] ) é ro 
se Hardware Briefs: and is expected to be in full “” : I ; I 
ie, man- te : comes from buying and sell- 
i> operation by June. : or 
re ing. He said the interdepen- 


Formal Opening Held by Headley’s Hardware 


A “Calenad Program,” 
which is a calendar promo- 


dence of wholesaler and re- 


: 7 1 y senate tailer is necessary to beat the 

In Indiana, and Laurent Hardware in Texas ‘ion for M-W Associate ‘#!'er is necessary fo dew 

i ; : Stores was discussed. The Profit squeeze. lat effects 

ng eg og eta ah — — ( _ promotion includes coupon ¢conomies that create more 
opening of Headley’s Hard- Street Hardware has moved gay. and item-of-the-month Profit. 

are ashi 2906 Court S The fir alae : , , 

ware, 19 E. Washington St., to 1206 Court St. The firm specials to build store traffic. L. M. Hatfield, vice-presi- 


C 


was held recently as a two- 
day affair. The store, for- 


(Continued on page 250) 





With the introduction of 


(Continued on page 246) 


ie 4 merly Hickman’s Hardware, _ 
oe was purchased by Roland 
iia, Headley who took over own- 
= ership and operation of the 
- the business in January. 
of the Coffee and doughnuts were 
recent served during the opening 
urd the and special favors for adults 
of the and orchids for the ladies 
Jespite were presented. A _ special 
243) sale was held in connection 








with the grand opening cele- 
bration. Associated with 
Mr. Headley in the store are 
James F. Zeis, Floyd Chadd, 
Mrs. Pauline Granger and 
Haywood Trigg. 





Victoria, Tex.—The Lau- 
rent Hardware, Laurent St. 
near Grand Blvd., recently 
held its grand opening, which 
featured door prizes and at- 
tractive displays. The store 
is owned by C. W. Marquis 
and L. E. Bergstrom. 

The store is housed in 
an attractive new building 
with a modern glass front 
and displays household 
equipment, farm and indus- 


ajef 


ity 





+ 





Marshall-Wells Stores Planning Board Members, front row, left to right: Paul Fedderly, 


Wisconsin Dells, Wis.; George Burshek, Shakopee, Minn.; Marvis Hogen, Kadoka, S. D.; 
Miles R. Summers, Houston, Minn.; Andy Westra, Sioux Falls, S. D. Center, left to 
Ennis, Mont.; Dick Davis, Sandstone, Minn.; Burt Olson, Cody, Wyo.; Jim Larsen, 
right: C. L. Krueger, Lewiston, Mont.; Arvild Christensen, Williston, N. D.; Dar Pasley, 


Detroit Lakes, Minn. and Clarence Beck, Hardin, Mont. 
D.; Cy Meszaros, Edgeley, N. D.; Ray Koplien, Weyauwega, 


Schilla, Dickinson, N. 


Rear row, left to right: Paul 


trial hardware, and appli- Wis.; M. P. Nelson, Cumberland, Wis.; Walt Bahner, Foley, Minn., and Bob Olson, 
ances. Tower, Minn. 
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Large Attendance, Excellent Buying Mark 


Decatur & Hopkins Three-Day Open House 








Above is a view of the salesroom at Decatur & Hopkins 
Co., Boston, Mass., wholesaler, during the firm's recent 
three-day Spring Open House and Dealer Value Days. 


Large crowds attended the 


three-day Spring Open 
House and Dealer Value 
Days held by Decatur & Hop- 
kins Co., Boston, Mass., 
wholesaler, at the  firm’s 
salesroom and _ warehouse, 
94 Berkeley St. It was re- 


ported that buying was ex- 
cellent in all departments 
during the show. 

In addition to spring lines 
of hardware merchandise, the 
show featured a complete 
room devoted to do-it-your- 
yourself merchandise. An- 
other highlight was a com- 
pletely new decorative scheme 
and an enlarged bonus gift 


plan, including bonus gift 
certificates good for three 
years. 


New and attractive decora- 
tions created an atmosphere 
of spring. Prominent in the 
decorations was Decatur & 
Hopkins Co.’s slogan “100 pct 
Dealer Distribution.” 

Many interesting sugges- 
tions were received for the 
“Promoting Hardware Week” 
contest. The judges selected 
the following as the winning 
entry: 

“I believe the best way 
to promote Hardware Week 
is: 1. Advertise Hardware 
Weck. 2. Cooperate with lo- 
cal dealers. 3. Hold evening 
Open House. 4. Strive for 
Uniqueness in entertaining 
customers and _ displaying 
merchandise. 5. Have sug- 
gestions for improvements on 





Miller Joins Sales 
Staff of Tryon Co. 


George J. Miller of Penns- 
burg, Pa., has joined the 
sales staff of Edw. K. Tryon 
Co., 815 Arch St., Philadel- 
phia, hardware wholesaler, 
to assist W. C. Gilbaugh in 
the Perkiomen and Lehigh 
Valley areas. 

Mr. Miller had previously 
been a traveling salesman 
for Herr & Co., Lancaster, 
Pa., hardware wholesalers. 





Moody, Board Chairman, 
Retires From Orgill 

W. I. Moody has retired as 
chairman of the board of 
Orgill Bros. & Co., Memphis, 
Tenn., wholesaler. 

Mr. Moody joined the com- 
pany in 1886 as a bill clerk. 
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During his association with 
the firm, he progressed to the 
positions of bookkeeper and 
credit man and as an officer 
of the company was secre- 
tary, treasurer, vice-presi- 
dent and board chairman. 


M. R. Keyser Elected 
Head of Kane & Keyser 


M. R. Keyser was elected 
president and chairman of 
the board at the recent an- 
nual meeting of the board of 
directors of the Kane & Key- 
ser Hardware Co., Belington, 
W. Va., wholesaler. 

Elected at the same meet- 
ing were: Mrs. Dagmar Nee- 
ly Keyser, vice-president; L. 
E. Gainer, secretary-treasur- 
er; M. R. Keyser, buyer, and 
Mr. Gainer, sales manager. 


News of the Trade 





slips and award door prizes. 
6. Have specials.” 

The winning entry was 
submitted by Glenn Morse, 
Woodcraft Hardware, Rut- 
land, Vt. As his prize, Mr. 
Morse will receive a week’s 
vacation in Florida for him- 
self and his wife and also a 
round trip ticket by air for 
both of them. 





Mulliken Elected Head 
Of Gilbert & Bennett 


John H. Mulliken has been 
elected president of the Gil- 
bert & Bennett Mfg. Co., 
Georgetown, Conn., at the 
regular monthly meeting of 
the firm’s board of directors. 
Mr. Mulliken, who was vice- 
president and secretary, suc- 
ceeds D. Henry Miller who 
died last month. 

At the same time, the com- 
pany announced that Ray- 
mond C. Miller was elected 
vice-president and secretary, 
and Ben Billinger was elect- 
ed vice-president in charge 
of sales. 

A. F. Warren was elected 
a director to fill the unex- 
pired term of the late Mr. 
Miller. Mr. Warren was for- 
merly president of the Mono- 
watt Corp., Providence, R. I., 
a subsidiary of General Elec- 
tric. 


Top Executives Attend 
Broadmoor Conference 


Business conditions in thie 
hardware and industrial sup- 
ply manufacturing and dis- 
tributing fields were the 
main topic of the seventh an- 
nual Broadmoor Conference 
of Wholesale Hardware and 
Industrial Supply Industries. 
Held at the Broadmoor Hotel, 
Colorado Springs, Colo., the 
gathering was attended by 
top executives of more than 
95 hardware and industrial 
supply distributors and man- 
ufacturers. 

Members of the Rocky 
Mountain Association of Dis- 
tributors were hosts. Dis- 
tributors were also present 


from the Missouri River, 
southwestern and Utah 
areas. 


Herman F. Seep, Mine & 
Smelter Supply Co., Denver, 
and president of the Rocky 
Mountain Association of Dis- 
tributors, presided at the 
opening session of the con- 
ference. 

Speakers included officers 
of the American Hardware 
Manufacturers, National 
Wholesale Hardware, Nation- 
al Industrial Distributors 
and Amcrican Supply & Ma- 
chinery Manufacturers as- 
sociations. 





Officers elected at the annual convention of the Pennsyl- 
vania & Atlantic Seaboard Hardware Association are left 


to right, seated; Leslie W. 


Jenness, secretary-treasurer, 


appointed to succeed the late W. Glenn Pearce; C. H. 
Wilson, Braddock, Pa., Ist vice-president; H. M. Musser, 
Mifflinburg, Pa., president; J. M. Wagner, Baltimore, Md., 
advisory board, and G. W. Eddy, Frenchtown, N. J., 2nd 
vice-president. Standing, left to right, are: M. H. Pierce, 
Milford, Del., advisory board; C. H. Kauffman, New Hol- 
land, Pa., executive committee; R. H. Imschweiler, Tre- 
mont, Pa., advisory board; John McIntyre, Chevy Chase, 


Md., executive committee; J. 


M. Huston, New Castle, Pa., 


advisory board; T. L. Edwards, Jr., Ebensburg, Pa., ad- 
visory board; C. G. Avery, Springville, Pa., executive 


committee, and M. W. Allen, 


Carlisle, Pa., advisory board. 


H. D. Kaiser, Philadelphia, is assistant treasurer. 
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“ a says H. S. Bassett, First Prize Winning Dealer in 


le con- 


coeur BIG SIMONIZ EASY MONEY- 
| EASY METHOD CONTEST! 


& Ma- 


rs as- 





wae 


id 


ee 


‘ ALIS 


Again this year... 
$1500 CASH for you... plus $10,000 
CASH for your customers to create 



















soi oa == COMEST 
SW ES 






extra business for YOU! 






Read these hints from Mr. Bassett, manager, Billups 
Petroleum Company, Meridian, Mississippi. 

‘“‘All you do to help your customer is tell him how the 
new SIMONIZ Easy Method (explained under can lid) 
helps cut SIMONIZING time in half. Then help your cus- 
tomer finish the limerick and fill out the entry blank. 
Last year, when I helped a customer of mine, I won $500!” 

‘‘Like me, you'll be selling lots of extra SIMONIZ and 
SIMONIZ LIQUID KLEENER too. Keep entry blanks out 
in the open. Use FREE window banner and counter 
cards. I did. They helped me do extra business. They’ll 
do the same for you.” 


WIN UP TO $500 


Remember~—if your customer wins, you win too! Last year’s contest was so hot, dealers 
asked us for a re-run in ’54! Big full page 





$500 for dealer who helps fill out the winning entry blank! 
$125 each for dealers who help fill out the 2 next best entry blanks age ad shown above will appear in 

ife, Saturday Evening Post and in Sun- 
$ 50 each for dealers who help fill out the 5 next best entry blanks day Newspaper Supplements all over the 
$ 10 each for dealers who help fill out the 50 next best entry blanks country. (Total circulation— 26,500,000.) 























YES, TODAY MORE THAN EVER...MOTORISTS WISE SIMONIZ 
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TUCKER 


FAST 
TURNOVER 


FOLDING 
FURNITURE 





PORCH-LAWN CHAIR 


Fast becoming standard for out- 
door furniture, this chair is made 
of select hardwood varnished or 
lacquered in a variety of colors, 
also white. Light, folds compactly 
for storage. A good seller, usually 
selling in groups. 








STURDY COMFORTABLE CAMP COTS 


Tucker Camp Cots in use by the thousands, last for years 
with rough usage. Well-built hardwood frames and legs, 
painted hardware, sturdy duck properly sewed and tacked. 
Adjusts to uneven ground. Five sizes, all 6’ 5” long. Folds 
to compact 38”. Strap handle. 





TUCK’ER ‘WAY 
ALL WOOD FOLDING CHAIR 


SELL BY THE DOZENS 
PROFITABLE RENTALS 


Low cost hardwood chair for 
churches, schools, clubs, etc. No 
metal to snag or pinch. Wide 
seat and back for comfort. Fin- 
ished varnish or lacquered in 
wide color choice. Built for 
rugged service. 


FOLDS FLAT — STACKS FLAT 
WELL BUILT— WON'T TILT 


Camp Chairs — Children’s Furniture — Stools — Fish-N-Float 


Write for catalog 


TUCKER DUCK & RUBBER CO. 


Ft. Smith, Arkansas 
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_ Expect Record Attendance At 
Southern Hardware Meeting 





The New Orleans Con- 
vention of the Southern 
Wholesale Hardware Asso- 
ciation and the American 
Hardware Manufacturers 
Association, April 11-15, is 
expected to be the largest on 
record, according to advance 
registration trends. 

This year’s Southern Hard- 
ware Convention will run 
through Thursday noon, 
April 15, with the annual 
meeting of the Southern 
Wholesale Hardware Asso- 
ciation held that morning. 
Following the lead of last 
October’s Convention in At- 
lantic City, the southern con- 
vention will open with a big 
get-together reception in the 
Grand Ballroom of the 
Roosevelt Hotel on Sunday, 
April 11, from 5 to 7 p.m. 

All delegates and ladies in 
attendance at the convention 
are invited to attend the re- 
ceptions as guest of both as- 
sociations. 

Registrations will begin on 
Saturday, April 10, at 1 p.m. 
and continue until 5 p.m. On 
Sunday, the registration 
desk will be open from 9 a.m. 
to 5 p.m. 

The opening joint session 
of both associations as usual 
will be held on Monday, 
April 12, at 9 p.m. and will 
be addressed by Dr. Walter 
R. Courtenay, pastor of the 
First Presbyterian Church 


' of Nashville, Tenn. His sub- 


ject will be “Bridges for a 
Broken World.” 

On Monday morning, the 
Southern Wholesale Hard- 
ware Association will hold a 
meeting of its own with a 
number of outstanding in- 
dustry speakers discussing 
current problems. 

On Tuesday morning, the 
Southern Association wil] 
hold a panel discussion ses- 
sion at which a number of 


wholesalers’ will exchange 
ideas with those in atten- 
dance. This will be followed 


by a joint session with the 
manufacturers at which Wil- 
liam Bradford Huie, editor, 
author, and World War II 
correspondent, will discuss 
“The Washington Scene.” 
The Southern Association 
will meet again on Wednes- 


day morning with a number 
of prominent wholesalers on 
the program to discuss such 
subjects as warehousing, the 
puyer’s market, and smal! 
company invoicing. This will 
be followed by another joint 
session with the manufactur- 
ers at which Dr. Arthur A. 
Smith, vice-president and 
economist of the First Na- 
tional Bank in Dallas, will 
answer the question, “What 
is a Depression?” 

As customary, a_ special 
program of activities for the 
ladies is being arranged. 
This will include a luncheon 
in the Roosevelt Hotel on 
Tuesday following which 
Harnett Kane will review his 
latest book. 

The Entertainment Com- 
mittee is working on a plan 
which will provide for con- 
ducted tours of points of in- 
terest in New Orleans, in- 
cluding the French Quarter. 

The big convention enter- 
tainment party will be held 
on Tuesday night, April 13, 
with informal dancing fol- 
lowing the entertainment 
program. There will also 
be dancing following the 
opening session on Monday 
evening, and on Wednesday 
evening, the convention 
dance will be the final enter- 
tainment feature on the busy 
program. 

On Tuesday, the tradition- 
al men’s golf tournament 
will be held at the New Or- 
leans Country Club and 
prizes are being secured by 
the committee for the win- 
ners of the tournament. 





Florence BrooksAwarded 
Worthington Service Pin 


Miss Florence Brooks was 
honored recently after serv- 
ing 40 years with the Geo. 
Worthington Co., Cleveland, 
Ohio, wholesaler. Miss 
Brooks was awarded a 40- 
year service pin by A. G. 
Rorabeck, president of the 
firm. 

Miss Brooks, who started 
with the firm as a stenog- 
rapher in the sporting goods 
department, is secretary to 
H. E. Hulburd, past presi- 
dent of the company. 
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HOT PROMOTIONAL 
COMBINATION! 
ARVIN’S 3 all-metal 


ironing tables—plus the 


new ARVIN laundry cart 


Stage a promotion NOW! Watch how these 
great leaders pull together to lift your sales! 


crow ea 
* Guaranteed by 
Good Housekeeping 


J 
wor as AovcaTrstd we 





ARVIN 9-HEIGHT ADJUSTABLE 


Style 1500, with chrome-plated 
legs, Horizon Blue enamel top. 





Style 1400, finished throughout 
in smart Horizon Blue enamel. 
New chrome model adds fresh appeal to this lowest-priced, 
largest selling, nationally advertised adjustable ironing table. 


BEST-SELLING “STANDARD” 


Style 1200. Arvin’s great all-season volume-builder has an 
viable record as the lowest-priced, biggest selling of its kind! 


NEW ARVIN LAUNDRY CART 


Perfect companion piece for 
Arvin Ironing Table promo- 
tions—in tune with today’s 
household trends! Sets up in 
seconds—folds quickly, com- 
letely, for compact storage. 

hite cloth basket with blue 
piping has handy soap and 
clothespin pocket. Tubular 
frame and rim in Horizon Blue 
enamel. White plastic wheels. 
One to a handy-grip carton. 


Order now 


for prompt delivery 


Manufactured by ARVIN INDUSTRIES, Inc., Columbus, Indiana 
Distributed by 


Sabmaton & Cr; Sue. 


1107 Broadway, New York 10 * American Furniture Mart, Chicago 11 
Western Merchandise Mart, San Francisco 3 
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“Sportster” Leisure Chest 

WITH THE NEW REMOVABLE SANDWICH TRAY 

Here’s a NEW nationally advertised multi-purpose chest 
that will set new sales . . . new profit records for you. 

The Magikooler ‘“Sportster’’ embodies a totally new con- 
cept in eye-catching beauty depicting various sports scenes 
in a pleasing color range that fits into any surroundings 

. either in or out of the home for every Sports 
Roundup. 

Hard hitting ads in a long list of consumer magazines 
create consumer demand, On display the “Sportster” is a 
STAND OUT... A SELL OUT. 

Magikooler alone covers the market. This means less 
inventories . . . faster stock turnover . . . more profits. 
The New “Sportster” or Scotch Grain Aluminum Magi- 
kooler keeps foods or beverages cold or hot for hours 
and has extra large capacity. 


For more information, write direct. 
Dealers, advise name of your jobber. 
Get the complete sales and profit facts. 


Anotbt 


METALCRAFT 





METALCRAFT MANUFACTURING CORP. 


1025 Firestone Bivd., Memphis, Tenn. 


Also makers of Magitwirl Spice and Condiment Racks, 
Magikan “Step-on” Refuse Container— 
Magitainer Aluminum Waste Baskets. 
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/ 
Plymouth shows you how. Wag + ses nin af tie Teale — 


to turn PLASTIC into, Gold! = 
i i Cotter & Co. Reports 50 pct Sales Rise In 
1953 at Annual Merchandise Show, Meeting 


Plymouth’s New 
PLASTIC 


ep gINKLERS 


Quality that tops them all!| 
| 


LAWN 


Prices that meet popular demand 
Eye — that clinches sales! | 








Cotter & Co. officers and directors are, front row, left 
to right: Harry Debo, Harry Debo & Son, Peru, IIl., sec 
retary; John M. Cotter, president; Burton Baity, El Paso, 
lll.; Ralph Potter, Gurnee Hardware Co., Gurnee, III; 
second row, left to right: William Althoff, Althoff Hard- 

| ware, McHenry, Ill.; John DePree, William DePree Co., 

Zeeland, Mich., vice-president; Lew Moore, Moore Bros. 

Hardware, Rochelle, IIl., and Norman Ludlow, Ludlow 
Bros., Springport, Mich. 






Each length is 
mounted on a 
colorful self- 


selling display THE LAUSO 
card A 50 pct sales increase in to the dealers who attended Division of | 
1953 was reported by John this meeting. New Holstei 


Cotter, president and general In the evening, at a stock- 
PLYMO IT manager of Cotter & Co., holders’ meeting in the Shera- 
: U H mutual owned wholesale dis- ton Hotel, Ralph A. Potter, 
LAWN SPRINKLER tributor, Chicago, at the com- Gurnee Hardware Co., Gur- 
any’s annual Spring Mer- nee, IIl., was elected a direc- 


In beautiful, sparkling 1RANSPARENT green. Flexible.| chandise Show and Annual tor, succeeding Joseph A. 


featherweight, durable. Always lies flat. Special metal end} Stockholders’. Meeting. O’Neill, O’Neill’s Hardware, 
cap for quick flushing. At the two-day Meeting, Lake Forest, Ill., whose term 


Suggested Retail 25 ft. $3.75 | Mr. Cotter also reported to expired. 
| the stockholders that sales Re-elected as directors were 


for January, 1954, showed an John M. Cotter, who also was 

increase of 53 pet compared re-elected president, and Wil- 

n to January, 1953. The com- liam Althoff, Althoff’s Hard- 
WORTHMORE pany anticipates a sales vol- ware, McHenry, IIl., who was 


GREEN TOP ume for 1954 of more than re-elected treasurer. 
, $6,000,000 from an increase Henry J. Debo, Henry Debo 


LAWN SPRINKLER in membership and from new & Sons, Peru, IIl., was elect- 
lines displayed for the first ed secretary, succeeding Mr. 
time at the show. O’Neill. Other officers re- 
sealed for longer wear. End clamp Mr. Cotter also advised the elected wane: John H. DePree, 

stockholders that warehouse William DePree Co., Zeeland, 
for easy flushing. ; ; ; 

space had been increased by Mich., vice-president, and Ed- 
Suggested Retail 25 ft. $2. 98 approximately 25 pet with ward E. Lanctot, assistant 

the addition of 25,000 sq. ft. secretary and treasurer. 


Green side up for sprinkling, red 
side up for soaking. Electronically 





of space. On Tuesday morning, Feb. 

The company’s merchan- 9, the 1954 consumer promo- 

. . and for the best in dise show, in which 192 tion program for 1954 was 

PLASTIC GARDEN HOSE manufacturers participated, outlined. Mr. Cotter then dis- 

: . opened Monday, Feb. 8, with closed the details of the com- 

ask your jobber for a breakfast at the Sheraton pany’s new 40-page Spring 

PLYMOUTH or WORTHMORE Featherweight in opaque ~ Hotel, followed by a brief and Summer Consumer Cata- 
or transparent Vinylite. meeting outlining sales pro- log, which is 40 pct larger 






<n OR 4 Rifuns oO 


a "Guaranteed by > 
_ Housekeeping 


ras sovenste WSS 


motion plans for the coming than previous Spring cata- 

vear. Chris J. Schuessler, logs prepared by the com- 

Hamilton Mfg. Co., Colum- pany. 

bus, Ind., discussed his com- The new catalog will con- 

pany’s promotion plans and tain special sections for gar- 

PLYMOUTH RUBBER COMPANY, INC, | introduced new items. The den tools, picnic goods, hand 
Originators of Plastic Garden Hose | General Electric line of smal! and power tools, housewares, 

CANTON, MASS., U.S.A. appliances was also presented and sporting goods items. 
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THE BEST POWER EQUIPMENT 









Faster Starting 
More Power 
Longer Life 


World Wide Service 


THE LAUSON COMPANY 


ear at cener Company SPECIFY LAUSON ENGINES ON YOUR POWER EQUIPMENT! 


New Holstein, Wisconsin 








—P 
WATER SOLUBLE 


| 


NEQRO| 


FOR LEAF AND 
| ROOT FEEDING 


ROSE DUST ea 
Instant 
VIGORO © 


tndoWeed 
iB GRASS KILL! nc us! 
i Un & Sol 


otetiees —— 
ary un = End-o-Pest 
; an Dust —Ent-o 
Feature and display the ye End-o-Pest ARG. 
FUR RON LL ML ei Nee TREE SPRAY 


America's complete and profitable aia a 
line of Gardening products! 
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NEWEST MEMBER 


g F A | Moore-Handley Elects Davies, Johnson, Wilson 


FAMOUS FAMI LY Tr | Vice-Presidents; 1953 Sales Record for Firm 


Alex V. Davies, S. H. Mr. Johnson joined the 
Johnson, Jr., and W. P. Wil- company as an office boy and 
son have been elected vice- later was a stenographer in 
presidents of the Moore- the sales department. Next 
Handley Hardware Co., Inc., he served in the Claim & 
Birmingham, Ala., whole- Credit Dept. Presently he is 
secretary and assistant to 
the president of Moore- 
Handley. 

Mr. Wilson also joined the 
company as an office boy and 
progressed through billing 


News of the Trade 











This disc 
ciate dea 
ALEX V. DAVIES sponsore 
here are 
. , ing, left 
saler, at a recent meeting of dent in 
the company’s directors fol- True Va 
lowing the Annual _ Stock- Value H: 
holders’ Meeting. Schieder: 
W. W. French, Jr., presi- Roy Flez 
| dent of the company, told W. P. WILSON lowa. 
| the stockholders that last 
The newest member of the fastest selling lawn and | year the company’s sales (Contin 


and industrial quotation to 
outside industrial sales in 
North Alabama. He then 
became an industrial sales- 
man in East Alabama and 
in 1948 went to Nashville as 
industrial sales manager. In 
1951 he was named manager 
of the industrial division, a 
position he holds at the pre- 
sent time. 


garden equipment line in America. the storm 
registered. 

The Tru 
burn asso 
are two n 
grams for 
ers sponst 
Spencer, B 

Mr. Ahl, 
dealers at 
ing, said | 


Stocking the new Jackson 2-in-1 Spreader-Cart is like 
selling salt-water taffy in Atlantic City! Everyone will 
buy because they know how good it will be. 


Your customers are pre-sold on Jackson quality, and— 
as if this customer acceptance were not enough—this 
brand new, 2-in-1 marvel has all the many useful, 
economical features that will sell it on its own merit. 
With a flick of the wrist, the 2-in-1 can be used as 
either a spreader or a cart! 


JAX DELUXE 


to their new duties. 


/ The three new vice-presi- first. meeti 

7h, \ dents will continue in their the first | 

, iow present positions in addition come in 1 
a 


predicted 

Value-Aub 
become on 
meetings a 
country. 

manufactu 
sented in | 
dise show. 





S. H. JOHNSON, JR. 





were the highest in its his- Eagle Sales Co. Adds 
tory having about tripled in New York Territory 
the past 10 years from $12,- 
steel, electrically welded, with 627 po . Ra 43 ¥ ae7 ae The Eagle Sales Co., Inc., 
rounded edges that will not 137,081 in 1943 to $37,835,- Newark, N. J.. wholesaler 
cut the sod. Equipped with 599 in 1953. .. Aare ee were ’ 
removable plugs for sand or — P : has announced that it is ex- 
water ballast. Adjustable Mr. Davies, manager of tending its territory to in- 
the Industrial Supply Dept., eae : 


When it comes to wheelbar- 
rows, this Jackson beauty is an 
all-time home favorite! Sturdy, 
tubular steel sectional handles; 
square front tray supported by 
front braces...a Jackson 
FEATURE. Carefully engi- 
neered design for better 
balance, easier handling. 
Comes knocked-down", saves 


Available in a variety of types 
to fill customers’ every need. 
Drums are of heavy gauge 


In diseu 
of the Tr 


scrapers are made of sturdy burn assoc 





you space. 


*2-in-1 Spreader-Cart and Jax Deluxe are shipped one or three to a carton. 


MANUFACTURING COMPANY 





($0 





Jae, 


channel steel. 


HARRISBURG, PENNSYLVANIA 


Oldest and largest wheelbarrow maker in America 
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was first employed by Moore- 
Handley in its warehouse. 
He worked in the Purchasing 
Dept., then as an industrial 
supply salesman, and later 
was in charge of buying in- 
dustrial supplies. In 1950, 
Mr. Davies took over both 
sales and purchasing of in- 
dustrial! supplies for the 
Moore-Handley organization. 


clude the New York market. 
The company previously cov- 
ered the New Jersey area. 

Sy Gelbard, Ed Aemiseg: 
ger and Ben Pinckney, for- 
merly with the William 
Goldenblum Co., wholesale 
firm, in the New York met- 
ropolitan area, have recently 
joined the Eagle organiza- 
tion’s sales force. 
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- -News of the Trade 


True node Autor on Hears Panel 





This discussion of promotion plans for True Value asso- 
ciate dealers took place during the recent dealer meeting 


sponsored by Hibbard, Spencer, Bartlett & Co. 
Seated, O. W. Ahl, 


here are: 


Shown 


stand- 


Hibbard president; 


ing, left to right, are: G. F. McIntyre, Hibbard vice-presi- 


dent in charge of sales; 
True Value Hardware; 


Art Liska of Broadview (Ill.) 
Hugh Osborne, Osborne True 


Value Hardware, Owensboro, Ky.; D. A. Schiedermayer, 


Schiedermayer True Value Hardware, Appleton, 
Roy Fleak, Fleak True Value Hardware, 


lowa. 


(Continued from page 234) 
the storm some 787 dealers 
registered. 

The True Value and Au- 
burn associate store plans 
are two merchandising pro- 
grams for independent deal- 
ers sponsored by Hibbard, 
Spencer, Bartlett & Co. 

Mr. Ahl, in addressing the 
dealers attending the meet- 
ing, said he hoped that this 
first meeting would be but 
the first of many more to 
come in future years. He 
predicted that this True 
Value-Auburn meeting may 
become one of the largest 
meetings and exhibits in the 
country. Exhibits of 200 
manufacturers were repre- 
sented in this first merchan- 
dise show. 

In discussing the growth 
of the True Value and Au- 
burn associate plan, Mr. Ahl 
said that acceptance of these 
plans by dealers has been 
phenomenal. He reported 
that the True Value plan 
now has more than 400 stores 
in the group, while the Au- 
burn stores total about 350 
stores. Some 30 per cent of 
the sales of Hibbard are now 
accounted for by sales to as- 
sociate stores, he said, and 


Wis.; 
Webster City, 


this percentage should rise 
in the future. 

In ,developing the True 
Value plan, Mr. Ahl empha- 
sized, careful study was 


made of all other wholesaler- 
sponsored plans. An analysis 
was also made of operations 


ef dealer - owned operations. 


This study convinced Hib- 
bard, he said, that it would 
be possible for them to do 
a lower cost job of distribut- 
ing merchandise to dealers. 

The success of the 
ciate store plan, Mr. Ahl 
stressed, will depend upon 
complete cooperation be- 
tween dealers and the whole- 
sale house. Scattering of 
buying by dealers among 
many suppliers will weaken 
the effort. Concentration of 
purchases will make possible 
lower costs in distributing 
merchandise to the associate 
stores. 

Several group meetings of 
both the Auburn and the 
True Value dealers were held 
during the meeting for dis- 
cussion of future plans. 

A discussion of the transi- 
tion that has taken place in 
the variety and food retail- 
ing trades as independent 
merchants attempted to meet 


asso- 
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12% POUNDS 





or or 500, 
Humming at 100 ‘hours 


For Long Life it’s the POWER PRODUCTS Lightweight 


Hundreds of thousands of happy users have proved 
by years of use that the POWER PRODUCTS 2-cycle 
engine is built for long life. 


The reason, of 
course, is that Power 
Products has added 
extra features that as- 
sure long-life and 
trouble-free perform- 
ance 


® LIGHTWEIGHT 

© MINIMUM EFFORT STARTING 

® LONG LIFE, LESS MAINTENANCE 
© FULL CARBURETION 


© BALL BEARING MAIN BEARINGS 

© SEALED DRIP PROOF CRANKCASE 

© FULLY ENCLOSED, FLY-BALL GOVERNOR 
® NO OIL CHANGING OR CHECKING 

© CLOG FREE COOLING SYSTEM 








These small extras make a big difference in per- 
formance ... keep customers happy... make it pay 
to choose equipment powered by the Lightweight 


GRAFTON, WISCONSIN 
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Model 1810 
























a 0 
ot Model 1820 
met — Overhead Lighting 

Unlighte 7 
finger-tip convenience, 


High styling, 
ness, and long-lif 
of National Steel 
Features 


€ construction a 


5 new line of 


include chrom 


P C 1 
e glass m y f 
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att fluorescent 


with two 14-w 


bulbs, 
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a Sales. selling et by 
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40%. Here $ 
to get FREE ea “ 
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sliding door ¢4 
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and new catalog! 











chain and mail order compe 
tition was presented at one 
of the sessions by C. D. 
Southard, vice-president and 


general manager, wholesale 


division, Butler Bros., Chi- 
cago. 

Mr. Southard told how it 
was realized in these field 


that the 
pendent 
their 


best means of inde 
retailers meeting 
competition 
through the development of 
centralized 
chandise, promotional 
terial and 
guidance. 
Through this method, Mr. 
Southard said, the independ- 
ent dealer was able to obtain 


was 
sources of mer- 
ma- 
merchandising 


access to many of the advan- 
tages previously held exclu- 
sively by the chains. Among 
the advantages he cited were 
mass buying power, special- 
ized buying facilities, 
chandise research, and a 
check list of best sellers that 
permitted maximum utiliza- 
tion of available display 
area, 

The speaker described how 
the Ben Franklin stores had 
modernized their distribution 
methods by use of chain store 
techniques. Five years ago, 
Mr. Southard said, the Ben 


mer- 


Franklin group had 1257 
stores. Today it has more 
than 2170 stores and these 
stores netted an average of 
13.35 percent in the past 
year. 


Among the merchandising 
suggestions made by Mr. 
Southard was that indepen- 
dent dealers must realize that 
no store can have everything 
and that it is more profitable 
to play strength rather than 
length in a line. 

He predicted that it would 


News of the Trade——— 


more and more diffi- 
cult for individual indepen- 
dent merchants to compete 
with the giants in retailing 
The only effective way of 
meeting this competition, Mr. 
Was 


vecome 


Southard asserted, 
through centralized co-oper 
ating groups where the ad 
vantages of chain operation 


would be available. 


One of the feature events 
of the meeting was a panel 
discussion on self service, 


presided George F., 
McIntyre, 
charge of sales for Hibbard. 


Members of the panel were 


over ‘by 
vice-president in 


Jim Fenton, vice-president 
of Seitz Hardware, Dayton, 
Ohio; Fred Kuester, owner 


of Kuester True Value Hard- 
ware, Evansville, Ind.; S. J. 
Fosdick, vice-president and 
general operating manager, 
Wieboldt Stores, Chicago, 
and Jack Walsh, merchan- 
dising manager, NRHA. 

Mr. Kuester told how 
store started using quick ser- 
vice during peak hours in 
1944, then converted 
store to full quick 
last year. He stressed that 
quick service valu- 
able portion of a clerk’s time 

-the time between the point 
of sale and the cash register. 

In the Keuster quick ser- 
vice store, the cashier is in 
the front of the store and in 
addition to checking out cus- 
tomers, in her spare time 
she posts the catalog, an- 
swers the phone, etc. 

It was Mr. Kuester’s opin- 
ion that a store should not 
attempt to use a full time 
cashier if traffic count is less 
than 250. 

Jim Fenton stressed that 

(Continued on page 248) 


his 


one 


service 


Saves a 





A section of the exhibit area at the Hibbard convention. 


About 
exhibits. 


25,000 sq. ft. 


were 


devoted to merchandise 
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SEPTIC TANKS ...SEWERS... BOWLS 
GREASE TRAPS...DRAIN PIPES 


Customer acceptance and sales of KING-OF-ALL 
KLEENERS have increased steadily year after year. 


Here is why__ 


FOR THE CUSTOMER —A quality product that does 
its work quickly without muss or fuss—Only pure 
cleaning chemicals are used—No fillers of any kind 
are added. THIS MEANS CUSTOMER SATISFAC- 
TION WHICH ADDS UP TO REPEAT SALES. 


FOR THE DEALER—A proven product, in demand the 
year around—Supported with point of sale displays 
that move merchandise—National advertising in lead- 


ing shelter magazines—Excellent margins. 


Available through Hardware Distributors. 


Write today for complete information. 





BEST 
KNOWN, 


FASTEST 
SELLING, 


HIGHEST PROFIT LINE! 


No. 16 UNIVERSAL Baked white en- 
Fits any size tank with | ‘ll } A 
exposed center pipe. ame will no rus ' 
stain or tarnish. 

Remains inconspic- 

) uous, clean and 
sanitary, with no 
mildew or odor... 

no messy floor to 
netall mop up. The ex- 


N= | 
=_— Grip brackets hold 





clusive Adjusto- 
_ No. 17 MODERN tray securely. 
Fits tank that rete on Can't wobble or 
coupled type). tilt. 

Individually pack- 
aged in an attrac- 
tive display car- 
ton. 12 to master 
shipper. 


Now for BIG Summer 
See your jobber or 


gi 2 = iP 
‘. YA, ™~, ) 
< : $3-%5 Order 


e 


“ aa ' retail 
NORTHERN INDUSTRIES, INC. 


Dept. A, 310 N. WATER ST. MILWAUKEE 2, WIS. 


Demand! 
write: 
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Two color 
counter displays 
that move merchandise. 


< King OfAU~. KiNG MANUFACTURING CO. 





Flint 6, Michigan 


DELUXE 
BATHROOM 
CABINET 


Designed for easy storage of bathroom needs 
—keeps ‘em off the floor, out of sight, yet 
ever so handy. White baked enamel on sturdy 
metal looks like part of tank when closed! 
Built with 3 shelves to hold that extra tissue 
2 Models as described. 














: 
‘ 

cleanser, soap, etc. 
j A 







’ NO. 30 


Deluxe Cabinet 
with Plastic 
Bristle Brush 











OUT-O-WAY 
taches to 


at- 
either 
side of tank. . 

takes only 4'/," of 


Complete sface. Installed 
without tools in a 
$3.49 few seconds. 





Retail 


And Introducing— 
Hottest Housewares Promotion in ‘54 


OUT.O-WAY, the ideal container for 
Jonny* mop, the new, sanitary toilet 
mop set... a perfect combination! 


NO. 40 


Deluxe Cabinet plus Jonny* mop Set—Plastic 
Handle and 6 Jonny* mop pads. 


Retail $3.98 Complete 


Here's full markup, for full profitl See 
your jobber or write us direct. 





*T. M. Pers. Prod. Corp 


NORTHERN INDUSTRIES, INC. 


Dept. A, 310 N. WATER ST. MILWAUKEE 2, WIS. 
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Marshall-Wells Unveils New Promotion Plans at Recent Congress 


4. 





News of the Trade 


ee a 
A 





Members of the Marshall-Wells 25-Year Club, front row, left to right: Bob Wonbacher, 
Proctor, Minn.; Harry Meyer, Shawano, Wis.; Hoke Larsen, Moorhead, Minn.; Gordon 
Hamilton, Westfield, Wis.; Will Herreid, Deer River, Minn.; Einar Olsen, Wisconsin 
Rapids, Wis.; and Art Strom, Glasgow, Mont. Center row, left to right: Paul Fedderly, 
Wisconsin Dells, Wis.; Ormond Paus, Scobey, Mont.; Elmer Kroke, Stephen, Minn.; 
Lee Kenall, Ellsworth, Wis.; Herb Hertz, New Leipzig, N.D.; Rube Lendved, Clintonville, 
Wis.; Chet Johanson, Wheaton, Minn., and Gil Johnson, Williston, N. D. Rear row, 


left to right: C. B. Robertson, Lovell, Wyo.; C. 


A. Holden, 


Ellsworth, Wis.; Arnold 


Larson, Parkers Prairie, Minn.; Al Johnson, Sebeka, Minn.; Robert Thompson, Still- 
water, Minn.; Paul Schilla, Dickinson, N. D.; Elmer Wombacher, Proctor, Minn.; John 
and Jim Alderman, Brainerd, Minn. 


P. Hotmar, Princeton, Wis., 


(Continued from page 235) 


dent in charge of sales and 
merchandising, in discussing 
the future of major appli- 
ances, said that he believed 
appliances had a_ definite 
part in the hardware busi- 
ness. 

Commenting that the aver- 
age hardware store sales, in- 
cluding major appliances, in 
the pre-war period was $57,- 
000, and in the post-war 
period, $96,000, Mr. Hatfield 
stressed the fact that stores 
must increase their volume 
to $125,000, and that major 
appliances accounted for 
about 20 pct of a store’s 
volume. 

He made the point that 
price is more important than 
brand names in the consum- 
er’s selection of appliances. 
He criticized the appliance 
industry for its confusion; 
cut-rate pricing; lack of con- 
tinuous exposure of its lines 
to the consumer; the little 
evidence it put forth for hon- 
est retail prices; the fact 
that many lines were too 
long, and bad display prac- 
tices. 

Mr. Hatfield advocated a 
program of advertising; 
financing; good prices; direct 
warehouse to consumer sell- 
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ing; shorter lines, including 
only the best sellers; elimina- 
tion of high cost of selling 
and promotion, and a good 
profit for dealers. 

At that point the Marshall- 
Wells’ Zenith Sav-U Plan 
was introduced, which _in- 
cludes an exclusive, working, 
flexible store display; a cata- 
log of the line in full color; 
a consumer broadside, and 
consumer ad program. The 
Plan provides for a floor 
stock of only four basic ap- 
pliances with shipments to be 
made direct from the stock 
at the warehouse to the con- 
sumer. 


Farm Market Is Profitable 


Clarence O’Radnik, buyer, 
discussed the potential sale 
of power tools over hand 
tools, pointing to the farm 
market as a profitable oppor- 
tunity. 

He presented a complete 
power tool department, set 
up as an 8-ft wall section, 
complete with a minimum 
stock worked out for the 
dealer. Tool promotions were 
also described. 

Fred Tinseth, manager, 
Marshall-Wells Stores, Bill- 
ings Division, advised the 


dealers that it was necessary 
to do a harder selling job. 
Too many salespeople are not 
selling, he said. 

He suggested that dealers 
hold sales meetings to get 
sales people to sell by pro- 
viding them with sales in- 
formation. The customer 
wants to have information 
about an item before he buys 
and retailers should have 
to have the correct answers. 

Mr. Tinseth urged dealers 
to advertise on their own as 
well as to use the eight 
broadsides made available to 
them through the year. He 
emphasized the need for sell- 
ing expendable items in order 
to build repeat store traffic; 
for promotional items to 
bring them in, and from 
which point to start selling- 
up. 

Walter Bahner, Marshall- 


Wells Store, Foley, Minn., 
said it was necessary for 
dealers to analyze their 


stores and themselves, for in 
the past 10 years, common 
sense policies have been 
thrown out. 

Mr. Bahner also said it 
was possible for dealers to 
buy and sell as cheaply as 
the chains, and urged con- 
fidence and support of the 


Marshall - Wells Associate 
Stores Plan. 

Marshall-Wells Stores 
Planning Board members for 
the Duluth Division are: Cy 
Meszaros, Edgeley, N. D.; 
Paul Schilla, Dickinson, 
N. D.; Ray Koplien, Weyau- 
wega, Wis.; Bob Olson, Tow- 
er, Minn.; Walt Bahner, 
Foley, Minn. 

Also M. P. Nelson, Cum- 
berland, Wis.; Arvild Chris- 
tensen, Williston, N. D.; 
Richard Davis, Sandstone, 
Minn.; Jim Larsen, Detroit 
Lakes, Minn.; Vern Fassett, 
East Grand Forks, Minn. 

Planning Board members 
for the Billings Division are: 
Burt Olson, Cody, Wyo.; 
C. L. Krueger, Lewiston, 
Mont.; Dar Pasley, Ennis, 
Mont., and Clarence Beck, 
Hardin, Mont. 

Planning Board members 
of the St. Paul Division are: 
Marvis Hogen, Kadoka, 
S. D.; George Burshek, Sha- 
kopee, Minn.; Paul Fedderly, 
Wisconsin Dells, Wis.; Andy 
Westra, Sioux Falls, S. D.; 
Miles R. Summers, Houston, 
Minn., and Dan Milnar, 
Worthington, Minn. 


25 Year Club Members 


The Marshall-Wells 25- 
Year Club members are: 
C. B. Robertson, Lovell, 
Wyo.; C. A. Holden, Ells- 


worth, Wis.; Arnold Larson, 
Parkers Prairie, Minn.; Al 
Johnson, Sebeka, Minn.; 
R. Thompson, Stillwater, Minn. 

Also, Paul Schilla, Dickin- 
son, N. D.; Elmer Wombach- 
er, Proctor, Minn.; John P. 
Hotmar, Princeton, Wis.; 
Jim Alderman, Brainerd, 
Minn.; Paul Fedderly, Wis- 
consin Dells, Wis.; Ormond 
Paus, Scobey, Mont.; Elmer 
Krobe, Stephen, Minn. 

Also, Lee Kenall, Ells- 
worth, Wis.; Herb Hertz, 
New Leipzig, N. D.; Rube 
Lendved, Clintonville, Wis.; 
Chet Johanson, Wheaton, 
Minn.; Gil Johnson, Willis- 
ton, N. D.; Bob Wombacher, 
Proctor, Minn.; Harry 
Meyer, Shawano, Wis. 

Also, Hoke Larsen, Moor- 
head, Minn.; Gordon Hamil- 
ton, Westfield, Wis.; Will 
Herreid, Deer River, Minn.; 
Einar Olsen, Wisconsin Rap- 
ids, Wis., and Art Strom, 
Glasgow, Mont. 
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Deluxe Kleencut ... the only quality shec 
only shears with MICRO-TENSION ADJUSTME 


This complete new line includes all the mod 


ladies a good line ... sell Deluxe Kleencut! 
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_ 112C 7” Nickel Plated............$ 

3 #- 112C 8” Nickel Plated 
Be j j 113¢C 6” Enamel Handles...... 
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Nf i. /, f 113C 8” Enamel Handles...... 
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m o 134C 7” Nickel Plated............ 
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Case with Complete Line 
of Scissors and Shears. 


The line ladies like best these days is New 


rs 


with adjustable tension selling for less than 
$2.00 a pair! In fact, Deluxe Kleencut are the 


NT 


... Simple, Easy to adjust anytime with a 
penny or dime...no more loose sloppy blades! 


els 


most wanted by your customers... so sell the 


priced to sell fast $1.19 - $1.98! 
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. 1.98 
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1.39 
1.49 
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Point of Sale Display 
for M-T Shears only. 








See your favorite jobber or write... 
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_——__—— News of the Trade 


Self Service Panel 


(Continued from page 244) 


in his opinion a hardware 
store can never be as com- 
pletely self-service as a gro- 
cery store. Most stores, he 
observed, already have some 
degree of self service, but the 
bottleneck is usually in the 
handling of cash. 

He felt that for the aver- 
age store, 60 per cent of the 
customers could be normally 
handled by self service, but 
that 40 per cent would need 
sales help. 

Encouraging self 
where possible, he 
makes it possible to do a 
better job handling the 40 
per cent that need help. 

One of the most important 
phases of a switch to full 
quick service is that of mak- 
ing certain that the sales 
staff of the store fully under- 
stands what the owner is try- 
ing to do and how it will 
effect them. This is very im- 
portant, he emphasized. 


service 
said, 


Pilferage Reduced 


Mr. Fosdick reported on 
Weiboldt’s experience in put- 
ting in self service in one of 
their toy departments. This 
was highly successful, re- 
duced pilferage and resulted 
in less breakage of toys. 

The company then put a 
housewares department and 
hardware department on self 
service and again found that 


costs dropped and _ produc- 
tivity of the sales people 
rose, 


Mr. Fosdick gave the fol- 
lowing data on one of their 
self service operations versus 
a comparable service opera- 
tion: In the self service store, 
employee sales average about 
$18 per hr per employee. In 
the non self service store, it 
is $13. With volume about 
the same in both cases, the 


self service department is 
operated with 15 _ people, 
while the non self service 


store requires 20 persons. 


Jack Walsh pointed out 
that when hardware stores 
began using the island type 
displays many years ago 
they were actually using a 
form of self service. But in 
those days, in order to en- 
courage more impulse sales, 


the cash register was usually, 

in the rear of the store. 
Thus, he said, 

island displays can move 


a store with 
into 
a higher degree of quick ser- 
vice simply by moving the 
cash register and 
to the front of the store. 
To get the most out 
quick service, he stressed, 
store should be modern in ap 
pearance, attractive to the 
customer, and, above all, 
should be departmentalized 
Mr. Walsh also stressed 
the importance of pricing 
every item and of packaging 
small items such as nails, ete. 
He also advised that signs 
stressing quick service be 
prominently displayed. 


check out 


of 
a 


More Quick Service Stores 


A year or ago, the 
NRHA merchandising man- 
ager said, about 24 
offered quick service 
check out. Now, about 
stores are offering it. 

During a question and an- 
swer period following the 
panel discussion, it was 
brought out that a store need 
not install all new fixtures 
to take advantage of self ser 
vice, if present fixtures are 
of the open display type. 

It was stressed that it is 


SO 


stores 
and 
500 


very important to have a 
person at the cash register 
who is familiar with the 
store and location of mer- 
chandise to permit them to 
direct customers; this also 
helps to maintain personal 


relations with customers 
One store reported that they 
always have the store man- 
ager or assistant up by the 
cash register at all times. 


The manager of a quick 
service store said that hi 
experience was that pus! 
carts are not essential for 
self service. In his store, 
where carts are available, 


they are used only about 10 
pet of the time. 

Separate in and out doors 
are not essential, it was said. 
One store owner installed 
separate doors on his first 
self service store, but will 
not use them on his second 
store. Another store 
larly reported that 
they had first converted to 
self service they had used a 
turnstiles, but have since re- 
moved it as unnecessary. 


simi- 
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our customers 
ave a kitchen 


SELL them 
B¢€ -Veniences 


K-Veniences keep utensils at finger- 














tips, hold everything from cups to 
colanders. Yourcustomers will admire 
the sturdy construction and spar- 
kling chrome finish of K-Veniences. 





Disappearing 
v Pan Rack No. 790 
Holds 14 utensils, 
——— glides in and out at 
a touch. Easily 


ori ft attached to cupboard. 





Disappearing 

Towel Rack No. 793 
Three bars keep towels 
neat, out of sight. Fastens 
to wall or any cupboard. 








Disappearing 
Towel Rack No. 798 
f — 4-bar model mounts easily 
eet, jf. under shelf. Bars slide 
ie out for easy selection. 





Sliding Cup Rack No. 791 


Holds 12 cups. Slides 
easily, eliminates stacking, 
chipping. Easily installed. 








Grand Rapids, Michigan 





HARDWARE AGE, MARCH 18, 1954 





For the 
"Do-it-yourself" 
Hobby Fan 





. 
COMPLETE KIT FOR 

TOP GRADE ELECTRIC CLOCK . 
e 

HE CAN MAKE AT HOME 
a 
@ Assembly challenges the expert's interest a 

yet not too complex for deft-fingered 
youngster. Smartly styled, excellent time- - 
keeper, a practical clock for the home. 


@ Every part factory inspected; complete with 
full instructions and diagrams for assembly. ° 
Special tool and proper oil included. 


J 
@ Mahogany finished case 642 inches wide, 
1% inches deep. Standard Gilbert parts . 
throughout. Finished clock has been tested 
and listed by Underwriters Laboratories. ° 


for MORE SALES 
BIGGER SALES 
BETTER PROFITS 


o 
. 
Ask Gilbert's ° 
\ nearest office 
about the . 


No. 107 clock kit » 





THE WM. GILBERT CLOCK CORP. 
main office and factory 
WINSTED, CONN. 


141 W. Jackson Bivd. 
CHICAGO 


290 First Street 
SAN FRANCISCO 


551 Fifth Ave. 
NEW YORK 
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Ask for 


Catalog No. MH 
W. C. HELLER & CO. 


MONTPELIER, OHIO 





Si/aisJe// Wir. MARKERS 


are the pencils to pick 


when 





At your 
dealer, or write 
for sample, 

naming this 
magazine. 


BLAISDELL PENCIL CO., 


the surface is slick! 


Markers that write easier, 
more legibly on smoothest 


china, glass, plastic and 


metal surfaces. Marks last 
longer, stay clear, yet are 
easy to remove with a damp 
cloth. Quick, self-pointing 
Ask for 


and 


and economical! 
#792-T Thin Black, 
#795-T Thick Black. 









PA. 


BETHAYRES, 


| 








(Continued from page 235) 


is owned by Erwin M. Seidel 


| and Fred J. Helpap. 


Cleveland, Ohio Louis 
Eisenberg, of the Eisenberg 





| Hardware Co., 1169 E. 79th 


St., was honored by the Ohio 
Retail Hardware Association 
recently and admitted to the 
association’s 50-Year Club. 
Other 50-year hardware 
men honored were George A. 
Deem, Deem Hardware, Co- 
lumbus; Glenn Spicer, Na- 


| poleon Hardware, Napoleon; 


| store at 5 


Frank L. Woleott, La- 
Hardware, La- 


and 
Grange 
Grange. 
Asholiie, N. C.—The Ash- 
okie Hardware Co, recently 
held its formal opening at 
the corner of Main and Ma- 
ple Sts. The store is owned 
by J. G. Murphy, and he will 
be assisted by C. C. Early. 





Hyde Park, Mass.—James 
Foley has opened a hardware 
Fairmount Ave. 


| Mr. Foley has been in the 


hardware business in this 
city for the past 26 years. 





Mauston, Wis.—John Smith 
recently celebrated the start 
of his 50th year in the hard- 
ware business. In 1904 Mr. 
Smith accepted a_partner- 
ship with his uncle, Dan T. 
Smith, in a hardware, farm 
equipment and buggy store; 


| today Mr. Smith operates the 


business with his son, Bill. 
Fort Pierce, Fla. — The 
Fort Pierce Hardware Co. 
has been sold to I. T. Bast- 
man, of White City, by Mr. 
and Mrs. W. H. Reed. Mr. 


| Bastman will form a corpo- 
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ration with his sons-in-law, 
T. J. DelRosso, who will be 
president, and M. E. Morris, 
who will be vice-president. 





Mr. Bastman will be trea- 
surer. 
East St. Louis, Ill.—The 


Saeger-Wachtel Hardware & 
Sport Store recently held a 
grand opening at its new lo- 
cation, 3301 State St. The 
two-day opening featured 
$175 worth of prizes. 
Topeka, Kan. — Beasley’s 
hardware store has opened in 
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the Rekelites Shopping Strip 
The store is owned by R. B 
Beasley and his son, W. § 
Beasley. 

Dusty Bend, S. C.—Con- 
struction work has begun on 
a new hardware store to be 
built by H. J. Smith. Thd 
store will be 24x75 ft. and 
will be constructed of brick 
and concrete block. It will 
be known as the H. J. Smith 
Hardware Store. 

Northport, N. Y. — Thd 
Northport Hardware recent, 
ly celebrated its 10th birth- 
day under present owner. 
ship. Located at 100 Main 
St., the store held a 10-da 
sale to mark the occasion. 





Bozeman, Mont.—Brown’g 
Hardware recently launched 
a remodeling program that 
will double the size of the 
sales floor. Owner Frank 
Brown will also add a mord 
complete line of merchandise 
Special display islands wil 
be installed and the entirq 
store will undergo a change 
in color scheme. 


Ozark, Ark. — Matthews 
Hardware store recently held 
a celebration marking thd 
grand opening in its new lo- 
cation. Door prizes wer 
awarded and souvenirs wer 
presented to all visitors. Th¢ 
new store is in a completely 
renovated buiiding, with 
modern showcases, lighting 
and decorations. 


Greencastle, Pa.—Leiter’3 
Hardware & Implements re. 
cently celebrated its 50th an 
niversary with a full pro 
gram of activities. Willian 
W. Leiter, one of the found: 
ers of the firm and now sol4 
owner, was host during thé 
celebration. Special sales 
cash and merchandise prizes 
a luncheon, and entertain’ 
ment were featured during 
the six-day event. 





Chickasha, Okla.—Remod 
eling of the front of the City 
Hardware, 408 Choctaw, wag 
recentiy completed. The new 
modern front allows addi: 
tional floor space. Lynn E 
Mitchell, store owner, an: 
nounced plans for remodeling 





— 


A 


the inter 
and conv 
service. 


Watkin 
& Sons | 
purchased 
Hardware 
Wartman 
modeling 
the Wart 
owners w 
into the n 


San Ra 
Johnson ] 
Fourth S 
grand ope 
store is | 
Oberto 


Arlingt 
R. Belsck 


Loe Hea 
Mower O 


Thor O 
pointed s 
the Reo \ 
er Div., I 
Clabe_ §S. 


( 


¥ 


-” 
X 
y 


TI 


named dis! 
in the Ne 
ropolitan | 
gland. 


Mr. Loe 
as a reg 
the mid-w 
served coi 
position u 
pointment. 
to Reo, h 
ager for t 
Co. of St. 

Working 


HARDWA 


ing Strip, 
by R.B 
om, W.S 


C.—Con- 
begun on 
ore to be 
ith. The 
5 ft. and 
| of brick 

It will 
_ J. Smith 


.— Tha 
re recent/ 
Ith birth- 
t owner- 
100 Main 
a 10-day 
ecasion. 


Brow 
launched 
ram _ that 
re of the 
ar «6F rani 
d a mor¢ 
rchandise 
ands wil 
he entirq 
a change 


Matthews 
antly held 
king thd 
Ss new lo- 
zes | Werd 
nirs werd 
tors. Thd 
ompletely 
ng, with 

lighting 


—Leiter’y 
ments re 
650th an 
full pro 
Willian 
re found 
now sol¢ 
ring tha 
al sales 
se prizes 
ntertain 
d during 


eg 
the Cit; 
taw, wag 
The new, 
ws addi- 
Lynn E 
ner, an- 
modeling] 


18, 19544 





News of the Trade 





HARDWARE BRIEFS 








. 


the interior of the building 
and converting it into self- 
service. 

Watkins, Minn.—J. M. Ertl 
& Sons hardware firm has 
purchased the Wartman 
Hardware from the H. J. 
Wartman estate. After re- 
modeling and _ redecorating 
the Wartman store, the new 
owners will move their stock 
into the new location. 








San Rafael, Calif. — The 
Johnson Hardware, 1137 
Fourth St., recently held a 
grand opening and sale. The 
store is owned by Americo 
Oberto. 





Towa—William 
of Clermont, 


Arlington, 
R. Belschner, 


Loe Heads Sales of Reo 
Mower Div.; Long Named 


Thor O. Loe has been ap- 
pointed sales manager for 
the Reo Motors’ Lawn Mow- 
er Div., Lansing, Mich., and 
Clabe S. Long has been 





LOE 


THOR O. 


named district sales manager 
in the New York City met- 
ropolitan area and New En- 
gland. 

Mr. Loe joined Reo in 1948 
as a regional manager in 
the mid-western region and 
served continuously in that 
position until his recent ap- 
pointment. Prior to coming 
to Reo, he was sales man- 
ager for the J. M. Dalglish 
Co. of St. Paul. 

Working under the super- 


HARDWARE AGE, MARCH 


Murray 
Mr. 


has purchased the 
Hardware store from 
and Mrs. John Murray. 





Indianola, Neb.—The Min- 
nick Hardware recently held 
an open house during which 


time a demonstration was 
held and coffee and dough- 
nuts were served. Free 
movies were shown in the 
evening. 

Kimball, S. D.—The new 


Our Own Hardware store re- 
cently held a grand opening 
with free coffee and dough- 
nuts served to all customers. 
Ralph Bickner is the propri- 
etor, having purchased the 


business recently from Cleo | 


Brooks who operated is as a 
Gamble store. 


vision of W. S. Blackburn, 
regional manager, Mr. Long 
will be responsible for the 





CLABE 8. LONG 


sale and distribution of Reo 
deluxe power lawn mowers 
and Holiday line of power 
mowers. 


Coleman Co. Appoints 
Onken, Cloud to Sales 


Carl J. Onken and W. T. 
Cloud have been appointed 
district representatives for 
the Coleman Co., Inc., Wichi- 
ta, Kan. 

Mr. Onken will take over 
the Illinois territory former- 
ly serviced by Glenn Watson, 
and Mr. Cloud replaces 
Charles Yoeman in Arkansas. 
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answer 


«quick SERVICE” 


sales questions 
with speedy 


MONARCH 


mechanical 
price-marking 
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speed sales, 
please customers, 

save time, protect profits— 
_ with clear, legible ' 
\. price-marking of | 
every item. 











\ 
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Monarch price-marking saves 
hours of tedious hand work. Sells 
merchandise because it makes 
impulse buying easier. Saves 
selling time, Prevents misunder- 
standings caused by untidy, 
smudged pen or pencil price- 





Monarch Junior Price-Mark 
ing Machine Hand-operated. 
Easy for any employee to 
learn quickly. Price-marks 60 
sizes of 9 styles of tickets, 
tags and labels. 


$7 500* F.O.B. Factory 





|marking. Price-marks tickets, 
|tags, labels for all kinds of mer- 
| chandise, including new pres- 
| sure-sensitive Senso labels that 
|need no moisture. 


Use the handy coupon to get illus- 
trated folders and sample tickets 
without obligation. 


*Prices quoted are for the U.S., possessions 
and Mexico. State and City Tax when appli- 
cable, extra 






FILL OUT, CLIP AND MAIL 





the MONARCH Marking System Company 


216 South Torrence Street, Dayton 3, Ohio 


Please send illustrated folder on Monarch Junior price-marking ma- 
chine; also sample Monarch Tickets, Tags and Labels. 
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SHOP TOOLS 
priceo 10 Set: 


> 











@€CORNER CLAMPS 


Three models for amateurs and 
professionals. Sell ‘em in pairs 
for fast turnover. Heavy gauge 
steel, Cadmium plated. 





MITER BOX) 


A “natural” for the Do-It-Yourself 
trade! Accurate as high-priced 
boxes, yet sells for much less. 
Made of rugged steel with rust- 
resistant finish. 

















@WEDGE VISE 


Handy work-holding accessory 
which sells on sight! Holds stock 
up to 24” with vise-like grip 
for sanding, planing, etc. Heavy 
steel construction. For workbench 
or tool kit. 





new: MAPRAMING 9 
SQUARE 


Totally unlike other steel squares. 

For laying out and framing par- 
titions, buildings, etc. A 
surefire seller. 











ORDER 'EM FROM YOUR WHOLESALER 








“Somaca”’ 


En GUNVER MFG. CO., MANCHESTER, CONN. 





WINDOW VENTILATOR 


@ COMPLETE STOCKS e 


a 


wane 


No. 300 and No. 30/ 











No. 299 SPECIAL TYPE BRACKET 


For installations where Venetian 
Blinds are used. Fits on the out- | 
side ef window casing. Furnished 


with screws. 22 to 24 Sauge Steel. 


Refer to our Glass Supply Cata- 
log No. 1052 for prices. 


Brackets 


ALL TYPES and COLORS 


No. 300 REGULAR TYPE BRACKET 
For installations on inside of window 
casings. Furnished with screws. 22 
to 24 Gauge Steel. No. 30! 
REGULAR HEAVY DUTY TYPE — 
Same design as above except made 
of heavy |% to 20 Gauge Steel. 








| 








SOMMER & MACA Glau Machinery Co. 


TH 


ENUE CHICAGO 9, ILLINOIS 


JU VY ve - 
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News of the Trade 








NEWS OF 


MANUFACTURERS’ AGENTS 








Enterprise Mfg. of Pa. 
Appoints O'Connell Co. 
The George E. O’Connell 
Co., Chicago, Ill., has been 
appointed by the Enterprise 
Mfg. Co. of Pa., Philadel- 





GEORGE E. 0’CONNELL 


phia, Pa., as its representa- 
tive in the midwest. 

The O’Connell organiza- 
tion will cover metropolitan 
Chicago and northern Illinois 
to the southern boundaries 
of Pike, Morgan, Sangamon, 
Macon, Platt, Champaign 
and Vermillion Counties; 
western Wisconsin to the 
western boundaries of Iron, 
Prince, Taylor, Clark, Jack- 
son, Monroe and Vernon 
Counties; and Lake, Porter 
and La Porte Counties in 
Indiana. 


Harvell Mfg. Appoints 
Two Representatives 


Arthur S. Reid & Asso- 
ciates and Philip A. Johnson 
& Co. have been appointed 
to represent the Harvell Mfg. 
Corp., New York City. 

The Reid organization will 
handle the Harvell line of 
lithographed housewares in 
the New England states. The 
Johnson firm will cover the 
states of Montana, Wyom- 
ing, Colorado, New Mexico, 
Arizona, Utah and Idaho. 





Stevens Joins Hahne Co. 


Lee R. Stevens has joined 
Oliver A. Hahne & Co., Chi- 
cago, Ill., representative, and 
will cover Illinois and In- 
diana. The Hahne firm rep- 


resents the New England 
Carbide Tool Co., Rotiss-O- 
Mat Corp., Kent Corp., and 
Remcraft Work Lamps. 


Gasstrom-White Named 
By Atlantic Industrial 


Gasstrom-White & Co., 
Inc., 520 Hunts Point Ave., 
New York, has been appoint- 
ed to represent the Atlantic 
Industrial Corp., New York, 
in the eastern section of the 
country. 

The Gasstrom-White or- 
ganization will handle Atlan- 
tic’s new line of white face 
and silver steel tape rules in 
New York State, including 
metropolitan New York, New 
Jersey north of Trenton, and 
Fairfield County, Conn. 





Reilly Opens Office 
In Harrisburg, Pa. 


William F. Reilly has 
opened an office as a manu- 
facturer’s representative in 
Harrisburg, Pa. He was 
formerly associated with the 
Yale & Towne Mfg. Co., 
Stamford, Conn., as a re 
gional sales representative. 
in the eastern part of the 
country. 

Mr. Reilly, a member of 
the Tri State and Steel City 
Builders Hardware Clubs, 
will cover the contract and 
wholesale hardware trade in 
southern New Jersey, Dela- 
ware, Pennsylvania, Mary- 
land, Washington, D. C., and 
Wheeling, W. Va. 





Littrell Hardware Adds 
Rockway to Sales Staff 


Robert Rockway has been 
added to the sales staff of 
Littrell Hardware Line, 1432 
S. Los Angeles St., Los An- 
geles, Calif. He will cover 
northern California and 
northern Nevada. 

Mr. Rockway resigned as 
western sales manager for 
Minnesota Mining & Mfg. 
Co. to join Littrell. In his 
new position, Mr. Rockway 
wili maintain headquarters 
at 115 New Montgomery St., 
San Francisco, the Littrell 
firm’s new office. 
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This heavy duty tractor 
clevis is just one of more than 
100 different Moline clevises 





100 ways to 


make a profit! 








You can do it with the Moline clevis line 


Yes, sir, the Moline line offers you over 100 different 

clevis styles . . . 100 different ways for you to make a | 
sale and gain a profit. Each Moline clevis is made to 
take heavy duty—to do a dependable job for your 
customers. These strong, high 
quality clevises have pleased old 
customers and won new ones for 
over a quarter century. It will pay 
you 100 ways to stock up with 
Moline clevises now and be 
ready for the busy season ahead. 
Write today for catalog and prices. 





Distributed by Jobbers all over the country 
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Sharon Spit’ and Scheu Co: 





Boston, Mass. Pd 
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GRIFFIN 
Light BUILDERS” 
HARDWARE. 





There’s plenty of quick turnover and profit 
in the Griffin line of light builders hard- 
ware. Check over this Spring and Summer 
assortment and be sure you are well 
stocked with these fast-moving items by 
Griffin . . . manufacturer of quality prod- 
ucts since 1899. 


REPRESENTATIVES 





nes A. GREGG WALTER 8. JOHNSON & SONS L. @. FULLER 
Gigrew yoming Ave. 917 St. Charlies Avenue P. 0. Bou2iis 
‘Derrolt 21, Michigan eee Georgia Jackson 5, Mississipp! 


AUSTIN & EDDY INC. H. FARRAR HARVEY D. RUSH & SON 

115 Broad Street Room 22, zn ag | — Fe Bids. 4638 Nichols Parkway ° 
Boston, Massachusetts 2, Texa Kansas City, Missour! 
WILBUR H. DAVIS 


1630 W. Fargo Avenue 
Chicago 26, IIlinols 


c. L. Lewis 
2450 17th Street 
San Franciseo 10, Calif. 


WwW. C. MEIBAUM & CO. 
6954 Oleatha Avenue 
St. Louis 9, Missouri 


THE B. Ds Yay COMPANY 
‘arren Street 
New arn’? N.Y. 


‘C RIFFIN- 


Manufacturing Compan LY 


ERIE © PENNSYLVANIA 


. H.C. GLOVER 
2611 Garrison Bivd. 
Baltimore 16, Maryland 


R. F. BEVERS ROY L. ROGERS 
4524 East 60th Street 1620 Garfield Street 
Seattle, Washington Denver 6, Colorado 
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DELIGHTED — 


because the largest num- 
ber of visitors in our History 
AT THE HOUSEWARES 
SHOW showed the greatest 
enthusiasm for the new 
MERRY G’RINDER and SUC- 
TION CUP SLICERS. 


Thank Your For This Remarkable Interest 


nll) 


DEPT. 435 | 


SLICING MACHINE CO., Inc. 
WALDEN, NEW YORK 








Make money! Display 
nationally-advertised 





O’Malley" Do-it-yourself” 





Faucet REPAIR SETS 








Only the O’MAL- 
LEY kit enables 
your customers to 
quickly remove 
erosion, corrosion 
and pits without 
requiring an extra 
reamer. That's why 
most dealers offer 
only O'MALLEY 
Faucet Repair Sets. 


List prices: 

No. 2—69¢ 

No. 2X—89¢ 

No. 3 DeLuxe 99¢ 
No. 11 Family Set. 
$3.29 

Supreme $1.19 


Order from your 





STOP FAUCET DRIP! 
ila No-2 Faucet Drip Stopper 


Ceatay 
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EDW. O'MALLEY 
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Ask us for catalog folder 


VALVE CO 11948-50 S. HALSTED ST., CHICAGO, ILL. 








News of the Trade ——_— 














NEWS OF _ 
MANUFACTURERS’ AGENTS 
Gershon & Son Named Inc., Cincinnati, Ohio. He 


By Continental Can Co. 


L. S. Gershon & Son. Kan- 
sas City, Mo., has been ap- 
pointed to handle the line of 
Decoware metal pantryware 
of the Continental Can Co., 
Inc., New York. 





L. 8. GERSHON 


The Gershon organization 
will cover Kansas, Iowa, Ne- 
braska, South Dakota and 
western Missouri for Conti- 
nental Can. 

Lou S. Gershon was one 
of the founders of the Kan- 
sas City Housewares Club 
and the National] Federation 
of Housewares Clubs. He 
was the first president of the 
NFHC and has recently com- 
,pleted his second term in 
that office. 


Brumage to Cover Utah 
For McKee Glass Div. 


Robert F. Brumage, Den- 
ver, Colo., has been named 
to represent the McKee Glass 
Div., Thatcher Glass Mfg. 
Co., Inc., Elmira, N. Y. 

Mr. Brumage will handle 
McKee’s full line of glass 
kitchenware, ovenware and 


| industrial items in the states 


of Colorado and Utah. 





Ryan to Cover West For 
Aluminum Industries 


Edward J. Ryan, Denver, 
Colo., has been named to rep- 


| resent Aluminum Industries, 


will handle the manufactur- 
er’s line of Permite alumi- 
num paints and varnishes in 
the states of Colorado, Mon 
tana, New Mexico, Utah and 
Wyoming. 

Mr. Ryan, who maintains 
headquarters at 1863 Wazee 
St., in Denver, will also cove: 
the El Paso, Tex., area and 
the Black Hills area of South 
Dakota, and Nebraska for 
Aluminum Industries. 





John W. Hoeynck Opens 
Office in St. Louis, Mo. 


John W. Hoeynck, recently 
released from duty with the 
United States Navy, has en- 
tered business for himself as 
a manufacturers’ represen- 
tative. Mr. Hoeynck has 
opened an office at 5809 Fyler 
Ave., St. Louis, Mo. 

Mr. Hoeynck, who is the 
son of Henry A. Hoeynck, 
vice-president of the Shap- 
leigh Hardware Co., St. 
Louis, Mo., wholesaler, trav- 
eled for Shapleigh for five 
years after World War II, 
covering the southern IIli- 
nois territory. 

In December, 1952, Mr. 
Hoeynck was called into ac- 
tive service as a Navy flyer 
from the active reserve list. 
His brother, Henry A. 
Hoeynck, Jr., opened his own 
office as a manufacturer’s 
representative earlier in the 
year. 

The two brothers are not 
affiliated in business, each 
operates his own company 
in separate offices. 





Frank L. Haveron Joins 
Donlon Associates 


Frank L. Haveron, Jr., has 
joined James Donlon Asso- 
ciates, Buffalo, N. Y., repre- 
sentative in the housewares 
field. 

Mr. Haveron recently re- 
signed as general sales man- 
ager of the O-Cel-O Div. of 
General Mills, Inc., Buffalo. 
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Wonderful 
Footscraper. A sign of 
Doorway Safety cordiality 








Precaution 






Easy to 


keep clean. 14" y 24" 
Very modern. 18" x 30" 
20" x 36" 


Everybody wants a "Welcome Mat". Made of tough 
rubber, reinforced with chopped fabric cord. Waffle de- 
sign gives multiple scraping edges. Water and dirt drop 
through perforations. Stock up with this fast seller. 

At Better Jobbers Everywhere 


ACE RUBBER PRODUCTS, INC. 
100 Beech St. Akron 8, Ohio 
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WHAT'S BOOSTING 





7. DEPENDABLE QUALITY 

2. GENEROUS MARKUPS 

3. REASONABLE RETAIL PRICES 

¢. STRONG NATIONAL ADVERTISING 


Four profit-packed reasons why you should stock up on 
BOKER Tree Brand Cutlery immediately: Quality, 
markup, and retail pricing that work to your advantage 
PLUS National Advertising in the Saturday Evening 
Post, that brings them in asking for BOKER Tree Brand. 


WHAT A COMBINATION FOR PROFITS! 








EASY 
PINKING SHEARS 


Removable hollow- 
ground precision 
steel! blades, Duraluminum handles 
Lightweight, comfort-designed; sell 
the moment customers pick them up. 





POULTRY SHEARS 
Full mirror polished stainless steel; 
no-slip knurled handles. Cuts bones 
and meat with equal ease. Fast- 
moving gift item. 





3-PIECE 
SCISSOR SET 
7” ‘ight trimmers, 5” sewing scis- 
sors, 34/2” embroidery scissors, all 
three pieces nickelplated. Handsome 
genuine leather case. Great ‘‘woman 
appeal.” 


POCKET KNIVES 


Sell them once and you'll never 
Carry another brand! Fine steel and 
fine looks in patterns to suit every 
taste. 


A 


The Saturday Evening 
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ognized 
ies Value 


ast .ea7 
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STEAK SET 
Hollow-ground blades of stainless 





steel. Pakkawood handles; serrated 
cutting edge. Women buy them on 
sight. 


Ask your jobber to show y 


BOKER TREE BRAND LINE 


@ ellie) tea Reque 


H. BOKER & 


ESTABLISHET 


101 Duane Street 


cO., INC. 


New York 7, N. Y. 


) 
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Yale & Towne Acquires 
Antique Lock Collection 


Yale & Towne Mfg. Co., 
Stamford, Conn., has acquired 
the Gillian W. B. Bailey Col- 
lection of early American 
locks, many of which were 
used by some of the first set- 
tlers of this country. 

The company’s first public 
exhibit of substantial por- 
tions of the collection will be 
at the forthcoming 10th An- 
nual National Antiques Show 
at Madison Square Garden, 
March 8 through 14, in New 
York. 


Bluefield Adds Line 

The Bluefield Hardware 
Co., Bluefield, W. Va., whole- 
saler, has been named a dis- 
tributor of Republic Steel 


Kitchens by the Berger Mfg. 
Div. of Republic Steel Corp., 
Canton, Ohio. 


Collins Co. Purchases 
Cheney Hammer Corp. 


The Collins Co., Collins- 
ville, Conn., has purchased 
the Henry Cheney Hammer 
Corp., Little Falls, N. Y. 

The Collins company, or- 
ganized in 1826, manufac- 
tures machetes and axes. The 
Cheney firm, organized in 
1836, makes a complete line 
of hammers. 

H. Bissell Carey, president 
of the Collins Co., announced 
that operations will be con- 
tinued at the Little Falls 
plant until plans can be com- 
pleted for moving the ham- 
mer manufacture to the 
plant in Collinsville. 


News of the Trade 








port, 


to right, are: Maurice A. 


W. Sower, 


Louisville, 


Frankfort, 


advisor; 


Kentacky Dealer Group Elects Officers 


New officers elected at the recent annual convention of 
the Kentucky Retail Hardware Association, in 
ville, are front row, left to right: Leon B. Parker, New- 
first vice-president; Clyde S. Gibson, Pineville, 
advisor; Holley F. Skidmore, Elizabethtown, president; 
Gus E. Hank, Paducah, retiring advisor. 
Hill, Bowling Green, director; 
Roy Cornette, Morehead, second vice-president; Frank 
director; Joe 
Kenneth Cayce, 
visor, and Edward H. Keilery, Louisville, secretary 
in the photo is Roscoe C 
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Hanson Thomas 


Hanson Thomas, assistant 
vice-president, sales, of Rus- 
sell, Burdsall & Ward Bolt 
& Nut Co., Port Chester, 
N. Y., died Feb. 16, at Bryn 
Mawr, Pa. 

For many years Mr. 
Thomas had been in charge 
of RB&W’s Philadelphia sales 
office, recently moved to Ard- 
more, Pa, serving eastern 
Pennsylvania, southern New 
Jersey, and the southern sea- 
board area. 

Formerly general sales 
manager of the Oliver Iron 
& Steel Co., Mr. Thomas 
joined RB&W in 1936. He 
had been a member of the 
Hardware Merchants’ & 
Manufacturers’ Association 
of Philadelphia. 


Walter G. Edrington 


Walter G. Edrington, vice- 
president of Dazey Corp., St. 
Louis, Mo., died Feb. 24 af- 
ter a brief illness. 

Mr. Edrington joined Da- 
zey in May, 1949, as general 
sales manager. He was ap- 
pointed vice-president, direc- 
tor of sales and advertising, 
in October, 1952. 

Previously, he had _ been 
with the Woolworth Co. for 
18 years as store manager in 
various areas, and later had 
complete charge of varities 
and housewares for Rice- 
Stix Distributors of St. 
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WALTER G. EDRINGTON 


Louis. Immediately before 
joining Dazey, Mr. Edring- 
ton was a divisional sales 
manager for Ekco Products 
Co., Chicago, Ill. 

Surviving are his widow, a 
daughter, mother and three 
grandchildren. 


G. Mark Riley 

G. Mark Riley, special 
sales representative for Ir- 
win Auger Bit Co., Wilming- 
ton, Ohio, died Mar. 6 in St. 
Joseph’s Hospital, Baltimore, 
Md. 

Mr. Riley had been associat- 
ed with Irwin for 40 years 
in various sales capacities 
and was a familiar figure at 
industry meetings. Prior to 
his joining Irwin, he had 
worked with his father who 


was also associated with Ir- 
win. 

Mr. Riley is survived by a 
daughter, Mrs. Jean Dock- 
mann, and a son, W. Pitts 
Riley. 


Robert T. Suddendorf, Sr. 


Robert T. Suddendorf, Sr., 
57, vice-president and sales 
manager of the Witt Cornice 
Co., Cincinnati, Ohio, died 
Feb. 17 after a brief illness. 

Mr. Suddendorf had been 
associated with Witt Cornice 
for the past 32 years. He 
had been an active member 
of the Galvanizeware Manu- 
facturers Association and 
the American Hot Dip Gal- 
vanizing Association. 

Survivors include his 
widow, mother, a son, Rich- 
ard J., and a son, Robert A.., 
who is active in the Witt 
Cornice Co. 


Walter Jacobs 

Walter Jacobs, 56, vice- 
president in charge of sales 
for the National Silver Co., 
New York, died suddenly 
Feb. 28 in Phoenix, Ariz. 

Mr. Jacobs, who had been 
elected vice-president of the 
company recently, had been 
essociated with National Sil- 
ver for 39 years in various 
sales capacities. He served 
general sales manager 
since 1944 and was a mem- 
ber of the firm’s board of di- 
rectors. 

Survivors include his wid- 
ow, two sons, a daughter, 
mother and two sisters. 


as 
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George J. Bassett 


George J. Bassett, 34, 
president of John E. Bassett 
& Co., New Haven, Conn., 
died Feb. 24. 

He started his business ca- 
reer as a clerk in his father’s 
hardware store, the John E. 
Bassett Co., founded in 1784 
and one of the oldest busi- 
ness establishments in Con- 
necticut. His father  pur- 
chased the business in 1855 
and it was continued by his 
son who became president of 
the firm in 1896. 

Mr. Bassett had _ been 
prominently connected with 
banks since 1923, and in 
1931 the Governor of Con- 
necticut appointed him state 


bank commissioner, a_ posi- 
tion he held until 1933. 

A sister survives. 
Joseph Kunze 

Joseph Kunze, 72, sales 


representative for the Shelby 
Spring Hinge Co., Shelby, 
Ohio, died suddenly on Feb. 
13. 

Mr. Kunze for 27 years 
had traveled in Ohio, West 
Virginia, northern Kentucky, 
western Maryland, western 
Pennsylvania and _ western 
New York for Shelby Spring 
Hinge. 


John Dixon Massey 


John Dixon Massey, sales 
representative for the Pied- 


mont Hardware Co., Dan- 
ville, Va., wholesaler, died 
Feb. 14. 
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Retail Associations Elect 1954 Officers— 


Officers of the West Virginia Hardware Association 
elected at its convention, Feb. 22-24, are, left to right: 
R. W. McGlothlin, New Haven, president; H. W. Wooa- 
rum, Oak Hill, retiring president; J. C. Fielding, Charles- 
ton, managing director; Daniel Love, Huntington, first 
vice-president; D. T. Farley, Charleston, and K. O. Phil- 
lips, Buckhannon, executive committee members. Robert 
Law, Clarksburg, was elected second vice-president. 


Arkansas Retail Hardware Association officers and direc- 
tors, seated around the table, from left to right, are: A. B. 
Hill, Portsmouth, Va., NRHA vice-president; J. H. Lati- 
mer, Nashville, newly elected Arkansas president; A. 
Crow, Fort Smith; F. Whitaker, Alpena; G. Hickey, Mt. 
Ida, board chairman; J. Colquitt, Magnolia; W. F. Schall- 
horn, DeWitt; C. Buffkin, Eudora; U. Davis, Searcy, sec- 
ond vice-president; B. E. Napier, Fayetteville; B. Deese, 
No. Little Rock, first vice-president; E. W. Copeland, 
Hope; J. W. Tisdale, Little Rock, executive secretary; 
F. C. Peters, Russellville, and W. R. Terrell, Hot Springs. 


The lowa Retail Hardware Association, at its 56th an- 
nual convention, in Des Moines, Feb. 9 to 12, elected 
R. A. Bloedel, Malvern, seated center, to the presidency. 
Other officers are shown, seated, left to right: G. De- 
Ruyter, Sioux Center, director; H. H. Lindeman, Apling- 
ton, newly-elected vice-president; L. D. Reinbrecht, West 
Branch, retiring president and new member of advisory 
board, and A. L. Johnson, Fort Dodge, advisory board; 
standing, H. Thomas, Creston, associate director; P. R. 
Jacobson, Mason City, secretary-treasurer; W. W. Hamil- 
ton, Boone, re-elected director; W.- A. Broquist, Des 
Moines, director of public relations, and G. W. Aspinwall 
Hawkeye, advisory board member. L. Quel, Manning, 
newly-elected director, is not in picture. 


The executive board of the Michigan Retail Hardware 
Association, as reconstituted at the annual convention, 
in Grand Rapids, Feb. 16 to 18, is shown, Seated left to 
right: F. J. Gartner, Wyandotte, past president; H. O. 
Paul, Pigeon, president; R. M. Audrain, Gaylord, vice- 
president; E. E. Cookson, Manistique, immediate past 
president; standing, H. W. Schumacher, manager-trea- 
surer; J. E. Fromm, Detroit, re-elected to board; N. W. 
Neelands, Clio, newly elected to board; M. D. Knopic, 
Midland, past president and re-elected to board; J. H. 
Bolt, Muskegon, and A. Merchants, Union City, both re- 
elected to board. Another re-elected member, B. M. Tif- 


fant, Monroe, is not in photo. 


Officers of the New York State Retail Hardware Associa- 
tion, elected at its recent annual convention, are left to 
right: H. M. Fitzwater, Pen Yan, director; T. G. Griffing, 
Riverhead, president; G. E. Kern, Danville, vice-president; 
G. Waterhouse, Jr., Pittsford; P. L. Morrow, Orchard 
Park, and C. M. Close, Middletown, directors. Other of- 
ficers elected are: R. R. Woodruff, Saranac Lake, vice- 
president, and the following directors, E. J. Martiny, 
Franklinville; R. E. Hall, Painted Post, and P. B. White, 


Jr.. Rochester. 















































““We have found the ARROW T-50 GUN 
TACKER to be the best method for tacking 
low voltage wire’’, 








yy 
says J. R. DeCola, Engineer 
and Estimator at North Shore Electric Corp., Mineola, 
New York. 


cking thermostat, 
nd bell wire, 





nas, cables, and J 
prenics parts. FZ 


Arrow fast TENER La. [nc. 


ONE JUNIUS STREET BROOKLYN 12. N Y 


Cand a Taw! 


MEYCO CONTROLLED CUT 
CARBIDE TIPPED 
SAFETY SAW 


h * The latest addition to the famous 
>. MEYCO line of precision cutting 
tools. This new controlled cut, 
carbide tipped safety saw has 
\. many advantages: It’s SAFE: will 
) not pull hand into the blade, will 
f not grab and kick-back 
work. It’s ECONOMICAL: 
costs less to buy, longer 
life between grinds; cuts 
smoother, longer. Its 
CONTROLLED CUT 
regulates rate of feed, as- 
sures clean cut; makes 
chips instead of saw dust. 
Available at leading mill 
supply and hardware 
houses, or direct from fac- 
tory. Write for fully descrip- 
tive literature and price list. 
Ask for Catalog No. 00. 
































W. F. MEYERS CO., 






INC., BEDFORD, INDIANA 





E. W. CLARK, well 
known in hardware circles 
spent 65 of his 82 years 
in the trade. He was con- 
nected with E. C. Atkins 
& Co. from 1886 until his 
retirement two years ago. 
As a newspaper carrier 
he became known to the 
cashier of the company 
who recommended him to 
E. C. Atkins, founder of 
the company. After a trial 
employment he became a 
clerk in the financial de- 
partment. In 1889 he was made manager of the 
southwestern territory with headquarters in Chat- 
tanooga, Tenn. In 1898 he began to travel in 20 
states plus Mexico. In 1901 he returned to the 
general sales office in Indianapolis and developed 
a hardware distributor organization and promoted 
sales. He moved to New York to manage eastern 
territory sales in 1931. In 1933 he was named 
assistant to the general sales manager, continuing 
to make his headquarters in New York. He was 
also placed in charge of export sales at this time. 
He became widely known and addressed many 
trade association meetings and manufacturers’ 
groups interested in exporting. From 1934 to 1951 
he was a special representative with headquarters 
in the New York office, soliciting export and 
machinery builders’ trade. He is an honorary life 
member of the Hardware Boosters and the Hard- 
ware Square Club. 





E. W. CLARK 
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FORREST W. WAL- 
DEN, president and gen- 
eral manager of Strevell- 
Patterson Hardware Co., 


Salt Lake City, completed 


50 years of service with ELECTRIC SOLDERING TOOLS 
his company on Feb. 14. 

His working days started MERCURY 

at 11 when he started a . oa 


paper route. At 15 it be- 
came necessary for him to No. 5, 100 watts 
leave school in order to ——— 
support his widowed No. 6, 150 watts 


mother. His first full-time 

job brought him $20 per 

month, for sorting weigh bills for a railroad. After FOR THE “DO IT YOURSELF” MAN 

a few months he became office boy at $6 per week STOUTLY BUILT. Rarely come back for ser- 
to James H. Paterson, then vice-president of vicing. 

Strevell-Paterson Hardware Co. He progressed DURABLE. a give rom of 
through a number of jobs including, first, assis- aoe: eam le han covetanal 
tant bookkeeper, then bookkeeper, assistant secre- soldering jobs. 

tary, secretary, vice-president and treasurer. He DISPLAY BOARD. Free witn 
was elected president and general manager three | lone ay on Ta S Oe 
years ago. Mr. Walden also is executive vice- 

president of Strevell-Paterson Finance Corp. and 

Strevell-Paterson Finance Co., two independent 
companies primarily engaged in the sales finance 
business. He has given much of his time to civic 








F. W. WALDEN 








ASK YOUR JOBBER 
VULCAN ELECTRIC COMPANY 
DANVERS 3, MASS. 


Electric Soldering Tools—Screw Tip, Plug Tip, Pygmy 
and Mercury. Electric Solder Pots, Glue Pots, Branding 
Irons, Heating Units and Heating Devices. yr 

















and business activities. He headed the fund = 
raising activities of the Community Chest in 

.» well earlier years. He is a past president of the Inter- 
circles mountain Association of Credit Men; is a trustee ~ 
2 years of Westminster College; a Y.M.C.A. director; a 
as con- director of the Utah Chapter of the Red Cross; THE HEART OF 

Atkins vice-president of St. Marks Hospital. In addition THE HARBIL PAINT 
ntil his to many other activities he is a.leading lay figure Life-time lubrication 
rs ago. in the Episcopal Church of Utah. SHAKER IS IN ITS ith oi 

with oil-bath crankcase 

carrier ENGINEERING! 

to the Exclusive rubber-spring 
ympany Legs for vibrationless 
a ROBERT G. SCHEU- Direct v-belt drive Performance 
der of RER, who founded the ’ 

a trial Wichita Hardware Co., = -” belting 
ame a wholesale firm of Wichita 
ial de- Falls, Texas, in 1909, is 
of the still active in business at 
_Chat- the age of 88. He learned 

in 20 the hardware business in 
to the his father’s store in Nash- 
eloped ville, Tenn. in the early 
moted ’80’s. He chose to learn the 
astern tin and sheet metal trade. 
1amed - 6 Geen Most of the Scheurer de- 

nuing cendents today are hard- 
e was ware people in various 

time. parts of the country. His first business venture The spectacularly performing Twin Cradle HB-7. Op- 
many was in the booming lead and zinc town of Aurora, erates so smoothly and silently, you can write alongside 
aseve’ Mo., in 1889. In 1897 he engaged in the hardware of it! NEEDS NO BOLTING DOWN! Shakes %pt. to 
1951 business at Vandalia, Ill. and at 48 years of age 1 gal., 2 diff. size cans at one time, or with | cradle 
urters his picture appeared in Jron Age, forerunner of empty. Write Dept. H-I for FREE brochure on this and 

and HARDWARE AGE, as chairman of the executive com- other models. $109.50 
y life mittee of the Illinois Retail Hardware Associa- F.0.8. Chicago 
Tard- tion. Three years ago Mr. Scheurer visited the six Manufacturing Company 





principal free countries of Europe. 
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325 W. Ohio St., Chicago 10, Ill. 
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The Business Outlook—Markets and Price News 


(Continued from page 14) 
with the same week of a year ago. 
The heaviest drop was in Phila- 
delphia, where sales fell 5 pct. 

The following table gives de- 
partment store sales by districts, 
as reported by the Federal Reserve 


» “ € . j 
Board, and percentage compari- 
sons with a year ago: 

Four 

Weeks Jan. 1 
One Wk. Ended Ended to 

Feb. 20 Feb, 13 Feb. 20 Feb. 20 

BED os c008 +4 +4 +4 +3 
New York + 2 + 2 + 2 +1 
Philadelphia — 4 3 - 1} 
Cleveland .... — 0 + 3 2 — 3 
Richmond ... +4 a. +4 -2 
Atlanta ose +12 7 0 +1 
Chicago + 3 0 1 0 
8t. Louls .. -j) 0 
Minneapolis .. +19 + 6 +7 
Kansas City . - 3 1 5 3 
Dallas .. ° -4 4 5 — 5 
San Francisco 9 7 —6 
U. 8. total .. + 2 -—1 — 1 —1 





Hopeful Sign Seen In 
Machine Tool Orders 


Machine tool orders, consid- 
ered by most economists to be 
the bellweather of the economy, 
rose almost 15 pct in January 
over the December low and 
some manufacturers predicted 
that the better rate was holding 
through February. 

New business placed last 
month came to about $50.3 mil- 
lion, compared with about $44 
million in December. But the 
level still ran about 32 pct un- 
der Jan., 1953. 











Administration's Views on Economic Decline 
Are Challenged by Dr. Nourse, Other Economists 


Dr. Edwin G. Nourse, economist, 
challenged President Eisenhower’s 
economic views before a meeting of 
the House-Senate Economic Com- 
mittee. 

Dr. Nourse said the present eco- 
nomic downturn “is much more 
fundamental than mere inventory 
trimming,” as Administration 
spokesmen have generally con- 
tended. In addition, he declared 
available remedies for a deepening 
recession or depression are “at 
best pills and poultices” that are as 
yet “unproven and quite difficult of 
application.” 

Dr. Nourse was one of three top 
economists who spoke before the 
legislative group. They have often 
disagreed but agreed that: 

Since last July, or June, the U.S. 
has experienced a genuine reces- 
sion, not merely a “rolling re-ad- 
justment” or an “inventory shake- 
out” or a “business contraction.” 

There are few encouraging signs 
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of an end to the downward slide, 
and the critical stage is now at 
hand. 

If a definite upswing doesn’t oc- 
cur in the next few weeks, the econ- 
omy won’t start to recover if left 
to its own devices, until 1955 or 
later. 

The anti - depression remedies 
available to the Government are po- 
tentially able to reverse the present 
trend. But the Government will 
have to move rapidly and much 
more boldly than it now plans in 
case the recession doesn’t correct 
itself. 

Consumer benefits such as tax re- 
lief would be more useful as anti- 
slump medicine than direct produc- 
tion incentives to business. 

The economists other than Dr. 
Nourse, who gave their opinions 
were Chief Economist Martin 
Gainsburgh of the National Indus- 
trial Conference Board, and Pro- 
fessor Alvin H. Hansen, Harvard. 


Three More Areas 
On Distress List 


The Labor Dept. has added three 
more major areas and three small- 
er ones to its roster of industria! 
centers with a “substantial labo: 


surplus.” The three big areas are 
South Bend, Ind.; Battle Creek, 
Mich., and the Davenport-Rock 


Island-Moline section of Iowa and 
Illinois. 

Smaller areas added to the list 
include La Cross, Wis.; Hudson, 
N. Y., and Welch, W. Va. 

The new additions, all with un- 
employment higher than 6 pct of 
its labor force, bring the total of 
major distress areas to 25 and of 
smaller areas to 34. These 59, la- 
beled Group IV by the department, 
are eligible for special treatment 
in Federal procurement awards. 


3.1 Million Workers 
Listed As Unemployed 
Commerce Secretary Weeks an- 
nounces a new survey by his depart- 
ment shows that unemployment in 
the week ended Jan. 9 probably rose 
more than twice as much above the 
corresponding week of December. 
The new survey indicates there 
were about 3.1 million jobless 
workers in the U. S. in the week 
ended Jan. 9. This was 728,000 
more than an earlier survey re- 
ported. The new figure indicates 
a jobless rise of 1.2 million than 
in the corresponding week in De- 
cember. 


Sproul Has No Fear 
Of Prolonged Decline 

Allan Sproul, president of the 
Federal Reserve Bank of New 
York, says that the economy so 
far has shown no evidence of a 
cumulative downward movement. 
The economy can move “from a po- 
sition of strength to meet the chal- 
lenge of 1954,” he contends. 


G.E. Chairman Looks 

For Another Good Year 
General Electric Co. is looking 

forward to an excellent year in 

1954, says Philip D. Reed, chair- 

man of the company. He reports 

G. E.’s budgets and projections 
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Neu! CHEVROLET TRUCKE 


do more work per day ... more work per dollar 
on every type of hauling or delivery job! 





THEY SAVE YOU MONEY 
IN EVERY WAY 


Along with increased power, these great new trucks 


Time and money are the two most important factors 
in any trucking job—and the new Chevrolet trucks 
for ’54 are built to save more of both! 





THEY SAVE YOU TIME 
ALL THE TIME 
Whether you deliver door-to-door or haul state-to- 
state, new Chevrolet trucks will speed up your sched- 
ules. They bring you new hour-saving engine power 


bring you increased operating economy. You enjoy 
hefty gasoline savings in every model, thanks to new 
high-compression performance. In addition, you save 
on upkeep and maintenance. That's because you get 
extra strength and stamina in drive line and chassis. 





There are heavier axle shafts in 2-ton models, newly 
designed clutches and stronger frames in all models. 

See your Chevrolet dealer for all the facts about 
the “savingest’”” Chevrolet Advance-Design trucks ever 
built! . . . Chevrolet Division of General Motors, 
Detroit 2, Michigan. 


—greatly increased acceleration and hill-climbing 
ability. You save time with greater safety . . . and 
without increasing your maximum road speeds. In 
traffic or on delivery routes, new truck Hydra-Matic 
transmission* saves time, and saves driving effort 
as well. It’s the last word in no-shift truck driving. 


MOST TRUSTWORTHY TRUCKS ON ANY JOB! 





- = 





THREE GREAT ENGINES — The new “Jobmaster 261” engine* for extra heavy hauling. The “Thrift- 
master 235” or “Loadmaster 235” for light-, medium- and heavy-duty hauling. NEW TRUCK 
HYDRA-MATIC TRANSMISSION*—offered on 1-, 4- and 1-ton models. Heavy-Duty SYNCHRO-MESH 
TRANSMISSION—for fast, smooth shifting. DIAPHRAGM SPRING CLUTCH—improved-action engage- 
ment. HYPOID REAR AXLE—for longer life on all models. TORQUE-ACTION BRAKES—on all wheels 
on light- and medium-duty models. TWIN-ACTION REAR WHEEL BRAKES—on heavy-duty models. 
DUAL-SHOE PARKING BRAKE—greater holding ability on heavy-duty models. NEW RIDE CONTROL SEAT*—eliminates back- 
rubbing. NEW, LARGER UNIT-DESIGNED PICKUP AND PLATFORM STAKE BODIES—give increased load space. COMFORTMASTER CAB 
—offers greater comfort, convenience and safety, PANORAMIC WINDSHIELD — for increased driver vision. WIDE-BASE WHEELS —for 
increased tire mileage. BALL-GEAR STEERING—easier, safer handling. ADVANCE-DESIGN STYLING —rugged, handsome appearance. 


*Optional at extra cost. Ride Control Seat is available on all cab models, "'Jobmaster 261’’ engine 
on 2-ton models, truck Hydra-Matic transmission on '/;-, ¥4- and 1-ton models. 


CHEVROLET 
ADVANCE-DESIGN 
TRUCK FEATURES 
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were made last November and 
“nothing happening so far this 
year suggests any change is in 
order.” 


Lower Carloadings 
Reflect Decline 


Carloadings for the week ended 
Feb. 13 were 8.5 pct below the cor- 
responding week in 1953 and 0.1 
pet under the week ended Feb. 6, 
1954. 

The drop in carloadings, a basic 
indicator of the nation’s economic 
health, is the seventh straight time 
this year, reports the Association 


of American Railroads. 


Housing Interest Rates 
Is Favorable Factor 


Credit is one element in the cost 
of housing which has not gone up, 
John W. Kress, president of the 
savings and mortgage division of 
American Bankers Association, re- 
ports. 

Indeed, he*says, credit is lower 
now than it was in the depression 
year of 1934, when the Federal 
Housing Administration was insti- 
tuted. At that time, he continues, 
the interest rate on loans on exist- 
ing housing was 5.5 pet and on new 
construction, 5 pct. In both in- 
stances a service or insurance 
charge of % of 1 pct was added. 


Financial Assistance Plan for Retailers 
Is Announced by Westinghouse Electric 


A financial assistance plan for 
retail dealers, to enable them to in- 
crease their sales of consumer prod- 
ucts, has been announced by West- 
inghouse Electric Corp. 

A credit corporation, a wholly- 
owned subsidiary to be capitalized 
at $10 million, will be organized by 
Westinghouse, “to help Westing- 
house appliance and radio-television 
dealers obtain inventory and retail 
sales financing assistance in areas 
where credit facilities are inade- 
quate.” 

The company reports the new or- 
ganization will supplement, not re- 
place, the six-year-old Westing- 
house Equity Plan, under which 
more than 4,500 banks and credit 
agencies are providing local financ- 
ing for Westinghouse dealers. 

The plan is expected to make 
“maximum credit available to deal- 
ers, by offering financing for in- 
stallment buying sufficiently flex- 
ible to meet varying economic con- 
ditions, and by providing financial 
aid for special promotions where 
such aid is not now available.” 

The first office for the credit cor- 
poration will probably be opened in 
mid-April to serve Pennsylvania, 
Ohio, West Virginia, Kentucky, 
Michigan, Indiana, New York and 
Maryland. Others will be set up 
later as required to meet dealer 
needs. 


“Company sales in the consumer 
products field for the past two years 


have shown successive substantial 
increases over those o. 1950, the 
year the industry set all-cime sales 
records and we expect this trend to 
continue in 1954,” stated Gwilym 
A. Price, Westinghouse president, 
in outlining the plan. 


Americans Spending 
Much Less on Housing 

Americans currently spend less 
than 13 pct of their income for 
housing, compared to 20 to 25 pct 
in the past, reports Ear] Kribben, 
assistant to the president of Mar- 
shall Field & Co. 

Speaking before the Mortgage 
3ankers Association of America, 
Mr. Kribben contends that about 
half the nation’s urban population 
live in areas which are actually 
blighted or threatened with hous- 
ing blight. A reason for this, he 
contends, is the reduced spending. 


Personal Income 
Slipped in January 


Personal income in January fell 
from December levels’ bringing 
this key measure of purchasing 
power, at annual rates, $5 billion 
below the peak level of July, 1953, 
reports the Commerce Dept. 

The January figure, seasonally 
adjusted, shows personal income 
at an annual rate of $282.5 billion, 
down $2.1 billion from December. 


The Commerce Dept. said that Jan- 
uary income tax cuts, despite some 
offset by increases in social secur- 
ity taxes, left disposable income in 
January at about the same level as 
in December. 

Since the peak of $287.5 billion 
was set in July, personal income 
has fallen in every month but Oc- 
tober, when a special veterans 
insurance dividend temporaril) 
boosted the rate. 

Even after allowing for tax 
changes, disposable, or take-home, 
income has declined since the peak 
last summer. In December, before 
the tax changes took effect, per- 
sonal income declined $3 billion 
at annual rates from the July peak 

Wage and salary ineome have 
declined more sharply than per- 
sonal income as a whole, the rea- 
son being an increase of about $1 
billion in the rate of “transfer 
payments” from the government 
chiefly unemployment insurance. 


Manufacturer Drops 
All New York Outlets 


Another move in the growing 
effort of manufacturers to correct 
retail price abuses was made re- 
cently when a large producer of 
power mowers dropped all its New 
York City outlets. 

The company plans to review the 
New York problem and develop 
some merchandising method which 
will eliminate the price abuses that 
have afflicted the New York area 
in recent years. 


Production Index 10% 
Lower Than Last Year 

A Federal Reserve Board official 
told Congress that the board’s pro- 
duction index has now “probably 
declined” about 10 pct since last 
July, or by “proportion equal to the 
full decline” during the recession 
of 1948-49. He was referring to the 
seasonally adjusted index. 

He assured members of the 
House-Senate Economic Committee 
that he still sees no reason to 
change the estimate made in Janu- 
ary by the President’s Council of 
Economic Advisers. They said then 
in their annual report that the cur- 
rent business “contraction” should 
be considered only an “inventory 
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FACTS ABOUT 


EDWARD E- ROBINSON 5 





The new Robinson Tipped and flagged Tynex 
paint brush line is a top quality line. Each brush 
is made of fine Tipped nylon with paint-carrying 
flag ends produced on Robinson's Nylon Tipping 
Machine. Each brush contains all distinguishing 
characteristics of quality—flexibility, resilience, 
taper, and good length out—to give a faster, 
smoother, professional paint job. Yes, it's craft- 
manship . .. the result of 50 years of experience 

. as well as superior performance of each 
nylon or pure bristle paint brush bearing our 
name, that counts at Robinson. 











NEW TIPPED TYNEX Nylon ud 


Robinson Tipped and 
flagged Tynex Nylon 
Brushes have greater 
holding power due to 
softened and flagged 
tips of varying lengths 
- ++ providing a paint 
reservoir rivaling 
bristle. More pick-up 
=speed! 


TIPPING 


Fine Tipped Tynex Nylon with 
flag ends produced on Robinson's 
Nylon Tipping Machine. 


i) 




















MIXING 


100% Tipped Tynex 
Nylon mixed to formula 
to give desirable taper, 
resilience and increased 
capillary action. 


DuPONT TYNEX NYLON 
Used Exclusively 
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‘SAW ~ GRINDING 
MANDRELS 


7 


if 


More than 20,000 retailers 
have increased their sales of 
saw and grinding mandrels 
by featuring Chicago “on-the- 
spot" displays. It makes every 
farm, factory and home workshop 
@ prospective power-tool cus- 
tomer. Not only do mandrel sales 
increase, but sales of belts, pulleys, 
bearings and other power products 
will also increase. ASK YOUR JOBBER. 


The No. 70 display fea- 
tures the six most popular 
selling mandrels attractively 
displayed on this red, white 
and biue board. 


MFG'D BY 


DIE CASTING MFG. CO. 


2510-14 WEST MONROE STREET 
CHICAGO 12 ILLINOIS 
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THE MEW improvepd 
MILLER PAINT 


MIXER 


YEARS AHEAD OF ITS TIME 


TINTS! BLENDS! MIXES! 


NOW, DESIGNED WITH NEW FLOAT- 
A-COIL MOUNTING THAT ELIMINATES 
PRACTICALLY ALL VIBRATION. 


@ NEW! GREY HAMMERLOID FINISH 
@ NEW! CONCEALED SPRINGS 


Still features the “Horizontal Motion” 
that has made Miller the fastest Paint 
Mixer on the market for over |7 years. 
You'll appreciate the quiet, smooth oper- 
ation—your customers will appreciate the 
fast, expert blending and mixing. Avail- 
able in single or double can models. 
Takes any size can from quarter pints 
to gallons. 





WRITE TODAY... 
for colorful, ilustrated catalog. Shows 


complete details and exclusive features of 
the new, improved Miller paint mixers! 


miller 





MILLER MANUFACTURING COMPANY 

Dept. HA-3, 9425-45 Seymour St., 

Schiller Park, Illinois 

Rush complete details on the new Miller Paint 
Mixer. 


9425-45 Seymour Street @ Schiller Park, Ill. @ Gladstone 5-3343 


OS 0 MOM hae ACRES AOE AE 
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adjustment” and added that such 
an adjustment held promise of an 
early end to the business decline. 

But he warned, though, that right 
now it is “impossible to evaluate” 
the effect of the production decline 
and pointed to the possibility that 
“it may in itself set forces in mo- 
tion that will spread more widely 
over the economy.” 

The official was Winfield W. Rief- 
ler, assistant to the chairman of 
the F. R. B. 


Color TV Sets to Be 
Leased to Public 


Emerson Radio & Phonograph 
Corp. has decided to lease, rather 
than sell, its color TV sets to the 
public—at least for the time being. 

Benjamin Abrams, president of 
Emerson, asserts that “under no 
circumstances will the color sets 
be sold.” He adds that the price of 
color TV, $700 to $1,200, is too 
high for the public to buy. 





Pesticide, Insecticide Demand Will Be 
Strong in Face of Anticipated Plagues 


Demand for pesticides and insec- 
ticides will be heavy in the mid- 
western states this summer if U. S. 
Dept. of Agriculture is right in its 
forecasts that grasshoppers, mor- 
mon crickets, and chinch bugs will 
be a serious problem this year. 

“Very severe,” as defined by the 
government, means an infestation 
on an average of more than 28 in- 
sects to the square yard. Missouri 
and Wisconsin are classed as likely 
to face a ‘“‘very severe” infestation 
of grasshoppers. 


Serious infestations are expected 
over about five million acres in 
parts of 13 states including Mon- 
tana, Wyoming, Idaho, Colorado, 
Nebraska, California, Oregon, Utah, 
and parts of Texas and Oklahoma. 

Severe infestation of mormon 
crickets are expected in parts of 
California, Idaho, Montana, Nevada 
and Utah. Chinch bugs are expected 
to present control problems in the 
corn belt, including parts of Arkan- 
sas, Missouri, Illinois, Indiana and 
Kansas. 


Scattered Signs of Business Improvement 
Brighten Picture of Economic Situation 


There are scattered signs of im- 
provement in the general economic 
picture. 

Indications of some upturn in- 
clude a rise in new orders gen- 
erally, improved inventory posi- 
tions, strength in stocks, bonds 
and commodities futures, and some 
improvement in steel bookings. 

Department store sales are 
showing a spotty series of plus 
signs. While they reflect regional 
differences, more “ups” than 
“downs” are being reported. 

Most in business agree it is still 
too early to read any significance 
into these various reports. But, at 
worst, it could be that they fore- 
shadow a leveling out of the eco- 
nomic adjustment—at least until 
sersonal forces have been spent. 
And, of course, there is always the 
possibility that the plus factors 
now being noted are harbingers 


of an upturn in the general level 
of business. 

Looking over the picture, the 
Federal Reserve Bank of New 
York expresses ‘the opinion that 
the real test of the economy’s abil- 
ity to weather the adjustment 
without a serious recession still 
lies in the future. Most of it hinges 
on the consumers’ behavior. 

The National Association of 
Purchasing Agents puts it this 
way: 

“The majority opinion is that 
Easter, spring and early summer 
products are becoming active, and 
March may show either a leveling 
off or an upward movement of in- 
dustrial business.” 

The purchasing agents report 
that inventories of unworked ma- 
terials in February showed the 
sharpest drop since last June. 
Many companies, they find, report 


their inventories of purchased ma- 
terials at “rock bottom.” 

The purchasers declared that 
the improvement in new orders 
was the “bright spot” of the 
month. While not of boom propor- 
tions, they state, the “number re- 
porting increases (30 pct) exactly 
balances the number of decreases, 
a condition which has not existed 
in reports since January, 1953.” 


Industrial Decline 
Reflected in Soft Coal 


Soft coal output, an important 
economic indicator, dropped to 
7,230,000 net tons in the week 
ended Feb. 20, reports the Na- 
tional Coal Association. This was 
the lowest production for a nor- 
mal, non-holiday week since the 
week of Feb. 20, 1938. 





New Construction 
Makes Good News 


There are indications that 
February construction totals will 
show that it was a strong month, 
George Cline Smith, economist 
for F. W. Dodge Corp., contends. 

New contract awards in Janu- 
ary were 7 pct above the same 
1953 month and set a new record 
for the month, Dodge reports 
show. This is perhaps the bright- 
est spot in the business outlook, 
Mr. Smith adds. 

















Co-ops Get Break 
In Making Tax Returns 


Exempt farmers’ cooperative 
marketing and buying associations 
now have six months longer to file 
federal income tax returns and pay 
1953 taxes. 

Internal Revenue Service re- 
cently extended the filing date from 
the middle of the third month after 
the end of the taxable year until 
the middle of the ninth month. For 
a cooperative using the calendar 
year as its tax year, the extension 
changes the deadline from March 
15 to Sept. 15. 

IRS warns, however, that during 
the extra months it will collect in- 
terest at the rate of 6 pct yearly 
on the computed tax. 
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oat In the pages of these magazines your customers 
a are getting the story of Campbell-Hausfeld 
Ate thrifty, trouble-free Portable Compressor Outfits. 
nber re- They are learning the many jobs they can do them- 
exactly selves with our paint sprayers... refinish furni- = 
creases, ture and fenders . . . paint houses, barns, tractors, } 
existed trucks ... inflate tires ... rid livestock and pens 
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a HAUSFELD CO.. 215 Railroad Ave- a — Nev 
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1OWA HYDRANTS 
THE FAVORITE FOR MORE THAN 35 YEARS 
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packing, packing nut and stem. 
< re- * VARIABLE FLOW — Improvements 
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McGill ‘‘CANT MISS” 


mouse &'rat traps 


SPRING 
THIS 









Today For 
Complete 
Information 


McGILL METAL PRODUCTS CO. 


MARENGO-ILLINOIS 











Send 





MAIL THIS COUPON for----------- 


catalog and full profit details... 


Bennett-ireland Inc. 


Norwich, N. Y. 


Flexscreen. 


BENNETT - IRELAND IN 
6% _ 


Get the facts on Flexscreen—the 
curtain firescreen that most cus- 
tomers want most. It pays to 
promote the leader! 








Dept. 354 North Street 
me catalog and information on 


See eeeeeeeeeeceset 





Steel Production 
Runs at Low Level 


Steel production for the week 
ended Feb. 22 will fall to 1,730,000 
net tons, estimated the American 
Iron & Steel Institute. That will 
make the week the smallest for any 
non-holiday week, except for the 
two-month strike period in 1952, 
since the week of March 13, 1950, 
the institute said. 

Actual production in the week 
ended Feb. 15 amounted to 1,779,- 
000 tons, or 74.6 pet of theoretical 
capacity. The Feb. 22 week is set 
at 72.6 pct of capacity. 


Factories Shipped 
30% More Washers 


Factory sales of standard-size 
household washers in January rep- 
resented a gain of 30.5 pct over the 
number shipped in the preceding 
month, and were 9.9 pct less than 
those sold in January, 1953, accord- 
ing to the American Home Laundry 
Manufacturers’ Association. 

Dryer sales were down .6 pct 
from December, 1953, and showed 
a gain of 32 pet over January a year 
ago. 


Factories Shipped 
More Vacuum Cleaners 
Factory sales of standard-size 
household vacuum cleaners in Jan- 
uary showed an advance of 16 pct 
over December, the Vacuum Clean- 
er Manufacturers’ Association re- 
ports. January ,sales were 13.5 
pet lower than in January, 1953. 


More Unemployed 
Apply for State Aid 

Unemployment among workers 
eligible for state jobless benefits 
in mid-February resumed a three- 
month advance after dipping 
slightly earlier in the month. 

In the week ended Feb. 13, 
2,178,400 workers were getting un- 
employment compensation—about 
58,500 more than in the previous 
week. The Feb. 13 figure for in- 
sured unemployment is the high- 
est since 1950. 

In the week to Feb. 20, however, 
new claims for jobless pay re- 


versed a five-week downtrend and 


rose by 5386 to 324,900. This in- 


crease, says the department, is due 
mainly to administrative factors, 
chief of which was that the previ- 
ous work week had been a short one 
in many states because of Lincoln's 
birthday. 

Twenty-eight states recorded a 
decline in new claims in the Feb. 
20 week. Among them were Mich- 
igan, down 7100; California, off 
4400, and North Carolina, which 
reported a 1300 drop. 

Only six states reported a rise 
of more than 1000. Indiana led the 
list with 8000, followed by Ohio, 
Kentucky, New Jersey, Washing- 
ton and Pennsylvania. 

The Indiana unemployment spurt 
is explained to have resulted from 
temporary lay-offs in the automo- 
bile and electrical industries. 


Gas Water Heater 
Shipments Lower 

Shipments of automatic gas 
water heaters in January fell 9 
pet below the like 1953 month but 
were 21 pct above the December, 
1953, level, reports the Gas Appli- 
ance Manufacturers’ Association. 

During January, 167,200 units 
were shipped to distributors and 
dealers, compared with 184,000 in 
January, 1953, and 137,800 in De- 
cember. 


Survey Reveals More 
2-Refrigerator Families 


There is a definite trend toward 
the combination refrigerator- 
freezer becoming the standard in 
the industry, reports John F. Mc- 
Daniel, vice president of market- 
ing, of the Hotpoint Co. after a 
survey of Hotpoint combination 
owners. 

Mr. McDaniel noted that the 
combination refrigerator-freezer is 
obsoleteing conventional models, 
opening a new market in a highly 
saturated industry. 

The survey showed that one- 
third of the owners kept their old 
refrigerators when purchasing a 
new one. There are more and more 
two refrigerator families. 

The survey also showed that the 
replacement market is slowly de- 
creasing. About 24 pct in 1953 said 
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Shelf'n Table BUILDERS 


rade Name eg 





4 we | Cana 

ALD 

t <=. a | 
FURNITURE rH 

ian Minutes 


WITH THESE INTERLOCKING PARTS 


plus BOARDS CUT TO SIZE AT LOW 
COST BY LOCAL LUMBER DEALERS | 


> BRACKETS 
Shelf Top WROUGHT 
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U.S. and Canadian Pats. Pend. 


FROM SMALL COUNTER SPACE 
ASK YOUR JOBBER—OR WRITE US FOR DETAILS 
JOHN CLARK BROWN '!K¢ 


ONE MONTGOMERY ST 
BELLEVILLE 9,NVU 


THE ONLY FACTORY SOURCE FOR A LARGE LINE 
OF GADGETS—MORE THAN 60 GADGETS 


enberry GADGETS 





Door Ease 
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with 


Stainless 
DOOR-EASE®°® 


STICK LUBRICANT 


Nationally advertised 15c sell- 
er, comes 12 in display box. 
Hundreds of uses in home and 
shop. Also large 39c seller in 
metal container, packed 6 in 


display box. 
AGs 


American Crease Stick Co. 
Muskegon, Michigan 
. PRODUCTS 














aus? LOCK-EASE Graphited Lock Fluid 


in 4-oz. ‘Drop or Stream” can, 39c; 





AMERICAN Dripless Oil in 4-oz. oiler, 29c. 
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their refrigerator was less than 
eight years old as compared with 
13.4 pet, an 80 pct increase. 

More combination models are go- 
ing into the lower income bracket 
homes. The survey showed that 20 
pet of the combination owners 
earned less than $3,600 per year. 


and 4 pet in 1951. 


It was revealed that 80 pct of | 
the combination refrigerator own- | 


ers owned washing machines (49 
pct automatic and 32 pct conven- 


| tional); 33 pct cooked on electric 


ranges, 18 pct used electric water 
heaters and 12 pct rotary ironers. 


Construction Reaches 
Peak Rate in January 


Optimistic outlook for the build- 
ing industry for 1954 has been sup- 
ported by the first construction re- 
port of the U.S. Office of Business 
Economics for 1954. 

January construction was 3 pct 
above levels for the same month 
last year, a peak rate even after 
allowing for seasonal factors. 

Total new construction put into 
place added up to more than $2.4 
billion. 

Industrial construction took a 
turn upward, advancing somewhat 
more than seasonally. Residential 
construction was slightly below sea- 
sonal levels but was still at 1953 
levels for the month. 


Consumer Prices 
Slightly Higher 

Higher food and transportation 
costs lifted the government’s Con- 
sumer Price Index 0.3 pct in the 
month ending mid-January, reports 
the Bureau of Labor Statistics. The 
increase brought the index to 115.2 
on the 1947-49 base of 100. 


Little Price Change 


Wholesale prices averaged un- 
changed in the week ended Feb. 23 
as slight increases in farm prod- 
ucts and processed foods offset de- 
clines for industrial commodities, 
reports the Bureau of Labor Sta- 
tistics. This left the bureau’s in- 
dex at 110.5 on the 1947-49 base 
of 100. 


| This compared with 13 pct in 1952 | 
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RETAILERS! JOBBERS! 
Win exciting and valuable prizes 


(OR LESS!) 
and 10 Additional Prizes 
in Each of 17 Sales Areas 


HERE’S ALL YOU DO! 


Anyone who sells Norelco Shavers can 
enter! Retail sales people may submit one 
entry for every 6 Norelco Shavers they 
sell! Wholesale sales people submit one 
entry for each 48 shavers they sell! Re- 
member—the more entries you submit the 
better your chance to win! 


EASY! EXTRA PRIZES! 


Extra prizes for winning entries received 
by April Ist. Extra prizes for sales man- 
agers or supervisors, too. Sell Norelco! 
Qualify quickly! Win big prizes. Get all 
the facts. 

See your distributor! He’s got entry blanks, 
rules, easy directions, ideas to help you! 


North American Philips Co., 
Inc., 100 East 42nd Street, New 
York 17, New York 




















METAL FLOATS 


| 


Engineered To Your Specifications | 


@ Made of copper, plain 
steel, copper plated steel, 
all types stainless steel, 
aluminum, brass, monel, 
pure nickel, Admiralty or 
Everdur, or any suitable 
metal for open tank and 
all pressures. 





COLUMN 


@ Seamless copper ball 
floats carried in stock in 
diameters of 3", 4", 5" 
6", 7", 8", 10" and 12" 
for open tanks and pres- 
sures of 25, 50, 100 and 
150 Ib. Floats in special 
sizes and pressures— 


} 
MADE TO ORDER. Stain-, 
less steel ball floats larger 


than 12" diameter can grat CYLINDRICAL 
be made up specially. 
Write for METAL FLOAT 
catalog. 


ARTHUR HARRIS & CO. 
DEPT. HA, 210-218 N. ABERDEEN ST. 
CHICAGO 7, ILLINOIS 

Since 1884 


FLOAT MANUFACTURERS « 
ENGINEERS © METAL FABRI- 
CATORS © COPPERSMITHS 
© BRONZE FOUNDERS 





BALL 








CYLINDRICAL 





CYLINDRICAL 





LEAK 


with the famous 


Rubber Poppa? 


SILICONE TREATED 
Can’t stick! End leak- 


age troubles ...save 
wear and tear on pump... 

save their cost in service calls 
they eliminate. Ideal for jet-type 
pumps. Write for Bulletin 301 






Order from 
your Jobber 


STRATAFLO PRODUCTS, INC. 
FORT WAYNE 1, INDIANA 


| the 








Consumer Mailers 





New Wholesalers’ Aids for Dealers’ Use 


Hibbard Circulars 
Ready For Spring Use 


The Spring True Value circular 
which will be used in the first of 
seven major promotions of 
the year by Hibbard, Spencer, 
Bartlett & Co., wholesale distribu- 
tor, Evanston, Ill., is a 2-color, 
&-page rotogravure mailer. 

Over 80 pct of the 149 items of 
garden supplies, housewares, hard- 
ware and toys will be offered at 
reduced prices to both dealer and 
consumer, 

Coordinated with the circular, 
shown here, is a display kit con- 
taining over 423 pieces designed 
for the Spring Sale. 

A portion of the circular is de- 
signed to coincide with the IRHA 
National Hardware Week. Dealers 
can indicate whether they desire 
the IRHA emblem to be used with 





their store imprint. 

The wholesale firm announces 
that over 2,000,000 circulars will 
be distributed by Hibbard dealers 
in the spring promotion. 





Promotions 


Manufacturers’ New Merchandising Plans 


West Bend Promotes 
Flavo-matic Perks 


Dealer aids consisting of ad mats, 
radio and TV scripts and counter 
cards have been prepared by West 
Bend Aluminunmy Co., West Bend, 
Wis., for dealers to use in tying in 
with consumer advertising. 

Ads in Ladies’ Home Journal and 
McCalls will feature the “coffee 
economizer” promotion on Flavo- 
matic electric percolators. 


Paint Roller Week 
Starts April 25 


National Paint Roller Week, 
starting April 25, will be backed 
up by a complete kit of multi-colored 
promotional aids. These will be fur- 
nished free by members of the Na- 
tional Association of Paint Roller 
Manufacturers to dealers who re- 
quest these through their regular 
jobbers. Members of the sponsor- 


ing association are King Paint 
Roller, Essex Graham Co., Hanlon 
Goodman Co., Fond du Lac Roller, 
U. S. Metalcraft, Thomas Products 
Co., and EZ Paintr Corp. 


Cream City Ware Ads 
In Consumer Magazines 


Geuder, Paeschke & Frey Co., 
Milwaukee, is now featuring their 
line of Cream City Galvanized Ware 
in advertisements in Good House- 
keeping and Ladies Home Journal. 
Although the Cream City name is 
well known to hardware and house- 
wares dealers, having been on the 
market for almost 75 years, this 
marks the first time that it has been 
directly advertised to the public. 

The Cream City brand name will 
play an increasingly important part 
in future G. P. & F. merchandising 
plans. For example, Met-L-Top 
Ironing Tables, also manufactured 
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JACK POST 


Designed by the originator of telescopic 

adjustable posts, HI-LO out-performs, out- 

sells all competition. Cash-in on the need 

of thousands of home owners in your 

area. 

© Fits any basement. Full range height 
adjustment. 

® Safety engineered. Guaranteed to support 

20,000 Ibs. 

Precision-made, easy-to-operate jack. 

Completely rust-proofed. Beautifully finished 

with gray Pliolite. 

Packaged for over-counter sale in rugged 
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A TRADEMARK SINCE 1876 


FOR THE BEST IN 


SPRING 
won HINGES 


TIPS 


STANDARD 
TYPE 
NO. 29 





BOMMER SPRING HINGE CO. INC. 


Main Office & Plant: LANDRUM, SOUTH CAROLINA 
Chicago Office: 180 N. Wacker Drive, Chicago 6, Ill 
Sales Office 

ond Warehouse: 263 Classon Ave., Brooklyn 5, N. Y 














Go After 
< . That BIG 
~\ Quality-Tool 
Market! 





Display XCELITE 
The Tools That Sell On Sight! 


Men who know fine tools insist on the kind of quality 
you find in XCELITE screwdrivers, nut drivers, screw- 
holders and pliers! Why not GO AFTER this profitable 
market? Display XCELITE, and you'll find the carpen- 
ters, electricians, Radio-T¥ men, contractors, auto men 
and maintenance departments coming to YOU—again 
and again—with big orders and re-orders. But don't 
take our word—see for yourself! Write today for 
XCELITE literature. 








(Formerly Park Metal- 
ware Co., Inc.) 
Dept. G ot 


Orchard Park, N. Y. XcELITE 
Role) Mie 
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Ahir 


LAWN MOWERS 


BLAIR Model 30 
18” Rotary Mower 


Also available: 21” and 18” Reel 
Power Mowers and a full line of 
fine hand mowers. 

If it’s made by BLAIR, the qual- 
ity’s there. 


BLAIR MANUFACTURING CO. 
Telephone 2-7449 
Springfield 7, Mass. 



























2 GAL. COMPRESSED AIR 4 


The ‘“‘ladies’ choice."’ 
Dome-top welded tank. 
16” curved brass ex- 
tension. Light weight. 
Extra long, 5 ft. hose 
and adjustable nozzle 
enables user to spray 
trees, gardens or flow- 
ers with no effort 
Long or short distance . . ii 
spray. Brass pump. VY, 
Good seller Highly re 

popular. mF A 

Complete line of sprayers and dusters. 


As advertised in House & Garden, House 
Beautiful and Many other National Publications 


D. B. SMITH & CO. 


426 Mein S$t., Utica 2, N.Y. 
“Originators of Sprayers” 
Canadian Rep. G. L. Cohoon 
1265 Stanley $t., Montreal 2, Conedae 




















by Geuder, Paeschke & Frey, are 
now being nationally advertised as 
“a Cream City product.” A com- 
pany Official stated, “There is a 
good possibility that all G. P. & F. 
products will eventually be mar- 
keted under the Cream City name.” 


X-acto Booklet 
Lists Dealer Aids 


Copies of X-acto’s newest dealer 
aid, a folder entitled “7 Steps to a 
Better Marketing Program for the 
Hobby Dealer” are available free 
to dealers writing directly to 
X-acto, Inc., Long Island City 1, 
|. oe ¢ 

The folder contains marketing 
suggestions for the hobby dealer 
and a summary of all available sales 
aids, point - of - purchase displays, 
how-to-do manuals, envelope stuff- 
ers, and display merchandisers. 


Water Systems Film 
For Trade Meetings 


A 20-minute, 16 mm sound film, 
entitled “Tuned to Today,” has 
been produced by the Dayton Pump 
& Mfg. Co. and is available for 
wholesaler or dealer meetings or re- 
lated trade groups. 

The film stresses the fact that the 
pump industry is currently enjoy- 
ing a strong market and gives spe- 











E & J Red Hot Sellers 


BRUSH HOLDERS 


Hold ANY Brush 
To Any Can 
Nickel Plated 


Save expen 
sive brushes 
with these 
low-cost. 
niekel 
plated 
brush hold- 
ers. Keep 



















bristles 
straight, 
handles 
clean, 


10¢ each 


JENNY'S— 
=} 












HOOK ON TO 
ANY STEP 
OF STEPLADDER 


NO STOOPING 
NO BACKACHE 


29¢ PAIR 15 PAIRS TO A DISPLAY 


E & J ENTERPRISES, INC. 


Dept. H, 682 Bloomfield Ave., Verona, N.J. 














cific suggestions on “How to Make 


More in ’54,” 

It is pointed out that proper fol- 
low-up on water system sales brings 
in added business in related lines. 


New Universal Jet 99 
Shown to Distributors 

One out of every 18 families will 
purchase a new vacuum cleaner in 
1954, stated Lee Moss, sales man- 
ager of the Universal Home Clean- 
ing Equipment Division of Landers, 
Frary & Clark. 

Addressing the first of 14 coast- 
to-coast distributor meetings, held 
in Washington, D. C., for the pur- 


pose of introducing a completely | 


new line, Mr. Moss estimated that 
an average of 120 cleaners will be 
sold by every aggressive dealer, this 
year, for a retail volume of $10,800. 

“Thus,” he stated, “every cleaner 
sold will produce more gross profits 








Changes 


New products and 
new trade names are 
constantly being 
added to the listings 
for the next Directory 
Number of HARD- 
WARE AGE. 


Therefore, if you do 
not find in the current 
issue of the Directory 
Number the product 
you are interested in, 
write to the “Who 
Makes It’ Editor. He’l] 
be glad to serve you. 


HARDWARE AGE 


100 E. 42nd St., New York 17, N. Y. 
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There is a Penn Reel for 
all types of salt 
fishing, also for 
fresh water fishing 


water 


neavy 





WIRE LINE FISHING 





Super-Mariner No. 49 
Mariner No. 149 









SUPER-MARINER 
BOTTOM FISHING 





Long Beach No 60 65, 66 
Delmar No. 285 

Sea-B 
Sailfisher No. 130 


LEVEL-WIND REELS 
Peerless No. 9 
Peer Jr. No. 109 


Peer Sr. No. 209 


y No. &5 


















on rainy days CHICAGO rubber tire sidewalk 
skates are quiet indoors 





The auto compass market 
demands true instrument quality 


.. FAMOUS HULL AUTO COMPASSES 
OFFER THE ULTIMATE IN ACCURACY 
AND DEPENDABILITY 


@ Patented features make the Hull more accurate, 
easiest to compensate (with a simple turn of two 
compensator screws). 

@ Longer-lived dependability, greater customer 
satisfaction and sales . . . because of highest qual- 
ity materials and workmanship. 

- The Hull is far and away the easiest to install 
in ANY car — a final basis for dominant customer 
preference. 


MORE HULLS IN USE THAN ALL OTHERS COMBINED 
te Choice of Mounting Brackets— 
Vacuu u wi i 
a. " Sa Adhesive ho aae hee ” 
WRITE FOR COMPLETE DETAILS 
HULL MANUFACTURING CO. 
* P. O. Box 246-DA3 + WARREN, OHIO 


* . 
q ze. : 
4A 
a 
Ka 5 
: 
4 
ILLUMINATED 


LIST PRICE $6.95 
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SURPASSES THEM ALL 






IT’S THE 
WORLD'S 
LARGEST 

SELLING PLUG 


OVER TWELVE MILLION SOLD 


You’re Losing Profits If You Don’t 
Carry the Flatfish In Stock 


* 
Face 
CATALOG 


HELIN TACKLE COMPANY 


3669 MELDRUM AVE. DETROIT 7, MICH. 














TWO NEW 


GUN CLEANING RODS 
by HOPPE 


Makers of Hoppe’s No. 9 


HOPPE’S MASTER 


This superb two piece rod is, to the best of our 
knowledge and belief, the finest in the market. 
It has a shaft of sturdy, rigid drill steel that is 
mounted in a handle of clear amber Tenite and 
revolves freely upon a pivotal steel ball bear- 
ing. This shaft is 35 inches long and will clean 
the bore of the longest match rifle. It is in every 
sense “A Master Shooter's Rod.” 


HOPPE'S FEATHERWEIGHT 


as its name implies, is a light weight rod made 
with a two piece shaft of selected aluminum. 
In every other detail of construction it is an 
exact duplicate of our Hoppe’s Master Rod. 


ASK YOUR JOBBER 
FRANK A. HOPPE, INC. 











2314A North 8th St. Philadelphia 33, Pa. 
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SELL 
WINDOWS 
IN ROLLS 


New Vue-Lite Is The Lowest 
Cost, Cord Reinforced 
Plastic Wiatew Material 




















Suggested <7 
Retail Price “Se 
58¢ . 
Per Sq. Yard 
White or Green 


Complete line of ma- 
terials used every- 
where in home, farm, 
industry. Year ‘round 
volume. 5-Roll mer- 
} ea chandising display 
© Giar Sereon (‘4 Mesn) Stops traffic — moves 
© Giar Sereen (94 10 Mes) materials. Local dealer 
© Giar Screen (14.414 Mash A 
e Nu-V.Glass (White-Green, PFOMOtion. Nationally 
© Giar-Fabrik (Coated advertised. Contact 
s! Window 
eo oe your Jobber or write 
direct for free specifi 
cation sheets, prices 


© Sol-O-Lite Heavy Duty 
SOL-O-LITE MFG. CO. 


4303P West North Avenue 


8 DIFFERENT 
MATERIALS: 


@ Crystal-Lite (Clear As 























54-5 Chicago 39, iMinois 
$ fi BR IPR Oe 6 
pa | ar as _ a oe 
fo foe wey” as 
oe 

ay AED oe} 
= ‘ame’ Op value 1 =a 


=== TRAFFIC == 
a: ° STOPPER! = 


_L from our long line Y 
of fireside furnishings 


a 
POLISHED ( . 4 
Y athe 


BRASS BASKET 
Areal special that 
will pull traffic 


only rings? 
¢ 






“8 =8 








No. 99D POLISHED 
BRASS FIRE LIGHTER 
Outstanding value that 


will stop buyers $360 


only 










A sturdy, rugged § 
: = to make 
shoppers buy. 
N terrific value 


syguacer-—— 





4063 San Fernando Rd., West 
LOS ANGELES 39, CALIF. 
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per dollar of investment than the 
sale of a medium-priced television 
set, refrigerator or washing ma- 
chine.” 

The new Universal line is headed 
by a Super Jet 99 cleaner, claimed 
to have 56 pet more power. 

A double-page color spread in Look 
will start the promotion of the new 
Jet 99. Big space will also be used 
in Good Housekeeping, Household, 
Ebony, Coronet, Guide For the 
Bride, American Weekly and 
Parade, 


Merchandising Manual 
For Plastics Issued 

A merchandising manual, en- 
titled “How to Have Seven Times 
Turn With Styron Housewares,” 
has been issued by Dow Chemical 
Co., Midland, Mich. 

The 20-page booklet is designed 
to help plastics housewares buyers 
in decorating their windows and 
merchandising counters through 
seven tested seasonal or special 
holiday promotions. 

Each promotion, including 
Springtime, Mother’s Day, Bridal 
Showers, Picnic Season, Outdoor 
Living and Christmas, is illustrat- 
ed with photos of suggested win- 
dow and counter displays, all de- 
signed to be duplicated by retail- 
ers with stock on hand. 


HARDWARE HUMOR 


wot" 


© Hardware Age, 1954 


"Bring home six coasters, 
she says. How was | to 
know she meant the kind 
you put under glasses?" 


Special Deal On 
Waring Blendors 


Waring Products Corp. has in- 
troduced a “two gets you ten” dea! 
for dealers on its Blendors. 

Under the plan, a dealer realizes 
a profit of better than 45 pct o1 
his over-all purchase, or if he 
orders three PB-5 Blendors he 
makes his normal profit on two, and 
better than 60 pct of his billed cost 
on the third. 

For the promotion, the initia 
pair are packed in a new ecarto! 
which contains a sales 
kit. 


promotion 


Spring Promotion On 
Telechron Clocks 

Telechron electric clocks will be 
advertised on a three-times-a-week 
basis on the Dave Garroway show, 
“Today,” on the NBC network of 
49 stations, throughout the Spring. 

Magazine advertising will include 
four-color pages in Life and Satur- 
day Evening Post. 

Streamers and easel-backed dis- 
play cards for two new models 
priced at $3.98 have been mailed to 
dealers. 


Plywood Promotion 


On Do-It-Yourself 


United States Plywood opened its 
most extensive educational and mer- 
chandising program ever aimed at 
the “do-it-yourself” market with a 
four-color double-page ad in Life's 
March 1 issue, the theme of which 
was “If you can drive a nail (or 
even if you can’t) start this week 
to have wood panelling .. . like 
this.” 

The company has developed a 
broad line of products especially 
engineered and designed for the 
home craftsman. Among these are 
prefinished, easy to install Weld- 
wood plywood panels of a size man- 
ageable by one person; prefinished 
hardwood plywood panels in stand- 
ard 4 x 8 ft dimension to be put up 
without nails, screws or moulding 
To make this possible the company 
has developed a new contact adhe 
sive which permanently bonds the 
panels to the studs. 
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7 MORE POWER “Sagless” Lavatory 
\ MORE BLADE | Spring Pivot-Hinges 
with the 




























Ball Bearing 
Single or Double Acting 


~(CHICAGO)— 
SPRING HINGES 


@ Top of Door 
and Stile Flush 
in any Position \ 














a 5H.P.°™ | 
SAW and MOWER for | 
HEAVY DUTY CUTTING | 


Designed for faster cutting of 
TREES — BRUSH — WEEDS. 
5 h.p. Briggs & Stratton engine 
—Clutch and V-Belt Drive. 
Reinforced Steel Chassis bal- 
anced on large ball bearing 
mounted wheels, adjustable to 
height. 





TYPE AD7227 


Attachments for Application to 
Marble, Glass, Wood or Metal 


| 

|] There is a growing tendency among architects to 
specify stile flush lavatory hinges. This type of hinge 
with this feature was used in the New Statler Center 

|| in Los Angeles . .. equipped with Chicago Spring 

| 

| 











See your jobber first — if he or heavy duty work up to : 

ee not ne ROOT Boe 12" he ne Wiz 20" Saw Hinges. ” ‘ ‘ — 

and Mowers write for Catalog - a pS r Spring Hinges of Quality 

and Discount Sheet. poem. Png , . ° = 

ROOT manuracturine Co., INC. Chica jo Spring Hinge Co. 
127 E. ELEVENTH ST., BAXTER SPRINGS, KANSAS CHICA U.S.A. NEW YORK 




















—" MARSHALLTOWN 


MARSHALLTOWN TROWEL COMPANY «+ MARSHALLTOWN, IOWA 




























. designed with a gal i mind! fam 


@ LIGHTWEIGHT 

* @ REVERSIBLE HANDLE 
@ REMOTE CONTROLS 
@ ALL 'ROUND SAFETY 


New York Sales Office and Display Room: 200 Sth Ave 


VOGT BROTHERS MFG. CO., INC. 


14th and Main Streets, LOUISVILLE, KENTUCKY 







CASTERS 
and GLIDES 


on Pages 147, 148, 149, 150 
of July 23 issve 


HARDWARE AGE DIRECTORY 
and Order From Your Jobber Today 


FAULTLESS CASTER CORPORATION, Evansville, Ind. 




























Health-0-Meter... the oricinat Bath scale 





BUILT RIGHT * PRICED RIGHT + ALWAYS RIGHT 
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Yes, It's Real — 
And Accurate! 


It’s a sample of the many preci- 
sion parts designed and fabri- 
cated by Brooks from one piece 
of wire for thousands of appli- 
cations. Such parts save material, 
casting, machining, often assem- 
bling. And they usually do the 
job better! 

Our century of experience is 
at your service. 


M. S. Brooks & Sons, Inc., Chester, Conn. 
Since 1848 


“BROOKS f° HOOKS 





THE TRADE CALLS 


DYKEM 
STEEL BLUE’ 


Dies and 
Templates) 


Creol® 
LEM Stee 
With DYKEM SIE 
N) aa 


Popular package 8-oz. can fitted with 
Bakelite cap holding soft-hair brush 
for applying right at bench; metal sur- 
face ready for layout in a few minutes. 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy. 


Write for full information 
THE DYKEM COMPANY 
Established 1920 
23058 North 11th St. © St. Lovis 6, Me. 





Noted Economist Sees 
Stabilizers’ At Work 

Dr. Emerson P. Schmidt, econo- 
mist of the U. S. Chamber of Com- 
merce, says there are good reasons 
for believing that “whatever kind 
of economic ailment we are hav- 
ing—recession or dip—will not be 
transformed into any serious de- 
pression.” The U. S. economy to- 
day, he says, has a number of 
built-in stabilizers which it did 
not have in the depression of the 
early thirties. 

Dr. Schmidt says these stabiliz- 
ers already have indicated what 
they can do—they helped to pre- 
vent the economic decline in 1949 
from becoming serious. 

Here are the “stabilizers” as 
Dr. Schmidt sees them 

1. The farm price-support pro- 
gram. 

2. The unemployment compen- 
sation system. 

3. The numerous private and 
public pension programs, includ- 
ing the federal government’s so- 
cial security program. 

5. The tax 
went into effect Jan. 
others in prospect. 


reductions which 
1 and the 


The amortized nature of most 
of our private debt. 

The volume of liquid assets 
held by individuals and_ busi- 
nesses, 

The quick reactions which 
occur in our tax structure, with 
its heavy reliance on the income 
tax. 

Most of these stabilizers were in 
operation during the 1949 reces- 
Dr. Schmidt says. 

What happened, he says, was 
that when the Korean War broke 
out the government adopted a 
policy of encouraging the expan- 
sion of our economic base so that 
if a third world war broke out we 
would have surplus capacities for 
turning out steel, aluminum and 
other vital products. 

“It does not seem reasonable,” 
he declares, “to expect that all this 
expanded industrial base should 
now, in peacetime, be operated at 
full capacity That was not the in- 
tention. In fact, the contrary was 
intended.” 

(Resume reading on page 15) 


sion, 





FREE CATALOG 


96 Pages - - Largest Assortment 


PHOTO FRAMES - - ARTISTS FRAMES 


Raw Oak & Wormy Chestnut Frames 
Picture Frame Mouldings & Accessories 


Dept. for special order frames 


Yes, we handle special size frames, 
made any size, to your order. 
Fastest Service! Lowest Prices! 
ALL AED INTERNATIONAL SALES CO. dept.Ha 
414 E. Baltimore St. e Baltimore 2, Maryland 


a CHAIR-LOC 


Amazing New Ligsid 

S-W-E-L-L-$ Weed 

© Penetrates weed Sbree— 
makes them 0-1-p-8-8-¢ 
permanently. 
Quickest and sesiest wa 


te fix leese chair rue ae 
legs, ~_ eles 
dove-talls, 





A Fast-Selling Impulse itew 


CHAIR-LOC CO. 
Lekehurst 3, N. J 








A REAL OPPORTUNITY: 


Prominent manufacturer of locks and 
builders’ hardware is seeking an ambi- 
tious, aggressive young man to be 
trained for an executive position. His 
main duties will be in customer and 
field-salesman relations. Hardware back- 
ground essential. Must be willing to 
travel. Write in detail to: 


Address: Box B732, Care of Hardware Age, 
100 East 42nd St., W. Y. 17, W. Y. 














WATER HEATER 
REPAIR COILS 


For old, new and 
obsolete heaters 
100 DIFFERENT MAKES 
Single, Double, Triple, 
Instantaneous, Multi.Coll 
Send for Catalog rye 


DORMONT MFG. CO. 
1314 High Street Pittsburgh, Pa. 














STAINLESS STEEL 
FASTENINGS OF ALL TYPES 
RIGHT OFF THE SHELF 


: Sheet M stad Serene . Martine Cuewe © Cap Serews 
Serew Wood Screw Nuts, 
° Class 3 AN Drilled Fillister | Heads e Ti 
Now Available; Inquiries Invited. PROMPT DELIV- 
ERIES ON SMALL OR LARGE QUANTITIES @ Fast 
service on special screw machine products. 
Write for complete deseriptive catales 


STAINLESS SCREW CO. 
50 ¢ ame fam sccm iniagoy 


» 232 UNION AVE @ PATERSON 2, N. 
Direct New York _— Wisconsin 7- ‘os 











[METAL FOLDING PLAY SETS | 


Send for ore J-52 
CROWN PRODUCTS CO., 666 Lake Shore Dr., Chicage 11 








Rolls | 


America’s | 


ball 
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HARDWA 


OG | 


ssortment 


'RAMES 
+ Frames 
cessories 


ames 


Rolls in any direction 


--sells as easily as it rolls 
TV tables...furniture repair...portable bars Builders’ Hardware 
—home ho ists are discoverin un- 
sa lac ae Fits today’ $s home- plan ning nictere! ! 
And they specify Acme because they know 
Designed to meet every requirement for 


nothing rolls like an Acme Caster...won't . sp: 
break...needs no oil yet can't bind or jam. “ pong your ‘round service and dependebility 
avorite 


You can cash in on this market. Stock up, for ever 





Consider the advantages of having over 300 individual 

display ‘em and they'll sell themselves. 0 hardware products from which to choose—and all are manu 
‘ d : 50 years factured to one high standard of quality 

List prices are low, your profit margin 

ah an : Fine basic materials, precision construction and operation are 
igh. standard types: countersunk with } but a few of the “reasons why” National of Sterling is the 


a > round, square or oblong plates; grip neck; ever-growing choice of discriminating builders everywhere 
® , 
America’s only "wae? threaded stem with and without plate; 


flush plate types. Many sizes available. = s MANUFACTURING 


Call your distributor or write— STERLING 
The SCHATZ Manufacturing Co.,Poughkeepsie,N.Y. | COMPANY iitinois 


ball bearing caster 





ce te Oe ITS DEPEND ON... 


i Se ——— Ee: Ve). 


My COMPLETE LINE OF BUILDERS HARDWARE 


= 
ta Ww J/eALDWIN MANUFACTURING CORPORATION| 


SAFETY HASPS CHAIN DOOR FASTENERS 1290 CENTRAL AVENUE, HILLSIDE, NEW JERSEY 





Tru-Fit ANCHOR BOLTS COBURN 


+ Stronger thn regular bolts SLIDING DOOR HARDWARE 


¢ Won't turn in the block. 





STOCK SIZES — Ps The full line of Coburn Sliding Door Hardware gives you 
toda beige sr so a broad base of customer coverage... goes over big with 


“210 vp 42 tide é 
aie Fechbot =|: 1 brad home owners, farmers, builders and industrial users. 
tn Cortens of 50 complete _ : 3 a . ‘ > 

pct peetbore [eee Send for catalog and price list 


or in Bulk end washer. 


ORDER FROM US OR THRU YOUR JOBBER. 


dru- fait SCREW PRODUCTS CORP. COBURN PRODUCTS (FI 


* CLEVELAND 7, OHIO WICKWIRE SPENCER STEEL DIVISION 
THE COLORADO FUEL AND IRON CORPORATION 











Sales and Engineering Office, 56 Sterling Street, Clinton, Mass. 


13200 ATHENS AVE 


























Hardware dealers all over the country have discovered that it pays to keep your 
eyes on HarpwarE ACE for ideas and advice that mean more money in your pocket. 
Help on store management problems, merchandising ideas, market news, more new 
merchandise descriptions than published by any other hardware magazine, and news 
of other hardware people are just a few of the regular features of HARDWARE AGE 
that have caused more dealers to invest in subscriptions to Harpware AcE than 
to any other hardware magazine. 


HARDWARE AGE 


100 E. 42nd St. New York 17, N. Y. 
The Hardware Dealers’ Magazine 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum 50 words........... $5.00 
Each additional word.. 10 
Positions Wanted 
(Special Rate) set solid, maximum, 
50 words 


Each additional word.......... 05 
Allow Seven Words for Keyed Address 
or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5% discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 


Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 


Thursday. Classified forms close 15 days 
prior to publication date. 
Remittance must accompany order in form 


of check or money order, 
stamps. 


not currency or 














Representatives Wanted | Representatives Wanted | 


Accounts Wanted 





REPRESENTATIVES WANTED—For revo- 


lutionary floral air refresher. Tremendous sales 





appeal. Big money-making opportunity, Corona 
Mills, Inc., 500 Broadway, Lawrence, Mass 
SALESMAN WANTED PROMINENT 


PAINT BRUSH manufacturer has open terri- 
tories for successful sales producer. Prefer men 
now calling on paint, hardware, lumber dealers 
and industrials. Drawing account against good 
commissions. Will also consider side line man or 
manufacturer’s agents. Address Box B-280, care 
ef Harpware Ace, 100 East 42nd Street. New 
York 17, N. Y. 


QUALITY CHROME BATHROOM ACCESSORIES 


Manufacturers 








selling nationally to wholesale distribu- 


tors of hardware plumbing supply, tile, floor and wall 
covering, lumber and builders hardware seeks aggres 
sive representatives with allied lines in the following 
territories: Illinois, Indiana, Wisconsin, Michigan 


Address Box 8-726, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 











SALESMAN: 


BUILDERS HARDWARE 
LONG ESTABLISHED builders hardware _fac- 
tory representative desires experienced builders 
hardware salesman for Long Island territory to 
sell factory lines direct to lumber and hardware 
dealers Drawing against commission. Replies 
contidential. Address Box 735, care of Harp- 
ee AGe, 100 East 42nd Street, New York 17, 

REPRESENTATIVES WANTED: Manufac- 


turer of fine wooden Mother-of-Pearl Closet Seats, 


eleven popular colors, desires reliable Manufac- 
turers’ Representatives calling on Hardware Job 
bers, Chain Stores, Department Stores, Building 
Supply outlets, etc. At present, all territories 
open. Please state actual territory covered and 
references. Address: Box B-744, care of Hagp- 
a Ace, 100 Fast 42nd Street, New York 17, 
Bn. ¥ 


REPRESENTATIVES WANTED. Established 
Manufacturers’ Representatives to sell Brass 
Goods including Swing Spout and Deck Faucets, 
Lavatory Faucets, Bath and Shower Fixtures. 
Valves, Bibbs, “P” and “S” Tubular Traps, 
Plugs, Strainers, Flexible Lavatory and Tank Sup- 
plies, Shower Bars, etc. Many Territories open. 
State all details and actual territory covered. Ad- 
dress Box B-743, care of Harpware Ace, 100 
East 42nd Street, New York 17, N. Y 


HAND TOOLS— Siaiciliniiata of erwes 
known line seeks representatives calling on hard- 
ware retailers, lumber, plumbing, electrical, mill 
supplies and building material dealers. Many ter 
ritories open. Advise which of the above trades 
you call on. Address Box 734, care of Harpware 
Ace, 100 East 42nd Street, New York 17, N. Y. 








ATTENTION FACTORY OR MANUFAC- 
TURERS AGENT. Desiring hard hitting Repre- 
sentation for short lines of Hardware Houseware 
& Plumbing Brass Goods. Covering Idaho. Wash 
ington and Oregon. Calling on Jobbers and Dealers. 
Address Box B-742, care of Harpware Ace. 100 
East 42nd Street, New York 17, N. Y 


EXCLUSIVE PROTECTED TERRITORIES | 
OPEN FOR MANUFACTURERS Representa- | 
tives calling on lumber dealers, building material 
and hardware dealers and jobbers 





to handle a | 
complete line of quality builders hardware tubular | 
locks and latch sets. In reply state lines now 
handled, territory covered and experience in build 
ers hardware. Confidential. Address B-426. care of 
Harowarer Ace, 100 E. 42nd St., New York 17, 
ie 
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and 














EXPERIENCED SALESMEN 


with following among retail hardware and 
housefurnishing stores, to sell the most popular 


branded line of dog furnishings. Can be 
handled as a side line. Liberal commission. 
Choice territories open. 


Address Box A-803, care of eee, aes 
100 East 42nd Street, New York 17, N. 





EXCLUSIVE TERRITORIES OPEN FOR AGENTS CALLING 
ON HARDWARE DEALERS AND GARDEN SUPPLY HOUSES. 
A REVOLUTIONARY LAWN AND GARDEN TOOL THAT 
PERFORATES, IRRIGATES AND AERATES IN ONE 
EASY OPERATION. WATER PRESSURE DOES THE 
WORK. AN EXCELLENT OPPORTUNITY WITH A NEW 
ITEM. STATE TERRITORY COVERED AND LINES NOW 


HANDLED. 
WATER-BORE CO., 











Address: 
Pier 65, Seattle |, Wash. 


CALLING ON RETAIL 
Houses to sell Manila 





SALESMAN NOW 
Wholesale Hardware 


and Sisal Rope. Commission. Reply Box 737, 
care of Harpware AGE, 100 Fast 42nd Street, 
New York 17, N. Y. 





EXC LUSIVE PROTECTED TERRITORIES 
OPEN ON nationally advertised Mak-O-Washer 
to agents calling on hardware distributors, dealers 
and plumbing supply houses. Unique demonstra- 
tion sells eight out of ten on first call. Excellent 
for opening new accounts and high volume re 
peat business. Address Box A-870, care of Harp- 


ware AGe, 100 E. 42nd St., New York 17, 
N. Y. 
ew ROU 1G HT IRON \LEGS"’—Salesmen call- 


ing on hardware & Lumber Supply jobbers. Side 
line exclusive protected territories except N. Y. C., 

Penna., Delaware, Maryland. Manufacturer Rep. 
resentative needs help in promoting the sale of 
highest quality Wrought Iron legs now sweeping 


the country. Commission 6%. Give full details 
in first letter. Address: Mr. Mark Minkus, 81-19 
264th Street, Floral Park, L. I., N. Y 
REPRESENTATIVES WANTED BY 
WHOLESALE hardware firm to call on retail 
accounts in the following territories: Massachu- 
setts, Washington, D. Baltimore, Delaware 
and Philadelphia Established accounts given in 
these areas. Non-conflicting lines permissible. 
Drawing against commission. Contact Chas 


Weiland, Inc., 54 Thomas Street, New York City 


SALES REPRESENTATIVES—Unusual op- 
portunity to represent nationally known Eastern 
Manufacturer of quality locksets selling to hard- 
ware and lumber trade. Protected territories. com- 
mission basis. State Territory and Lines handled. 
All replies confidential. Address: Box B-746, care 
of Harpware Acer, 100 E. 42nd St., New York 
i, me Es 








Accounts Wanted 


REPRESENTATIVES 


Covering all classes of jobbers. Can render reliable, 
aggressive service. We are national distributors with 
established actively operating branch offices in New 
York, Philadelphia, Detroit, Cleveland and Louisville. 
We will carry the account or you can bill direct. 














Inquiries invited. Write Ance Corporation, 7 Wood 
Street, Pittsburgh 22, Pa. 
ESTABLISHED MANUFACTURER REP 


RESENTATIVE of almost 20 years, desires one 
additional line to sell hardware, Housewares or 
Plumbing jobbers and other volume outlets. For 
reputable manufacture (No imports) for the 
states of Ohio and Indiana. Excellent contacts, 
references on request. Address Box B-703. care 
of Harpware Ace, 100 East 42nd Street. New 
York 17, N. ¥ 





MANUFACTURERS AGENT—calling on contract 
hardware dealers, building supply, lumber 
yords and plumbing supply houses in the state 
of Florida with line of sliding medicine cab- 
inets, wants one more outstanding line with 
soles potentialities and volume. Warehouse 
and billing facilities available. Will exchange 
references. Address: R. B. Hilliard, 673 N.W. 
102nd St., Miami, Fla. 











ANCHOR FASTENERS & ALLIED TOOLS 
—Young, aggressive, Marketing trained, repre 
sentative specializing in drilling and anchoring in 
concrete, masonry, etc., seeks complementary lines 
for Delaware Valley U.S.A. Address Box 736, 
care of Harpware Ace, 100 East 42nd Street, 
New York 17, N. Y 








INCREASE YOUR SALES VOLUME— 
SELL THE OVERSEAS MARKETS! 


Sell the profitable overseas markets by 
engaging our alert and experienced 
export organization, now actively trad- 
ing in all principal countries. 

Write today—let us show you how 
our international sales force can pro- 
duce volume sales for you. 


J. J. Plesser, Pres. W. Hirsch, Mdse. 


HAMOS COMPANY 


Manufacturers’ Export Representatives 


Dept. 8A, 332 West 21st Street © New York 11, N. Y. 


Mgr. 














MANUFACTURERS’ AGENTS, CALLING 
on all building supply, lumber, and builders’ hard- 
ware dealers in New York, New Jersey, eastern 
Connecticut, eastern Pennsylvania, Maryland, 
Delaware and D. C., can handle an additional 
item, builders’ hardware or building specialties, 
on commission basis. Seven men on the road. 
Address: Box B-724, care of Harpware Ace, 100 
East 42nd Street, New York 17, B. ¥. 


MONTANA-IDAHO. 





Do you need more. vol- 


ume from this long neglected area? Established 
manufacturers’ represent: itive now selling most 
major ieaiode of hardware, plumbing, and in 


dustrial supplies has time to give regular personal 
coverage for one or two additional reputable manu- 
facturer Write Box 733, care of HARDWARF 
AcE, 100 East 42nd Street, New York 17, N 





CANADIAN DISTRIBUTOR WITH BEST 
WHOLESALE and chain store accounts through 
out Canada seeks one good line tubular Lock Sets 
also Builders’ and Shelf Hardware, small hand 
tools, specialty or related product suitable for 
volume distribution exclusively on our own account 
or on commission. Address: Alliance Distributors. 
8570 Stuart Ave., Montreal. P.Q. 


REPRESE NTATIV ES COVERING HARD 
WARE AND OTHER jobbers. Need good House- 
line 


wares, Sporting Goods or Builders Hardware 
Now covering Washington, Oregon, Idaho & Utah 
Have warehouse with R. R. trackage and shipping 


facilities. Can give good recommendations. Young 
aggressive organization. Members MANA. Write 
Leonard Hurst Co., Box 252, Caldwell, Idaho 
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Classified Opportunities Section 





_ Accounts Wanted 


Positions Wanted 


Business Opportunities 





MANUFACTURERS REPRESENTATIVE 
Selling the Hardware & Automotive Jobbers in 
Minnesota, Dakotas and Western Wisconsin seeks 
tational recognized manufactures. Eight years 
experience in steady coverage Address: Box Ne. 
P} Route #2 Excelsior, Minnesota. 
“PREPARING FOR ADDITIONAL COVER- 
i1GE IN New England territory. Established 
sanufacturers representative organization for past 
W years, desires two or three additional lines to 
Jardware, Department Store and Sporting Goods 
tade, best of trade and personal references. Estab 
ished lines preferred. Address Box B-741, care 
f Harpware Acer, 100 East 42nd Street. New 
‘ork 17, N. Y. 











AGGRESSIVE AND EXPERIENCED FAC- 
TORY REPRESENTATIVE COVERING the 
four Pacific Northwest States desires additional 
lines to carry. At present contacting wholesale 
and retail hardware, sporting goods and marine 
hardware accounts. Will furnish references to 


respectable manufacturers. Address: L. A. Sand- 
strom, Jr., 1526 28th Avenue West. Seattle 99, 
Washington. 





WOULD LIKE A JOB AS HARDWARE 
BUYER; Store manager; or a good salaried job, 
the salary based on cost of living in your town 
Experienced, college education. Address Box 
B-738, care of Harpware Ace, 100 East 42nd 
Street, New York 17, N. Y. 





NEW PRODUCTS WANTED 


Established, Aggressive Factory Agency 
fesires additional products. Calling on 
hardware jobbers, mill supply houses, con- 
tractors supply houses, materials handling. 


ALL OR PART OF 13 STATE COVERAGE 
P.O. Box 627 York, Pa. 











MANUFACTURERS REPRESENTATIVES 
TRAVELING 5 men desire an additional nation- 
ily known line. We cover the states of Wiscon- 
sin, Illinois, Indiana and Kentucky, calling on 
hardware jobbers, sporting goods jobbers, electrical 
jobbers, plumbing jobbers, automotive distributors, 
ill supply houses, mail order accounts and chain 
organizations. Dealer missionary work our pol- 
icy. Address Box B-739, care of HaRDwaRE AGB, 
100 East 42nd Street, New York 17. N. Y 


ALERT, AGGRESSIVE MANUFACTURERS 
REPRESENTATIVE now selling Hardware Job 
bers and Centract Hardware Distributors in Michi- 
gan, lilinois, Indiana, and Wisconsin. Wants an 
additional line limited to the Builders Hardware 
Field. Address Box B-740, care of HARDWARE 
Acz, 100 East 42nd Street, New York 17, N. Y. 


Help Wanted 


SALES ENGINEER WANTED BY BRANCH 
ofice in middlewest of Nationally known manu- 
facturer of sliding door hardware, conveying 
equipment, industrial doors, folding partitions, 
shool wardrobes and specialties. Salary, expense 
account and bonus. Address Box B-717, care of 
Harbware AGE, 100 East 42nd Street, New York 
a. we 




















Business Opportunities 











SALES EXECUTIVE 


must be thorough versed In Builders Hardware, Eastern 
manufacturer has opening with excellent future for 
well qualified applicant. State full particulars. All 
replies confidential. 

Address Box B-745, care of RAROw ASE 


AGE 
100 East 42nd Street, New York 17, ° 














Positions Wanted 


SITUATION WANTED — BUYER. MANY 
YEARS’ experience buying housewares, cut- 
lery, toys, vacuum goods, wheel goods, and other 
kindred items for wholesale hardware and major 








mail order company. College education, married 
and will move. Address: Box B-419, care of 
Harpware AGz, 100 East 42nd Street, New York 
17, New York. . 

OHIO, MICHIGAN, INDIANA, KEN 
TUCKY. Twenty-five years of close Selling 
relationship with the Hardware Jobbing trade in 
the above four states. Ninety per cent of my time 
has been spent doing missionary work with the 
above Jobbers Salesmen in these states. Am sell- 
ing every Jobber, large and small. Want to 
represent a manufacturer who can use a man who 
knows his way around, can hold present accounts, 
and increase the business. Minimum starting in 
crease the business. Minimum starting salarv 
$7500.00 and expenses. My diversified experience 
qualifys me to handle any item sold to the Hard 
ware Jobbing trade. Address: Box B-729. care of 
Harpware Ace, 100 East 42nd Street. New York 








7, N. ¥ 
EXPERIENCED WHOLESALE HARDWARE 
MAN in buying, credits, collections, pricing, 


quotations, customers phone calls, Salesman needs, 
Catalog work, inventory, Expediting, etc. Good at 
fgures, and details, Graduate College Business 
Administration. Thorough knowledge of hard- 
ware field, moderate compensation acceptable 

ould consider part inside and outside arrange 
ment. Address Box B-712, care of Harpwar: 
Acz, 100 East 42nd Street, New York 17, N. Y. 
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Would you like to know more about the equip- 
ment rental business? Floor Sanders — Edgers 
— Vibrators — Wallpaper — Streamers — Paint 
Sprays, etc. Write for our descriptive literature 
— it's free. Added Bonus: We supply name of 
a concern that will help you start rental de- 
partment on “PAY AS YOU GO BASIS". 
Address: K. Rader, Box 8456, Kansas City 14, 
Missouri. 








WANT TO BUY 


Manufacturing business (or Prod- 
uct) selling to hardware or building 
material dealers. 


Address Box 6-727, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 

















WANTED FOR DIVERSIFICATION 











FOR SALE: 100,000 Plated Mason—Brick- 
layer's Hi Tensile Line Pins, Also Line Trige and 
liolders—Will imprint any amount with your 
name, %” lettering, 35 Characters, Two lines, at 
special pries. We also Manufacture Bricklaver- 
Mason Jointer Tools, High quality, low prices 
Dealers-Jobbers write. The Frederick Mfe. Co.. 
2750 South Oakland, Elkhart, Ind. 


BRITISH TOOL FIRM IN LONDON, EN.- 
GLAND, with eye to future development, wishes 
to arrange two or three agencies with first class 
small tool manufacturers, Well established and 
connected. Box #873, c/o DAWSON’S, 129 Can- 
non Street, London, E. C. 4, England. 


Established Business with Growth Potential 


Our client, a successful mid-continent manu- 
facturer of a nationally distributed specialty 
consumer product, will be interested in buy- 


ing another business having a distinctive 
consumer product or line — hard goods only 
— unit value up to $5 — mass produced — 


selling through independent distributors. 


Continuance of experienced staff essential. 


We are management engineers compensated 
by our client. Brokers protected. Replies held 
in confidence. Please write, or telephone 
LExington 2-3616 asking for Mr. Kenyon. 


WELLING & WOODARD, INC. 


52 Vanderbilt Avenue 


New York 17, N. Y. 


Consultants in Diversification and New Products 





Top Management: 





YOUR BOOST 


IS NEEDED MOST 


IN THIS CAMPAIGN TO BUILD EVERYONE'S INDEPENDENCE 


The present period marks an important 
campaign to strengthen the financial inde- 
pendence of the nation’s people. You and 
other leaders of industry will be the princi- 
pal deciders of the success of this campaign. 
It’s the Treasury Department's Independence 
Drive to increase purchases of United States 
Savings Bonds. And the Payroll Savings 
Plan, now operated by 21,000 companies, is 
responsible for the greatest share of Series 
E Bond sales. 

If your company doesn’t have the Payroll 
Savings Plan, now's the time to instal! it! 


If your company does have the Plan, now's 
the time to put extra push behind it! 

Employees who pile up money in Savings 
Bonds feel more secure are actually 
better workers. Moreover, Bond sales build 
a back-log of future purchasing power—good 
“business insurance’ for all of us in the 
years ahead. 

This is your country—and it's your Drive 
Help to put it over! All the material and 
assistance you need are available from 
your State Director, Savings Bond Division, 
U. S. Treasury Department. 


The Treasury Department acknowledges with appreciation 


the publication of this message 


HARDWARE AGE 


This is an official U. S. Treasury advertisement 
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erepared under the auspices of the Treasury Department and The Advertising Council. 

























Cleaner gently Cleans Walls 
rubs grime from We Water 
wallpaper, Kem- 

tone or waterpaint A Top Seller 
swiftly—easily. Re pian Your 






movable sponge 
rubber head may be 
washed and reused 
over and over. 

It's a “NATURAL” for 
Spring Cleaning — Saves 
many times its cost each time 
it’s used. Write for Dealer 
and Jobber prices. 


Promotion NOW | 

























DOVER PRODUCTS CO 
815 W. Arthington St., Chicago, Ill. 



























LUBRICATING STICK / 


Windows Stick ? 
Doors Squeak? 
Drawers Balk? 





A practically colorle stick that lubricates stubborn windows, 
office files. doors, door latches zippers bieycle chains auto 
loors—-anything that sticks-—-by just rubbing it on No messy 
fluids Will not soil mar oor tain wood, plastic or metal 
surfaces Display case hold 1 sticks 

SOLD THROUGH JOBBERS 
DECTO PRODUCTS COMPANY, SALEM 10, MASS. 

















JOBBERS — DEALERS! 


6 ‘ 
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ON THE BIG DEMAND ms 
FoR SELF-SPRAY -- 
PRODUCTS 


®@ Touch-up enamel and lacquer. Ignition spray 






®@ O-GO eliminates garbage can odors 
® AUTO FOAM upholstery and seat cover cleaner 


@ PLASTIC SPRAY + INSECTICIDE « FIRE 
EXTINGUISHERS 


Plasti-Kote wc 


425 LAKESIDE AVENUE, N. W. + CLEVELAND 13, OHIO 































LOS ANGELES TORONTO 








Removes RUST and STAINS from 


BATHTUBS, SINKS , COPPER POTS, GUARANTEED 


AUTO BUMPERS, TILE FLOORS, METALS C°ncy Sarieriey. 
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FREE ZUD SAMPLES included with merchandise 


TT ce sae Gaea RUSTAIN PRODUCTS 240 £. 152 St. N.Y. 5 


SEND FOR FREE SAMPLE 
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Pittsburgh Steel Co. 
Plastex Pipe & Extrusion Co., 
Plastic Woven Prod. Co 
Plasti-Kote, Inc. 
Platt & Co., Arthur |. 
Plumb, Inc., Fayette R. 
Plymouth Rubber Co., 
Power Prod. Corp. 
Pratt & Lambert, Inc 


° 


Queen Stove Works, Inc. 


Ray-O-Vac Co. .. 
Red Head Brand Co. 
Republic Steel Corp. 
Revco, Inc. 

Reynolds Metals Co. 
Ridge Tool Co., 
Robinson, Inc., 
Root Mfg. Co. 
Royal Electric Co. 
Rubberset Co., The 16 
Rudolph Poultry Equipment Co.. 
Rugg Co., E. 

Russell, Burdsall & Ward Bolt & 


Nut 
Rustain Pred, “Ine. 


Ss 


Safe Padiock & Hdwe. 
Safgard Div. 
Samson Cordage Works 


Co... 


| Sandvik Saw & Tool Div. 
25 | Sargent & Co. ; 


. od Savage Arms Corp. 


| Schatz Mfg. Co., The 
Schneider Metal Mfg. Co. 
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| Sealand, Inc. (Union Hdwe. Co.) 59 
| Sharon Bolt & Screw Co. 224, 253 
Sheffield Steel Corp. can OO 
_ 75| Shelby Spring Hinge Co. 170 
_.. 273 | Sherman Mfg. Co., H. B 137 
- 223 | Shetland Co., Inc., The 220 
205 | Shopmaster, Inc. 7 
266 | Shuford Mills .. 90 
1] | Siebert Co., O. W. oo a 
151 | Simonds Saw & Steel Co. 0... 99 
192 | Simoniz Co. . .. 141, 237 
239 Smith & Co., 'B. 270 
214 | Smooth-On sate: Co 225 
25g | S0l-O-Lite Mfg. Co. 272 
280 Sommer & Maca Glass Mchy. Co. 252 
263 South Bend Toy Mfg. Co. 232 
253 | Southland Mower Co., Inc. 185 
251 | Spencer Kellogg & Sons, Inc. 73 
87 Standard Dry Wall Prods. 204 
57 | Standard Tool Co. ............ 193 
5g | Star Metal Products Co. 171 
212 | Star Stainless Screw Co. 274 
Sterling Paint & Varnish Co. 162 
Stevens, Walden, Inc. 226 
Strataflo Products, Inc. 268 
Sun Screen Products Co. 28 
Superior Pressed Steel Co. 280 
i St erat 241 
275 | Syncro Corp. 231 
45 
244 
280 | 
32 
4| . 
233 | Taylor Instrument Cos. 86 
267 Temco, Inc. . 145 
20! | Terado Co. 188 
132 | Time, Inc. . 190-191 
245| Toledo Pipe Threading Mch. Co. 194 
True Temper Corp. ; 42 
Truecraft Tool Co. : 221 
Tru-Fit Screw Products Corp. 275 
Tucker Duck & Rubber Co. 238 
. 254 | Turnbuckles, Inc. 174 
93 | Turner & Seymour Mfg. Co. 215 
79 Turner Brass Works, The 229 
U 
27! | United Corr Fastener Corp 231 
| United States Plywood Corp. 71 
6 United States Rubber Co. 43 
169 | United States Steel Co. 
129 | Cyclone Fence Dept. 203 
211 | Universal Metal Products Co.. 154 
125 | Upson Bros., Inc. 224 
278 | 
280 | 
281 
240 | ¥ 
= | Van Cleef Bros., Inc. 92 
| Vichek Tool Co. 210 
| Vogt Bros. Mfg. Co. 273 
Vulcan Electric Co. 259 
65 | 
Ww 
Wagner Mfg. Co., E.R. . . 218 
Warwood Tool Co. ; . 207 
Washburn Co., The 2 
64| Weller Electric Corp. 7 
61 | Western Lock Mfg. Co. 27 
26 | Wheeling Corrugating Co. .. 91 
147 | Wilshire Mfg. Co. .. 272 
38 | Wissota Mfg. Co. 230 
227 | Witt Cornice Co. ..... 140 
263 | Wolfe, Harry M. 274 
273 | Wolfe Products, Inc. ......... 269 
135 | Woodford Hydrant Co. 265 
a4 Wright Steel & Wire Co., G. F.. 265 
a 
269 
15 x 
278 | 
Xcelite, Inc. 269 | 
Y 
. 131 
212| Yale & Towne Mfg. Co..........22-23 | 
37| Yoder Mfg. Co. ........ 39 | 












Arr) AMERICAN CHAINS eee 
for Farms, Homéds, Industry v 
products and Transportation 





for Steady Profits all year 'round— 


Buy AMERICAN 
Display AMERICAN 


in this sales-making Standp 


° Sell AMERICAN 


order from your AMERICAN CHAIN wholesaler 





American Chain Division 


AMERICAN CHAIN & CABLE 


Bridgeport 2, Connecticut 





) York, Pennsylvania * 





GALVANIZED 
STEEL FENCE POSTS 
"U" flanged posts with self-fastening 
lugs. No Staples Required. 
DEALERS! If your jobber cannot supply, 


write us. Attractive prices and 
delivery dates. 














Manufactured by 


RUDOLPH POULTRY EQUIPMENT CO. 
Vineland, N. J. 

















WANTED jj;u.2 DEALERS 
for BULL-TIG —————— 
SHOR FENCE" Jo: 0 


lnlodin 
mode! | 
shorts . 


Coe 
_ee8 


ry etramtaed models 
low - priced ier 's Shok- acs OR 
shown here (16 T20V-AC) stops Yo 


+ retails 
FOR CATTLE, HOGS, 


* Fon foul Uv sweep, Horses 


for 
Automatic Temperature!|—Automatic Filling! 


The answer to ALL Stock-Watering problems!—0% feed 
saving; | more woteenea: non-freezing; UL-Approved ; 
Guaranteed.—Sell for $84.50. 


Sold thru Jobbers.—Write: 
INTERNATIONAL ELECTRIC FENCE CO. 
931 Albany St., Caldwell, Idaho 














EXTRA SALES 


to Garden Lovers 













This popular, fast-selling device prov ides 
an easy, economical way to apply soluble 
fertilizers and chemicals wherever the 
garden hose reaches. No danger of burning. 
Draws i in and dilutes as you sprinkle. SEL L 
A HOZON to each purchaser of fertilizers 
or other garden supplies. Indi- 
vidually packaged, $2. 25 list. 
Carton of 12 weighs 5 pounds, 
costs $16.20 F. O. B. 


HOZON CO., BOX 703, CLEVELAND 22, OHIO 
This is Hozon's Eighteenth Year 























AAO Rs: 


ClOOus 


n 


I \ 


—— Easy to Sell Features” 


Recognized superior by both the professionals and the "do-it-yourself" trade ... 
Nicholls TROWELS, FLOATS, CEMENT TOOLS, DARBIES and 
HAWKS have been engineered and designed to perfectly “fit” the 
job. Many years of research give “much wanted features” that 
make Nicholls tools sell faster. 


Stock and Display Nicholls Tools 
For more sales» eadien tales - bigger profits | 


NICHOLLS MANUFACTURING COMPANY 


(ye ROUND ROMAN 3, 20 Hl 


7 years 
pENTER SQUARE 


s producer 1 


auer 5 
NICHOLLS CAR 


eo . « > 
th leading sale 


has been @ 








This new Round Roman house number combines legibility 
and decorative appeal. Available in chrome, brass and 
ebony. Absolutely rust proof. FREE! 12 extra numerals 
mounted on multi-colored display unit with every assort- 
ment #1201. Write for prices and free catalog. 


(sold thru jobbers exclusively) 


JOSEPH HALLO. 


O MARKET STREET PHILA 4 PA 


— HOUSE NUMBERS 











Adjust the CLIP to HOLD the TOOL! 


A-D-J-U-S-T-A-B-L-E 
FINGER 
GRIP CLIP 


Holds Anything with a Handle 
KEEPS SHAPE PERMANENTLY 
Small—3 for 10¢—Medium—8¢ ea. (2 
J8 for 15¢) Large—I0¢ each. 

ae Slightly higher on West Coast 
JUST TURN THE SCREW ...THAT’S ALL YOU DO. 


EASY TO INSTALL— ASK YOUR JOBBER 


EASY TO ADJUST— A. |. PLATT CO. 
A PLEASURE TO USE 170 Kenwood Ave., Fairfield, Conn. 


SELL SUPERIOR 


HEAVY DUTY STEEL LEGS 


FOR WORK BENCHES AND TOOL STANDS 





PER SET 
LIST PRICE 
$5.95 
6.45 
6.95 
7.45 
7.95 


LENGTH 
20" 
24" 
28" 
30" 
32" 


MODEL 
1420 
1424 
1428 
1430 
1432 


Made of heavy 14 gauge steel 


SUPERIOR PRESSED STEEL CO. 
30 CROSS ST. CAMBRIDGE 39, MASS. 


ADJUSTABLE 















































MOP WRINGERS azd. BUCKETS COMBINED 


have been CONTINUOUSLY sold by many leading Jobbers and Dealers in every section of the 

United States and Canada since the inception of our business—more than 60 years ago— 

(a record which speaks for itself). You can't go wrong when you buy "EAGLE" because 
they're made right and priced right. 


Manufactured by THE EAGLE WOODENWARE MFG. CO. 
Hamilton, Ohio, U. S. A. 








NATIONALLY ADVERTISED JIQMES or SILENCE 


RUBBER CUSHIONED 


One set on a card. 
12 cards in a box. 
Sizes 142”, 1%” 


1-1/16", 1”, 3%”, 


REGULAR 


One set in a box. 
12 boxes in a 
carton. Sizes — 
1"; Tee, 


%”", We”, 2”, 
% 


FURNITURE GLIDES 


PINTLE & SOCKET TYPE 


For furniture 
where casters 
have been used. 





Sizes: 
S : Ask your jobber. If he is not supolied, write DS 292—1%4”, DS 293—1'2” 
DOMES of SILENCE Division of ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 


ae | 
—S 
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